Error! Unknown document property name.



Crown Commercial Service
_________________________________________________________________________
Call Off Order Form for Management Consultancy Services
_________________________________________________________________________

12/08/2013ALL OFF ORDER FORM


SECTION A

This Call Off Order Form is issued in accordance with the provisions of the Framework Agreement for the provision of Procurement, Supply Chain and Commercial Consultancy Services (Lot 2) dated 04 September 2018. 

The Supplier agrees to supply the Services specified below on and subject to the terms of this Call Off Contract. 

For the avoidance of doubt this Call Off Contract consists of the terms set out in this Template Call Off Order Form and the Call Off Terms.

	Order Number
	TBC

	From
	HM Revenue & Customs (HMRC)
("CUSTOMER")

	To
	Deloitte LLP
("SUPPLIER")

	Date 
	23 August 2019
("DATE")



SECTION B 

call off contract period

	1.1. 
	Commencement Date: 01 September 2019


	 

	Expiry Date:

End date of Initial Period: 31 August 2021

End date of Extension Period: 31 August 2022

Minimum written notice to Supplier in respect of extension: 
1 month prior to the end date of Initial Period  






















Services

	2.1    .  
	Services required: 

In Call Off Schedule 2 (Services)

The Services required are to provide strategic consultancy Services to assist with the   Customer’s Sourcing 2020 Programme.

The Supplier will work with the Customer’s team to provide leading practice supply market and category planning support which will be combined with internal inputs to reach an agreed set of plans and an approach to execute that will meet HMRC’s needs.

To enable the Customer to fully understand “the art of the possible” and better understand best-practice technology solutions for end-to-end tax user Services, the Supplier must:
a. bring external, best-practice experience of tax authorities or best-of-breed public-sector bodies and their enabling technology;
b. be able to advise on the emerging trends which will significantly impact best-practice in the coming 3-5 years.
c. potentially facilitate supplier days to enable the HMRC expert teams to understand existing and emerging best-practice; and 
d. challenge constructively existing HMRC practice in the areas of technology provision.

Throughout the term of the contract, the Customer will be permitted to request using a Statement of Works package format, but no commitment is given to the extent as to which further Statement of Works packages will be commissioned.

The Services required for the first Statement of Work package are as per our Request for Proposal document: 
· Reference - SR219917702
· Titled - Sourcing 2020 Consultancy Support 
· Dated - 03 July 2019
As embedded below and as provided as an annex at the end of this Order Form in the signed DocuSign version of this contract.


 

Should any further Statement of Work packages be required under the auspices of this Order Form then the following process will be used:
1. The Customer will make a Request for Proposal (RFP) in writing to the Supplier which will include a specification of requirements detailing the work needed, the outcomes required and the date the Supplier’s proposal is required by.
2. Upon receipt of the RFP the Supplier will provide a proposal to the Customer, which will include a Project Plan of the milestones needed to deliver the outcomes.
3. Upon receipt, the Customer will review the proposal and reserves the right to request any changes to the proposal as may be required to ensure the required outcomes will be delivered to the Customer’s satisfaction.
4. Once the content of the final proposal is agreed by both parties, the Customer will attach/include the proposal to the formal Call Off Variation Form, (Schedule 12 of the Call Off terms) and distribute via DocuSign for both parties to sign.
5. Once the formal Call Off Variation Form is signed by both parties this will provide the authorisation needed for the work to commence. 





PROJECT Plan

	3.1. 
	Project Plan: 
Within each Statement of Work package proposal, the Supplier shall provide the Customer with a draft Project Plan. 
Any changes to the Draft Project plan, which must be agreed within 7 days of the Statement of Works Commencement Date.
For the first work package, the draft Project Plan was provided by the Supplier in the document titled ‘HMRC Sourcing 2020 – 07 08 FINAL’ (page 11) within their Call Off Tender as referred to in 10.12 below. 
This draft Project Plan must be agreed within 14 days of the Statement of Works Commencement Date. 




contract performance

	4.1. 
	Standards: 
Applicable standards for this contract are per Section 11, Standards and Quality, detailed in the Call Off terms for RM6008 which can be accessed via the CCS website.

	4.2
	Service Levels/Service Credits: 
Not applied

	4.3
	Critical Service Level Failure:
Not applied

	4.4
	Performance Monitoring: 
The Performance Monitoring approach will be agreed within 7 days of the Statement of Works Commencement Date. 

	4.5
	Period for providing Rectification Plan: 
Applicable period for providing Rectification Plan can be be viewed in 39.2.1(a) of the Call Off terms for RM6008 which can be accessed via the CCS website.  



personnel

	5.1
	Key Personnel: 
As per Section 27, Key Personnel, detailed in the Call Off terms for RM6008 which can be accessed via the CCS website, the Key Personnel for the first Statement of Works package are as provided by the Supplier in their Call Off Tender (page 37) as referred to in 10.12 below.	
Key Personnel must be named in any subsequent Statement of Works packages commissioned under the terms of this Call Off Order Form.

	5.2
	Relevant Convictions (Clause 28.2 of the Call Off Terms):
Refer to Clause 28.2 of the Call Off terms for RM6008 which can be accessed via the CCS website



PAYMENT

	6.1
	Call Off Contract Charges (including any applicable discount(s), but excluding VAT): 
In Annex 1 of Call Off Schedule 3 (Call Off Contract Charges, Payment and Invoicing)

No commitment is given to the extent as to which futcher Statement of Works packages will be commissioned from this Call Off Order Form. 

The charging principles for this Call Off Contract can be found in the charging model, titled ‘Revised Deloitte Consultancy Support Charging’ as provided by the Supplier as part of their Tender Response, as embedded below and as provided as an annex at the end of this Order Form in the signed DocuSign version of this contract.


These charging principles, including the additional expected investment approach, should be used to determine the charges for any subsequent Statement of Works package. 
The intended maximum aggregated value of Statement of Works packages during the Initial Contract Term will be £1,250,000. Any increase on this amount will require approval via the Customer’s internal governance processes and confirmation with the Supplier through a formal contract variation process. 
As detailed in the ‘Revised Deloitte Consultancy Support Charging’ model referred to above, the fixed contract value for the first Statement of Works package is £398,450. (exclusive of VAT which will be charged at the then prevailing rate). 

	6.2
	Payment terms/profile (including method of payment e.g. Government Procurement Card (GPC) or BACS):
In Annex 2 of Call Off Schedule 3 (Call Off Contract Charges, Payment and Invoicing)

The payment terms/profile for any services commissioned as part of this Call Off Order Form will be for payments to be made upon: 
· the completion by the Supplier of the milestone deliverables/outcomes stated in the Statement of Works/Supplier’s proposal; and 
· acceptance by the Customer that the deliverables/outcomes have been completed to the Customer’s satisfaction. 
The milestone billing for the first Statement of Works package is detailed in the ‘Revised Deloitte Consultancy Support Charging’ model referred to in 6.1.

	6.3
	Reimbursable Expenses: 
Reimbursable Expenses are not permitted within the M25 Greater London area unless expressly permitted by the HMRC Work Manager. 
Reimbursable Expenses incurred for activity outside of the M25 Greater London area will be permitted with the prior agreement of the HMRC Work Manager, but any expenses incurred must be in accordance with HMRC T&S Policy as provided at Appendix A.

	6.4
	Customer billing address (paragraph 7.6 of Call Off Schedule 3 (Call Off Contract Charges, Payment and Invoicing)):
REDACTED

	6.5
	Call Off Contract Charges fixed for (paragraph 8.2 of Schedule 3 (Call Off Contract Charges, Payment and Invoicing)):
Call Off Contract Charges are fixed for the first Statement of Works package.

	6.6
	Supplier periodic assessment of Call Off Contract Charges (paragraph 9.2 of Call Off Schedule 3 (Call Off Contract Charges, Payment and Invoicing)) will be carried out on:
Not Applicable	

	6.7
	Supplier request for increase in the Call Off Contract Charges (paragraph 10 of Call Off Schedule 3 (Call Off Contract Charges, Payment and Invoicing)):
Not Permitted





LIABILITY and insurance

	7.1
	Estimated Call Off Contract Charges:
Year 1, £500,000 total aggregated value of Statement of Works packages.
Year 2, £750,000 total aggregated value of Statement of Works packages.

	7.2
	Supplier’s limitation of Liability (Clause 37.2.1 of the Call Off Terms);
Applicable Supplier’s total aggregated liability are available in Clause 37.2.1 of the Call Off terms for RM6008 which can be accessed via the CCS website.

	7.3
	Insurance (Clause 38.3 of the Call Off Terms):
Applicable insurance terms are available in Clause 38.3 of the Call Off terms for RM6008 which can be accessed via the CCS website.



TERMINATION and exit

	8.1
	Termination on material Default (Clause 42.2 of the Call Off Terms)):
The Customer may terminate this Call Off Order Form in accordance with clause 42.2.1(c) of the Call Off terms for RM6008 which can be accessed via the CCS website, by issuing a termination notice of 10 Working Days.

	8.2
	Termination without cause notice period (Clause 42.7 of the Call Off Terms):
In accordance with clause 42.7 of the Call off Terms for RM6008 which can be accessed via the CCS website.

	8.3
	Undisputed Sums Limit:
In Clause 43.1.1 of the Call Off Terms for RM6008 which can be accessed via the CCS website

	8.4
	Exit Management: 

Under the terms of the Contract, the Supplier must commit to co-operating with the customer to ensure efficient Exit Management as Statement of Works packages are completed. 
The Supplier must ensure that knowledge transfer to the Customer’s team is a fundamental part of the Exit Management process.

Four weeks prior to the planned end date of the completion of the work, at the Customer’s request, the Supplier must provide an Exit Management Plan. 
The Exit Management Plan must describe: 
· what further activities are needed by the Customer to continue to deliver the Programme effectively; 
· how any knowledge retained by the Supplier’s team needed to complete such activities efficiently will be transferred to the Customer team (on the understanding that the Customer’s team may include contractors and third parties) and 
· the content format and location for any formal knowledge transfer sessions where required. 



supplier information

	9.1
	Supplier's inspection of Sites, Customer Property and Customer Assets:
Clauses 2 (Due Diligence), 31 (Customer Premises) and 32 (Customer Property) may apply to this contract. The supplier will be given site access upon request for inspection purposes.
Where co-location of the Supplier’s team and the Customer’s team is required for the delivery of the Services relating to any individual Statement of Works package, the Customer will provide all office accommodation at the following address: 
REDACTED
The Customer will also provide any equipment needed, such as personal computer (Microsoft Surface Pro), to any member of the Supplier’s team as required for the duration period agreed in any Statement of Works package.
Upon completion of the Statement of Works package the Supplier must ensure that all the Supplier’s team members return any equipment provided by the Customer in full working order. Where any such equipment is not returned then the Supplier will be responsible for any replacement costs. 

	9.2
	Commercially Sensitive Information:
The Supplier proposal document presented to the Customer and titled ‘HMRC Sourcing 2020 – 07 08 FINAL’ and all of its content is considered to be Commercially Sensitive Information.
The Supplier charging model document presented to the Customer and titled: 
· ‘Sourcing 2020 Consultancy Support – SR219917702 – Charging final’; and 
· ‘Revised Deloitte Consultancy Support Charging’ 
And all of their content is considered to be Commercially Sensitive Information.



OTHER CALL OFF REQUIREMENTS

	10.1
	Recitals (in preamble to the Call Off Terms):
Refer to the preamble of the Call Off terms for RM6008 which can be accessed via the CCS website.
Recitals B to E
Recital C - date of issue of the Request for Proposal document: 03/07/2019
Recital D - date of receipt of Call Off Tender: 16/07/2019

	10.2
	Call Off Guarantee (Clause 4 of the Call Off Terms): Not required

	10.3
	Security:
The ‘Short Form - Paragraphs 1-5’ Call Off  Schedule 7: Security contained in the Call Off terms for RM6008 which can be accessed via the CCS website will apply.

	10.4
	ICT Policy:
The Supplier’s team must ensure that when they are using equipment provided by the Customer they must comply with the Customer’s ICT/Security policies. 
When the Supplier’s team members are accessing the Customer’s systems using the Customer’s equipment the ICT/Security policies can be located at the following URL: https://intranet.prod.dop.corp.hmrc.gov.uk/section/how-do-i/get-help-security/security-information-zone
The Supplier must ensure that all team members are made aware of the need to comply with ICT/Security policies and that team members are directed to where the security policies are located.

	10.6
	Business Continuity & Disaster Recovery: 
Not applied

Disaster Period:
Not applied

	10.7
	NOT USED

	10.8
	Protection of Customer Data (Clause 35.2.3 of the Call Off Terms):
It is not envisaged that this contract will involve the processing of Customer Data but should this arise then Clause 35.2.3 of the Call Off terms for RM6008 which can be accessed via the CCS website will apply.

	10.9
	Notices (Clause 56.6 of the Call Off Terms):
Customer’s postal address and email address:
REDACTED
Supplier’s postal address and email address: 
REDACTED

	10.10
	Transparency Reports
In Call Off Schedule 13 (Transparency Reports)
Not applied

	10.11
	Alternative and/or Additional Clauses from Call Off Schedule 14 and if required, any Customer alternative pricing mechanism:
Customer’s additional Clauses will apply as provided in Appendix B.

	10.12
	Call Off Tender:
Call Off Tender response and subsequent updates consists of:
‘HMRC Sourcing 2020 – 07 08 FINAL’
‘Sourcing 2020 Consultancy Support – SR219917702 – Charging final’
‘Deloitte Ariba Extract’ (as extracted from the Customer’s e-sourcing portal)
As embedded below and as provided as an annex at the end of this Order Form in the signed DocuSign version of this contract.







	10.13
	Publicity and Branding (Clause 36.3.2 of the Call Off Terms)
As per Clause 36.3.2 of the Call Off terms for RM6008 which can be accessed via the CCS website.

	10.14
	Staff Transfer
Call Off terms for RM6008 which can be accessed via the CCS website, Schedule 10, Staff Transfer Parts A and B Not Applied.

	10.15
	Processing Data
Not Applicable











FORMATION OF CALL OFF CONTRACT
BY SIGNING AND RETURNING THIS CALL OFF ORDER FORM (which may be done by electronic means) the Supplier agrees to enter a Call Off Contract with the Customer to provide the Services in accordance with the terms Call Off Order Form and the Call Off Terms.
The Parties hereby acknowledge and agree that they have read the Call Off Order Form and the Call Off Terms and by signing below agree to be bound by this Call Off Contract.
In accordance with paragraph 7 of Framework Schedule 5 (Call Off Procedure), the Parties hereby acknowledge and agree that this Call Off Contract shall be formed when the Customer acknowledges (which may be done by electronic means) the receipt of the signed copy of the Call Off Order Form from the Supplier within two (2) Working Days from such receipt.
	For and on behalf of the Supplier:

	Name and Title
	

	Signature
	

	Date
	

	
For and on behalf of the Customer:

	Name and Title
	

	Signature
	[bookmark: _GoBack]

	Date
	






APPENDIX A


A. [bookmark: mileage]Mileage allowances

	Allowance
	Rate (pence per mile)

	Higher Rate Mileage Allowance (limited to the first 10,000 miles in any financial year)
	45p from 11 January 2012 onwards.

	Basic Rate Mileage Allowance
	25p

	Motor Cycle Rate
	24p

	Pedal Cycle Rate
	20p

	Driver Passenger Supplement - can be claimed by Vehicle Drivers for each passenger (ACS and private vehicles only)
	5p

	Non-Driver Passenger Supplement - can be claimed by vehicle passengers (ACS and private vehicles only)
	5p

	Equipment Supplement (private vehicles only) – this allowance was withdrawn on 6 April 2012.
	2p




















B. Assigned Car Scheme (ACS) mileage rates (pence per mile) from 1 June 2019
Note: From 1 March 2012 onwards, ACS mileage rate claims must be based on the Advisory Fuel Rates (AFRs) that match your vehicle’s engine size and fuel type. HMRC publishes AFRs on its website and reviews them on a quarterly basis. Hybrid cars are treated as either petrol or diesel for this purpose.
	Engine size
	Diesel vehicles
	Petrol vehicles
	Liquefied Petroleum Gas (LPG) vehicles

	1400cc or less
	Not applicable
	12p
	8p

	1401cc to 2000cc
	Not applicable
	15p
	9p

	1600cc or less
	10p
	Not applicable
	Not applicable

	1601cc to 2000cc
	12p
	Not applicable
	Not applicable

	Over 2000cc
	14p
	22p
	14p




C. [bookmark: day]Day Subsistence rates
Provided you incur a cost that is more than you would normally have incurred at home or your office, actual expenditure will be paid within these limits:
	Allowance
	Details
	Amount

	One Meal Allowance
	Where away from home and permanent workplace for more than 5 hours
	up to a maximum of £8.25 from 1 April 2013.

	Two Meal Allowance
	Where away from home and permanent workplace for more than 10 hours
	up to a maximum of £17.75 from 1 April 2013.

	Three Meal Allowance
	Where away from home and permanent workplace for more than 13 hours
	up to a maximum of £26.00 from 1 April 2013.

	Unplanned late working
	Where you have to buy a meal when you are unexpectedly required to work after 20:00 hours in addition to your normal day and more than 3 hours after the end of your normal day
	up to a maximum of £8.25 from 1 April 2013.

	Refreshments for business contacts
	Where you are required to meet a non-HMRC customer or business contact outside HMRC premises and consider it is appropriate to offer and purchase refreshments such as a cup of tea/coffee
	up to a maximum of £5.00 per customer/business contact per day


[bookmark: short]

D. Short-term Night Subsistence Allowances
Hotel Bed and Breakfast Capped Rates
At the following locations, actual expenditure incurred within these limits.
	Location
	Hotel B&B capped limit:

	London / within M25 (excluding Heathrow Airport)
	£130 (from 01/04/17)

	Bristol; Heathrow Airport
	£100 (from 01/04/17)

	Oxford; Portsmouth
	£95 (from 01/04/17)

	Elsewhere in UK
	£90 (from 01/04/17)







Appendix B

Charges, Payment and Recovery of Sums Due
1.1	The Supplier shall invoice the Customer as specified in the Section B Clause 6 of this Call Off Order Form.  Each invoice shall include such supporting information required by the Customer to verify the accuracy of the invoice (“Supporting Documentation”), including the relevant Purchase Order Number (and CD Reference) and a breakdown of the Services supplied in the invoice period.  
1.2	To facilitate payment, the Supplier shall use an electronic transaction system chosen by the Customer and shall:
1.2.1	register for the electronic transaction system in accordance with the instructions of the Customer;
1.2.2	allow the electronic transmission of purchase orders and submitting of electronic invoices via the electronic transaction system; 
1.2.3	designate a Supplier representative as the first point of contact with the Customer for system issues; and
1.2.4	provide such data to the Customer as the Customer reasonably deems necessary for the operation of the system including, but not limited to, electronic catalogue information.
1.3	The Customer is in the process of implementing its electronic transaction system. Each invoice and any Supporting Documentation required to be submitted in accordance with this Clause 1 shall be submitted by the Supplier, as directed by the Customer from time to time, either:
1.3.1	via the Customer’s electronic transaction system; or
1.3.2	to the payments.team@hmrc.gsi.gov.uk email address (or such other person notified to the Supplier in writing by the Customer) by email in pdf format or, if agreed with the Customer, in hard copy by post. 
1.4	The Supplier acknowledges and agrees that should it commence Services without a Purchase Order Number: 
1.4.1	the Supplier does so at its own risk; and
1.4.2	the Customer shall not be obliged to pay the Charges without a valid Purchase Order Number having been provided to the Supplier.
1.5	The Customer shall regard an invoice as valid only if it complies with the provisions of this Clause 1. The Customer shall promptly return any non-compliant invoice to the Supplier and the Supplier shall promptly issue a replacement, compliant invoice.
1.6	In consideration of the supply of the Services by the Supplier, the Customer shall pay the Supplier the invoiced amounts no later than 30 days after receipt of a valid invoice which includes a valid Purchase Order Number.
1.7	If a payment of an undisputed amount is not made by the Customer by the due date, then the Customer shall pay the Supplier interest at the interest rate specified in the Late Payment of Commercial Debts (Interest) Act 1998.  
1.8	If any sum of money is recoverable from or payable by the Supplier under the Agreement (including any sum which the Supplier is liable to pay to the Customer in respect of any breach of the Agreement), that sum may be deducted unilaterally by the Customer from any sum then due, or which may come due, to the Supplier under the Agreement or under any other agreement or contract with the Customer.  The Supplier shall not be entitled to assert any credit, set-off or counterclaim against the Customer in order to justify withholding payment of any such amount in whole or in part. 

	“Agreement” 
	the contract between (i) the Customer acting as part of the Crown and (ii) the Supplier;

	“Purchase Order Number”
	the Customer’s unique number relating to the supply of the Services; 

	“Services”
	the services to be supplied by the Supplier to the Customer under the Agreement, including the provision of any Goods;  

	“Charges”
	the charges for the Services as specified in Clause 6 of Section B of this Call Off Order Form; 



Warranties
2.1	The Supplier represents and warrants that:
2.1.1	in the three years prior to the Effective Date, it has been in full compliance with all applicable securities and Tax Laws and regulations in the United Kingdom and in the jurisdiction in which it is established;
2.1.2	it has notified the Customer in writing of any Occasions of Tax Non Compliance  and any litigation, enquiry or investigation in which it or its Subcontractors is/are (as appropriate) involved that is in connection with, or which may lead to any Occasion of Tax Non Compliance; and
2.1.3	no profit warnings, proceedings or other steps have been taken and not discharged (nor, to the best of its knowledge, are threatened) for the winding up of the Supplier or for its dissolution or for the appointment of a receiver, administrative receiver, liquidator, manager, administrator or similar officer in relation to any of the Supplier’s assets or revenue.
2.1.4	If at any time the Supplier becomes aware that a representation or warranty given by it under Clause 2.1.1, 2.1.2 or 2.1.3 has been breached, is untrue, or is misleading, it shall immediately notify the Customer of the relevant occurrence in sufficient detail to enable the Customer to make an accurate assessment of the situation.  




Promoting Tax Compliance
3.1 All amounts stated are exclusive of VAT which shall be charged at the prevailing rate.  The Customer shall, following the receipt of a valid VAT invoice, pay to the Supplier a sum equal to the VAT chargeable in respect of the Services. 
3.2 The Supplier shall at all times comply with all other Laws and regulations relating to Tax.
3.3 The Supplier shall provide to the Customer the name and, as applicable, the Value Added Tax registration number, PAYE collection number and either the Corporation Tax or self-assessment reference of any agent, supplier or Subcontractor of the Supplier prior to the commencement of any work under this Agreement by that agent, supplier or Subcontractor.  Upon a request by the Customer, the Supplier shall not employ or will cease to employ any agent, supplier or Subcontractor or Subcontractor.
3.4 Where an amount of Tax, including any assessed amount, is due from the Supplier an equivalent amount may be deducted by the Customer from the amount of any sum due to the Supplier under this Agreement.
3.5 If, at any point during the Term, an Occasion of Tax Non Compliance occurs and or any litigation, enquiry or investigation in which it or its Subcontractors is/are (as appropriate) involved that is in connection with, or which may lead to, any Occasion of Tax Non-Compliance, the Supplier shall:
3.5.1	notify the Customer in writing of such fact within five (5) Working Days of its occurrence; and
3.5.2	promptly provide to the Customer:
(a)	details of the steps which the Supplier is taking to address the Occasion of Tax Non Compliance and to prevent the same from recurring, together with any mitigating factors that it considers relevant; and 
(b)	such other information in relation to the Occasion of Tax Non Compliance as the Customer may reasonably require.
3.6 The Supplier shall indemnify the Customer on a continuing basis against any liability, including any interest, penalties or costs incurred, that is levied, demanded or assessed on the Customer at any time in respect of the Supplier's failure to account for or to pay any Tax relating to payments made to the Supplier under this Agreement.  Any amounts due under this Clause 6.6 shall be paid in cleared funds by the Supplier to the Customer not less than five (5) Working Days before the date upon which the Tax or other liability is payable by the Customer.  
3.7 The Supplier shall provide (promptly or within such other period notified by the Customer) information which demonstrates how the Supplier complies with its Tax obligations.
3.8 If the Supplier fails to:
3.8.1 comply (or if the Customer receives information which demonstrates that the Supplier has failed to comply) with any of the provisions in Clauses 6.2 to 6.7 (inclusive); and/or
3.8.2  fails to provide details of steps being taken and mitigating factors pursuant to Clause 3.5 which in the reasonable opinion of the Customer are acceptable,
this shall allow the Customer to terminate the Agreement pursuant to Clause 8 in Section B of this Call Off Order Form.
3.9 The Customer may internally share any information which it receives under Clauses 3.3 to 3.5 (inclusive) and 3.7. 

	“DOTAS”
	the Disclosure of Tax Avoidance Schemes rules which require a promoter of tax schemes or those who use them to tell HMRC of any notifiable arrangements or proposals and to provide prescribed information on those arrangements or proposals within set time limits as contained in Part 7 of the Finance Act 2004 and in secondary legislation made under vires contained in Part 7 of the Finance Act 2004 and as extended to national insurance contributions by the National Insurance Contributions (Application of Part 7 of the Finance Act 2004) Regulations 2012, SI 2012/1868) made under section 132A of the Social Security Administration Act 1992 and in Schedule 11A to the Value Added Tax Act 1994 (as amended by Schedule 1 to the Finance (no. 2) Act 2005;


	“General Anti Abuse Rule”
	means
(a)	the legislation in Part 5 of the Finance Act 2013; 
(b)	the legislation in sections 10 and 11 of the National Insurance Contributions Act 2014; and
(c)	any future legislation introduced into Parliament to counteract tax advantages arising from abusive arrangements to avoid any Tax;


	“Halifax Abuse Principle”
	the principle explained in the CJEU Case C 255/02 Halifax and others;


	“Occasion of Tax Non-Compliance”
	(a)	any Tax return of the Supplier and/or its Subcontractor and/or any  non-submission of a Tax return (whether deliberate or by omission) by the Supplier and/or its Subcontractor to the Relevant Tax Customer on or after 1 October 2012 is found to be incorrect as a result of:
(i)	a Relevant Tax Authority successfully challenging the Supplier or relevant Subcontractor under the General Anti Abuse Rule or the Halifax Abuse Principle or TAAR or under any Tax rules or legislation in any jurisdiction that have an effect equivalent or similar to the General Anti Abuse Rule or the Halifax Abuse Principle or TAAR; 
(ii)	the failure of an avoidance scheme which the Supplier or relevant Subcontractor was involved in, and which was, or should have been, notified to a Relevant Tax Authority under the DOTAS or any equivalent or similar regime in any jurisdiction; and/or
(b)	the Tax affairs of the Supplier or any of its Subcontractors have given rise to a criminal conviction in any jurisdiction for Tax related offences within the last five (5) years which is not spent at the date the Call-Off Contract is entered into or to a civil penalty for fraud or evasion within the last three (3) years; 
(c)	For these purposes :
(i)	a return is "submitted" when it is first submitted to the Relevant Tax Authority and any subsequent amendments or re-submissions are to be ignored; and
(ii)	a Relevant Tax Authority will not be deemed to have "successfully challenged" the Supplier or a Subcontractor until an appeal against such challenge is no longer possible.


	“Relevant Tax Authority”
	HMRC, or, if applicable, a tax authority in the jurisdiction in which the Supplier is established, resident or liable to any Tax;


	“Subcontract”
	any contract or agreement (or proposed contract or agreement) between the Supplier (or a Subcontractor) and any third party whereby that third party agrees to provide to the Supplier (or the Subcontractor) all or any part of the Services or facilities or services which are material for the provision of the Services or any part thereof or necessary for the management, direction or control of the Services or any part thereof;

	“Subcontractor”
	any third party with whom:
(a) the Supplier enters into a Subcontract; or 
(b) a third party under (a) above enters into a Subcontract,
or the servants or agents of that third party;


	“VAT”
	value added tax as provided for in the Value Added Tax Act 1994.



Use of Off-shore Tax Structures
4.1	Subject to the principles of non-discrimination against undertakings based either in member countries of the European Union or in signatory countries of the World Trade Organisation Agreement on Government Procurement, the Supplier shall not, and shall ensure that its Connected Companies, Key Subcontractors (and their respective Connected Companies) shall not, have or put in place (unless otherwise agreed with the Customer) any arrangements involving the use of off-shore companies or other off-shore entities the main purpose, or one of the main purposes, of which is to achieve a reduction in United Kingdom Tax of any description which would otherwise be payable by it or them on or in connection with the payments made by or on behalf of the Customer under or pursuant to this Agreement or (in the case of any Key Subcontractor and its Connected Companies) United Kingdom Tax which would be payable by it or them on or in connection with payments made by or on behalf of the Supplier under or pursuant to the applicable Key Subcontract (“Prohibited Transactions”). Prohibited Transactions shall not include transactions made between the Supplier and its Connected Companies or a Key Subcontractor and its Connected Companies on terms which are at arms-length and are entered into in the ordinary course of the transacting parties’ business.

4.2	The Supplier shall notify the Customer in writing (with reasonable supporting detail) of any proposal for the Supplier or any of its Connected Companies, or for a Key Subcontractor (or any of its Connected Companies), to enter into any Prohibited Transaction. The Supplier shall notify the Customer within a reasonable time to allow the Customer to consider the proposed Prohibited Transaction before it is due to be put in place.

4.3	In the event of a Prohibited Transaction being entered into in breach of Clause 4.1 above, or in the event that circumstances arise which may result in such a breach, the Supplier and/or the Key Subcontractor (as applicable) shall discuss the situation with the Customer and, in order to ensure future compliance with the requirements of Clauses 4.1 and 4.2, the Parties (and the Supplier shall procure that the Key Subcontractor, where applicable) shall agree (at no cost to the Customer) timely and appropriate changes to any such arrangements by the undertakings concerned, resolving the matter (if required) through the Escalation Process.
4.4	Failure by the Supplier (or a Key Subcontractor) to comply with the obligations set out in Clauses 4.2 and 4.3 shall allow the Customer to terminate the Agreement pursuant to Clause 8 in Section B of this Call Off Order Form.
 
	“Connected Company”
	means, in relation to a company, entity or other person, the Affiliates of that company, entity or other person or any other person associated with such company, entity or other person




	“Key Subcontractor”
	any Subcontractor:
(a)	which, in the opinion of the Buyer, performs (or would perform if appointed) a critical role in the provision of all or any part of the Services; and/or
(b)	with a Subcontract with a contract value which at the time of appointment exceeds (or would exceed if appointed) ten per cent (10%) of the aggregate Charges forecast to be payable under this Call-Off Contract;



Income Tax and National Insurance Contributions
5.1 Where the Supplier or any Supplier Personnel are liable to Tax in the UK or to pay national insurance contributions in respect of consideration received under this Agreement, the Supplier shall:
5.1.1 at all times comply with the Income Tax (Earnings and Pensions) Act 2003 and all other Laws and regulations relating to income tax, and the Social Security Contributions and Benefits Act 1992 and all other Laws and regulations relating to national insurance contributions, in respect of that consideration;
5.1.2 indemnify the Customer against any income tax, national insurance and social security contributions and any other liability, deduction, contribution, assessment or claim arising from or made in connection with the provision of the Services by the Supplier or any Supplier Personnel for which the Supplier is not primarily liable to account to the Customer under the relevant Laws and regulations; and
5.1.3 provide (promptly or within such other period notified by the Customer) information which demonstrates how the Supplier complies with Clause 5.1.1 or why Clause 5.1.1 does not apply to the Supplier (including such specific information as the Customer may request),
and if the Supplier fails to comply (or if the Customer receives information which demonstrates that the Supplier has failed to comply) with any of the provisions above in this Clause 8.1 then this shall allow the Customer to terminate the Agreement pursuant to Clause 8 of Section B of this Call Off Order Form.
5.2 The Customer may internally share any information which it receives under Clause 5.1.3.  

	“Supplier Personnel”
	all directors, officers, employees, agents, consultants and contractors of the Supplier and/or of any subcontractor of the Supplier engaged in the performance of the Supplier’s obligations under the Agreement; 

	“Tax”
	means:
(a)	all forms of tax whether direct or indirect;
(b)	national insurance contributions in the United Kingdom and similar contributions or obligations in any other jurisdiction;
(c)	all statutory, governmental, state, federal, provincial, local government or municipal charges, duties, imports, contributions, levies or liabilities (other than in return  for goods or services supplied or performed or to be performed) and withholdings; and
(d)	any penalty, fine, surcharge, interest, charges or costs relating to any of the above,
in each case wherever chargeable and whether of the United Kingdom and any other jurisdiction;

	“Law”
	any applicable Act of Parliament, subordinate legislation within the meaning of section 21(1) of the Interpretation Act 1978, exercise of the royal prerogative, enforceable community right within the meaning of section 2 of the European Communities Act 1972, regulatory policy, guidance or industry code, judgment of a relevant court of law, or directives or requirements of any regulatory body with which the Supplier is bound to comply; 



Data Protection and off-shoring
6.1	The Processor shall, in relation to any Personal Data processed in connection with its obligations under this Agreement:
6.1.1	not transfer Personal Data outside of the UK unless the prior written consent of the Controller has been obtained and the following conditions are fulfilled:
(a)	the Controller or the Processor has provided appropriate safeguards in relation to the transfer (whether in accordance with GDPR Article 46 or LED Article 37) as determined by the Controller;
(b)	the Data Subject has enforceable rights and effective legal remedies;
(c)	the Processor complies with its obligations under the Data Protection Legislation by providing an adequate level of protection to any Personal Data that is transferred (or, if it is not so bound, uses its best endeavours to assist the Controller in meeting its obligations); and
(d)	the Processor complies with any reasonable instructions notified to it in advance by the Controller with respect to the processing of the Personal Data;

	“Data Protection Legislation”
	(i) the GDPR, the LED and any applicable national implementing Laws as amended from time to time (ii) the DPA 2018 to the extent that it relates to processing of personal data and privacy; (iiii) all applicable Law about the processing of personal data and privacy;

	“Controller”, “Processor”, “Data Subject”, 
	take the meaning given in the GDPR;  


“GDPR”			the General Data Protection Regulation (Regulation (EU) 2016/679);
 “Personal Data”	has the meaning given in the GDPR; 

Official Secrets Acts, Commissioners for Revenue and Customs Act 2005 and related Legislation
7.1	The Supplier shall comply with, and shall ensure that it’s Supplier Personnel comply with: 
7.1.1	the provisions of the Official Secrets Acts 1911 to 1989; 
7.1.2	the obligations set out in Section 182 of the Finance Act 1989 and Section 18 of the Commissioners for Revenue and Customs Act 2005 to maintain the confidentiality of Customer Data.  Further, the Supplier acknowledges that (without prejudice to any other rights and remedies of the Customer) a breach of the aforesaid obligations may lead to a prosecution under Section 182 of the Finance Act 1989 and/or Section 19 of the Commissioners for Revenue and Customs Act 2005; and
7.1.3	Section 123 of the Social Security Administration Act 1992, which may apply to the fulfilment of some or all of the Services.  The Supplier acknowledges that (without prejudice to any other rights and remedies of the Customer) a breach of the Supplier’s obligations under Section 123 of the Social Security Administration Act 1992 may lead to a prosecution under that Act.
7.2	The Supplier shall regularly (not less than once every six (6) months) remind all Supplier Personnel in writing of the obligations upon Supplier Personnel set out in Clause 7.1 above.  The Supplier shall monitor the compliance by Supplier Personnel with such obligations.
7.3	The Supplier shall ensure that all Supplier Personnel who will have access to, or are provided with, Customer Data sign (or have previously signed) a declaration, in a form acceptable to the Customer, acknowledging that they understand and have been informed about the application and effect of Section 18 and 19 of the Commissioners for Revenue and Customs Act 2005.  The Supplier shall provide a copy of each such signed declaration to the Customer upon demand.
7.4	In the event that the Supplier or the Supplier Personnel fail to comply with this clause, the Customer reserves the right to terminate the Agreement under Clause 8 in Section B of this Call Off Order Form with immediate effect.

	“Customer Data”
	(a) 	the data, text, drawings, diagrams, images or sounds (together with any database made up of any of these) which are embodied in any electronic, magnetic, optical or tangible media, and which are:
(i) supplied to the Supplier by or on behalf of the Customer; and/or 
(ii) which the Supplier is required to generate, process, store or transmit pursuant to this Agreement; or
(b) any Personal Data for which the Customer is the Controller, or any data derived from such Personal Data which has had any designatory data identifiers removed so that an individual cannot be identified.


“Personal Data”	has the meaning given in the General Data Protection Regulation (Regulation (EU) 2016/679). 

Confidentiality, Transparency and Publicity
8.1	The Supplier shall not, and shall take reasonable steps to ensure that the Supplier Personnel shall not:
8.1.1	 make any press announcement or publicise the Agreement or any part of the Agreement in any way; or
8.1.2	use the Customer’s name or brand in any promotion or marketing or announcement of orders,
except with the prior written consent of the Customer.  
8.2	Each Party acknowledges to the other that nothing in this Agreement either expressly or by implication constitutes an endorsement of any products or services of the other Party and each Party agrees not to conduct itself in such a way as to imply or express any such approval or endorsement.
8.3	The Parties acknowledge that, except for any information which is exempt from disclosure in accordance with the provisions of the FOIA, the content of this Agreement is not Confidential Information.  The Customer shall be responsible for determining in its absolute discretion whether any of the content of the Agreement is exempt from disclosure in accordance with the provisions of the FOIA.  Notwithstanding any other term of this Agreement, the Supplier hereby gives his consent for the Customer to publish the Agreement in its entirety, (but with any information which is exempt from disclosure in accordance with the provisions of the FOIA redacted) including from time to time agreed changes to the Agreement, to the general public. The Customer may consult with the Supplier to inform its decision regarding any redactions but the Customer shall have the final decision at its absolute discretion.
8.4	The Supplier shall assist and cooperate with the Customer to enable the Customer to publish this Agreement.
Compliance
9.1	The Supplier shall:
9.1.1	perform its obligations under the Agreement in accordance with all applicable equality Law and the Customer’s equality and diversity policy as provided to the Supplier from time to time; and
9.1.2	take all reasonable steps to secure the observance of Clause 9.1.1 by all Supplier Personnel.
9.2	The Supplier shall supply the Services in accordance with the Customer’s environmental policy as provided to the Supplier from time to time. 
9.3	In performing its obligations under the Agreement, the Supplier shall;
(a)	comply with all applicable anti-slavery and human trafficking laws, statutes, regulations from time to time in force including the Modern Slavery Act 2015;
(b)	not engage in any activity, practice or conduct that would constitute an offence under sections 1, 2 or 4, of the Modern Slavery Act 2015; and
(c)	notify the Customer as soon as it becomes aware, and in any event within five (5) working days, of any actual or suspected breach of its obligations under Clause 9.3(a) and/ or (b) including details of the breach and the mitigation action it has taken or intends to take in order to:
(i)	remedy the breach; and 
(ii)	ensure future compliance with Clause 9.3(a) and (b).
9.4	If the Supplier fails to comply (or if the Customer receives information which demonstrates that the Supplier has failed to comply) with any of the provisions in Clause 9.3 then this shall allow the Customer to terminate the Agreement pursuant to Clause 8 in Section B of this Call Off Order Form.
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Revised Deloitte Consultancy Support Charging.xlsx
Rate Card

		Sourcing 2020 Consultancy Support Charging Model - Rate Card

		Tender Reference:   Sourcing 2020 Consultancy Support - SR219917702														Tenderer Name: Deloitte LLP										Date Completed: 16/07/2019

		In the table below , please confirm the: 
- maximum day rates chargeable from the Management Consultancy Framework Two (MCF2).
- day rates you intend to charge for the Sourcing 2020 Consultancy Support. 
The rate card, which will be used to: 
i. Provide a comparison on the rates arrived at through the tender process for this work package compared against the standard MCF 2 rates;
ii. Readily demonstrate how Value for Money (VfM) is being achieved through the use of the framework/framework discounted rate card; and
iii. Provide the pricing basis for determining the potential costs of any future work packages commissioned through this contract, where VfM can clearly be demonstrated.  
iiii. For the purposes of this proposal a man day is considered 8 hours and a workign week is considered 5 days list 


		Note for evaluation: 
*NEW TEXT*:  Further to HMRC's clarification on the approach to evaluating price, please find attached Deloitte's revised position. We have re-ordered the spreadsheet tabs as our proposal is amended to offer our accelerated 10 week pricing plan, described in 'Resource Plan_10wplan'. Clearly the delivery plan we have submitted as part of the original Quality submission will also need to be amended should we be successful.  We have assumed that the instruction '3.5.5 During week one of the Assignment, the Service Provider must agree a baseline version of the Implementation Plan, including the milestone payment plan, which will then form part of the contract. ' contained within the document 190703 Consultancy Support v08 allows for this appropriately. 
*Previous text*:
Deloitte’s commercial position is not to discount rates on MCF as this risks prejudicing our integrity and position in the wider central government landscape.
In the tender response we have focused on value for money through invested time, driving down the total price while maintaining the resource profile. This is combined with access to a wider resource pool of expertise to assist with the 'independent challenge' requested and to drive better outcomes. 
- In recognition of the expected Partner discounts our proposal provides our Engagement Partner's time free of charge.  
- The Quality Assurance Partner and Lead Relationship Partner are also at no cost to HMRC.
- In addition we also propose 12 days of subject matter expertise (the Insight & Challenge squad), at no cost, at an average of the Director/SeniorManager grade. 
- In the Resource Plan tabs, we also provide variations of volume discounts at our Principle Consultant and Senior Consultant, positively impacting the total price.

Our submission contains the following three priced responses, which we hope to discuss with you in the coming weeks;
1. 'Resource Plan_12w Discount'  - this describes the full team anticipated by HMRC available for the full duration of the 12 week delivery plan. As above, discounts for certain roles are described in columns T - X.
2. 'Resource Plan_Actual Effort' - this describes the price we propose based on the same duration for delivery but with a smoothed resource profile that reflects a more likely, based on experience, onboarding and offboarding of resources.
3. 'Resource Plan_10wplan' - this describes a variation to the plan in our proposal. We believe that this work can be delivered in just 10 weeks as we assume HMRC to have much of the data requirements prepared through Phase 1 of Sourcing 2020. This will increase the pace of mobilisation and enable a quicker delivery.

		MCF2 Role Description								Maximum Day Rate from Framework				Proposed Day Rate for the Sourcing 2020 Consultancy Support				Weekly discounted rate*		Description of role intended to be used for the Sourcing 2020 Consultancy Support (i.e. Systems Architect) which should be aligned to the applicable role description from MCF2 Framework. 



		Partner/Managing Director								£2,600.00				£2,600.00				NA		Relationship lead, quality assurance of our work and subject matter expertise

		Director/Senior Manager								£1,900.00				£1,900.00				NA		Programme leaders, quality management, deep technical/sourcing expertise, ownership of strategy and vision

		Priniciple Consultant/Manager 								£1,350.00				£1,350.00				NA		Sourcing, Finance and Technology Leads: Manage and deliver whole work packages and manage the Deloitte resources. Expertise in particular areas of scope.

		Senior Consultant								£980.00				£980.00				NA		Sourcing Manager: Ownership of deliverables and subsets of activities

		Junior Consultant								£750.00				£750.00				NA		Sourcing Support: Support to work packages and manage team logistics









Resource Plan - 10wplan

		Sourcing 2020 Consultancy Support Charging Model - Resource Plan

																		Tenderer Name: Deloitte LLP														Date Completed: 16/07/2019

		The purpose of the resource plan is to allow HMRC to assure that the appropriate resource is being utilised for the delivery of the milestones.
The prices detailed in the Milestone Charging Table take precedent over any total costs arrived at in preparing this resource plan.
The day rate should be those shown in the Rate Card tab. 
The costs arrived at using this method should correlate with the charges detailed in the Milestone Charging Table. 


		Role / Line Item Description
(Where additional team members or additional costs will be incurred, please add description on the lines below)								Number of Man-days Week Commencing																								Weekly totals aggregated to provide total number of man days		Total Number of Man-days per team member		Chargeable Days		Deloitte Investment Days		Day Rate		Full Cost Fee 		Discount Value		Total Discounted Fees (excl VAT)						Day Check
(if zero - OK)

										19-Aug		26-Aug		2-Sep		9-Sep		16-Sep		23-Sep		30-Sep		7-Oct		14-Oct		21-Oct		28-Oct		4-Nov						Chargeable Days		Deloitte Investment Days														Deloitte Investment Days

		Total Number of Days per Week

		Partner/Managing Director								1		1		1		1		1		1		1		1		1		1						1		10		0		10		£2,600.00		£26,000.00		£26,000.00		£0.00						0

		Director/Senior Manager								5		5		5		5		5		5		5		5		5		5						5		50		50		0		£1,900.00		£95,000.00		£0.00		£95,000.00						0

		Priniciple Consultant/Manager (Technologist)								2.5		2.5		2.5		2.5		2.5		2.5		2.5		2.5		2.5		2.5						2.5		25		0		25		£1,350.00		£33,750.00		£33,750.00		£0.00						0

		Priniciple Consultant/Manager (Sourcing)								5		5		5		5		5		5		5		5		5		5						5		50		20		30		£1,350.00		£67,500.00		£40,500.00		£27,000.00						0

		Priniciple Consultant/Manager (Sourcing)								0		5		5		5		5		5		5		5		5		5						4.5		45		35		10		£1,350.00		£60,750.00		£13,500.00		£47,250.00						0

		Priniciple Consultant/Manager (Financials)								5		5		5		5		5		5		5		5		5		5						5		50		44		6		£1,350.00		£67,500.00		£8,100.00		£59,400.00						0

		Consultant/Senior Consultant (Sourcing)								5		5		5		5		5		5		5		5		5		5						5		50		50		0		£980.00		£49,000.00		£0.00		£49,000.00						0

		Consultant/Senior Consultant (Sourcing)								0		5		5		5		5		5		5		5		5		5						4.5		45		35		10		£980.00		£44,100.00		£9,800.00		£34,300.00						0

		Consultant/Senior Consultant (PMO)								5		5		5		5		5		5		5		5		5		5						5		50		50		0		£980.00		£49,000.00		£0.00		£49,000.00						0

		Junior Consultant (Sourcing)								5		5		5		5		5		5		5		5		5		5						5		50		50		0		£750.00		£37,500.00		£0.00		£37,500.00						0

		Total Number of man days across all disciplines								33.5		43.5		43.5		43.5		43.5		43.5		43.5		43.5		43.5		43.5		0		0				425		334		91		Totals		£530,100.00		£131,650.00		£398,450.00						0



																										Additional expected investment

		Assumptions:																												QA Partner						2		0		2		£2,600.00		£5,200.00		£5,200.00

		- Bank Holidays and other leave are not taken into account in this charging model																												Relationship Partner						2		0		2		£2,600.00		£5,200.00		£5,200.00

																														SME Squad						12		0		12		£1,900.00		£22,800.00		£22,800.00

																																												£33,200.00		£33,200.00

																																										Total Discount Value				£164,850.00





Milestone Charging_10wplan

		Sourcing 2020 Consultancy Support Charging Model - Milestone Charging Table / Implementation Plan

		Tender Reference: Sourcing 2020 Consultancy Support - SR219917702														Tenderer Name: Deloitte LLP																Date Completed: 16/07/2019

		For the delivery of this assignment, In Column A, identify and provide descriptions the key activities/deliverables/milestones that will be needed to complete the work.
Using the "Week Commencing Dates" Columns E to P block out the week in which the  activities/deliverables/milestones will be completed to provide an outline Implementation Plan
In column Q include the Charge for the activities/deliverables/milestones on the understanding that these will be charged at the end of the month in which they take place. 
Add up all of the charges in Column Q for all of the individual activities/deliverables/milestones to arrive at the total charge. 
In the eSourcing event, the Total Charge should be included in response to question 3.2.1.
In the eSourcing event, once all of the tabs are completed, Milestone Charging Table, Rate Card, Resource Cost Table,  the completed spreadsheet should be attached to question 3.2.1.
At arriving at the 'Total Charge' this should be viewed as a 'Fixed Price' for the assignment unless agreement is reached in writing for this to be changed as a formal contract variation. 

		Activities/Deliverable/Milestone Descriptions								Week Commencing Dates																								Charge per Milestone (excl VAT)		Dependencies on/ Requirements needed of/ HMRC 

										19-Aug		26-Aug		2-Sep		9-Sep		16-Sep		23-Sep		30-Sep		7-Oct		14-Oct		21-Oct		28-Oct		4-Nov

		Implementation Plan																												N/A		N/A				Information available on day 1: Relevant HMRC strategies & policies, outputs from Sourcing 2020 – Phase 1, overview of HMRC IT landscape, details of current HMRC IT usage (incl. volumes, licenses, key cost drivers), HMRC contract register (incl. supplier details, start & end dates, values, contract owner, extension position, contract owner), 1 year breakdown of spend for the 9 sourcing packages (incl. line items, invoices, value, supplier, descriptions), supplier relationship data and lead users.

HMRC Resources: Access to HMRC resources (incl. Commercial, Sourcing, Finance, Technology and PMO resources) as per our submission


		Sprint 1																												N/A		N/A		£132,816.67

		Define Business Needs																												N/A		N/A

		Conduct Peer Technolgy Comparisons																												N/A		N/A

		Define Sourcing Category Groups																												N/A		N/A

		Map Stakeholders																												N/A		N/A

		Identify Data Types, Source & Gather																												N/A		N/A

		Sprint 2																												N/A		N/A		£132,816.67

		Profile Categories																												N/A		N/A

		Provide Category Hypothesis Opportunuities																												N/A		N/A

		Conduct Indicative Make vs Buy Analysis																												N/A		N/A

		Benchmark Pricing & Options																												N/A		N/A

		Sprint 3																												N/A		N/A

		Enable Value Targetting																												N/A		N/A

		Identify Supply Market Options																												N/A		N/A		£132,816.67

		Build Should Cost Model																												N/A		N/A

		Develop Sourcing Strategies																												N/A		N/A

		Fact Based Negotiation Strategies																												N/A		N/A

		Other Additional Charges																												N/A		N/A		£0.00

																																Total Charge		£398,450.00

																				






Resource Plan - 12w Discount

		Sourcing 2020 Consultancy Support Charging Model - Resource Plan

																		Tenderer Name: Deloitte LLP														Date Completed: 16/07/2019

		The purpose of the resource plan is to allow HMRC to assure that the appropriate resource is being utilised for the delivery of the milestones.
The prices detailed in the Milestone Charging Table take precedent over any total costs arrived at in preparing this resource plan.
The day rate should be those shown in the Rate Card tab. 
The costs arrived at using this method should correlate with the charges detailed in the Milestone Charging Table. 


		Role / Line Item Description
(Where additional team members or additional costs will be incurred, please add description on the lines below)								Number of Man-days Week Commencing																								Weekly totals aggregated to provide total number of man days		Total Number of Man-days per team member		Chargeable Days		Deloitte Investment Days		Day Rate		Full Cost Fee 		Discount Value		Total Discounted Fees (excl VAT)						Day Check
(if zero - OK)

										19-Aug		26-Aug		2-Sep		9-Sep		16-Sep		23-Sep		30-Sep		7-Oct		14-Oct		21-Oct		28-Oct		4-Nov						Chargeable Days		Deloitte Investment Days														Deloitte Investment Days

		Total Number of Days per Week

		Partner/Managing Director								1		1		1		1		1		1		1		1		1		1		1		1		1		12		0		12		£2,600.00		£31,200.00		£31,200.00		£0.00						0

		Director/Senior Manager								5		5		5		5		5		5		5		5		5		5		5		5		5		60		60		0		£1,900.00		£114,000.00		£0.00		£114,000.00						0

		Priniciple Consultant/Manager (Technologist)								2.5		2.5		2.5		2.5		2.5		2.5		2.5		2.5		2.5		2.5		2.5		2.5		2.5		30		0		30		£1,350.00		£40,500.00		£40,500.00		£0.00						0

		Priniciple Consultant/Manager (Sourcing)								5		5		5		5		5		5		5		5		5		5		5		5		5		60		0		60		£1,350.00		£81,000.00		£81,000.00		£0.00						0

		Priniciple Consultant/Manager (Sourcing)								5		5		5		5		5		5		5		5		5		5		5		5		5		60		51		9		£1,350.00		£81,000.00		£12,150.00		£68,850.00						0

		Priniciple Consultant/Manager (Financials)								5		5		5		5		5		5		5		5		5		5		5		5		5		60		60		0		£1,350.00		£81,000.00		£0.00		£81,000.00						0

		Consultant/Senior Consultant (Sourcing)								5		5		5		5		5		5		5		5		5		5		5		5		5		60		60		0		£980.00		£58,800.00		£0.00		£58,800.00						0

		Consultant/Senior Consultant (Sourcing)								5		5		5		5		5		5		5		5		5		5		5		5		5		60		60		0		£980.00		£58,800.00		£0.00		£58,800.00						0

		Consultant/Senior Consultant (PMO)								5		5		5		5		5		5		5		5		5		5		5		5		5		60		60		0		£980.00		£58,800.00		£0.00		£58,800.00						0

		Junior Consultant (Sourcing)								5		5		5		5		5		5		5		5		5		5		5		5		5		60		60		0		£750.00		£45,000.00		£0.00		£45,000.00						0

		Total Number of man days across all disciplines								43.5		43.5		43.5		43.5		43.5		43.5		43.5		43.5		43.5		43.5		43.5		43.5				522		411		111		Totals		£650,100.00		£164,850.00		£485,250.00						0



																										Additional expected investment

		Assumptions:																												QA Partner						2		0		2		£2,600.00		£5,200.00		£5,200.00

		- Bank Holidays and other leave are not taken into account in this charging model																												Relationship Partner						2		0		2		£2,600.00		£5,200.00		£5,200.00

																														SME Squad						12		0		12		£1,900.00		£22,800.00		£22,800.00

																																												£33,200.00		£33,200.00

																																										Total Discount Value				£198,050.00





Milestone Charging_12w Discount

		Sourcing 2020 Consultancy Support Charging Model - Milestone Charging Table / Implementation Plan

		Tender Reference: Sourcing 2020 Consultancy Support - SR219917702														Tenderer Name: Deloitte LLP																Date Completed: 16/07/2019

		For the delivery of this assignment, In Column A, identify and provide descriptions the key activities/deliverables/milestones that will be needed to complete the work.
Using the "Week Commencing Dates" Columns E to P block out the week in which the  activities/deliverables/milestones will be completed to provide an outline Implementation Plan
In column Q include the Charge for the activities/deliverables/milestones on the understanding that these will be charged at the end of the month in which they take place. 
Add up all of the charges in Column Q for all of the individual activities/deliverables/milestones to arrive at the total charge. 
In the eSourcing event, the Total Charge should be included in response to question 3.2.1.
In the eSourcing event, once all of the tabs are completed, Milestone Charging Table, Rate Card, Resource Cost Table,  the completed spreadsheet should be attached to question 3.2.1.
At arriving at the 'Total Charge' this should be viewed as a 'Fixed Price' for the assignment unless agreement is reached in writing for this to be changed as a formal contract variation. 

		Activities/Deliverable/Milestone Descriptions								Week Commencing Dates																								Charge per Milestone (excl VAT)		Dependencies on/ Requirements needed of/ HMRC 

										19-Aug		26-Aug		2-Sep		9-Sep		16-Sep		23-Sep		30-Sep		7-Oct		14-Oct		21-Oct		28-Oct		4-Nov

		Implementation Plan																																		Information available in a timely manner: Relevant HMRC strategies & policies, outputs from Sourcing 2020 – Phase 1, overview of HMRC IT landscape, details of current HMRC IT usage (incl. volumes, licenses, key cost drivers), HMRC contract register (incl. supplier details, start & end dates, values, contract owner, extension position, contract owner), 1 year breakdown of spend for the 9 sourcing packages (incl. line items, invoices, value, supplier, descriptions), supplier relationship data and lead users.

HMRC Resources: Access to HMRC resources (incl. Commercial, Sourcing, Finance, Technology and PMO resources) as per our submission


		Sprint 1																																£161,750.00

		Define Business Needs

		Conduct Peer Technolgy Comparisons

		Define Sourcing Category Groups

		Map Stakeholders

		Identify Data Types, Source & Gather

		Sprint 2																																£161,750.00

		Profile Categories

		Provide Category Hypothesis Opportunuities

		Conduct Indicative Make vs Buy Analysis

		Benchmark Pricing & Options

		Sprint 3

		Enable Value Targetting

		Identify Supply Market Options																																£161,750.00

		Build Should Cost Model

		Develop Sourcing Strategies

		Fact Based Negotiation Strategies

		Other Additional Charges																																£0.00

																																Total Charge		£485,250.00

																				






Resource Plan - Actual Effort

		Sourcing 2020 Consultancy Support Charging Model - Resource Plan

																		Tenderer Name: Deloitte LLP														Date Completed: 16/07/2019

		The purpose of the resource plan is to allow HMRC to assure that the appropriate resource is being utilised for the delivery of the milestones.
The prices detailed in the Milestone Charging Table take precedent over any total costs arrived at in preparing this resource plan.
The day rate should be those shown in the Rate Card tab. 
The costs arrived at using this method should correlate with the charges detailed in the Milestone Charging Table. 


		Role / Line Item Description
(Where additional team members or additional costs will be incurred, please add description on the lines below)								Number of Man-days Week Commencing																								Weekly totals aggregated to provide total number of man days		Total Number of Man-days per team member		Chargeable Days		Deloitte Investment Days		Day Rate		Full Cost Fee 		Discount Value		Total Discounted Fees (excl VAT)						Day Check
(if zero - OK)

										19-Aug		26-Aug		2-Sep		9-Sep		16-Sep		23-Sep		30-Sep		7-Oct		14-Oct		21-Oct		28-Oct		4-Nov						Chargeable Days		Deloitte Investment Days														Deloitte Investment Days

		Total Number of Days per Week

		Partner/Managing Director								1		1		1		1		1		1		1		1		1		1		1		1		1		12		0		12		£2,600.00		£31,200.00		£31,200.00		£0.00						0

		Director/Senior Manager								5		5		5		5		5		5		5		5		5		5		5		5		5		60		60		0		£1,900.00		£114,000.00		£0.00		£114,000.00						0

		Priniciple Consultant/Manager (Technologist)								2.5		2.5		2.5		2.5		2.5		2.5		2.5		2.5		2.5		2.5		2.5		2.5		2.5		30		0		30		£1,350.00		£40,500.00		£40,500.00		£0.00						0

		Priniciple Consultant/Manager (Sourcing)								5		5		5		5		5		5		5		5		5		5		5		5		5		60		20		40		£1,350.00		£81,000.00		£54,000.00		£27,000.00						0

		Priniciple Consultant/Manager (Sourcing)								0		0		0		5		5		5		5		5		5		5		0		0		2.9166666667		35		35		0		£1,350.00		£47,250.00		£0.00		£47,250.00						0

		Priniciple Consultant/Manager (Financials)								5		5		5		5		3		3		3		3		3		3		3		3		3.6666666667		44		44		0		£1,350.00		£59,400.00		£0.00		£59,400.00						0

		Consultant/Senior Consultant (Sourcing)								5		5		5		5		5		5		5		5		5		5		5		5		5		60		60		0		£980.00		£58,800.00		£0.00		£58,800.00						0

		Consultant/Senior Consultant (Sourcing)								0		0		0		5		5		5		5		5		5		5		0		0		2.9166666667		35		35		0		£980.00		£34,300.00		£0.00		£34,300.00						0

		Consultant/Senior Consultant (PMO)								5		5		5		5		5		5		5		5		5		5		5		5		5		60		60		0		£980.00		£58,800.00		£0.00		£58,800.00						0

		Junior Consultant (Sourcing)								5		5		5		5		5		5		5		5		5		5		0		0		4.1666666667		50		50		0		£750.00		£37,500.00		£0.00		£37,500.00						0

		Total Number of man days across all disciplines								33.5		33.5		33.5		43.5		41.5		41.5		41.5		41.5		41.5		41.5		26.5		26.5				446		364		82		Totals		£562,750.00		£125,700.00		£437,050.00						0



																														Additional expected investment

		Assumptions:																												QA Partner						2		0		2		£2,600.00		£5,200.00		£5,200.00

		- Bank Holidays and other leave are not taken into account in this charging model																												Relationship Partner						2		0		2		£2,600.00		£5,200.00		£5,200.00

																														SME Squad						12		0		12		£1,900.00		£22,800.00		£22,800.00

																																												£33,200.00		£33,200.00

																																										Total Discount Value				£158,900.00





Milestone Charging_Actual Effor

		Sourcing 2020 Consultancy Support Charging Model - Milestone Charging Table / Implementation Plan

		Tender Reference: Sourcing 2020 Consultancy Support - SR219917702														Tenderer Name: Deloitte LLP																Date Completed: 16/07/2019

		For the delivery of this assignment, In Column A, identify and provide descriptions the key activities/deliverables/milestones that will be needed to complete the work.
Using the "Week Commencing Dates" Columns E to P block out the week in which the  activities/deliverables/milestones will be completed to provide an outline Implementation Plan
In column Q include the Charge for the activities/deliverables/milestones on the understanding that these will be charged at the end of the month in which they take place. 
Add up all of the charges in Column Q for all of the individual activities/deliverables/milestones to arrive at the total charge. 
In the eSourcing event, the Total Charge should be included in response to question 3.2.1.
In the eSourcing event, once all of the tabs are completed, Milestone Charging Table, Rate Card, Resource Cost Table,  the completed spreadsheet should be attached to question 3.2.1.
At arriving at the 'Total Charge' this should be viewed as a 'Fixed Price' for the assignment unless agreement is reached in writing for this to be changed as a formal contract variation. 

		Activities/Deliverable/Milestone Descriptions								Week Commencing Dates																								Charge per Milestone (excl VAT)		Dependencies on/ Requirements needed of/ HMRC 

										19-Aug		26-Aug		2-Sep		9-Sep		16-Sep		23-Sep		30-Sep		7-Oct		14-Oct		21-Oct		28-Oct		4-Nov

		Implementation Plan																																		Information available in a timely manner: Relevant HMRC strategies & policies, outputs from Sourcing 2020 – Phase 1, overview of HMRC IT landscape, details of current HMRC IT usage (incl. volumes, licenses, key cost drivers), HMRC contract register (incl. supplier details, start & end dates, values, contract owner, extension position, contract owner), 1 year breakdown of spend for the 9 sourcing packages (incl. line items, invoices, value, supplier, descriptions), supplier relationship data and lead users.

HMRC Resources: Access to HMRC resources (incl. Commercial, Sourcing, Finance, Technology and PMO resources) as per our submission


		Sprint 1																																£145,683.33

		Define Business Needs

		Conduct Peer Technolgy Comparisons

		Define Sourcing Category Groups

		Map Stakeholders

		Identify Data Types, Source & Gather

		Sprint 2																																£145,683.33

		Profile Categories

		Provide Category Hypothesis Opportunuities

		Conduct Indicative Make vs Buy Analysis

		Benchmark Pricing & Options

		Sprint 3

		Enable Value Targetting

		Identify Supply Market Options																																£145,683.33

		Build Should Cost Model

		Develop Sourcing Strategies

		Fact Based Negotiation Strategies

		Other Additional Charges																																£0.00

																																Total Charge		£437,050.00

																				







image3.emf
HMRC Sourcing  2020 - 07 08 FINAL.pdf


HMRC Sourcing 2020 - 07 08 FINAL.pdf


© 2019 Deloitte LLP. All rights reserved.


Deloitte Confidential: Government and Public Services – For Approved External Use Only


HMRC


Sourcing 2020 Support – Updated Team


Updated Submission Summary (Addendum to Response)


Our discussions over the past week have been informative and constructive. We 
feel we are now in a position to update our submission in line with your requests, 
confident that we can provide the right combination of skills and insights to make 
Phase 2 of Sourcing 2020 a success for HMRC.


We want to restate that we believe we are uniquely positioned to bring an 
independent, fresh perspective based on end to end real world experience and 
are keen for this to be the beginning of a longer term relationship.


We therefore provide the below updates to our original submission:


1. We have updated our planned team structure on slide 16 to include Michael Clarke 
as a Sourcing Lead, Mark Burnham as Technology Lead and Himanshu Acharya 
as Financial Lead increasing the level of experience in the core team as we have 
discussed.


2. We have committed to an even greater investment in the Challenge Squad on slide 16
and included Fabrizio Napolitano, an experienced partner responsible for billions of 
pounds of disaggregation and sourcing deals in Financial Services and private sector.


3. On slide 10 we have further confirmed the involvement of HMG Sourcing experts 
Stephane Laffly and Dave Tansley which will go beyond the work of the Challenge 
Squad to be more regular, consistent input without impacting the proposed charging 
model. We think the insights that their experience of this challenge in the UK public 
sector with some of HMRC’s closest domestic peers merit an ongoing relationship.


4. We have added Appendix B which reflects the content submitted on 30/07.


We have updated CVs to elaborate on experience in setting up new or major sourcing 
arrangements and transferring skills to client organisations.


We have significantly invested in our team to include much more senior 
Sourcing and Technology Leads in addition to the Insight and Challenge 
Squad can confirm we are not increasing our price to HMRC.  


We confirm we will deliver the specified deliverables for £398k, subject to 
agreement and detailed planning in the first week as discussed. 


Our discussions with your team so far have given us confidence in the value we can 
provide to HMRC as they look to the future. As we have throughout, we look forward to the 
opportunity to discuss this with you further. 


Ian Washington


Partner, Deloitte 


Dave Tansley


Partner, Deloitte 


07 August 2019
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HMRC


Sourcing 2020 Consultancy Support  


16 July 2019


Executive Summary
We are very excited for the opportunity to bid to support you in delivering your 
2020 Sourcing Strategy. 
We believe we are uniquely positioned to bring an independent, fresh perspective 
based on end to end real world experience and are keen for this to be the 
beginning of a longer term relationship.
As the principal funder of public services in the UK, HMRC faces a significant challenge over 
the next 10 years – how does it maximise collection of tax revenues for one of the largest 
economies in the world in a fast moving global digital environment where the 
taxpayer/value base is constantly changing and the political landscape is so uncertain?  
HMRC is on an exciting journey to meeting this challenge - through properly digital 
taxation, real time reporting and frictionless interface with customers. 
We will bring the team with direct Revenue Agency, Sourcing and Disaggregation 
experience.  We will deploy the individuals who work with IRS and European revenue 
agencies, our financial technology team and the leaders of our sourcing and disaggregation 
capabilities. This includes team members who have helped DWP’s similar journey helping 
them insource services and more recently helping to restructure their internal Digital 
capability.
We will invest in you and your team through our Challenge & Insight Squad which will 
bring finance and wider technology, SAP, tax, disaggregation and revenue insight from the 
IRS and Europe. We will also deliver innovation and insight events bringing together you 
and our experts to challenge the status quo and create the fresh sourcing strategy.
We are a principle partner of the IRS and understand the future of revenue 
agencies: Through our work with IRS and as technology delivery partners and advisors to 
the and Danish, Irish and Belgian Tax Authorities, we understand how frictionless 
interfaces, real time data, legacy system modernisation and cognitive and AI are impacting 
tax authorities and how agencies are seeking to drive value from intermediaries.
Our leading methodologies and accelerators including our full lifecycle Global Sourcing 
Methodology and Disaggregation, Transition and Optimisation methodology have been 
developed through high profile projects with global FTSE 50 companies and governments 
and HMG including DWP, Sellafield, Post Office, DVLA, MOD.
We look forward to the opportunity to discuss this with you further. 


Ian Washington


Partner, Deloitte 


Dave Tansley


Partner, Deloitte 
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Experience in Tax & 


Public Sector


Sourcing & 


procurement
Disaggregation


Technology 


Strategy & 
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Knowledge


Skills and 


experience


Understanding Your Requirements
We understand the need to drive greater value against a background of aggregated contracts, increasing digitisation, 
shifting taxpayer value base and accelerating technology change.


Y O U R  R E Q U I R E M E N T S Y O U R  C O N T E X T  A N D  A M B I T I O N


We recognise that HMRC must maximise the value obtained from the marketplace throughout 
the relationship lifecycle, from horizon scanning and initial awareness, through 
procurement, transition, service delivery and retirement.  Technology is already critical 
to operations and this will only increase as the automation and digitisation of revenue 
collection and detection of fraud drives the need for greater processing and disruption 
through analytics and cognitive systems.  We are unencumbered meaning we can bring 
a fresh perspective better enabling us to constructively challenge the status quo. 
We can support you in developing a supply chain that leverages commoditisation and 
innovation by: 
Disaggregating your technology supply chain to enable:  
• Customer-focused sourcing packages aligned to technology supply markets
• Delivery of enhanced digital services through faster access to innovation 
• Increased flexibility in responding to supply market and demand changes
• Increased alignment to Government IT Strategy
• Annualised savings to reinvest in modernising technology while not disrupting business 


operations
Developing additional technology sourcing capability including:
• A fresh approach to current IT vendor landscape 
• Leading supply market and category planning practice
• Supply market insight for Technology Categories
• Large-scale Sourcing and Disaggregation methodology
Understanding emerging disrupters and trends including:
• External best practice of tax authorities and best-of-breed public sector bodies and their 


enabling technologies
• Expertise in emerging trends which will have significant impact
• Insight into leading-edge financial technology
The successful supplier should fully understand the practicalities of how to deliver improved 
services and reduce costs by disaggregating supply chains and supplier relationships 
including engagement with suppliers and managing exit and transition of large scale 
services.


We also recognise the scale of potential geopolitical, macroeconomic and technology 
disrupters that may impact on the choice of suppliers and flexibility required in the strategy


For HMRC to achieve it’s 3 strategic objectives it is essential to take its supply chain to the next 
level. HMRC needs to address global trends in revenue collection and key value drivers 
including digital taxation, frictionless interfaces, real-time tax, minimisation of errors and 
leverage intermediation and the ecosystem in a world where the taxpayer value base is 
constantly shifting. There is also the opportunity to learn from peers such as the IRS, smaller 
agencies which have been able to adopt and test innovation more rapidly and financial services 
and wider public sector.  


Timing
Tax is paid at 
the correct time 
by the correct 
taxpayer in the 
correct place


Effecti
ve 
Collect
ion
The full 
extent 
of tax 
is 
paid/col
lected


Resource
More effective 
allocation of 
agency’s 
resources 


Custo
mer
Better 
experie
nce for 
taxpay
ers


RELATIONSHIP


HMRC 
ECOSYSTEM


VALUE


Facilitators
Financial institutions, Tax agents


Payment Timing & 
Accuracy


Effective 
Collection


Resource
Allocation


Customer


Experience


Our work across adjacent  sectors 
gives us an understanding of 
fraud and law enforcement
context, technology, operational 
and other challenges you are 
facing. Our work with other UK 
government departments as 
well as the financial sector allows 
us to understand the relevant UK 
Government policies on sourcing 
and technology; from the recently 
published ‘Outsourcing Playbook’, 
through to digitising services 
under the ‘Government 
Transformation Strategy’.


We understand your ecosystem and the levers that you can pull to help drive modernisation 
and value from your partners.


Experience in Tax & 


Public Sector


Sourcing & 


procurement


Skills and 


experience


We understand the need to move away 
from inflexible and expensive contracts 
especially to improve efficiency and 
enable wider transformation. 


Better use of digital technology and 
information will make tax services 
more efficient, effective and 
easier for taxpayers to use.
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Insights: Revenue and Sourcing
Deloitte is a global leader in delivering cutting edge advisory and technology transformation services to global revenue 
agencies. Our market-leading sourcing and disaggregation capabilities help accelerate every stage of the sourcing lifecycle.


Deloitte 


Technology 


Sourcing Method 


• You can only buy what’s for sale:  HMRC 
does drive innovation and services but the 
strategy must be realistic


• Test volatile, innovative categories often: 
volatile categories demand more frequent 
review and can benefit from engagement with 
academia, trade associations and 


• Provision internal capability and capacity: 
make sure the strategy addresses the need to 
procure additional interim support for the 
business and support functions in order to 
deliver the strategy


• Construct commercials to support SMEs:  
T&Cs should support smaller SMEs but invoices 
must also be paid quickly enough for small 
organisations


• Make a level playing field for evaluation:  
Construct evaluation in a way that really allows 
SMEs to compete


R E V E N U E  S E R V I C E  E X P E R I E N C E
M A R K E T  L E A D I N G  S O U R C I N G  
C A P A B I L I T I E S  A N D  M E T H O D O L O G Y


We are the number one technology services provider for some of the world’s largest 
and most innovative revenue agencies in the world:


• We are the largest provider of technology services to the IRS.  In particular, we are 
the their partner of choice in solving their most complex challenges across policy, 
delivery, strategy and legislative challenges.


• In Europe, we are the key technology services provider to the Irish Revenue and the 
Danish Tax Authority, and more recently, the Belgium Tax administration, where we 
are delivering innovative solutions enabling a truly digital experience, more effective self 
service, and fully modernised technology landscape that underpins this.


Our global consulting and tax practices work together with revenue agencies to:


• Provide enterprise-wide annualised savings in software management 


• Share revolutionary concepts and honest, practical experiences with leaders of all 
levels at other revenue agencies


• Migrate their valuation and payments systems to new platforms and hosting solutions


• Discuss the change with stakeholders from across the private and public sectors


• Integrate payments reconciliation functions and payment processing engines to 
modernise and streamline an aging infrastructure without costing the earth


We have structured our proposed team with a commitment to bring you the very deepest 
insight possible from the above - from the largest agencies, including the IRS – to those of 
smaller, digitally innovative nations like Denmark and Ireland. Our team includes experts 
with direct experience of our work with these administrations.  


In addition, our Tax advisory and compliance business ensures that we truly understand what 
world class looks like from the customer perspective.  Again, we commit to appropriately 
bringing you the insight into taxpayer use of technology and the way in which 
HMRC’s technology sourcing can be driven and influenced by customer demand and 
expectation.


Clients ask us to solve some of the most complex sourcing problems across private, 
public and FS sourcing strategies that drive real value.


We don’t just do strategy we execute procurements, transitions and transformation 
in HMG, Financial Services and more widely so our strategy approach is based on 
real world execution experience.


Whilst we are independent not current suppliers to HMRC, Key insights include:


• Engage the market early: invite challenge and solutions (in-line with the Outsourcing 
Playbook which we helped to develop with Cabinet Office)


• Be realistic about market appetite: suppliers may be nervous about investing the UK 
right now and the scale of lots may have a critical impact


Experience in Tax & 


Public Sector


Sourcing & 


procurement
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Insights: Delivering Disaggregation
Our disaggregation, transition and continuous optimisation methodology is tried and tested, having been developed
through work across multiple clients and sectors. It will underpin our support for with HMRC on Phase 2 and beyond.


C
o
m


m
e
rc
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l 
&


 
P
ro


c
u
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m
e
n
t


1. Visualise & Inspire 3. Prepare 4. Transition2. Define & Commit


Novation and Procurement


Contract analysis review and value mapping Contract Financial Management


Commercial & negotiation strategy development & execution


• Agree accountability and set 
expectations for BAU


• Ensure interactions are 
understood and adopted


• Embed new behaviours and 
structures


• Manage and communicate to 
all stakeholders frequently


• Inspire continuous 
improvement 


• Train key people


• Manage and communicate to 
all stakeholders frequently


• Complete contract novations 
and terminations


• Track improvements to share


• Manage cost and track benefit 
realisation


• Inspire leadership and the 


team to deliver a shared 


vision and associated 


benefits


• Identify behaviours that 


need to change to realise the 


full benefits 


• Devise how to get what’s 


needed from the suppliers


• Agree detailed plan and 
engagement approach


• Develop design & confidence 
that processes, tools & 
suppliers will work together


• Get the right people in the 
starting blocks, considering 
in-house and external 
capability and capacity to 
deliver


• Manage and communicate to 
all stakeholders frequently


• Drive decision making from 
leadership


• Manage incumbent suppliers 
tightly and negotiate 
powerfully


• Manage timetable tightly to 
create confidence


E
x
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5. Stabilise & 


Transform


BAU Sourcing Strategy IterationSourcing Strategy


BAU Sourcing Lifecycle


OptimiseTransitionTransition & Contingency PlanningAs-Is Analysis & Requirements


Key Legacy Disaggregation 


Elements (non-BAU)


Includes: senior leadership 


accountability, one time detailed 


incumbent data gathering and 


negotiation strategy, first time 


development of multi year 


disaggregation strategy, first 


time commercial model analysis. 


D E L O I T T E  G L O B A L  D I S A G G R E G A T I O N ,  T R A N S I T I O N  &  O P T I M I S A T I O N  M E T H O D O L O G Y


Our disaggregation, transition and continuous optimisation methodology has been developed based on our global work with clients including world-leading pharmaceutical firms and financial 


institutions, and in the UK major public sector organisations like the Ministry of Defence, DVLA, DWP and Post Office. It underpins many of the credentials elaborated later and has allowed us to 


deliver rapidly at scale in high profile, complex programmes. We understand the sourcing strategy in the context of the wider journey for HMRC, which will involve the disaggregation of 


legacy contracts and development of internal capability to enable increased flexibility, agility and value for money from the supply chain for the Department while protecting 


live service. Our approach will be informed by this experience and insight, but not constrained by it. We will be able to front-load key thinking about the nine L2 Work Packages and wider 


downstream impact and risks of the sourcing strategy to help create a deliverable and realistic plan.


Disaggregation
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HMRC Services


As leading technology advisors, innovators and suppliers across industries, we are ideally positioned to guide HMRC’s 
sourcing specialists on the most beneficial choices to deliver HMRC’s strategy.


Insights: Technology Strategy


9 Shifts disrupting business and technology


Need for agility 
& speed


Boundaries blur 
& tech fluency


Rise of innovation 
ecosystems


New ways of working


Pervasive mobility 
& connectivity


Rise of cloud & 
automation


Data, cognitive & 
machine learning


Diversity & 
generation change


Changing nature 
of careers


Talent shifts Disruptive technology


DEMAND ON HMRC


HMRC will need to make sense of the changing environment in 
which it works, matching up the most important trends and 
opportunities in that environment to current and future demand.


New taxes and tax bases


For example, Sugar/plastic taxes, digital services tax and the 
changing international transfer pricing rules – which are 
disrupting traditional forms of taxation.


Changing relationship


The need for agile ways of determining impact and effectiveness 
of collection and compliance as the result of the evolving 
relationship between employers, employees and contractors. 


Changing transaction channels


The channels for taxation are changing – notably the taxation of 
online platform transactors, especially foreign suppliers of goods 
through such platforms.


Rise of the 
contingent worker


Drive for 
Enterprise 


Agility


HMRC’S 
Business and 
Technology 


Strategy


Cross-
Government 
Collaboration


HMRC’s 
Transformation 


Agenda


Business and 
Technology 
Aspirations


New skills
and job 


roles


HMG 
Strategic 


Imperatives


Op Model 
Agility


Strategic
Tech 


Investment


MARKET DISRUPTION
The marketplace of technology supply has fundamentally


changed. Size and scale of supplier cannot be taken as indicators 
of current and future value add – HMRC must have the 


commercial and technical capability to identify opportunities and 
avoid threats.


AI and Machine Learning offerings


Suppliers large and small offer products and packages for 
automation, but care must be taken to avoid becoming 


dependent on one product or ecosystem held elsewhere.


Everything as a service


Suppliers offer more service-based products than ever before. 
As the landscape shifts, some offer outstanding savings… others 


are best held in-house.


Deal and rate structures


Outcome-based and metered working offers opportunities to 
secure traditional commodity work in ways that shift risk away 


from the buy-side and towards suppliers. The careful use of 
these structures can deliver value.


R E I M A G I N I N G  T E C H N O L O G Y  S T R A T E G Y  A N D  W I D E R  K N O W L E D G E  


It is clear from our deep understanding of global trends that leveraging the wider ecosystem and transforming the nature of technology supplier relationships will be key to success. We see 
strategy as an ongoing process not a periodic activity reflecting the pace of technology change.  We don’t just advise, we deliver technology for clients both through our 
partnerships with SAP, Oracle, Google, AWS, McLaren and other leading tech providers and disrupters, and our own dedicated Cloud, Robotics & Automation, Data Analysis & 
Insight, Financial Crime, Digital, Systems Integration, Service Management and Testing Practices which are implementing and shaping solutions incorporating data integration 
technologies, network analysis, structured and unstructured data processing and analysis, AI, robotics and expert systems and large scale digital, customer centric design within single 
organisations and as parts of wider ecosystems.  Our strategy methodology takes advantage of these capabilities to flexibly adapt to your needs and incorporate our deep understanding of tax 
and revenue agencies and how the uncertain socio-political landscape may change suppliers’ appetite to invest in the UK.  


Technology 


Strategy & 


Category 


Knowledge
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Credentials: Overview
We have selected specific credentials to demonstrate our experience with organisations of similar scale and challenges 
who we have worked with to deliver leading capability. 


Revenue Agency Public Sector Private Sector Financial Services


Sourcing & supply 
chain strategy ✔ ✔ ✔ ✔ ✔ ✔ ✔ ✔ ✔ ✔ ✔ ✔ ✔ ✔ ✔


Sourcing & 
procurement delivery ✔ ✔ ✔ ✔ ✔ ✔ ✔ ✔ ✔ ✔


Exit strategy for 
aggregated supply ✔ ✔ ✔ ✔ ✔ ✔ ✔ ✔ ✔ ✔ ✔ ✔ ✔ ✔ ✔


Contract exit & 
transition ✔ ✔ ✔ ✔ ✔ ✔ ✔ ✔ ✔ ✔ ✔ ✔ ✔ ✔ ✔ ✔


Service optimisation ✔ ✔ ✔ ✔ ✔


Technology 
transformation ✔ ✔ ✔ ✔ ✔ ✔ ✔ ✔


Top Tier 
Japanese Car 
Manufacturer


Top 5 
Global Bank


$40BN+ 
Investment 


Bank


Multinational 
Swiss Bank


Global 
Aerospace 


Engine 
Manufacturer 


We have selected credentials to illustrate our 


understanding that the HMRC strategy will come from 


a synthesis of factors across large scale public 


sector delivery, revenue authority insight, UK 


public sector sourcing, technology strategy and 


disruption, market insight and understanding of 


the pressures on UK government departments.  


Uncertainty


Increase Cost 


Effectiveness


Customer 
Expectations


Enhance 


Customer 


Experience


Contract 
Disaggregation


New Contracting 


& Change 


Delivery 


Models


Government 
Strategy


Deliver 


Digital Agility


Technology & 
Market 
Disruption 


Exploit 


Disruption


Uncertainty linked to global 
trade volatility and EU Exit 


are driving cost effectiveness 
and technology flexibility 


Customers have increasingly 
high expectations and 


demand seamless services 


Long term contract expiry & 
HMG policy is driving HMRC 
disaggregation and need for 


internal capability


GDS strategy is driving use 
of shared capabilities, 


insourcing & agile delivery


Commoditisation, cloud, SAP 
HANA, AI & cognitive, digital 


and other disruptors are 
forcing change


Worlds 
Largest 
Pharma 


Company


H
M


R
C


 


P
r
e
s
s
u


r
e
s


Experience in Tax & 


Public Sector
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procurement
Disaggregation


Technology 
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Knowledge


Skills and 


experience


Experience in Tax 


& Public Sector


Sourcing & 


procurement
Disaggregation


Technology 


Strategy & 


Category 


Knowledge


Skills and 


experience
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B U S I N E S S  C H A L L E N G E S


IRS has similar objectives to HMRC: collecting revenues due and bearing down 
on avoidance and evasion, transforming tax and payments for customers and 
designing and delivering a professional, efficient and engaged organisation.  
Deloitte helped to design and deliver the strategy and plan and implement 
services to address these objectives.


The US Internal Revenue Service (IRS) serves over 140m individual taxpayers, 40m small 
businesses and 400k large businesses.   The Service needed to develop, communicate and 
implement its FY2018 – 2022 Strategic Plan in support of the US Treasury Plan.  The Plan 
would impact leaders across every IRS business unit, their staff and a large number of 
internal and external stakeholders including not only leadership and staff of the Service, 
but also the National Taxpayer Advocate (NTA), the National Treasury Employees Union 
(NTEU), the tax professional community, the Department of Treasury, and Capitol Hill.


The Future State Initiative was conceived to deliver a taxpayer-centric vision and 
accompanying plan to drive underpinning modernisation of all operational services.  These 
can be grouped into four main threads. 


• Online Services – Improved taxpayer experience including digital self service and 
intermediary integration


• Compliance – Reducing non-compliance, driving voluntary compliance and identifying, 
testing and investigating compliance


• Submissions Processing – Ingesting, organising and storing submissions


• Technology Modernisation – Including core business platforms, data analytics, 
security, testing, infrastructure and technical services 


In order to deliver an executable plan, IRS needed to develop an Enterprise Vision, 
enterprise level objectives, an Enterprise Roadmap, aligned operating model and Future 
State level views, schedules and milestones, initiative scoping, communications and 
metrics, and measures. The IRS also needed to establish the delivery management and 
assurance mechanisms including enhancements to the Planning, Programming, and Audit 
Coordination (PPAC) capability enabling leadership to prioritise investment and guide 
business units in developing strategically aligned investments.


The IRS then needed to implement the plan, including a range of technology solutions 
which required significant capabiltiy across digital, robotics, legacy integration, ecosystem 
and intermediary integration, online services and security.


W H A T  W E  D I D


Developing the IRS “Future State Vision” Strategy and Transformation Plan


Deloitte was commissioned for over 3 years to support nearly every facet of the strategy and plan and then 


support major aspects of implementation. Using a consensus and data driven iterative approach, Deloitte worked 


with IRS leadership to develop the Future State Vision and 4 sub layers and Enterprise Roadmap. Deloitte 


surveyed and synthesised IRS initiatives and internal and external trends and facilitated multiple sessions to 


incorporate feedback from stakeholders and leadership while delivering additional quick wins.


1. Planning and Strategy 


It was critical that the vision and plan reflected and the true complexity and scale of the IRS business.  This 


required planning and analysis based on real-life data across the whole enterprise and from all levels.  This was 


used to design, test and iterate hypotheses and develop a Vision that was realistic, deliverable and 


transformational. The strategy, plan and supporting data covered all areas including


• Executive vision: To identify and refine strategic and political priorities


• Policy: IRS priorities, current metrics, performance, Enterprise goals, taxpayer satisfaction rates


• Service usage rates across channels (e.g., website visitors, specific page or resource usage rates, etc.)


• Employee data: demographics and performance (eg: time in IRS, current level, most recent promotion)


• Programme Delivery : for over 150 in-flight initiatives (eg: detailed cost, expected return and budget data)


We worked with IRS leadership and staff across Washington DC, Maryland, Atlanta, Chicago, and Boston to draft 
and test the proposed vision and approach.  This required set up and management of eight Initiative Groups (IG), 
involving over 100 IRS stakeholders across roughly 25 IRS organisations. 


We also worked with Enterprise Planning and Data Analytics teams to develop instrumentation and tools to 
monitor an guide implementation including: 


• Identification and analysis of Pilot Projects to refine assumptions on investment returns, cost benefit and cost 
effectiveness analyses 


• Development and review of case studies and analyses to evaluate IRS processes


• Enterprise Programme tools to support analysis and Executive review of risk, delivery and priority as well as 
reporting processes and templates and delivery management processes


• Enterprise performance management analytics roadmap, operating model and managerial dashboard prototype 
in Tableau


Deloitte is the 


partner of choice for 


the most important 


challenges of the IRS 


including legislative 


reform, policy 


interpretation, core 


tax processing, 


enterprise strategy, 


and one of the largest 


technology providers 


supporting the 


Service’s 


$2.5bn/annum 


technology estate.


Our Insight & 


Challenge  investment 


includes Avijeet Sinha 


who leads much of our 


work with IRS


Deloitte supported IRS in meeting the challenges of tax digitisation, legacy replacement, fraud reduction and integration


Case Study: US Internal Revenue Service


3.1.1: Deloitte as a service provider with 
proven expertise in leading-edge financial 
technology to help the client offer end-to-end 
user services


3.1.2 Working alongside 
representatives from 
multiple internal 
functions


3.1.5a, b Bringing external 
best practice and advising 
on emerging trends


3.1.5d, 3.1.6 
Challenging existing 
practice in tech 
provision with nothing 
off limits


3.2.1 Data Collection and 
Analysis activities 


3.2 Multiple locations 
and large number of 
users


Experience in Tax & 


Public Sector


Technology 


Strategy & 


Category 


Knowledge


Skills and 


experience
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Deloitte has delivered the below support for one of the world’s largest revenue agencies facing technology and business 
challenges directly comparable to those of HMRC.


Case Study: US Internal Revenue Service


3.1 Provide details of previous experience of 
supporting large organisations in the public or 
private sector, to transform Categories of Spend


3.2 Multiple locations 
and large number of 
users


3.4 End-to-end delivery 
including full rollout


3.4 End-to-end delivery 
including full rollout


3.2 Multiple locations 
and large number of 
users


W H A T  W E  D I D :  I M P L E M E N T A T I O N V A L U E  D E L I V E R E D


Enterprise Strategy


Across the Enterprise Strategy, Delivery Plan and Technology Roadmap:


• Delivery of new workflow systems, rules engines, scalable NoSQL database, robotics and process 


automation, and multi-device capability.


• Savings and strategic planning 


• Alignment across the organisation for a strategy and roadmap to support the IRSs 14 Divisions and Functions.
• A new investment planning prototype in Tableau delivering better quality and faster investment and planning decision support.
• A Data & Analytics Operating Model and Data Governance Framework to support the delivery of the operating model and 


Programme delivery capability and tools to support execution of the delivery plan.


Core Business 
platforms


Modernisation of the legacy core tax system: Replacement of Assembler based legacy system with


Oracle and Java based platform 
• A new core tax system is the centrepiece of the efforts of the IRS to collect more than $3.5 trillion of tax
• A modernised Assembler to underpin technology change across the IRSs $2.5bn/pa technology estate


Support in understanding the impact of legislation on their Core Business Platforms.
• Technology and customer process impact analysis and implementation support in response to the Tax Cut and Jobs Act, 


Affordable Care Act and Foreign Account Tax Compliance Act.


Modernisation of the system the IRS uses to detect fraud in refund claims. • Fresh, technology-enabled analytics platform to prevent the issuance of c$3billion in fraudulent refund claims annually.


Modernisation of the Information Returns system for supporting documents for Tax Returns, 


migrating it to the Enterprise Java Platform.
• Delivered new data intake and processing platform for 30-40million new 3rd party documents to support implementation of 


Affordable Care Act


Alignment of 64 disparate case management systems.
• Delivered strategy, architecture and program support for Case Management modernization across Compliance/Audit, collection 


and correspondence.


Hosting & Managed 
Desktop


Indirect enhancement through delivery of Strategy and roadmap and CIO Business of IT 
Instrumentation 


• Dashboard supporting service and supplier scoring for CIO in managing similar functionality to that required by HMRC.


Data Analytics


Delivery of the analytics solution IRS uses to analyse returns for fraud.
• Delivered advanced analytics using Machine Learning and Artificial Intelligence to improve audit case selection, case workload 


optimisation, and reduce fraud


Behavioural analytics to determine style, channel and precise language to use in Collection notices.
• Increased rate of response to notices and collection communications across the multichannel approach used to target individuals 


and businesses.


Algorithms for both Case Selection and Workload Management across Identity Theft, 
Examinations/Audit and Collection.


• Increased accuracy of fraud case detection by 50%.


Networks
Indirect enhancement through delivery of Strategy and roadmap and CIO Business of IT 


Instrumentation 
• Dashboard supporting service and supplier scoring for CIO in managing a complex supplier market of the type HMRC faces.


Security


Cyber testing planning, preparation and execution. • Cyber threat analysis and penetration testing to better secure systems across the IRS technology estate.


Cyber Services for programmes including threat analysis and penetration testing
• Cyber protocols for programmes, identification and mitigation of vulnerabilities and corrective actions (eg: process, tech or


behaviour).


Managed Services for E-Discovery for large, unstructured data analysis. Insights are then connected 


to case management for internal and external investigations in fraud and other law enforcement 


compliance.


• A secure, detail-driven Managed Service built on a consumption based model hosted and managed by Deloitte. It allows the IRS 
to focus their enforcement teams on the pressing matters of each individual case rather than the commodity tasks required to 
facilitate it.


Digital Development of Taxpayer Facing Digital Applications and rollout of multiple Web Applications.
• Human centric design advice, direct Java application development. Legacy platform service enablement. 
• Deloitte builds customer facing self-serve applications to facilitate payment accounts and review payment status and IRS notices


for end-users.


T&R / QA
Enterprise Testing Managed service operating as a shared service delivering test strategy, end to end 


automated and (where necessary manual) functionality, unit, and performance testing.
• Faster, more consistent enterprise test delivery providing cost metered by utility and varied in relation to IRS demand.


Technical Services


SDLC support for programmes across: Application modernisation, Infrastructure, Digital & Analytics


Non-technical resource augmentation and skills transfer across Program Management, especially 


support for large Modernisations, Internal processes, including People Management & Risk 


Management


• Qualified support across IRSM, Case Management, Web Applications and Analytics work to helping prompt delivery of a broad 
range of projects including: Multiple Java Frameworks, Informatica, Oracle, SAS, Python, Tableau, R, GreenThumb, Blaze and 
others.


• Delivery of new workflow systems, rules engines, scalable NoSQL database, robotics and process automation, and multi-device 
capability.


CIO Reporting CIO Analytics for instrumentation of Business of IT
• Increased visibility and actionable insight across all technology domains including: supplier and service performance IT finance, IT 


HR, customer satisfaction, programme delivery and all other KPIs.


Experience in Tax & 


Public Sector


Technology 


Strategy & 


Category 


Knowledge


Skills and 


experience


W H A T  W E  D I D :  I M P L E M E N T A T I O N V A L U E  D E L I V E R E D  
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Our team of experts will work with HMRC to co-create and deliver a world class technology and digital supply chain to 
underpin HMRC’s transformation


Approach: How we will work together


We will bring fresh perspectives 
on the status quo with 
innovative approaches like those 
covered in our credentials. We 
are happy to take on the role of 
a critical friend who provides 
unbiased advice, contrasting 
strongly with the voices of those 
who are part of the status quo. 
Our SMEs will form the core 
of a Challenge Review tasked 
with stress-testing the co-
developed deliverables to 
ensure they are resilient to the 
changing nature of the market.We take values seriously at Deloitte. 


We also understand the importance of 
communicating HMRC’s values to our 


team members. We recognise the 
important work which has been done 


within HMRC’s Workplace Empathy 
Programme. 


We subscribe to the principles of 
creating an inclusive project team, 
which promotes diverse thinking 


and creates a safe place to challenge, 
as we know this produces excellent, 


long lasting results. 


We will run skills workshops about the initial 
outputs from the second phase, ensuring that 
the ideas and content that went into the 
Negotiation Strategies, Should-Cost Models 
and Sourcing Strategies are understood and 
internalised by HMRC’s people.
Our goal will be to create a lasting legacy
for HMRC’s supplier capability to develop
future iterations independently.


Our core team will collocate with 
you in Westminster and Telford as 
required, as well as planning any 


discovery visits to major hubs like 
Longbenton and Southend. 


As new suppliers to HMRC, we will 
engage with the everyday 


challenges of your teams from
scratch, encouraging new 
thinking and a “question 


everything” approach. 
When facilitating suppliers days we 


will bring an external perspective 
and ensure existing and emerging 


best practice is well understood.  


With HMRC’s permission and subject to appropriate controls, we 
will invite colleagues from across Deloitte’s global 
Revenue accounts to give views, experience and expertise 
surrounding choices and decisions at their clients for the benefit 
of HMRC. 


CHALLENGE


SHARED VALUES 


COLLABORATION 


INSIGHT & PERSPECTIVE


We will ensure an ongoing 
relationship with key figures in 
our UK Technology Sourcing 
practice beyond the work of the 
Challenge Squad.
Stephane Laffly and Dave 
Tansley will both commit 
regular time and the insights of 
their experience with major HMG 
Sourcing arrangements to ensure 
that Sourcing 2020 is a success 
for HMRC.


KNOWLEDGE 
TRANSFER


• Cross industry full end-to-end sourcing transformation experience from strategy to procurement including SIAM partnering with subject 
matter experts in each tower


• We will deploy and customise our IT sourcing tools and accelerators. Our approach incorporates visual management, huddles and agile 
metrics to encourage collaboration within sprints to quickly develop products and increase speed to value 


Skills & 


Experience


Tax Technology
Ronan McMahon


Commercial & 
Negotiation
Hywel Madden


Taxpayer/ Customer 
Insights


Julie Hughff


Technology (SAP)
Andrew Gunn


IRS Partner
Avijeet Sinha


Danish Tax Authority 
Partner


Jesper Kamstrup-Holm


Revenue (Ireland) 
Partner


Ruairi Allen


Technology Transition & 
Transformation
Stephane Laffly


International
Tax


Authority
Experts


Technology
Sourcing
Experts


Sourcing & Supply
Fabrizio Napolitano


We will bring the people who worked on the programmes in our 
credentials to HMRC.   


In addition to our core team, we will invest in a Challenge 
Squad of experts free of charge. 


Their role will be stress-test core deliverables by HMRC request. This 
will ensure we balance the “art of the possible” against HMRC’s goal of 
constructive challenge. 


LESSONS LEARNED


INSIGHT & CHALLENGE SQUAD
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SPRINT 1 SPRINT 2 SPRINT 3


Mobilise Week 1 Week 2 Week 3 Week 4 Week 5 Week 6 Week 7 Week 8 Week 9 Week 10 Week 11 Week 12


Approach: Project Plan


Project Mobilisation & Confirm “Data Needs” Develop Ongoing Recommendations 


Our team will co-create the Outcome Products with HMRC, embedding innovation and challenge alongside the core ask 
to deliver all requirements rapidly. Our detailed approach for each of the fourteen is outlined in the next three slides.


4
Stakeholder Mapping 


Workshop
Write Stakeholder 
Mapping Product


Stakeholder Mapping


Define Business Needs
Review HMRC Strategies


Interview Stakeholders


Crowdsource Business Needs


Business Needs 
Challenge Session


Write Business 
Needs Product


1


Gather Internal Data


Gather External Data
Create Baseline


5


Identify Data Type, Source and Gather


Define set of 
comparable 


organisations  


Review External Data


Engage Deloitte 
Client Network


Develop Comparator 
Profiles


Write Peer 
Comparison Report


2


Conduct Peer Technology Comparison 


Review Spend & Contract Data


Interview Category Managers / 
Lead Users


Develop Initial 
Category Groupings


Category Groupings Challenge 
Workshop


3
Develop Category 


Templates


Define Category Groupings Profile CategoriesDevelop Detailed Category 
Baselines (incl. Volumes)


Interview Users & Develop 
User Profiles


Specifications Working Sessions 
With Category managers


6
Develop Category Profiles


Main Activities 
Innovation 
Activities 


Outcome Product 
Delivered


Product Iterations Workshops


Review CCS And NAO Benchmark Data


Review analysts Benchmarks & 
Market IT Metrics


Review ICT Project and Service Pricing 
Repository tool 


Triangulate 
Benchmark Estimates


Write Benchmark Pricing 
& Options Product


11


Benchmark Pricing & Options


Define Suitability  
Criteria Make vs Buy 


Working Sessions


Write Make vs Buy Product
8


Indicative Make vs Buy Analysis


7


Agree Modified 
Value Levers


Opportunity Hypotheses 
Workshop 


Further Detail Longlist 
of Hypotheses


Crowdsource Hypotheses


Write Opportunity 
Hypotheses Product


Category Opportunity Hypotheses


Develop Should  Cost Model and Iterate With Outcome Product Insights


Agree Should Cost 
Model Structure Agree Initial Should Cost Model 


Assumptions & Sensitivities 


Build Should Cost Model


12


Consolidate Insights from 
Outcome Products


Develop How, What, When, Where 
& Who Of Sourcing Strategies


13


Finalise Sourcing Strategies, 
Approach & Plan


Sourcing Strategies


Art Of The 
Possible 


Workshop


Supply Market Options


Market Engagement Events


10


Analyse Supply Market Options


Negotiation 
Workshop


Prepare Materials For 
Negotiation Workshop


Design & Develop Negotiation 
Templates & Fact Sheets


14


Fact Based 
Negotiation 
Strategies


Quantitative Analysis 
Of Long List


Working Sessions With Category 
Managers & Lead Users


Prioritisation / 
Shortlisting Workshop


Write Value 
Targeting Report 


9


Enable Value Targeting


Experience in Tax & 
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Outcome Product Activity Description Owners / Inputs Outcomes


Project Mobilisation


We will hold a mobilisation meeting with you prior to the start of the project. The aim of this meeting will be to: 1) meet your Sourcing 
2020 team; 2) confirm ‘data needs’; 3) Agree the project charter - including project structure, plans, roles and responsibilities; 4) Agree 
the Digital, Customer, Commercial and Financial (DCCF) stakeholders that we will be co-working with; and 5) schedule regular heartbeat 
communications and review cycles 


Deloitte Lead: Delivery 
Lead


Inputs: N/A 


Agreement on the 
requirements and structure 
needed to deliver the project 
successfully.


Define business 
Needs


On day 1, our team will review all relevant HMRC strategies and policies in order to better understand its strategic goals and objectives. We 
will also hold interviews with DCCF stakeholders and run an ‘Art of the Possible’ Workshop in our dedicated Greenhouse innovation 
space, to gain a fuller picture of your needs. In parallel to this activity, we will use our crowdsourcing platform, Pixel, to gain a wider view 
of the business needs from throughout your organisations. Through this platform, we will send a set of ‘business needs prompts’ to an 
agreed set of internal stakeholders. We would combine the insights generated via pixel with those we have gained from our work other 
revenue agencies (Incl. USA’s IRS, Irish Revenue) to develop an independent view of the business needs. We will bring all these 
insights into a ‘Business Needs Challenge Session’ with the DCCF stakeholders and our Insights & Challenge Squad in order to finalise a 
core set of HMRC business needs that will guide delivery of all products.


Deloitte Lead: Delivery 
Lead


Inputs: Relevant HMRC 
strategies, policies and an
overview of the current
technology landscape


A set of clearly articulated 
business needs, ensuring all 
future products and tightly 
aligned to HMRCs strategic 
goals.


Conduct Peer 
Technology 
Comparisons


Whilst creating the baseline analysis, we will define a tiered set of comparable organisations (incl. other UK government departments, 
national tax authorities in the OECD, non-OECD authorities with challenges similar to those faced by the UK currently, and major financial 
institutions with estates comparable to HMRC). In many cases, our global network of clients will allow us to secure these insights 
from them directly. We will then generate a unique set of comparator profiles to consider alongside HMRC as decisions are faced in the 
future. We will look to identify not just what choices they ended up making, but also establish the how and why, to develop mature profiles 
of risk-positive innovators versus those organisations which seek incremental, protective change. In particular, we will gauge business 
ambition and intention across the nine sourcing packages and build our final Peer Comparison Report along each of those nine lines.


Deloitte Lead: Technology 
Lead


Inputs: Business needs and 
current technology usage 
data


HMRC will have a clear audit 
of the technology choices 
made by a range of 
comparable organisations 
from both the UK and 
abroad.


Define Sourcing 
Category Groupings 
based on End-To-
End User Services


In parallel to conducting the peer review, we will undertake a more detailed analysis of HMRC’s contractual and spend data to identify an 
initial set of options for logically grouping categories from both a cost and end-to-end service user perspective. Alongside this activity, we 
will hold a series of interviews with HMRC category managers to understand the current sourcing landscape and engage with lead users to 
understand existing ways of working. This analysis will form the basis of a Category Grouping Challenge Workshop, in which our 
Insights & Challenge Squad will work alongside the DCCF stakeholders to challenge current thinking and identify the “art of the possible”. 
This workshop will result in an agreed set of best practice category groupings. This will allow our team to create the category templates 
that will be added to and iterated on completion of each of the subsequent outcome products in order to develop the sourcing strategies.


Deloitte Lead: Sourcing 
Lead


Inputs: Contract registers, 
Full breakdown of spend for 1 
year, list of category 
owners/managers


An agreed set of best 
practice category and sub-
category groupings that will 
be the basis for all future 
output products.


Map Stakeholders


Building on the DCCF mapping carried out during project mobilisation, we will hold a wider stakeholder-mapping workshop to ensure 
that at all times HMRC users, decision-makers, supply chain and other impacted departments are engaged with to a degree appropriate to 
their level of importance.  During this workshop, we will generate a long list of relevant Sourcing 2020 stakeholders, profiled against both 
influence and interest levels, and identify their current view of the programme. On completion, we will create a consolidated stakeholder 
map, including key messages, programme relationship owners, and an overarching communications plan.


Deloitte Lead: Delivery 
Lead


Inputs: N/A 


HMRC will have a landscape 
view of its stakeholders of all 
kinds with which to 
communicate in a structured, 
targeted way.


Identify Data Type, 
Sourcing and 
Gather


We will review the data received following the project mobilisation meeting to identify potential data gaps. We will work closely with 
your DCCF stakeholders and finance department to identify potential sources to fill these gaps and gather them to allow for a swift start to 
wider sourcing analysis. In addition, we will utilise our network to gather the external data required to support the development of the 
sourcing strategies (Incl. CCS, NAO, Gartner) and outcome products. We recognise that this will be an iterative process, and at all times, 
we will use an outcome-led approach to focus the "data asks" to ensure the appropriateness for the task. We will use the data sources 
we receive to construct a baseline spend cube analysis of HMRCs current state.


Deloitte Lead: Senior 
Consultant (Sourcing)


Inputs: HMRC technology, 
spend, contract and category 
data


A single data store of 
information required to 
underpin the outcome 
products analysis


Approach: The Outcome Products (1 of 3)
We will work collaboratively with your team to co-create the required outcome products at pace. Draft products can then 
be iterated to form the building blocks of a set of innovative sourcing strategies.


Sourcing & 


procurement
Disaggregation


Technology 


Strategy & 
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Knowledge
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Outcome Product Activity Description Owners / Inputs Outcomes


Profile Categories 
(Baseline, User, 
Specification, 
Volume


Once the category groupings have been agreed, we will build detailed category profiles across the following axis: 1) Further develop the 
initial baseline to get a fuller picture of HMRC’s current suppliers and their performance landscape across both quantitative (including 
financials and volumes) and qualitative (including user needs and customer satisfaction) data points;  2) Conduct user interviews to 
develop detailed user profiles. These will help to ensure that user needs & experience is central to all sourcing decisions; and 3) We 
will hold working sessions with your category managers to capture the service specification requirements. This will identify specific areas of 
HMRC customisation/complexity that will be taken into account of when developing supply market options and the should-cost model. 


Deloitte Lead: Sourcing 
Lead


Inputs: HMRC technology, 
spend, contract and category 
data. 


HMRC will have a dashboard 
which profiles the key 
details, facts and 
requirements for each 
category of spend


Provide Category 
Opportunity 
Hypotheses and 
Value Levers


Using our six-pronged value targeting methodology, we will work with the DCCF stakeholders to develop a modified set of overarching 
value levers that are suitable to HMRC’s strategic context. The pillars of this methodology are; demand management, contract 
management, relationship management, global sourcing, best price evaluation and volume concentration. Once these value levers are 
agreed, we will run an opportunity hypotheses workshop with the DCCF and your category managers to generate a long list of 
hypothesis with indicative low, medium and high confidence savings targets against each. In addition, as the best ideas for unlocking value 
often comes from the front lines of an organisation, we will use our crowdsourcing platform to generate a wider range of 
opportunity hypotheses to be added to the long list generated in workshops.


Deloitte Lead: Sourcing 
Lead


Inputs: Category groupings


A long list of opportunity 
hypothesis to inform 
subsequent value targeting 
and prioritisation


Conduct Indicative 
Make vs Buy 
Analysis


As set out in the ‘Outsourcing Playbook’, it is critical to neutrally evaluate the service delivery model early in the sourcing project 
lifecycle, to ensure that the best value for money is achieved for the UK taxpayer. At its core, this evaluation seeks to answer two 
fundamental questions; 1) What must be delivered ‘in-house’ based on a specific set of robust criteria? 2) ) In what opportunities do 
we have a high degree of confidence that the organisation will benefit from outsourcing? To do this, we will hold a series of working 
sessions with DCCF stakeholder to identify those areas across the nine sourcing packages that would be suitable ‘candidates’. Suitability will 
be based on importance to operational delivery, the commoditised nature of the service, short & long term capability assessments, financial 
and TUPE implications and HMRCs view of optimal commercial risk allocations.


Deloitte Lead: Technology 
Lead


Inputs: HMRC technology 
and spend data 


A neutral and evidenced 
justification for the proposed 
service delivery models 
within each 9 sourcing 
package.


Enable Value 
Targeting 
(Opportunity 
Development, 
Costing, and 
Prioritisation


Building on the long list of opportunity hypotheses, we will leverage our suite of analytical tools to conduct a gap analysis of HMRC’s 
baselined metrics against peer data gathered from the benchmarking exercise. This will highlight areas of improvement in key spend 
categories. This will help us identify and prioritise critical items for further root cause analysis, (e.g. categories where HMRC currently 
underperforms its peers by 25% or more). This gap analysis helps narrow down opportunity hypotheses, as well as informing the 
level of upfront investment in transformation required to achieve the desired end state and unlock value for money. This is a critical part of 
the sourcing strategy, as it requires a careful balancing act between the business needs, budget and risk. We will hold working sessions 
with the both the DCCF and end users to complement our quantitative gap analysis with their views in order to inform the final 
prioritisation and agree the detailed shortlist of opportunities.


Deloitte Lead: Financial 
Lead


Inputs: HMRC spend data 
and Long list opportunity 
hypothesis 


A prioritised set of the 
shortlisted sourcing 
opportunities that ensure the 
delivery of value form money 
by optimally balance 
business needs, budgets and 
risk. 


Identify Supply 
Market Options


Building on the peer analysis, we will draw on our deep experience of the global technology market to identify a range of supply 
options across the nine sourcing packages. This will assess the current state of the markets – incl. market dynamics, leaders & innovative 
SMEs, short and long-term market trends.  We will set out the optimal sourcing activity required to achieve each of the shortlisted value 
opportunities. During the construction of this analysis, we recommend that HMRC runs a series of market engagement events to gather 
further market insights and test the analysis created. We will support you in preparing for and managing these events as required.


Deloitte Lead: Technology 
Lead


Inputs: Peer technology 
comparison, category profiles


HMRC will have clarity as to 
the current state of the 
supply market for each 
sourcing packages. 


Benchmark Pricing 
and Options


Building on the peer technology comparison and baseline spend data analysis, we will contrast HMRC’s current spend and IT contract 
performance against its public sector peers. We will follow a three pronged approach to establishing the benchmark by 1) analysing 
benchmarking data from CCS and NAO published data on governmental IT spend in the UK; 2) leveraging analyst benchmarks and market 
IT metrics (e.g. Gartner metrics for organisations with over 30,000 employees); and 3) drawing on Deloitte previous experience and our 
ICT Project and Service Pricing Repository tool. Whilst each one of these approaches will have their own merits and limitations, by 
triangulating the result HMRC will be able to identify those areas of under and over performance against their peers in a tight timescale.


Deloitte Lead: Financial 
Lead


Inputs: Deloitte ICT Project 
and Service Pricing 
Repository, external public 
and subscription data sources


HMRC will have a better 
understanding of the areas 
of the current service that 
are not delivering value for 
money when compared to 
peers. 


Approach: The Outcome Products (2 of 3)
We will work collaboratively with your team to co-create the required outcome products at pace. Draft products can then 
be iterated to form the building blocks of a set of innovative sourcing strategies.
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Outcome 
Product


Activity Description Owners / Inputs Outcomes


Build Should-Cost 
Models, Industry 
Cost Drivers


We will start the process of building the should-cost model early in the engagement, by agreeing with the DCCF the preferred structure of 
the analysis and the initial assumptions to use. We will then use an iterative process to develop the models as the insights are 
generated from each of the outcome packages. We recognise that a should-cost model serves two main purposes. First it is used to estimate 
the total spend to transform the service, factoring in any risks and optimism bias adjustments and demonstrating that the project can still 
deliver value for money. Secondly, it is used to demonstrate the affordability of the project (Run and Change expenditure forecasts). We 
will work closely with your technical and finance teams to refine the underlying assumptions that drive the should-cost models. Based 
on our previous experience and the benchmarking exercise, we will build in some sensitivities around cost drivers such as innovation, 
competitive pressure, project spend efficiency.


Owner: Financial Lead


Inputs: HMRC spend data


A should-cost model 
covering all 9 sourcing 
packages - Incl. risk and 
optimism bias adjustments, 
affordability outputs and 
sensitivity analysis around 
cost drivers


Develop Sourcing 
Strategies and 
Approach, Plans


By this stage in the project, we will have developed a clear vision of the sourcing opportunities, benefits, costs and savings for 
each package. We will combine these insights together into a sourcing strategy that will also sets out the how, what, when, where and 
who required for delivery. This will include: proposed procurement routes (and appropriateness of existing framework agreements), 
resource requirements, timelines, quick wins vs. long term initiatives, implementation plans, overarching evaluation criteria and HMRCs 
constraints/dependencies.


Owner: Sourcing Lead


Inputs: All outcome products


A set of innovative sourcing 
strategies that can be 
utilised by your team


Produce Fact-Based 
Negotiation 
Strategies


As it is likely that many of the opportunities to unlock additional value for HMRC will focus on agreeing better deals with its incumbent 
suppliers, we will hold a full day Negotiation Workshop that brings together all the insights generated over the project and sets the 
negotiation objectives, goals, approach and boundaries. Following this session, we will pull together a small working group to build 
out both the negotiation content (including potential contracting zone, minimal acceptable positions, best available alternatives, anticipated 
needs of the other parties, counter positions, concession hierarchies, etc.) and process (including negotiation team roles, responsibilities, 
governance, dates and locations). On completion, we will develop negotiation packs that consolidate the key statistics and information 
required to support future negotiation activities in a fact-based manner.


Owner: Delivery Lead


Inputs: All outcome 
products, Deloitte Incumbent 
Negotiation Framework 


HMRC will have clarity of 
the content, process and 
key facts that will support 
future negotiation activities.


Ongoing 
Recommendations 
and Project 
Closedown


As we deliver the project, we will look to gather additional insights and implications for HMRC from the decisions made in developing 
each outcome product. From our experience, the most likely impacted areas are the sourcing operating model, supplier management 
approach and ongoing collection of performance data. Whilst we will have taken a collaborative approach to delivering this project, we 
recognise that there will still be a need to carry out knowledge sharing activity with key DCCF stakeholders. We will therefore hold two 
knowledge transfer sessions (one in London & Telford) to ensure that the insights and products created are fully understood and 
embedded in your teams.


Owner: Delivery Lead


Inputs: N/A


HMRC’s staff will have a full 
understanding of the 
outcome products and any 
implications on ongoing 
operations


Approach: The Outcome Products (3 of 3)
We will work collaboratively with your team to co-create the required outcome products at pace. Draft products can then 
be iterated to form the building blocks of a set of innovative sourcing strategies.


End of Week 8 (Sprint 2) HMRC will have:


• Outcome Product 6: Category Profiles
• Outcome Product 7: Opportunity Hypotheses
• Outcome Product 8: Make vs Buy Analysis
• Outcome Product 11: Benchmark Pricing & Options


End of Week 12 (Sprint 3) HMRC will have:
• Outcome Product 9: Value Targeting
• Outcome Product 12: Should Cost Model
• Outcome Product 13: Sourcing Strategies & Plans
• Outcome Product 14: Negotiation Strategies
• Outcome Product 10: Supply Market Options
• Ongoing Recommendations Report


14


13


12
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End of Week 4 (Sprint 1) HMRC will have:


• Outcome Product 1: Defined Business Needs
• Outcome Product 2: Peer Technology Comparison
• Outcome Product 3: Sourcing Category Groupings
• Outcome Product 4: Stakeholder Mapping
• Outcome Product 5: Data Types, Source & Gather
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Approach: Methods & Accelerators


Incumbent Negotiation Framework
Our negotiation framework will bring our global experience of supporting 
clients through incumbent negotiations across industries and technology 
services


ICT Project and Service Pricing Repository
Accelerates our analysis of ICT pricing 100 ICT practitioners covering ICT 
service pricing. This can be used to help ensure the right cost categories are 
captured for the cost model


Deloitte Pixel™


Our crowdsourcing platform, enables our teams and clients to leverage 
internal and external crowds to generate new ideas and gain feedback at scale


E x a m p l e s  
o f  Y o u r  
O u t c o m e
P r o d u c t s  


Baseline Spend Analysis Category Groupings Opportunity Hypotheses Value Targeting Sourcing Strategy Sourcing Plan 


Deloitte global sourcing methodology
Delivers a structured framework and aligned 
accelerators for every stage of the sourcing 
lifecycle, from initial pre-procurement assessment 
to optimisation post contract award. It provides
templates and checklists for the key tasks, 
deliverables and critical success factors across 
each work stream, to guide development of both 
strategic sourcing projects and outsourced 
transformation. From spend analysis to sourcing 
levers, should cost models to implementation plans, 
our methodology has been used extensively across 
the public and private sector. Greater detail on how 
we will carry out this approach can be found in the 
following slides


Deep knowledge of UK government sourcing 
policy and the ‘Outsourcing Playbook’
We supported Cabinet Office in the development of 
the recently published Outsourcing Playbook. 
James Sleep (Financial Lead) has been supporting
development of HMG internal policies on strategic 
KPIs high value contracts. We will ensure that this 
best practice underpins the delivery of all out the 
outcome products. 


Deloitte Greenhouse
Our Greenhouse Labs are an immersive experience to break down barriers and 
accelerate meaningful results through interactive sessions tailored to address 
your specific sourcing needs


Spend Cube
We will analyse your IT spend by supplier, category and department to create 
a spend cube baseline. This will enable comparisons with your peers and 
inform the development of the sourcing strategies


Our accelerators will allow us to deliver the outputs you have identified faster and mitigate downstream risks. We will 
ensure that HMRC benefits from the very best of market thinking.


M A R K E T  L E A D I N G  M E T H O D O L O G Y T O O L S  &  A C C E L E R A T O R S
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procurement


Skills and 


experience
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Skills: A Team With The Experience to Deliver
The proposed team includes sourcing, procurement finance, tax and technology specialists with extensive experience to 
develop strategies and deliver procurements, contract exits, service transitions & transformations and service optimisation.


Deloitte Core Team


Deloitte engagement team and SMEs are subject to the start date of the project and their availability


HMRC Team 


HMRC
Project Manager


HMRC PMO


HMRC Sourcing
Lead


HMRC Sourcing
Team


Sourcing Lead
Michael Clarke


Sourcing Lead
Andrew de Whalley


Sourcing Senior 
Consultant


Isabelle Stokes


Junior Sourcing 
Consultant


Kitty Benzecry


Sourcing Senior 
Consultant


Mia Wilkinson 


Finance Lead


Himanshu
Acharya


Technology
Lead


Mark 
Burnham


HMRC 
Finance


Lead


HMRC Finance
Team


HMRC 
Technology


Lead


HMRC 
Technology


Team


Engagement 
Partner


Ian Washington


HMRC
Project Sponsor


QA  
Partner


Dave Tansley


HMRC Relationship 
Partner


Ben Powell


Project 
Leadership


Delivery 
Leadership


Core


Team


Insight & Challenge Squad
15 days investment by Deloitte at no charge from 
our expert SME pool


International Tax Authority Experts


Tax Technology
Ronan McMahon


Commercial 
Hywel Madden


Customer Insights
Julie Hughff


Tax Technology (SAP)
Andrew Gunn


Technology Transformation
Stephane Laffly


Major Disaggregation 
& Sourcing


Fabrizio Napolitano


Sourcing & Supply
Mark Kell


Technology Sourcing 
ExpertsSourcing Finance Technology


Key:


PMO
Kendall Atcliffe


Engagement 
Director


Rupert Clark


IRS Partner
Avijeet Sinha


Danish Tax 
Authority Partner
Jesper Kamstrup-


Holm


Revenue (Ireland) 
Partner


Ruairi Allen


Deloitte – Additional 
Invested Expertise


Skills and 


experience


Sourcing & Supply
Katie Bradley







17© 2019 Deloitte LLP. All rights reserved. Deloitte Confidential: Government and Public Services – For Approved External Use Only


Experience in Tax & 


Public Sector


Sourcing & 


procurement
Disaggregation


Technology 


Strategy & 


Category 


Knowledge


Skills and 


experience


Credentials: Revenue Agencies
These example credentials illustrate the kind of support we have provided and the value delivered to revenue 
agencies globally. Our team will have access to this knowledge and capability.


Revenue Agency 


SKAT is Denmark’s tax authority 
operating as an independent 
national agency responsible for 
administering and enforcing tax 
laws. SKAT needed simplify its 200 
legacy operational systems 
technology estate to reduce the 
cost of system changes/ upgrades 
and improve in debt collection, 
property valuation, business tax 
and customs business areas.


Deloitte supported SKAT in their effort to optimise their work delivering one of 


Europe’s most integrated tax systems, supporting almost half of Danish GDP.


• End-to-end IT spend analysis across all departments to identify areas of cost 


savings.


• Vendor benchmarking with industry standards.


• Employee competency assessment to understand capability gap between as-


is and to-be IT organisation with a changed sourcing landscape.


• Support in optimising organisation structure and implementing technology to 


increase operational efficiency and reduce risk, whilst achieving higher 


quality and optimize usage of resources; for instance creating a cloud 


platform for a new property tax valuation system, gathering business 


requirements, and doing COTS-selection, implementation, and testing within 


Debt Collection.


• Provided expertise in the process of adapting the Danish Customs to new EU 


legislation (UCC) defining business area specific sourcing strategy as well as 


data- and analytic strategy. 


• End-to-end sourcing and supply chain IT strategy. 


• Legacy system exit & transition roadmap in line with 


industry best standards for each business area.


• Support for a new property tax valuation system 


including:


• Execution of the transition roadmap 


• Migration to cloud platform


• QA and multiple forms of testing


• Successfully supported the transition to a new COTS-


platform within Debt collection.


• Achieved goals including cost reductions, higher 


efficiency, quality and risk reduction.


The Office of Revenue 


Commissioners, Ireland receives 


an average of 34,000 payments 


a day through 17 different 


channels, with a total monetary 


impact of €60 billion annually; 


Collector General's Division were 


carrying out a number of manual 


steps to collate the payments 


information. 


Deloitte have been a leading technology provider for a decade, delivering 


resources, insights and delivery for comprehensive digital transformation.


• Provided strategic partnership including resources and products across IT 


Architecture, Analytics, Project Management, Design, Development, Testing, 


Release Management and Live Support.


• Delivered a highly innovative open-source reconciliation system combining 


batch and web technologies.


• Redesigned the core customer-facing website to deliver a rich, interactive UI 


at the front end and detailed analytics insights at the back end.


• Created a more accessible online payments system aimed at digitally 


disengaged users of manual processes incurring high transaction costs.


• Led unification of multiple Digital Identity services across the Irish 


Government into a Federated Digital Identity solution


• Successfully introduced central payments processing 


engine which handles over 60 billion Euros across 12.5 


million payment transactions annually.


• Delivered a modern customer centric website with 


copy written, responsive, assessable site content, a 


modern CMS and Cloud based technical architecture 


and a reduction in queries.


• Increased automation reducing manual effort by 96%.


• Integrated all payments reconciliation functions.


• Savings across Customer Service and Compliance due 


to increased uptake by Digitally excluded.


• Delivered a central IAM platform (used by 100+ 


applications), Kerberos based SSO, IAM services for 


legacy thick client and modern JS MVC architecture 


applications in parallel.


Overview & Link What we did Value delivered Team members who will 
be on this engagement 


Jesper Kamstrup-


Holm


Avijeet Sinha Ruairi Allen 
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Credentials: Major HMG Departments 
These credentials show a sample of our technology and sourcing work with some of the UKs largest departments.


Public Sector (1 of 2) 


Overview 


DWP set up the ADMS Programme in 


anticipation of the expiry of key 


contracts in its aggregated IT 


supply chain.  The programme 


sought to address the expiry of key 


technology contracts supporting 


business services and change by 


increasing alignment with the 


Government ICT Strategy.  This 


included increased digitisation of 


services, insourcing key functions


to increase DWP control and 


disaggregating the supply chain.


What we did 


Supported DWP across programme strategy planning and execution including:


• IT Strategy and Vision, Sourcing Strategy: including analysis of options to 
reduce in-year spend, disaggregation approach, technology categories, 
supplier market analysis and engagement, technology trends and 
disruptions 


• Incumbent Supplier Management: Overall guidance including incentivisation 
and management of incumbents through exit, exit specific commercial 
controls and related DWP behaviour changes and impacting of supplier 
produced data, evidence and products, for both Exit and Transitioning services


• Transition Planning and Execution: including consideration of service 
stability, impacts on inflight projects and programmes, key business peak 
periods, external and internal dependencies, integrations and other key 
constraints


• DWP Capability and Capacity Planning:  including mitigations to address 
gaps in service and TUPE shortfalls, resulting from transition or subsequent 
transformation, and ensure increased DWP capability


Value delivered 


• The ADMS Transformation programme delivered the 


future sourcing arrangements to meet the 


Department’s strategic IT requirements, saving 


c. 50% on run costs for like for like services.


• It was one of DWP’s top 5 technology 


programmes and critical to DWP service continuity, 


as its business delivery is dependent on these 


underpinning IT services. Transition was 


successful with zero down time in service.


• The programme was delivered ahead of schedule 


and within budget despite complex relationships 


with the incumbent, financial scrutiny throughout 


the year and a challenging technology transition.


• Integral to the setup of DWP’s BPDTS GovCo, which 


mirrors HMRC’s work with RCDTS.


MOD operates one of the largest 
corporate technology supply chains 
in Europe. Over two years, Deloitte 
worked as part of an integrated 
rainbow team with the MOD 
Commercial function to develop 
and iterate the multi sourcing 
strategy to move MOD from a small 
number of single source contracts 
to a disaggregated supply chain.


• Sourcing and procurement strategies including commercial principles and 


model contract terms, programme plan including the target supply chain 


model for integration and management of disaggregated supply chain 


• Market analysis and business case including legacy contract due diligence, 


technical reviews and assessments of ICT services landscape, 


requirements definition, service and technical specifications and evaluation 


strategy & evaluation criteria for each element of the target supply chain


• Service Management model setting out the responsibilities of the client, the 


Service Integration Capability and Service providers in delivering a coherent 


end-to-end service to users


• OJEU Procurement documentation, including evaluation criteria, 


contracting principles and negotiation strategies 


• Procurement documentation templates for each of the Towers (OJEU, PQQ, 


ITX, ISXS etc.)


• Developing approaches to incentivising performance of suppliers that 


reward the realisation of incremental value and continuous performance 


improvement


• Material to support industry engagement.


• The DCNS target supply chain model and 


acquisition strategy, developed by Deloitte, was 


approved by the Investment Approval Board and 


HM Treasury, and formed the basis of a portfolio 


based execution programme to achieve 25% spend 


reduction within four years. 


• Deloitte’s experience of acquiring ICS (and 


specifically networks) in the public and private 


sector has enabled the MOD to engage the market 


intelligently in order to maximise market 


capabilities, offerings and commercial models. 


Team members who will 
be on this engagement 


Stephane Laffly


Kendall AtcliffeIzzy Stokes


Dave Tansley


Dave TansleyRupert Clark


Ian Washington
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Experience in Tax & 


Public Sector


Credentials: Major UK Public Sector
These credentials show a sample of our technology and sourcing support for the UK’s largest public bodies beyond 
Westminster.


Public Sector (2 of 2) 


Overview 


Post Office Limited underwent a 
significant business transformation 
through the separation from Royal 
Mail (5 years & a spending of 
£1.43bn). As a provider of 
financial, retail and public 
services to its customers, 
however, the IT organisation and 
supply chain lacked the structure to 
deliver the business change required 
for Post Office to remain competitive 
in the marketplace. A focus on 
improving service and customer 
experience  through improved IT 
quality, innovation and 20% cost 
reductions was to be delivered 
through exiting the long standing 
monolithic IT provision
framework into an outsourced SIAM 
and disaggregated supply chain 
model. 


What we did 


• Sourcing strategy and procurement plan: A high level strategy for how the desired 
supply chain model was to be procured, mitigations for anticipated 
procurement issues and tactics for achieving the desired outcome.


• Category analysis: Complex financial cost modelling forecasting future spend 
across each of the ICT categories and preferred procurement route for each lot. 


• Supplier management support: Support to dispute and issue resolution and 
incentivisation and commercial management


• Business case development: financial analysis of the sourcing strategy and 
operating model assessment. 


• Technology Operating Model: As-Is operating model assessment using Deloitte 
Capability Model and identification capability uplift targets.  Design of the Target 
Operating Model, ICT organisation design, process improvement and 
governance. 


• Programme management: Deloitte implemented program governance best practice 
via the design and implementation of a PMO Program.


• Collaboration: Helped bring Post Office resources involved in the programme 
together by providing a single point of contact and a centralized way of managing 
plans, deliverables, milestones, deadlines and budget.


• Procurement leadership: Leadership of the Technology Tower for work on 
competitive dialogue procurements, bidder management, negotiation and 
evaluation processes.


Value delivered 


• Procurements delivered within business case 
tolerances and achieving significant proposed 
savings on like for like services


• SIAM transition and onboarding completed to 
unlock service benefits in the business case.


• Deloitte was able to deploy financial services 
and retail technology expertise to guide 
requirements, as well as utilising public sector 
sourcing expertise to develop and safely 
execute the procurement plans


Deloitte provided subject matter 
expertise across Programme 
Management, Technical, Commercial, 
Financial, Operating Model and 
Programme Management Office 
(PMO) as part of the complex large 
scale procurement of ICT 
Services programme.


• Target Operating Model: Designed a new approach under the constraints and 


guidance of the NDA / HMG


• Information Services Organisation (ISO): teams to develop the Service 


Requirements, KPIs, SLAs across the contracts and worked with the Transition 


and Service Management workstreams to produce the Requirements Specification 


documents


• Revised sourcing and contracting model: created based on Sellafield requirements, 


HMG guidelines and feedback from the Nuclear Decommissioning Authority (NDA)


• Production of tender documentation: evaluation of tender responses and pricing 


strategy for proposed procurements 


• Options paper: a report on the client’s digital maturity and how to incorporate 


DevOps within the ISO Operating Model


• Exit and Transition and Business Change planning


• Utilised Deloitte’s extensive capabilities and 


expertise to deliver best in class industry 


standard across each area of the programme


• Provided extensive resources and training for a 


seamless transition into a self-sustaining 


procurement operation


• Industry insight and good industry practice 


to the Programme Director and the Programme 


Manager in delivering complex procurement 


programme


Stephane Laffly Dave Tansley


Andrew de 


Whalley


Team members who will 
be on this engagement 


Stephane Laffly


Izzy Stokes


Dave Tansley


Hywel Madden
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Credentials: Finance & Private Sector
These credentials show a sample of our sourcing support for private sector organisations with challenges comparable to 
those of HMRC. We will use the lessons of this experience when working with HMRC. 


Financial Services & Private Sector (1 of 2)


Overview 


Deloitte has helped Lloyds across a number of 
financial technology sourcing 
programmes to reduce operational servicing 
costs associated with an outsourced retail & 
commercial €5bn portfolio and separately 
assessing commercial outsourcing 
viability of multi-billion core IT infrastructure 
modernisation for the IT department


What we did 


• Cost verification of transition, implementation and migration costs with 


the existing outsource provider


• Assessment of alternative suppliers and market insight


• Requirements definition process, drafted the RFP and managed the vendor 


Q&A process


• Due diligence process for both client on supplier and supplier on client


• Pricebook model and business case model to support viability of the 


transaction through a series of sensitivity impact modelling


• Business Case Model for the 10 year contract period that assisted the 


client in defining commercial deal assumptions


Value delivered 


• Successful renegotiation of the existing contract, reducing ongoing servicing cost 


by over £100m. This included expedited end-to-end sourcing process to 


facilitate the realisation of business benefits within tight timeframes associated 


with the exit of the current incumbent and the new service agreement also 


enabled the client to realise operational process efficiencies 


• Pricing and business case comparison of the vendors’ submissions (over the 10 


year contract period) & transaction's viability from a business case and benefits 


perspective over the course of the negotiations accounting for future 


scenarios and sensitivity analysis


• Detailed handover document that enabled the Finance team to run similar 


exercise in future


Deloitte supported a ground breaking, highly 
complex, $1bn financial technology 
outsourcing and utility creation deal as part 
of outsourcing back-office operations 
functions (including Asset Servicing) to a 
third party in order to reduce its total cost of 
ownership and establish the backbone of a 
utility capable of servicing a number of 
financial institutions.


• Supported the overall delivery of the deal, assisting the client during the 


planning and execution of key activities, including operating model definition, 


contracting, business case and transition planning


• Developed comprehensive business case model that identified the projected 


future spend for the Bank and the required investment to execute the deal. 


The business case supported the Bank during the commercial assessment 


process, providing an effective tool to challenge assumptions on operating 


models and inform contract negotiations.


• Led the development of contract-ready service schedules for each function in 


scope, comprising of a set of well defined services and service level 


agreements (SLAs) . Deloitte facilitated discussions between the client and 


vendor to reach agreement on the Service schedules and transition plans


• Global, confidential and market sensitive programme directly impacting the 


Bank’s strategy


• First of its kind in the market as a substantial investment banking 


Operations outsource


Top 5 Global Bank


Sourcing & 


procurement


Technology 


Strategy & 
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Knowledge


Skills and 


experience


The client, a top-tier global bank with a market 
capitalisation of around £40bn, annual revenue 
transactions around £25bn and c70,000 employees, 
faced challenges pertaining to their technology estate. In 
the midst of ongoing execution of their largest global 
infrastructure programme, they realised the need to 
reduce operating costs by 30%, diversify the vendor 
environment to obtain the benefits of competition, 
exit certain major multi-year supplier frameworks 
and relationships and modernise networks, 
infrastructure and platforms. The function which was set 
to oversee sourcing activities for 8 distinct packages 
of work. The planned pipeline consisted of over 60 
deals with a combined value over £400m.


• Reviewed the client’s strategic and tactical technology goals and position, 


identified peer organisations in the public and private sector, and 


engaged global Deloitte expertise with knowledge of those peers from 


across industries and globally


• Led four highest-priority opportunities for cost savings with range of 


market leading insights


• Led Vendor Management Assessment, creating a formal 


documentation of each package’s sourcing requirements and vendor 


landscape to determine the best deal structures suited for each package


• Assessed the ways the client handled knowledge management in 


sourcing, looking into the ways they could develop a self-teaching 


culture to attain leading-edge contemporary technical knowledge


• Deloitte delivered and validated an assessment of outsourcing opportunities 


for the bank, identifying and analysing circa 20 opportunities.


• Four opportunities were prioritized based on business cases developed which are 


expected to deliver sustainable benefits for the bank of over £18m/year over 


the lifecycle.


• As well as a reduction in non-core activity for the bank, the structure of the deal 


drives increased investment in operations systems and processes to 


reduce complexity.


• To support the bank’s aspiration to develop industry utility functions Deloitte has 


facilitated discussions between the client and other leading investment 


banks on this subject.


<£40bn 
Investment 


Bank
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Credentials: Finance & Private Sector
These credentials show a sample of our sourcing support for private sector organisations with challenges comparable to 
those of HMRC. We will use the lessons of this experience when working with HMRC. 


Financial Services & Private Sector (2 of 2)


The Bank is currently in the process of 
driving simplification and cost reduction for 
'run the bank' activities, including 
reducing Technology operating costs. 
The key programme of this initiative was 
the Technology Vendor Management 
Programme that focuses on defining 
underlying vendor management 
strategy and front-to-back target 
operating model deliver against financial 
technology decommission plans to simplify 
the estate and reduce operational risk and 
deliver savings through vendor spend 
reduction and contract rationalisation.


• Supported the project sponsor to design the Vendor Management Programme - heavily inputting 


into the workstream definition, roadmap definition and programme structure


• Commercially reviewed all products within the scope of central Technology, including reaching out 


internally and directly to suppliers & resellers 


• Identified and validated potential savings or cost avoidance for divest products (both planned and 


already retired)


• Developed commercial strategies and high-level exit implementation approaches for key critical 


vendors and drove the data collation and template populated required for the CIO-led deep dives into a 


set of prioritised vendors


• Provided input and insight into process improvement initiatives, identifying pain points and 


improvements across Procurement lifecycle


• Produced handover documentation and successfully handed over the central project function at the end 


of the engagement


• Deloitte delivered and validated an assessment of 


outsourcing opportunities for the bank, identifying and 


analysing circa 20 opportunities.


• Four opportunities were prioritized based on business 


cases developed which are expected to deliver 


sustainable benefits for the bank of over £18m/year 


over the lifecycle.


• The structure of the deal drives increased investment 


in operations systems and processes


• To support the bank’s aspiration to develop industry 


utility functions Deloitte has facilitated discussions 


between the client and other leading investment banks on 


this subject.


Multinational
Swiss Bank
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Global Aerospace 
Engine manufacturer 


Overview 


The client identified that its IT capabilities 
were limiting its ability to support its 
strategic Business growth objectives. A 
thorough assessment of the existing IT 
estate highlighted various operational risks in 
terms of aging infrastructure, lack of 
resilience, capacity and data storage risks, 
and a lack of standardisation across all of the 
components on the estate. In addition to the 
physical infrastructure challenges, the client 
was nearing the end of an outsource 
agreement with HP and planned to move to 
a new, world-class, multi-supplier IT 
services sourcing model.


What we did 


As part of a three year £250m global programme, our client engaged Deloitte to support the sourcing, re-
organisation, transition and transformation of its IT infrastructure services and delivery model to meet future 
business demands. Deloitte deployed a team of approx.100 staff including colleagues from Germany, 
Singapore, Canada and America working alongside the UK team which included technical specialists, 
project/delivery managers, supplier management resources, HR resources and subject matter experts. 
Deloitte:
• Defined the overall sourcing strategy for the IT Modernisation Programme, agreeing a standardised 


Framework contract with all key suppliers.
• Played a key role in supporting the client through tender arrangements, vendor negotiations and supplier 


selection.
• Supported and managed the migration, analysis, rationalisation, consolidation, testing and delivery of more 


than 3,500 client applications through the discovery and packaging processes through to deployment. 
• Managed the delivery of new Network, connectivity and enterprise mobility projects and services. 
• Provided expertise and specialist knowledge on outsourcing, TUPE and the human resource 


arrangements at a contractual and implementation level on a global basis. Delivered the design of the 
Target Operating Model (TOM) of the new Global Service Management organisation as well as the design of 
the new organisation structure that would operate the new model.


Value delivered 


• Key outcomes included delivering £25m in savings, 
capability uplift for the IT organisation and more reliable, 
scalable, innovative and agile technology (e.g. 90% 
virtualisation) to better support their business growth.


Deloitte was appointed by client to support 
exit of their $1.4bn single source 
outsourced IT provision, to replace it with 
a multi supplier ecosystem and hybrid 
supplier layer based upon ITIL principles 
across 60 countries and 61,000 employees.


• The Programme delivered three new data centres across 
three continents and successfully migrated 1,800 
business applications including business critical 
regulatory, manufacturing, supply chain, sales and 
finance systems.


• Deloitte mobilised and led the Programme, establishing the Programme Management disciplines to 


support the client in successfully managing the transition of IT services including server and storage 


hosting, desktop management, network maintenance and management, security services and help desk 


support from the existing incumbent supplier to the new multi-supplier ecosystem. 
Worlds 
Largest 
Pharma 


Company
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Ian is the Partner within Deloitte who leads our UK Supply Chain and Operations 
Transformation Practice. He has over 20 years’ experience as a consultant 
working in the public sector delivering major cost reduction and supply chain 
related transformation programmes. He also previously worked for 5 years in the 
Health Service. His expertise extends into organisational redesign and new 
operating models, outsourcing, and service reviews. He also has extensive 
experience across a wide variety of procurement programmes to bring a clearer 
strategic focus and traction to sourcing and procurement. As well as being a 
member of the Firm’s EU Exit Executive, Ian is also a member of the Firm’s Global 
Supply Chain Leadership Team. 


Key Skills - Sourcing & Procurement; Public Sector expertise; Supply Chain; Cost 
Reduction; Operations Transformation; Enterprise Model Design; EU Exit  


NHS – Lead Engagement Partner - Following a change in the commissioning 
standards for integrated urgent care in the National Health Services (NHS), Deloitte 
supported 16 Clinical Commissioning Groups’ (CCGs’) of the West Midlands through 
the Official Journal of the European Union (OJEU) procurement process for the long 
term provision of their integrated urgent care including tele health (NHS111) 
access with a clinical hub and GP led out of hours services. We offered procurement 
expertise in strategy development, market engagement, preparing the Invitation 
to Tender (ITT) documentation surrounding the procurement, responsibility for 
managing the supplier portal (bravo system), drafting and coordinating 
communications internally and externally (130 notices and responses). The 
procurement resulted in seven lots being awarded successfully and on time, 
providing over £150 million worth of services over a six years period. The 
suppliers have all agreed to sign up to a binding umbrella agreement to encourage 
collaboration and increased sharing of information, data and objectives going 
forward with the aim of providing a better patient experience throughout the 
service


MOD – Lead Engagement Partner - Deloitte have assisted in defining and 
contracting for the delivery of ‘Total Support Force’ solutions to four capability 
gaps as well as a range of opportunities. Guidance and support were provided to 
the client through activities including the definition of capability gaps through 
life, applying significant rigor to develop options, business cases, routes to market 
and procurement strategies


Ian Washington
Engagement Partner


Dave Tansley 
QA Partner


Dave is a Vice Chairman and member of our firm wide public sector leadership 
team. He is a Consulting Enterprise Technology & Performance partner based in the 
South West, where he leads our Civil Government and Transport technology 
practices.  He is a Chartered Engineer with over 30 years of experience, and with 
a proven track record of delivering complex, large scale digital and 
technology transformations across the Public and Private sectors.  Dave is the 
lead client service partner for a number of public sector clients and arms length 
bodies.  He is currently working with a broad range of clients including ONS, DfE, 
DfT, IPO, HMLR, DVSA, DVLA and Sellafield.  His current focus is in helping public 
sector organisations transform their businesses and user experience through 
design of new services, exploitation of digital technology, new ways of 
working and innovative business practices. Dave is also responsible for our 
South West Technology Hub and for developing new models to develop STEM skills 
across the region.


Key Skills - Technology enabled business transformation and change; Service 
design and innovation; Supply chain transformation; Major Programme Delivery; 
STEM skill development


ONS – Lead Engagement Partner - Dave is lead client service partner for ONS 
and is leading our team working with ONS to deliver the 2021 Census, where 
Deloitte are the Census Service Integration Partner operating across a highly 
disaggregated supply chain.  Dave’s team is providing a broad range of 
capabilities ranging from programme management, service design and business 
case and procurement support through to data science and cyber services 


DWP – Lead Engagement Partner - Dave was the lead engagement partner in 
Deloitte’s role as DWP’s transition partner for the exit, transition and 
insourcing of their Applications Development, Maintenance and Support services, 
including the integration with the broader technology operating model and the 
establishment of a new resourcing vehicle. Dave was also the engagement partner  
for DWP’s digital organisation transformation programme


DVLA – Lead Engagement Partner - Dave was involved in leading the 
development of DVLA’s technology supply chain strategy through the CLPP 
programme, and was the engagement partner for delivery of a replacement 
Secure Cards platform, part of UK Critical National Infrastructure manufacturing 
secure Biometric Residency Permits for Home Office and Digital Tachograph cards.  
Dave was subsequently retained as the lead engagement partner to develop and 
lead the programme to exit from an incumbent IT outsource provider


Skills and 


experience







Skills and 


experience


Deloitte Confidential: Government and Public Services – For Approved External Use Only 24© 2019 Deloitte LLP. All rights reserved.


Rupert has nearly 20 years’ experience of technology and digital strategy, 
sourcing, supplier management and programme delivery across large scale 
public and private sector organisations. With a focus on technology led 
transformation, Rupert works at CXO level to help build consensus on the vision 
and strategy and then shape and deliver the associated technology enabled 
business change programmes. Key clients have included Ministry of Defence, 
Metropolitan Police, DVLA, NHS, TfL, Countrywide Plc, the BBC and ITV. Key 
areas of interest include design, transition to and management of Agile change 
alongside legacy services and systems as well as, incentivisation and management 
of disaggregated services and suppliers. With a focus on helping business to 
grown and make use of new and enhanced capabilities.  He enjoys working with 
stakeholders to develop practical approaches and drive delivery through effective 
business, technical and supplier collaboration and engagement.


Key Skills - Public Sector sourcing; Technology enabled business transformation 
and change; Major Programme Delivery; Supplier and relationship management


DWP – Production, Design and Engineering Lead - DWP Digital, the largest 
Digital Organisation in Government, needs to define Job Descriptions aligned to 
best practice and government standards and develop associated interview 
materials.  Rupert led the team to shape the Agile approach and deliver the Job 
Descriptions, supporting material and stakeholder reviews


NCA - Programme Lead - On exiting their long term IT outsourcing 
contract, addressing changes to the estate and spending challenges, NCA chose to 
develop a Future Operating Model for their back end services.  NCA also needed 
support in defining their change portfolio for their annual funding requirement from 
Home Office and development of the business case for the National Financial 
Crime capability


DVLA – Programme Manager - As the DVLA comes to the end of the 13 year 
outsourcing contract for all IT services, the agency is seeking to insource all IT 
capability and deliver digital services using Agile approaches.  Rupert worked with 
the Agency to develop the shape of the Exit project and manage the work streams 
to deliver in a highly compressed timescale.  Key considerations included; Leading 
a multi supplier team including SMEs and Civil Servants, working effectively with 
the supplier through the Exit period, making effective use of Agile approaches 
whilst maintaining effective governance and controls, identification and planning 
of contingencies and cutover


Rupert Clark


Engagement Director


Ben Powell


HMRC Relationship Partner & Tax SME


Ben is Deloitte’s Lead Client Relationship Partner for HMRC and a Tax Partner.  He is also 
the leader of Deloitte’s European Tax Administrations team, as well as being the firm’s 
Public Sector lead for EU Exit. He is a member of the Chartered Institute of Taxation.  His 
experience is in providing deep technical advice on Tax, Tax Policy and Trade Policy
for government.  He has a deep insight into effective Tax Policy design and a 
comprehensive overview of the way in which Tax Administrations around the world are 
meeting the challenges of the future. He is in regular dialogue with HMRC’s 
executive team and therefore understands, at a macro level, the key challenges and 
opportunities facing HMRC.  He will ensure that this understanding is brought to bear in 
this project.  He will also ensure that our work takes account of and continues to augment 
Deloitte’s wider relationship with HMRC.


Key Skills - Stakeholder engagement, Design and Implementation of Tax Policy, UK 
Government Major projects


Tax Administration Intermediation – Lead Partner - Ben is currently leading a project 
on behalf of a number of administrations to identify and analyse the methods that Tax 
Administrations throughout the world are using to leverage their ecosystems effectively to 
improve compliance and increase effective collection.  It has focused on over 30 
major economies and analysed the key areas of innovation, inspirational thinking and their 
impact on Tax administrations’ operations


Department for International Trade – Lead Engagement Partner - Ben recently led 
the project to help create the Trade Remedies Authority (TRA). This involved the 
development and delivery of a comprehensive technical training programme for the 
new recruits and the production of technical process and guidance documents to support 
the new organisation’s operations. The requirement was intensive and highly technically 
advanced, consisting of six weeks of core and technical skills training and a wide range of 
process and guidance materials. The team brought together deep subject matter experts 
from multiple disciplines across the Deloitte network in the UK, overseas, and externally. 
Through co-creation with the DIT team, in a dynamic and evolving policy environment, the 
programme was designed to a world class standard and delivered within a highly 
demanding timeframe


CIPFA – Lead Engagement Partner - Ben leads Deloitte’s relationship with CIPFA 
through which we provide taxation support to the public sector subscribers to CIPFA’s 
Finance Advisory Network.  This focuses on understanding and analysing new key tax 
issues within the public sector, effective stakeholder engagement and implementing 
effective and comprehensive knowledge management
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Michael Clarke 
Principle Consultant (Sourcing Lead)


Skills and 


experience


Michael specialises in ICT enabled strategic change in government and the public 
sector, with a focus on sourcing and supply chain management. Michael’s 
experience includes designing and delivering complex ICT programmes involving a 
wide range of stakeholder management (including Ministers and their Special 
Advisors, Chair and Chief Executive, and other Board and Operational Executives).


Key Skills – Public Sector Technology Sourcing and Supply Chain Management, 
ICT Strategy, Requirements Specification, Supplier Negotiation and Management, 
Business Case and IT Operations Service Design and Implementation.


Office for National Statistics: Michael led on supplier contract management
as part of our core Services Integration Partner team at ONS, where we are 
supporting ONS with the delivery of their Census Transformation Programme. 
This role has included working with the test team on the preparation of testing 
and integration of test recording into the contract management processes.


Barts Health Trust: Michael led a Deloitte team that has supported Barts with 
the specification and procurement of network and cloud services, including 
developing the underlying sourcing strategy and supporting business cases.


Guy’s and St Thomas’ Health Trust: Michael was senior specialist advisor to 
GSTT, as part of a wider Deloitte team, as they prepared to run a procurement 
of an enterprise wide integrated clinical system, including advising on 
procurement route and evaluation approaches. 


Driver Vehicle Standards Agency: Michael led a Deloitte team that developed 
a Sourcing & Capability Strategy for DVSA, including the replacement of a 
Services and Integration Management (SIAM)/Service Towers model and the 
sourcing of a range of IT infrastructure service requirements. Michael 
subsequently led a joint Deloitte and DVSA team that delivered the insourcing of 
the SIAM; he also led Deloitte teams that worked with DVSA on a number of IT 
service procurements, including AWS support services, end user 
computing, local area network and field services.


Belfast Health and Social Care Trust: Michael led the Deloitte team that 
worked with the Trust to replace a large single network and 
telecommunications contract with a disaggregated model; leading on the 
specification and procurement of replacement services, as well as supporting 
the management of the preparations for the exit from this existing contract.


The Law Society: As part of wider Deloitte IT Transformation assignment 
Michael advised the Law Society on exit and transition options from their 
outsourced IT infrastructure managed services contract.


Mark Burnham 
Principal Consultant (Tech Lead)


Mark is a Senior Enterprise and Solution Architect with more than 30 years if 
IT architecture experience. Mark works across all architecture domains and has 
setup and led design authority functions on many of our clients most complex 
programmes. He has extensive experience of IT delivery and has worked with a 
wide range of technologies, packaged solutions within programmes following 
Waterfall, Agile and Hybrid delivery methods. Mark now works with both public 
and private sector clients on review or delivery of business critical IT 
transformations. 


Key Skills – Enterprise and solution architecture. IT enabled transformation. 
COTS applications including SAP, Workday, Service Now, etc. On prem, hybrid 
and cloud deployment architecture. Big data and analytics. Waterfall, Agile and 
Hybrid deliveries. Testing, release management and DevOps. Security 
architecture, SOC and SIEM tools.


National Policing – Architecture SME/lead for national IT transformation 
programme including O365/Win10 with Azure AD and Sailpoint Identity
across 43 forces and new national SEIM tools and SOC.
MoJ – Architecture SME for an innovative programme exploring the use of in cell 
digital services. Windows 10 Alpha services deployed in two prisons with MVPs 
exploring secured devices with a range of possible educational and self service 
applications.
Global Pharmaceuticals Company – Architecture Lead for the creation of new 
global platforms for all functions of a new global pharma created through M&A. 
Based on Core SAP across finance and manufacturing with Workday HR and 
over 100 applications for specialist manufacturing, quality, export control, etc. 
Mixing private cloud and SAAS services with O365 productivity services.
DWP Universal Credit – Architecture SME. Architectural review of the legacy 
and digital programmes working on ‘twin track’ developments for UC. 
Recommended approaches to reconcile waterfall and agile developments and 
more robust/scalable technology architecture for MVP services.
Transport for London – Architecture lead for the implementation of Congestion 
Charge and subsequent expansion and relet of services. Similarly reviewed and 
led activities to secure the delivery of the London Cycle Hire scheme. Working 
closely with TfL leadership to manage their suppliers and their delivery risks. 
Setup and ran cross supplier design authorities to coordinate the technical 
solution balancing their various contractual commitments.
HMRC – Technical review and root cause analysis following early life issues with 
the tax credit systems. Review looked at both technical and delivery issues and 
supported subsequent contractual negotiation between HMRC and suppliers.
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Andrew is a Public Procurement Specialist in our Supply Chain & Network 
Operations practice, Andrew holds a MSc in Public Services Policy and Management 
from King’s College London, with an academic focus on optimizing competition 
during public procurements activities. Andrew joined the Commercial Division of 
the Department of Health in 2012, where he worked on major procurement 
projects (Electronic Staff Records Re-procurement and the Future Operating 
Model for NHS Supply Chain) and wider commercial initiatives (PRUK asset sale 
and fixed recoverable costs for medical negligence). Andrew joined Deloitte in 
January 2018, where his focus has been on cost reduction initiatives and 
complex central government commercial projects.


Key Skills - Sourcing & Procurement; Project Management; Public Procurement 
Processes; HM Treasury Green Book Business Cases; Stakeholder Engagement; 
Pre-Market Engagement & Negotiations; UK Government Major Projects


Sellafield Limited – Commercial Manager - Andrew’s initial focus was the 
development and finalization of the transition requirements for the multi-
contract model for IT support services. Andrew then assisted in both the 
development of the evaluation criteria and the service continuity negotiations 
with the incumbent provider


Central Government Department – Engagement Manager - Andrew managed 
a team that designed and implemented a contract review methodology across a 
central government department and its arms-length bodies. This methodology 
identified commercial relationships that were likely to be impacted by an agreed 
scenario, with those contracts identified as high risk undergoing a further deep 
dive review. On completion of this exercise, the team adapted the methodology so 
that it could be used as a self-assessment tool, which was then rolled out across 
circa 250 organizations. Andrew then led the engagement activity with over 100 
strategic suppliers identified as a result of the responses received


Department for Education – Commercial Manager - Andrew led a series of 
workshops with commissioners and suppliers to investigate potential market 
failures in the commissioning of adoption support between Regional Adoption 
Agencies and Voluntary Adoption Agencies. This resulted in a set of actionable 
recommendations that both parties could take to improve the sustainability of the 
market. Andrew also led a workshop of local authority commissioners to agree the 
scope and statement of intent of their joint commissioning strategy


Andrew de Whalley 
Principle Consultant (Sourcing Lead)


Skills and 


experience


Himanshu Acharya 
Principle Consultant (Financials Lead)


Himanshu is a part qualified Chartered Management Accountant (CIMA) with a background 
in commercial and financial advisory. He is experienced in financial modelling and the 
development of business cases and commercial strategy. He led the should cost model 
build for a large scale, technology enabled transformation programme at the 
National Crime Agency that underpinned its commercial, financial and economic 
business cases. He has deep experience of conducting financial and commercial reviews 
of commercial business cases, working with Cabinet Office, GDS and the IPA. Prior 
to joining he worked extensively across central government departments providing 
commercial advice with a particular focus on outsourced IT and complex services contracts. 


Key Skills - Financial Analysis; Excel Modelling; Business Case Development; 
Commercial Strategy; Dashboard Design.


National Crime Agency – Should cost modelling and business case lead -
Himanshu supported the NCA’s programme to develop its IT transformation strategy to 
transform its ability to combat Economic Crime. He was responsible for developing the 
should cost model, inputting into benefits analysis and developing the associated 
commercial, financial and economic business cases. He worked with key internal 
financial and technology stakeholders and external stakeholders across the public and 
private sector to develop a fit for purpose should cost model to HM Treasury Green 
Book standards. The should cost model included scenario and NPV modelling and analysis.


Cabinet Office – Outsourcing Review - Following the collapse of Carillion, the 
outsourcing review was initiated to identify and deliver improvements to policy and 
commercial practice for how government procures outsourced services. 
Himanshu supported the development of a number of outputs of the programme 
including guidance on should cost modelling, market analysis and supplier 
selection. He focused particularly on the development of policy for how to set 
financial requirements based on supply market analysis and the nature of the 
procurement, the metrics that should be used for financial testing and the thresholds 
used to identify the risk level of a supplier and associated mitigating actions. 


Ministry of Justice – Payment Mechanism and Financial Modelling - Himanshu 
was responsible for developing the payment mechanism as part of the MoJ’s
programme to re-procure the next generation of the Prisoner Escorting and 
Custodial Services contract, the second largest in the department. He has worked 
with the MoJ to understand and challenge the drivers behind a large and complex 
service, ensuring the payment mechanism aligns with the programmes objectives, 
balances risk transfer to the supplier and reflects operational reality whilst supporting 
the department through a period of transformation and encouraging supplier 
engagement in a limited market. He conducted the financial evaluation of bids and 
leading related discussions through bidder negotiations.  
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Isabelle Stokes


Consultant (Sourcing)


Isabelle is a Consultant within Business of Technology Transformation Public Sector 
(BoTT PS), and has gained experience predominantly within the public sector where she 
has worked on insourcing, Digital Capability assessments and business 
requirements analysis. Isabelle also has experience within the private and financial 
sectors supporting procurement reviews and process design projects. 


Key Skills – Public Sector Sourcing & Procurement, Operating Models; Process 
Design; Service Management; ITIL; Business Analysis; JIRA; BCS qualified BA.


DWP - Digital Capability Transformation - Deloitte worked alongside DWP 
Digital Group’s Executive Team to develop a multi-sourced digital ecosystem 
and organisation design which would deliver payments for millions of citizens in 
the UK. Once this was completed, Isabelle helped to ensure that skills and 
competencies were documented, Civil Servants were trained in how to allocate 
roles based on sourcing decisions, materials for use in the new teams were 
created and appropriate training was done to ensure team members were able 
to manage the handed-over content. In this role Isabelle facilitated interactions 
between deputy directors and the CDIO to gain agreement on the Organisation 
Design, upskilled clients around key outputs, and led aspects of handover and 
knowledge sharing sessions with clients.


The Co-operative Group - GBS Shared Services - Co-op looking to aggregate 
the work of multiple disparate teams based on the consolidation of their 
existing IT, Finance and HR Shared Service functions. Isabelle supported worked 
with senior client stakeholders to: develop new resources and ways of working 
for the team to use; transfer skills and expert insights to the client teams who 
would be operating the work; ensure that clients had knowledge of industry 
best practice and technical insights to ensure good decisions were made.


Nissan Europe – IS Process Design & Implementation - Nissan Europe IS/IT 
undertook an organisation structure and operating model transformation. Deloitte 
was brought in to design 47 processes over 6 waves. Isabelle’s role ensured 
there was alignment between the processes and the operating model scenarios, 
including; supporting the design of ITSM processes, leading workshops to help 
validate these processes, supporting the client with the implementation of 
processes.


Skills and 


experience


Kendall has 9 years experience in the state sector, working for citizen service 
delivery bodies and charitable partners before becoming a consultant. Kendall has 
worked on digital transformation projects for the UK’s Justice, Tax and Welfare 
departments doing Digital Transformation, Technology Capability Sourcing 
reports and analysis, senior leadership support, portfolio management, policy 
engagement and coordination, Operating Model redesign, stakeholder 
management, workforce communications, requirements gathering, preparation for 
parliamentary scrutiny and digital design. In the UK Kendall has worked with Civil 
Service and government leaders running some of the largest national 
projects, facing the challenges of delivering transformation at scale. 
Internationally, Kendall has worked on change projects, workforce rationalisations 
and ways of working design for interior ministries and departments in Europe and 
the Asia-Pacific region. 


Key Skills - Delivery management; Scrum management; Sprint planning and 
stakeholder support; Programme management; Programme reporting; Metrics and 
resource profiling; Business analysis; Change management


Sensitive Client – Sourcing Report – Kendall researched and wrote a report for 
the CDIO of a sensitive government client on how to manage sourcing 
challenges in their organisation, including initial business case content and 
research into the implications of running certain sourcing decisions in the short 
and long term. 


HMG Department – Digital Leadership Sourcing Support - Kendall led a three-
month series of workshops and interviews to engage the Directors and SLTs of a 
major HMG Department’s Digital function as they faced a significant sourcing 
challenge, writing a report with recommendations for what and how to source 
the next steps for technology cutting across their ~80000-strong workforce.


HMG Department – Digital Capability Strategy - Kendall managed governance, 
engagement and transition for a comprehensive review of Digital Capability 
in one of the UK’s largest government departments. This included Programme 
Boards, leading Comms & Engagement work, leading Transition planning, 
executive engagement, a resourcing strategy report, and transforming the KPIs 
leaders use to run the organisation


National Infrastructure Project – Functional Delivery Lead - Kendall ran the 
red team that built the Critical Path, passed National Audit Office review and 
replaced two exiting supplier teams. He led a critical project re-plan and 
deliverability assessment, becoming Product Owner for the Minimum Viable 
Product. The project faces national scrutiny as part of ongoing international 
negotiations


Kendall Atcliffe
Consultant (PMO)
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Mia sits within Technology Consulting and has recently gained experience on a 
number of projects including a digital transformation, a public sector 
procurement and an IT resilience review. Mia also spent 8 months on an internal 
placement, working within the firm’s Ecosystems & Alliances team.


Key Skills - Sourcing & Procurement; Digital Transformation; User Journey 
Maps; IT Resilience Assessments; IT Service Management; Alliance Development & 
Management; IT Strategy


MoJ ServiceNow Implementation – Business Analyst - Mia worked as part of a 
team, supporting the client’s transition to ServiceNow from an outsourced 
SIAM model. The implementation was completed to time, enabling the client to 
decommission its legacy tooling, realising a per annum cost saving of £5m. Mia was 
work stream lead for the roll out of the end-user facing Technology Portal, 
Service Catalogue and Service Request Management process of the ServiceNow 
delivery, the role involved running workshops to capture requirements and define 
new user journeys and design, in addition to acting as a key point of contact 
between the business and the technical team


HMGoG Digital Transformation - Business Analyst - Following on from the 
success of the HMGoG Central Database High Level Design project, Deloitte was 
engaged to deliver a Digital Transformation Programme to help HMGoG transform 
into a fully digital government. Mia was part of the Digital Services project which 
assisted HMGoG with the procurement of the appropriate technology/products 
and with the detailed design and build of an online portal. Mia was responsible for 
running workshops with business owners to capture the functional requirements for 
each in scope service across 3 pilot departments


HMGoG Central Database High Level Design - Business Analyst - Deloitte was 
engaged to deliver a high level design for the Central Database platform, a set of 
key components to enable HMGoG to deliver its eGovernment initiative. The team 
designed a high level Solution Architecture, including architectural patterns and 
technical recommendations to deliver the Central Database as well as a Technical 
Delivery Roadmap to guide HMGoG through the delivery and implementation of 
the Central Database. Mia was responsible for meeting with client stakeholders 
from three pilot departments to determine and document key services and the 
processes associated with them. This included documenting user personas and the 
as-is and to-be user journeys for each of the processes identified. Ultimately the 
work was validated and presented by Mia to key stakeholders.


Kitty is an Analyst in the Supply Chain and Operations Transformation team within 
our Strategy & Operations practice. Since joining Kitty has worked looking at 
supply chain challenges for HMG departments and private sector clients, 
grappling with technology issues including Robotic Process Automation and 
Contract Analysis.


Key Skills – Large Contract Review & Analysis, Supply Chain and Sourcing, 
Roadmap Development, Operating Models; Process Design; Service Management; 
Business Analysis; CIMA Qualified; PGCE and NQT training


Confidential EU Exit – Analyst - Deloitte was appointed in November 2018 to 
conduct a supply chain review for a Government Department on its identified 
high risk suppliers. On the project Kitty triaged contracts into ‘high’, ‘medium’ and 
low risk,  in addition to creating a triage questionnaire to assess a watch list of 250 
contracts against risk factors, with the highest risk contracts recommended for 
further analysis. Her work involved engaging with contract managers and SROs 
to identify critical contracts that may have operational or commercial impacts 
and require mitigations in the case of a ‘No Deal’ EU Exit. In addition to 
interviewing suppliers to discuss critical contracts, Kitty also assisted with the 
design of an action plan to engage ALBs, suppliers and government


HMG Department – Disaggregating customer processes –Analyst - Deloitte 
was engaged as a delivery partner to support an HMG department in 
disaggregating business processes to a regional model, improve the quality of 
support for impacted people and reducing costs. Kitty also worked with a 
commissioning and procurement SME to develop an approach to investigating 
issues in the sourcing market. This included assisting with the development of 
content and running of workshops with the agencies to productively look for 
opportunities to change the market, rather than focussing on negatives.


Mia Wilkinson
Consultant (Sourcing)


Kitty Benzecry


Junior Consultant (Sourcing)
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Ruairi AllenAvijeet (Avi) Sinha
IRS Partner (SME)


Avi is a partner in the Strategy and Analytics practice of US Deloitte Consulting. He has over 
20 years of experience in Digital transformation, Artificial Intelligence and 
technology driven business transformations. Avi also has significant experience in program 
management, technology sourcing and cost accounting.
He has recently served public sector clients including the Internal Revenue Service (IRS), 
Commodities and Futures Commission (CFTC), Office of Comptroller of Currency (OCC) and 
the Financial Crimes Enforcement Network (FinCEN). Prior joining the Public Sector in 2010, 
Avi has served clients in Financial Services and Telecommunication industries for over a 
decade. Avi holds a BS in Electrical Engineering and MBA in Finance. 


Key Skills - Digital Transformation, Tax Administration, Fraud Prevention,  Analytics & AI, 
Technology Sourcing, Program Management


Internal Revenue Service (IRS)  – Engagement Partner - Avi has supported the IRS 
since 2013. He has led number of strategic transformation programs core to its 
mission, including (1) Refund Fraud protection program that protects millions of tax payers 
from Identity Theft and refund fraud (2) Research and Analytics program ls to algorithmically 
select better audit cases and behavioural analytics for redesign taxpayer notices to improve 
collections  (3) Workload management to better optimize workforce and treatment streams 
to maximize scarce IRS resources (4) Modernization of  legacy core tax processing system 
(5) Cost modelling of $2.6B IT spend to unit cost IT services 


Financial Crimes Enforcement Network, US Treasury – Engagement Partner - The 
U.S. Treasury Department’s Financial Crimes Enforcement Network (FinCEN) safeguards the 
US financial system from illicit use. FinCEN collects, analyzes, and shares data from 
thousands of institutions, ranging from banks and real estate agencies to casinos, pawn 
shops, and jewelry stores. To better achieve its mission, FinCEN needed to modernize its 
antiquated IT infrastructure, reengineer core platforms, and enhance its analytics 
capabilities. Avi led the strategy and implementation of modernization including business 
architecture, technology sourcing, multi-phased rollout of advanced analytics, online 
platform to enable collaboration across government agencies and a data exchange to share 
data with financial institutions.


Commodities and Futures Commission (CFTC) – Engagement Partner - Avi led the 
strategy and implementation of Data Manager Solution for CFTC to monitor and detect 
anomalies in exchange, futures and swaps data in support of modernization effort post Dodd 
Frank Act. The sophisticated exploratory analysis tools and dashboards coupled with a 
single platform to remediate anomalies enabled CFTC achieve data surveillance necessary for 
regulation and enforcement functions.


Revenue (Ireland) Partner (SME Panel)


Ruairi is a Partner in our Technology Consulting practice in Ireland. He has over 
sixteen years experience focused primarily large IT programme advisory and 
delivery, initially in the Financial Services Sector with the last ten years 
predominantly in the Public Sector.  Ruairi's current focus is in the Public Sector 
and he has worked with national and local government in Ireland and has advised a 
broad range of public sector organisations in technology change and 
transformation.  Ruairi is currently Lead Engagement Partner for the Office of the 
Revenue Commissioners, leading a team of over 90 Deloitte consultants to support 
Revenue in delivering their IT strategy. In addition to leading the team Ruairi is 
a trusted strategic technology advisor to the client, helping the client drive 
innovation and change across their complex multi-channel IT infrastructure.


Key Skills - Large scale IT programme advisory & implementation 
(sourcing & delivery), Supplier & relationship management, Enterprise 
architecture & security, Legacy systems migration & systems integration, Cloud 
strategy/ infrastructure, Legislative impact/advisory


Revenue – Lead Engagement Partner and Senior Strategic Technology 
Advisor - Ruairi is the lead Engagement partner for a team of over 90 Deloitte 
consultants supporting Revenue through their complex IT change agenda. 
Trusted strategic technology advisor to the client, responsible for advising on 
strategic direction across the complex multi-channel service based architecture 
while managing the rollout of initiatives. Standout recent programmes include: 
PAYE Modernisation, Big data adoption, IAM modernisation, Mule Factory, 
RevExpenses, RevPay and Mobile App etc.


DEASP (DWP Equivalent) –Quality Partner - Currently the quality partner (and 
acting Lead Partner for maternity cover) for Deloitte strategic IT partnership 
with the Department of Employment Affairs and Social Protection.  Ruairi oversees 
a team of 70+ Deloitte consultants who deliver across a number of strategic IT 
projects for DEASP e.g. Treatment Benefit, MyGovID (Pan Government Citizen IAM 
solution), Digital Service Factory etc.


Public Appointments Service – Lead Architect and Programme Manager -
Ruairi was the programme manager and lead architect on the core recruitment 
systems.  This multi-channel application consolidated over seven legacy 
systems and enabled PAS to dramatically increase its external client base through 
self-service and process automation while managing a contracting work force
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Stephane Laffly is a Commerce graduate from the University of Birmingham in 2000, 
Stephane joined IBM UK where he worked in a variety of roles, mainly in the financial 
services sector, gaining a broad spectrum of experience in outsourcing service 
delivery, business analysis, process design and, finally, in software sales. Stephane 
joined Deloitte in March 2006 and has since focused on large public sector 
transformation programmes including for the Home Office, the Department for Work 
and Pensions, DVLA and the Post Office. Stephane has a leadership role in Deloitte’s IT 
Transformation proposition, developing new business leads, methods and tools, working 
with colleagues across the firm. Stephane is also the Talent lead for a Service Area of 
400 people. 


Key Skills - IT sourcing; Contract exit; Programme design; Commercial negotiations; 
Delivery programme management.


Post Office – SIAM & Multi Source Procurement Lead - Deloitte was selected as 
procurement delivery partner for the Post Office SIAM & Multi Source 
procurement programme, with responsibility for running 3 Tower procurements; 
Networks, Back Office Applications and Front Office Applications. Stephane led the Front 
Office Applications Tower, and also mobilised and ran the initial phases of the Back 
Office Applications Tower. With a total contract value of c. £500m, these 
procurements are the first stage of Post Office’s strategic IT Transformation 
programme


DVLA - Relationship lead and IT Strategy lead - Following the insourcing of DVLA’s 
IT function, Stephane led Deloitte’s support to the CIO, providing oversight and 
direction to the development of DVLA’s IT strategy, their post in-source stabilisation 
programme, and their operating model review. This was a critical phase of work as 
DVLA IT had undergone a large scale change to bring accountability for IT services in-
house, along with exiting a monolithic IT outsourcing agreement and therefore 
requiring fundamental change to their ways of working


DWP - ADMS Exit & Insourcing Programme Manager - Deloitte assisted with the 
design, initiation and delivery of the Department’s Application Development, 
Maintenance and Support services insourcing programme. Stephane acted as 
advisor and deputy to the Programme Manager, leading a team of over 60 to exit and 
transition away from a 20 year old outsourcing deal (>£100m p.a). Stephane led 
commercial, service and delivery aspects of the programme, reporting directly to the 
Department’s Digital executive team, owning relationships across the Digital 
organisation and with the supplier’s exit programme. The scope of work required 
operating model design, exit negotiations, technical solution design and 
delivery, TUPE transfer of a 400 person organisation and the establishment of a wholly 
owned subsidiary of the Department, in which to transfer the supplier personnel


Jesper Kamstrup-Holm
Danish Tax Authority Partner (SME)


Stephane Laffly


Tech Transition & Transformation (SME) 


Jesper Kamstrup-Holm is a Denmark based partner and has spent 13 years at 
Deloitte advising IT managers and CIOs. During this time, Jesper has specialized in 
working with large public institutions on everything from digital transformation and 
IT sourcing strategies to IT effectiveness analysis and business cases. For over 
5 years, Jesper has been advising the Danish Ministry of Taxation in tackling 
challenges such as the data and socioeconomic consequences of Denmark’s new 
Customs Authority and cloud migration to Amazon Web Services for a new 
Property Tax Valuation System. Additionally, Jesper has led work to develop a 
digital transformation strategy for the Danish Tax Authority (DTA.)


Key Skills - IT Strategy and Effectiveness; Agile Transformations; IT Operating 
Model Design & Optimisation


Danish Tax and Customs Administration (SKAT) – Lead Engagement 
Partner - Jesper has supported the Danish Ministry of Taxation on a wide range of 
projects as the Lead Engagement Partner. These projects involved Deloitte 
building a business case for an investment in a new risk and control system that 
will make the client EUTK compliant; assistance in analysing the EU ICS2 
documentation and process specifications, as well as identifying EU integration 
requirements; and aiding the client with designing the overall enterprise 
architecture that ties in the Risk and Control. Furthermore, Deloitte delivered a 
sourcing strategy that provided solid decision-making for outsourcing, which
would give free capacity among existing resources and increase the progress of IT 
development. ICE chose to execute the sourcing strategy based on Deloitte's 
recommendations


Capital Region of Denmark – Lead Engagement Partner - Internal review of 
the client’s program had revealed several areas that required focus and 
strengthening. Deloitte was hired to support this. We supported the client in 
optimizing the PMO setup as well as strengthening parts of the program and 
project management. Furthermore, we continuously supported the daily operation 
in the PMO until program closure. Major focus areas in our PMO support was 
steering committee materials to increase transparency and ease decision making, 
increased transparency into financial controls, introduction of structured 
dependency management, introduction of supplier management, increased 
focus on risk management and more
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Ronan is a director in Deloitte’s Technology practice with over 18 years’ experience 
in technology predominantly in the financial services and public sector. He is 
currently working as a Senior Technical Architect within ESB/Middleware where he 
is completing a multi-year change programme.


Key Skills - Technical Leadership; Systems transformation; System performance 
and scalability; Strategic planning & estimation


Revenue Commissioners - Senior Technical/Solution Architect - Programme 
to modernise the collection of payroll income tax by means of real-time 
submission of data directly from payroll software to Tax Authority.


Ongoing review of Application blueprint designs both from Architecture and 
Functional with all Development technical streams. Creation and maintenance of 
end to end Architectural roadmap. Review and assessment of System interfaces 
between development streams identifying both technical and functional gaps. 
Advisor to PMO Programme Governance on programme delivery risk and issues 
from technical and functional delivery solutions. Assisting development streams in 
mitigation of risks and issues


Home Renovation Incentive - Lead Solution Architect - Project to add HRI 
capture capability to ROS for Contractors and Incentive Claims for PAYE customers. 
Managed the project from initial requirements gathering, through architectural and 
user interface design to implementation and delivery. 


Project was delivered on-time, on-budget and without major defects.


Direct Debits Online: 


Project to automate the addition of direct debit mandates for Customers using 
ROS for VAT, Income Tax and Employers taxes. Application Review following 
sizeable change requests from the business area to assess impact to existing 
Application Architecture and the project timelines. Managed the technical delivery 
of these change requests successfully


Registration Number Reformat: 


Led a team of developers new to the Customs and Excise arena through required 
changes to internal Customs systems to accommodate the new format PPS 
number. Review of existing Application Architecture to understand the impact of 
the number format to change to the C&E Systems. Production of Impact Analysis 
reports, project plans and resourcing budgets


Hywel is a Procurement specialist who leads advice to both the commissioners 
of, and organisations bidding to deliver, public sector services. He has supported 
numerous departments throughout the procurement life cycle of complex 
competitive dialogue (and open) procurements.


Key Skills - Procurement inc. Competitive Dialogue; Bid strategy and bid writing; 
Pricing Strategy Development; Business Case and approvals; Financial Modelling 
and analysis


Sellafield Limited – Procurement SME - Led Deloitte support to Sellafield 
Limited on its procurement of two contracts, with a value of £450m, for the 
delivery of IT services to Sellafield. Our engagement spans all technical and 
commercial aspects associated with two competitive dialogue procurements, 
development of the business case and advising on the organisational change within 
the Sellafield ICT organisation to integrate and manage the new supply chain 
arrangements


Department of Health - Procurement Lead - Led our support to DH on the 
£400m open procurement of its central HR Management service that supports 
over 400 NHS organisations. Hywel’s team authored the HMT Green Book 
compliant OBC, ABC and FBCs which received strong positive feedback from HMT 
and Cabinet Office, including preparing financial and economic case models and 
analysis. Supported DH throughout the procurement process, advising on the 
design of contractual commercial mechanisms, preparing procurement and 
contractual documentation, performing financial evaluation activities and 
supporting bidder and preferred bidder negotiations.  A contract with IBM was 
signed in December 2014


DVLA – Procurement Lead - Led the Business Case and Commercial advice 
to DVLA on this project to exit from a 10 year IT £100m p.a. outsourcing 
contract and transition to an insourced operating model.  He led the commercial 
Work stream developed ‘contract guides’ for 200 third party contracts, 
highlighting key contractual information to be used by contract managers to 
manage value for money. Oversaw development of an HMT Green Book, compliant 
OBC and FBC, produced in line with Agile methodology. Also led our commercial 
support through a successful exit, setting commercial strategy and identifying 
commercial levers, managing the interface with the incumbent supplier, and 
novating or procuring approximately 200 third party contracts. Established and 
led an effective commercial team of 15 brought together from a combination of in-
house, third party adviser and contractor resources.


Ronan McMahon
Tax Technology (SME)


Hywel Madden


Procurement (SME)
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Julie has over 25 years experience in tax and accounting and is a Chartered 
Accountant and Chartered Tax Adviser. Prior to joining Deloitte, Julie was a partner 
at KPMG where she led their UK and global TMC practice and UK Corporate Tax 
Compliance business and was LTP on a number of global accounts. Julie is a 
partner in TMC advising clients across FTSE, FO and Private across all sectors on all 
aspects of how they manage tax in their business.  She has experience of advising 
companies on designing  their tax operating model to be fit for purpose in 
today's world.   She advises companies on range of areas including tax risk and 
governance, process and controls and Global Compliance Outsourcing.  


Key Skills - Chartered Accountant – Institute of Chartered Accountants of England 
& Wales; Chartered Tax Adviser – Chartered Institute of Tax; Qualified Mediator –
Centre for Effective Dispute Resolution; BA Hons – Leicester University 


HMRC – Secondment - Julie spent a year on secondment to the UK tax 
authorities (HMRC) in 2006 working with them to develop their risk based 
approach to working with large businesses. She is a qualified mediator and has 
extensive experience of dispute resolution, including resolving issues with HMRC as 
part of their High Risk Corporates Programme (HRCP)


Client Experience – SME - Julie has experience of advising clients across 
FTSE, inbound, privately owned and private equity on international tax 
issues and structuring and M&A. In recent years she has specialised in Tax 
Management Consulting advising large companies on all aspects of how they 
manage tax. She advises companies on designing their tax operating model to 
be fit for purpose in today's world and on specific areas such as tax risk and 
governance, efficiently managing global compliance and reporting, deploying 
technology solutions and managing relationships with tax authorities.


Fabrizio is a Partner with over 18 years consulting and industry experience and has 
worked on complex sourcing engagements with clients such as Deutsche Bank, 
ING, ABN AMRO, Nordea Bank, AstraZeneca, Novartis, Arla, Zurich Financial 
Services, London Stock Exchange, Thomas Cook, RSA, ABB and HSBC.


Over the recent years Fabrizio has worked on 12 IT sourcing renegotiation, 
restructuring and exits across multiple countries and is a regular speaker in 
renegotiation and restructuring events.


Key Skills – outsourcing strategy, outsourcing deal execution, transition and 
transformation of sourcing arrangements, and ongoing sourcing governance.


Global Pharmaceutical Client – Led the strategic review of EUR 550m ITO 
contract, including full renegotiation, exit and transition planning for a major 
global organisation.


Global Engineering Client – Led EUR 490m ITO service provider exit, including 
set negotiation of incumbent’s exit statement of work and transition schedule 
for the incoming suppliers. Defined and led planning function.


Global Insurer – Negotiated the exit from a complex , EUR 340m ITO relationship 
including transitioning to new suppliers.


Global Travel Company – Exited multiple contracts for a UK-based firm, 
reducing cost and transitioning to a single global supplier.


Global Stock Exchange – Restructured technology infrastructure provision, 
extending and procuring to deliver greater value for money.


Global Pharmaceutical Client – managed a challenging exit including litigation 
with incumbent supplier, exit negotiations, new RFP process, and running of a 
the transition management office.


European Food Client – Led exit arrangement for a multi-tower contract worth 
more than €120m annually.


European Bank – insourced IT services, managing incumbent negotiation, 
contract refresh and transition planning.


Julie Hughff
Taxpayer/Customer Insights (SME)


Fabrizio Napolitano


Sourcing & Supply (SME)
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Andrew Gunn 
Tax Technology SAP (SME)


Andrew is a Director in Technology Consulting service line. An established delivery 
director for SAP Enterprise Applications focused on Bid Management, Planning
and Delivery of Enterprise Applications with complex transformations and 
transitions for Public Sector, High Tech Manufacturing and Life sciences 
organisations. With over 25 years of experience delivering IT Programmes 
and Projects with formal training and certification in PRINCEII, TOGAF and a 
professional member of Institute for IT. Focused on SAP and complementary 
solutions and services to maximise stakeholder value. A passion for all things 
Digital, Agile (SCRUM) delivery frameworks and Enterprise Architecture (TOGAF) 
with robust technical management consulting skills to transform customers into 
efficient, progressive organisations. Andrew also has a passion for working with 
Public sector clients to help them achieve their Digital transformation business 
objectives.


Key Skills – Project Management; SAP Integration Architecture; SAP data 
archiving; SAP C4P; SAP Fiori; Public Sector expertise


Hertfordshire County Council – SAP SME and Enterprise Architect –
Responsible for the development of a future SAP Enterprise Architecture for SAP 
Public Cloud and for challenging existing business cases and education of the client 
with respect to approach and implementation roadmap


IPO – Applications Director – Responsible for building and delivering multiple 
Digital transformation initiatives across the IPO organisation leading delivery teams 
and co-creating with the client their Digital transformation journey and 
programme of work


DWP – Head of Data Architecture – Full responsibility for leading DWP migration 
to a new strategic Data Architecture platform and associated services. Responsible 
for planning and leading the deployment of a Hybrid Cloud Architecture 
landscape.


Home Group – Director - Full responsibility for the delivery of an IS/IT 
Strategic Architecture assurance work package to review and advise on current 
and future approach culminating in the delivery of a well-received report, roadmap
and follow on work requests.


Central Bedfordshire Council – Director - Full responsibility for the delivery of 
an S/4 HANA Business Value discovery phase as a pre-cursor to the Council coming 
out to procurement for a replacement SAP Finance solution in the cloud. This 
included the delivery of multiple client workshops, the development of a strategic 
report and the presentation of outcomes, findings and future roadmap for adoption 
of innovations aligned to the delivery of Business Value.


Mark is a Director in Deloitte’s Banking Operations team and the Outsourcing 
Advisory Services lead in the Financial Services sector. He has extensive 
experience in designing and implementing large and complex sourcing-led 
transformation programmes across a wide range of functional and operational 
areas in front, middle and back office environments. He is a trusted sourcing 
advisor with executives at a number of financial services institutions and 
comfortable working with stakeholders at all levels in complex, high pressured and 
sometimes contentious environments.


Key Skills – Strategy & Operations; Strategy Sourcing & Outsourcing; Operating 
model development & implementation; Lean 6 sigma; Project & programme 
management; Benefits realisation; Stakeholder engagement; Portfolio 
management; Financial Services sector; Transformation programmes; Cost 
reductions


Global Universal Bank – Intra-group Service Management - Mark led an in-
depth assessment and design of the Global IGSM capability for a major Suisse 
Bank with the goal of demonstrating adherence to 5 global regulators, including 
PRA and EBA. Using Deloitte’s Service management framework the team 
studied the current state organisation, processes, governance and technology, 
identified gaps from the desired state, developed a prioritised set of initiatives and 
roadmap. The team is currently implementing the next phase to deliver the new 
operating model


Global Investment Bank – EU Exit intra-group outsourcing - Mark led a 
number of work streams assisting with the licensing and preparation of a the UK IB 
to support a German subsidiary in readiness for EU Exit. Working against tight 
timescales, the team produced detailed contractual and operational documentation 
to enable the BaFIN to assess the Bank and ultimately grant a German banking 
license. The team also developed and implemented a number of operational 
procedures and processes to support the delivery of the full range of Front 
Office, IT, Operations and Group Functions services on an arms length basis from 
the London Branch in accordance with German and EBA regulation


Tier 1 Universal Bank – Irish loan book outsource - Led a multi-work stream 
programme supporting the renewal of a major (£80bn+ AUM) specialist 
servicing outsource arrangement in Ireland. The project involved a full market 
scan, service delivery model development, exit cost analysis, RFP production, due 
diligence, contract negotiation and services schedule drafting. The programme 
resulted in a 30% cost reduction; more that £100m of the TCV while ensuring 
compliance with the CBI’s outsourcing regulatory requirements


Mark Kell


Sourcing & Supply (SME)
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Skills and 
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Kate Bradley
Sourcing & Supply (SME)


Katie is a Senior Manager within the Supply Chain Sourcing and Procurement 
practice. Katie has significant experience advising clients on Sourcing and 
Procurement in both public and private sectors and now specialises in advising 
clients on Public Sector procurement, commercial and procurement strategy 
development, procurement transformation and cost reduction. Her core areas 
of focus are within Civil Government, Public Health and the broader Government 
commercial agenda.
Key Skills - Sourcing diagnostic and third party spend optimisation; Category 
strategy development and execution; Contract negotiation; Public Sector 
procurement strategy and execution; Supplier engagement and market 
management; Contract management and supplier relationship management; 
Commercial capability development and leadership coaching


NHS Sandwell and West Birmingham Clinical Commissioning Group –
Procurement Lead - Katie led our support to the 22 West Midlands Clinical 
Commissioning Groups in conducting a full OJEU procurement exercise to secure 
the future of NHS 111 clinical telephony services. In this role, Katie led an end to 
end procurement exercise for a significant set of contracts providing critical 
services to patients


Central Government Department – Engagement Manager - Katie led the 
engagement for a large central government department focused on: (1) Assessing 
the client’s current commercial and contract management maturity; (2) 
Redefining the client’s approach to Supplier Relationship Management and 
making recommendations regarding increased oversight and effective prioritisation 
of effort; (3) Reviewing a set of key strategic contracts to assess risk, 
opportunity and efficiency initiatives. The overall deliverable was instrumental in 
shaping the client’s plans for its Commercial function going forward and resulted in 
the identification of multiple longer term opportunities to drive better value.


Kirklees Borough Council  - Procurement Transformation Lead - Working as 
Transformation Partner for Kirklees, Katie led a strategic third party spend 
review and subsequently implemented procurement savings in key spend 
categories whilst designing a future procurement operating model







35© 2019 Deloitte LLP. All rights reserved. Deloitte Confidential: Government and Public Services – For Approved External Use Only


Experience in Tax & 


Public Sector


Sourcing & 


procurement
Disaggregation


Technology 


Strategy & 


Category 


Knowledge


Skills and 


experience


Appendix B


Clarification Responses







36© 2019 Deloitte LLP. All rights reserved. Deloitte Confidential: Government and Public Services – For Approved External Use Only


Experience in Tax & 


Public Sector


Sourcing & 


procurement
Disaggregation


Technology 


Strategy & 


Category 


Knowledge


Skills and 


experience


Responses to the further clarification questions posed by HMRC
Clarification Responses


1. Confirmation of the initial 5 points 


In the following section we clarify and re-confirm our verbal responses to the five questions raised prior to our meeting on Friday 26th July 2019 and confirmation of our commercial 


commitment.


1) Please further illustrate your experience of the in-scope IT categories.


a. We confirm that, as per our conversation, our technology lead will work with you to identify the most appropriate technology experts to support you in providing category insight aligned 


to your emerging categories, providing access to individuals with experience of the type deployed in our Case Study, Credentials and examples discussed during the conversation.  


We anticipate that the required technology insight may include, for example


• SAP, SAS and other Core Platform technologies


• Data Analytics


• Networks


• Security


• Hosting


• Digital


• Managed Desktop Services


• Test & Release / QA, and Technical Services


As your category design evolves the required support may also include emerging services such as ‘architecture as a service’.


b. We confirm that as per our conversation, we will also work with you to identify access to vertical domain expertise may be preferable and/or advantageous in which case we will enable 


access to experts in HR, Finance Property and other verticals.
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Responses to the further clarification questions posed by HMRC
Clarification Responses


2) Please confirm your actual proposed team for this engagement. How will you structure your team and align it to HMRC?


a. We confirm that we plan for our team to comprise the following individuals in the structure aligned to the HMRC team (Slide 16 above). The table below shows the team breakdown with 


corresponding MCF2 grade descriptors, which are reflected in the financial models submitted.  Please note that we have made some refinements to reflect the further clarification of your 


requirements and expectations provided to us during our meeting on 26th July and subsequent calls.


Name Role Title MCF2 Grade Descriptor


Ian Washington Engagement Partner Partner/Managing Director


Rupert Clark Delivery Lead Managing Consultant / Associate Director / 


Director


Mark Burnham Technology Lead Principal Consultant


Michael Clarke Sourcing Lead #1 Principal Consultant


Andrew de Whalley Sourcing Lead #2 Principal Consultant


Himanshu Acharya Finance Lead Principal Consultant


Isabelle Stokes Sourcing Consultant Senior Consultant / Manager


Mia Wilkinson Sourcing Consultant Senior Consultant / Manager


Kendall Atcliffe PMO Senior Consultant / Manager


Kitty Benzecry Sourcing Junior Consultant Junior Consultant
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Responses to the further clarification questions posed by HMRC
Clarification Responses


3) Please provide further detail on your disaggregation methodology and how it will benefit HMRC.


We confirm that, as per our conversation, we will use our proven methodology and approach, specifically the activities in our methodology’s Phase 1, Visualise and Inspire, and Phase 2, 


Define and Commit to accelerate your deliverables at this phase of the project.


Key elements from our methodology that we will draw on may include, 


• Aligning leadership to the objectives and vision.


• Refining the supply chain/category design.


• Developing an executable plan that moves the Department forward.


Based on our conversation, this may include 


• Identification of where current procurement vehicles are not fit for HMRC’s purpose and potential mitigations to be tested. 


• Taking a ‘right to left’ view throughout, ensuring that the developing designs and delivery plans are executable and producing the agreed deliverables to best fit with HMRC’s desired 


outcomes.


4) Please explain more your project delivery plan. Please illustrate the sourcing and procurement assets or methodologies that you 


will apply.


a) We confirm that we will produce the deliverables you have requested, working alongside the HMRC team, and subject to the joint team reviewing the required outputs and refining the 


assumptions and approach.  The outputs will be delivered through three sprints to provide early sight of the emerging thinking and deliverables.  Where relevant we will use proven 


templates to shape the outputs. 


b) To support this, we commit to providing you with a Greenhouse innovation event in the early stages of the project to help define the ‘art of the possible’ and bring together leadership of 


the programme and our challenge team and SMEs from the Insight and Challenge Squad including international Tax SMEs as well as other or alternative SMEs to address your needs.


c) The Greenhouse events are held in our dedicated innovation centre, The Deloitte Greenhouse.  Events are typically one day of facilitated conversation, challenge and debate supported 


by artists and subject matter experts leading to a defined set of outcomes which might include a high level plan, design principles, scope, governance or other products such as aligned 


leadership vision.
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Responses to the further clarification questions posed by HMRC
Clarification Responses


5) Please provide more information about the relevant projects that you have delivered to the US, Danish, Irish and Belgian tax 
authorities.


a. Our case study covering our work with the United States IRS demonstrates that we have supported one of the world’s largest and most advanced revenue agencies in 
delivering solutions across the nine IT categories you have identified. In particular we have delivered new platforms and methodologies to the IRS which have transformed the 
core apps underpinning the work of the IRS to collect tax and determine fraud. Case Management and automated fraud detection have allowed the IRS to use their resources 
more effectively, delivering greater value for money.


b. We confirm that we are the provider of the Testing Managed Service, one of a suite of core services comprising the IRS delivery model. We commit to drawing on additional 
insight from our IRS team as part of the engagement and Insight and Challenge sessions.  Our Insight and Challenge squad will elaborate for you any IRS or other 
international experience of Architecture as a Service. 


c. Our projects with the Irish, Danish and Belgian revenue agencies include direct delivery of multiple services in the listed technology domains. In Ireland we are playing the role 
of principal technology supplier.  


You will have access to this expertise through the Insight and Challenge Squad who, alongside our team, will provide you with insights into the supply-side which will help 
us to support HMRC as you look the manage similar suppliers and develop applications in IT Architecture, Analytics, Project Management, Design, Development, Testing, 
Release Management and Live Support. 


In Denmark we helped to create a multi-supplier environment for elements of the Revenue Agency, who sought similar outcomes to HMRC in terms of modernising service 
delivery. In the US, Denmark, Ireland and Belgium we helped the revenue agencies tackle major technology strategy challenges such as this one across diverse groups of 
directorates.


a. We confirm that we will include the IRS, Danish and Irish SMEs and other SMEs in the Insight and Challenge team to provide you with additional insight through the project.


Additional Commercial Clarification Note 
We also discussed a number of commercial matter in the clarification meeting. We confirm that it our expectation that we will contract on a fixed prices basis following clarification of 


assumptions during project inception.  We also confirm our commitment to provide ongoing value for money in future phases.







40© 2019 Deloitte LLP. All rights reserved. Deloitte Confidential: Government and Public Services – For Approved External Use Only


Experience in Tax & 


Public Sector


Sourcing & 


procurement
Disaggregation


Technology 


Strategy & 


Category 


Knowledge


Skills and 


experience


Responses to the further clarification questions posed by HMRC
Clarification Responses


2. Response to your additional question


In the following section we provide out response to your additional enquiry of 29th July 2019:


Please provide demonstrable examples where your organisation, in particular the team you are proposing to deliver this assignment for HM Revenue & Customs, have assisted 
the transformation of the design and build of new applications, as opposed to simply renewing existing arrangements . Also, during this assistance, how your organisation, and 
the team you are proposing, enhanced and up-skilled the capability of the Client organisation?


1. Part A – provide demonstrable examples where your organisation, in particular the team you are proposing to deliver this assignment for HM Revenue & 
Customs, have assisted the transformation of the design and build of new applications, as opposed to simply renewing existing arrangements


Our response to this question is set out below, and further details of our experience can be found on page 8 in Table A: “Examples of our experience enabling new change in complex 
outsourced environments”.  We have also identified the individuals on the team who worked on the selected example engagements.


Organisations across public and private sector are seeking to take back control. This requires a step change in capability versus that which was present in the legacy organisation and supply 
chain, including that available from the current staff in the incumbent supplier(s).


To address this, organisations have developed and deployed multiple strategies including implementing SIAM, Architecture As A Service and new structures (including GovCos), achieving 
varying goals with varying degrees of success. Any approach we would develop with you is likely to be a hybrid of mechanisms drawn from our experience and new approaches we identify 
collaboratively as a team. This will include specific steps to develop new capabilities within HMRC to put in place the design and build capabilities required to develop the next generation of 
services.


Key to making the approach work will be commercial and delivery discipline to back up the strategy and a realistic expectation of the capability and capacity and funding required for the multi-
year effort.


The approach is likely to comprise 6 key elements:


 How to get the best ‘athletes’ in your supplier ecosystem and beyond it to work with you to deliver well maintained long lived services, 
 How to access new architecture and design expertise required to imagine, design and build the next generation of efficient, modern services
 How to retain sufficient knowledge of the as-is to understand risks and dependencies between architectural components
 How to build and retain the delivery and commercial capacity and capability required to successfully deliver the approach
 How to secure funding for the programme including likely dual running costs and retention of scarce, highly capable resource 
 How to incentivise the legacy supply to engage in a process which might result in lower revenues
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Responses to the further clarification questions posed by HMRC
Clarification Responses


On slides 42 and 43: “Examples of our experience enabling new change in complex outsourced environments”, below, summarises some of our experience and some of the 
mechanisms that might be blended to support the approach and the individuals on the team who worked on these engagements.


Part B: during this assistance, how your organisation, and the team you are proposing, enhanced and up-skilled the capability of the Client organisation


Our up-skilling approach will comprise a number of dimensions:


1) As outlined in our proposal we are used to working as part of a blended team, embedded within programmes.  We typically work hand in glove to make sure your team understand 
the logic, rationale and conclusions of the joint work.  Our deliverables for other clients have expanded beyond initial request to include materials for direct use and training events or 
coached transition periods to bed in new staff or staff with new roles.


2) As discussed and as in the Framework T&Cs, you will own the IPR developed on the project which will be co-created by the joint team using our methods and accelerators.  


3) We will bring our Challenge and Insight team to bear in the Greenhouse session and identified Insight and Challenge Sessions in the plan, providing your tea insight into leading 
industry practice.


4) As discussed, as part of our investment in our long term clients, we typically provide a range of upskilling opportunities including:


a. The Deloitte Public Sector CPO Programme:  Provides an opportunity for identified individuals to attend a range of events with presenters from leading organisations on 
emerging procurement practice and experience as well as the opportunity to network with other Procurement leaders.


b. The Deloitte Public Sector CFO Programme: Like the CPO programme, this provides access to significant insight and networking opportunities


These Programmes are significant, multi-year investments on our part which we see as core to maximising the value we deliver to the public sector as a whole and individuals must 
be nominated by their line management to attend.
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Example Context Key Components of the Approach Outcome


Global Aviation Engine 


Manufacturer


Deloitte Team Member 


Involved


SME will be included in the 


Insight and Challenge Team 


Need to disaggregate 25 year old single 
source legacy contract for global, full stack 
technology capability to enable delivery of 
new business services ongoing.


As Strategic Partner, Deloitte supported and 
continue to support a broad range of 
strategy, commercial and programme 
delivery


 Co-created a contract for multiple suppliers for Run activity
 Worked together to create a second Framework contract for Change work 
 All Run suppliers were on the Change contract in addition to other partners, 


creating competitive tension and choice
 When services had been built the client had the option to hand the service to the 


Run partners or leave it with the new partner to run
 We identified where demand for new capability provides an opportunity to 


replace legacy capability 


 Programme has been delivering new services for over 5 
years and is now approaching second generation.


 Approach has allowed managed development of new 
services, incentivising existing and new suppliers


 Approach has allowed migration from legacy where 
there has been an opportunity to do so


 Deloitte resources have supported client to move 
towards a structure of product teams with Product 
Owners as part of an agile delivery organisation


 Client has identified the need for additional effort to 
manage Change and Run partners to manage impact 
of frictions between Run and Change suppliers


Met Police


Deloitte Team Member 


Involved


Rupert Clark 


Katie Bradley


Exit from 14 year outsourcing agreement 
and transform & deliver new services using 
blend of new internal and new 3rd party 
capability


Deloitte supported the supply chain 
strategy, procurement strategy, operating 
model design and incumbent negotiation.


 Sought to change leadership team of incumbent supplier team to include 
new sales team incentivised on new revenue, not ongoing revenue. These 
teams typically come with the expert pre-sales architecture resource needed to re-
shape environments 


 Incentivised legacy supplier to engage in process by offering capital 
programmes to soften revenue impact


 Put in place negotiation strategy and supply chain strategy to build tension and 
incentivise desirable behaviours


 Shaped supply chain so that authority had ability to directly source delivery 
capability


 Targeted legacy supplier on developing standards and policies to support service 
based approach enabling competition in the delivery space


 Technology supply chain disaggregated into 6 
towers.


 Enabled delivery of multiple transformed and new 
services 


 Disaggregated legacy contract
 Delivered improved control over supply chain
 The Met are now seeking to consolidate into two towers, 


separating Apps and Infrastructure to increase focus on 
applications


DVLA


Deloitte Team Member 


Involved


Dave Tansley


Hywell Madden


Stephane Laffly


Rupert Clark 


Exiting from 16 year, large scale legacy 
contract. Needed to create design and 
change capability to deliver new services


Deloitte supported the Supply Chain 
Strategy, Exit and Transition, novation and 
tooling implementation and future IT 
Strategy


 Identified key people and monitored hours billed to make sure they were not 
removed from the account and were subject to TUPE


 Used informal networks and other mechanisms to communicate with individuals 
in incumbent team to understand risk areas where effort should be targeted


 Set up shadow team of ex-incumbent staff as contractors to safeguard live 
service


 DVLA have an ongoing partnership with Swansea University to build new talent and 
deliver PoCs


 Savings on legacy contract allowed financial headroom for 
DVLA to retain additional new talent and suppliers 
to design and build new services while having access 
to knowledge of legacy.


 Knowledge was retained to help manage risks and 
dependencies
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Example Context Key Components of the Approach Outcome


DWP ADMS and Digital 


Transformation


Deloitte Team Member 


Involved


Dave Tansley


Stephane Laffly


Chris Alder


DWP wanted to secure access to additional 
capability and talent on different pay scales 
to support its digital organisation


Deloitte supported the strategy, GovCo
creation and execution of the transition to 
the new organisation.  Deloitte then 
continued to support DWP in delivering and 
refining its Digital Organisation


Supported DWP across ADMS and Transformation programme strategy planning and 
execution including:


• Insourcing of new Application Development services for supporting the 
Digital Estate, including mitigations to address gaps in service and TUPE shortfalls, 
resulting from transition or subsequent transformation, and ensure increased DWP 
capability


• Transition Planning and Execution for creation and management of the newly 
established BPDTS GovCo, ensuring DWP was set up to manage a new way of 
sourcing Design and Build capabilities 


• Support for DWP Digital’s functional capability building, including creating a 
comprehensive organisation design and working materials designed to 
provide industry best practice for managing newly insourced functions


• Deloitte team members, including several proposed for this project, assisted client 
with new roles and responsibilities in delivering work over several months


• Transformed capability for DWP’s application design 
and delivery for multiple applications functions through 
enhancing 


• An enhanced ecosystem for sourcing application 
design and delivery based on the role BPDTS plays in 
sourcing discussions with suppliers


• Best practice materials created to support the client-
side teams, with lasting enhancements to ways of 
working for the newly trained teams


Post Office


Deloitte Team Member 


Involved


Dave Tansley


Stephane Laffly


As part of the separation of Royal Mail and 
Post Office, Post Office needed to separate 
its IT service delivery from the long 
standing monolithic contracts sourced by 
the legacy organisation and create an 
outsourced SIAM and disaggregated supply 
chain model including Application Design 
and Build.


Deloitte Supported the Strategy, 
procurements, disaggregation, contract 
drafting and delivery of the restructured 
supply chain including addressing issues 
with the incumbents


• We co-created a high level strategy for how the desired supply chain model was to 
be procured, including mitigations for anticipated procurement issues and tactics for 
achieving the desired outcome


• Category analysis: Deloitte supported development of internal competency in 
complex financial cost modelling, forecasting future spend across each of the ICT 
categories. This work included Design and Build for multiple new 
applications


• Transformation of Design and Build capabilities in 
the organisation through enhanced sourcing ecosystem


• Tactics, resources and training for competitive 
dialogue procurements, bidder management, negotiation 
and evaluation processes for the Design and Build of 
applications


• An upskilled procurement function equipped with 
templates, materials and strategies for delivery provided 
by Deloitte


• Supplier management support: Deloitte provided support 
for the teams delivering dispute and issue resolution, 
building knowledge and skills for them to use in 
incentivisation and commercial management
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Contractual 


Agreements


• We consider any information relating to personal information (CV’s, contact details etc.), to our pricing, that contains details of our cost base or 
insurance arrangements, that relates to our proprietary information as well as our approach and/or our methodologies to be commercially 
sensitive/confidential and exempt from disclosure under the Freedom of Information Act 2000 (“FOIA”). Please notify us if you receive a request to 
disclose such information prior to making any disclosure, so that we can consult you about the applicability of the FOIA exemptions relating to this 
information. In addition, we note that the Government’s Transparency Agenda may require the publication of all tender documents and Government 
contracts. In accordance with guidance issued by GPS and the Code of Practice for FOIA, if you choose to award the work covered by this proposal or 
supporting documents you will need to consult us regarding the redaction (as envisaged in the GPS guidance and Code of Practice) of certain parts of 
the contract, including those areas identified above, for this work and this proposal.


• Our proposal is true and accurate to the best of our knowledge and belief and is based on the accuracy of the information supplied by the client and 
third parties on its behalf.


• You will notify us before we begin any services of any internal policies, codes or procedures that you require us to comply with (and where applicable 
update us to the changes in any such policies).


• In order for both parties to have clarity under the contract we require all implied terms and warranties to be excluded. We make no warranty as to the 
fitness of the services or deliverables for any particular purpose.


• All Services will be carried out with reasonable care, skill and diligence in accordance with good industry practice in the Supplier’s industry, profession 
or trade.


• As a matter of policy we do not give parent company guarantees.


Meeting Deadlines 


/ Timetables


• Delays caused by circumstances outside our control will be subject to change control and will not incur any penalty or loss to us. You will promptly 
inform us of any circumstances or events which are likely to affect the provision of the Services within the anticipated timescales.


• Our performance of the Services, the timetable, the level of our Charges and any fee estimates each depend on the accuracy and completeness of any 
assumptions set out in this contract and the performance of your obligations under the contract.


• We assume that the project timeline included in the tender documents is indicative only and will be subject to change.


• Any timetable will be dependent on the parties fulfilling their respective responsibilities.


Intellectual 


Property


• We assume that you do not require the Project Specific IPR to be suitable for publication as Open Source or based on Open Standards.


• All enhancements and/or modifications to our background IPR will be retained as Supplier Background IPR. 


Deliverables • In providing the services, we expect to discuss ideas with you and to show you drafts of our deliverables which be superseded by our final deliverables. 
Therefore in line with good industry practice, you will not rely on any drafts or oral comments or advice unless its content has been finalised and 
confirmed with you as a final deliverable. 


General assumptions, in addition to the phase related assumptions in our approach sections
Assumptions
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Deliverables (cont.) • In line with good industry practice, our work in connection with this project will be performed for your sole benefit and should only be used for the 
purpose described in the contract. Except as otherwise expressly agreed, no one other than you may rely on the deliverables and/or information 
derived from them and we accept no responsibility to anyone else to whom the deliverables are shown or into whose hands they may come.


• We have no responsibility to update any Deliverable for events occurring after completion of this contract nor to monitor its continuing relevance or 
suitability for your purposes.


• Any spreadsheets prepared by us will not be deliverables or outcome products but merely a tool to inform our advice to you and accordingly we will 
not be responsible for any errors which do not affect our advice to you.


Licenses and 


Permissions


• You will be responsible for compliance with relevant data protection laws. 


• You will be solely responsible for obtaining any legal or regulatory approvals relating to the Services. We will not be responsible for any delays 
resulting from delays in obtaining such approvals. 


Client Managing 


Business


• You agree that you remain solely responsible for managing all aspects of your business, and applying your independent business judgement to 
evaluate any advice or recommendations that we give you. You will be responsible for deciding whether our recommendations make sense in the 
context of your business and whether you wish to rely on, implement or act on them, including the actions necessary to realise any expected benefits. 


Non-verification of Data • All information provided by HMRC for this project will be accurate, complete and not misleading


• You will give us all information that is necessary for the performance of the Services.  In this context, you agree we shall not be treated as being on 
notice of information given to us in the course of previous engagements and so all information that is relevant to the Services must be given directly 
to the engagement team even if the same information has been given to us previously in the course of a different contract or engagement.


• You will notify us promptly if any of the information or data you have provided becomes inaccurate or if any of your requirements change or if you 
become aware of any conflict or ambiguity in respect of the agreed requirements or any circumstances or events which may affect the provision of the 
Services within the anticipated timescales.


• We will not audit, test or verify the information provided to us in the course of the Services. You agree that we shall be entitled to rely on all 
information provided to us and on your decisions and approvals in connection with our Services and to assume that all such information from whatever 
sources is true, complete and not misleading.  We will not be responsible for the consequences of any information provided to us in the course of the 
Services not being complete, accurate or current.


Legal Advice • Whilst we may review and comment on legal agreements, we are not qualified to provide legal advice. We will not be responsible for carrying out due 
diligence on or providing a valuation of the project or providing specialist or technical advice except as specifically identified above.


• You will obtain appropriate legal, technical or other specialist advice (including financial advice that is not in scope unless subsequently agreed as a 
variation to the scope of work).


General assumptions, in addition to the phase related assumptions in our approach sections
Assumptions
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TUPE • Please note we have not included any TUPE related costs in our proposal. 


Client Resource • Relevant stakeholders/leaders and suitably skilled staff will be available during the project for regular meetings and engagement with 
the project.


• Your resources with the appropriate skills set and requisite availability will be used to resource the project.  These resources will 
appropriately represent the geographic, business unit and functional splits affected by the project where practicable.


• You will ensure that all of your staff overseeing the Services will be suitably skilled and experienced and manage any third party 
suppliers you are using and liaise with all other stakeholders as necessary.


• You will provide access to appropriate technical personnel and documentation to assist in providing the Services.


• You will provide appropriate sponsorship, stakeholders and subject matter experts, as required.


Providing 


Data/Deliverables


• It is your responsibility to cleanse any data prior to sending to us. 


• You will provide all data, documentation, process expertise and empowered decision-making personnel to support the Services. 


• Key documentation will be made available in week one including: relevant HMRC strategies & policies, outputs from Sourcing 2020 –
Phase 1, overview of HMRC IT landscape, details of current HMRC IT usage (incl. volumes, licenses, key cost drivers), HMRC contract 
register (incl. supplier details, start & end dates, values, contract owner, extension position, contract owner), 1 year breakdown of 
spend for the 9 sourcing packages (incl. line items, invoices, value, supplier, descriptions), supplier relationship data and lead users.


Third Party Products • Where you require us to use the products or services of a third party in conjunction with the delivery of the Services or deliverables, 
we shall assume (without validation) that the relevant products or services shall be suitable to enable the Services to meet your 
requirements.


Hybrid Team • HMRC will provide a suitably sized and senior team to work alongside our staff in order to co-deliver the project.


Scope • That due to the short time constraints, HMRC are looking for strategic analyse covering key areas of unknowns, with more complex
and granular analysis not being within  scope.


Requirements • Highly developed business requirements exist to inform our business needs analysis 


Tools & Accelerators • You will only receive the output of our tools and accelerators 


General assumptions, in addition to the phase related assumptions in our approach sections
Assumptions
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which have not been verified or audited. This document also contains material proprietary to Deloitte LLP Limited. Except in the general context 


of evaluating the capabilities of Deloitte LLP Limited, no reliance may be placed for any purposes whatsoever on the contents of this document. 


No representation or warranty, express or implied, is given and no responsibility or liability is or will be accepted by or on behalf of Deloitte LLP 


Limited or by any of its partners, members, employees, agents or any other person as to the accuracy, completeness or correctness of the 


information contained in this document.


Other than as stated below, this document and its contents are confidential and prepared solely for your information, and may not be 


reproduced, redistributed or passed onto any other person in whole or in part. If this document contains details of an arrangement that could 


result in a tax or National Insurance saving, no such conditions of confidentiality apply to the details of that arrangement (for example, for the 


purpose of discussion with tax authorities). No other party is entitled to rely on this document for any purpose whatsoever and we accept no 


liability to any other party who is shown or obtains access to this document. 


This document is not an offer and is not intended to be contractually binding. Should this proposal be acceptable to you, and following the 


conclusion of our internal acceptance procedures, we would be pleased to discuss terms and conditions with you prior to our appointment.


Deloitte LLP Limited is registered in England and Wales with registered number 03311052 and its registered office at Hill House, 1 Little New 


Street, London, EC4A 3TR, United Kingdom. 


Deloitte LLP Limited is a subsidiary of Deloitte LLP, which is the United Kingdom affiliate of Deloitte NWE LLP, a member firm of Deloitte 


Touche Tohmatsu Limited, a UK private company limited by guarantee (“DTTL”). DTTL and each of its member firms are legally separate and 


independent entities. DTTL and Deloitte NWE LLP do not provide services to clients. Please see www.deloitte.com/about to learn more about 


our global network of member firms.


© 2019 Deloitte LLP Limited. All rights reserved.
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Deloitte Ariba Extract.xlsx
data (5)



				Initial		Deloitte LLP

		Name

		      Totals

		  1   Attachments

		  1.1   HMRC Sourcing 2020 Consultancy Support - Request For Proposal 190703 Consultancy Support v08.docx 

		  1.2   HMRC Security Questionnaire Security Questionnaire - Sourcing 2020.doc 

		  1.3   HMRC Consultancy Support Charging Schedule Consultancy Support Charging Schedule v2.xlsx 

		  1.4   Instructions to Tender 180920 SD03 Tendering Instructions Version 6.doc 

		  1.5   Clarification Template Clarification Template.xls 

		  1.6   Cost evaluation - worked example Worked example.xlsx 

		  2   Selection Questionnaires

		  2.1   FORM A: Organisation Details, Tendering Instructions, Conditions of Tender

		  2.1.1   A1 ORGANISATION DETAILS 

		  2.1.2   A1.1 Please provide full name of organisation tendering (or of the organisation acting as the lead where a consortium bid is being submitted) 				Deloitte LLP


		  2.1.3   A1.2 Please provide contact details for enquiries about this response which should include: 
Organisation name,
Organisation full correspondence address with post code.
Primary Contact's Name, 
Primary Contact's Phone Numbers,
Primary Contact's e-mail.
Secondary Contact's Name, 
Secondary Contact's Phone Numbers,
Secondary Contact's e-mail
(as referred to at Question A3.3, you must inform us of any changes to the contact at any stage in the procurement) 				"Deloitte LLP
2, New Street Square, London, EC4A 3BZ
Ben Powell
+44 7881 804171 
+44 118 322 2815 
publicsectorbidteam@deloitte.co.uk
David Tansley
+44 207 3037195 
+44 7899 066168 
publicsectorbidteam@deloitte.co.uk"


		  2.1.4   A1.3 Please provide the 'Registered Office Address' (i.e. the  'Registered Office Address' used for accountancy purposes) 				2, New Street Square, London, EC4A 3BZ



		  2.1.5   A1.4 Using a selection from the provided list, please indicate your trading status. (If you select 'other', there is an opportunity to provide details about your organisation type as part of your response to Question A1.6 below) 				iii) a limited liability partnership


		  2.1.6   A1.5 Using a selection from the provided list, please indicate if any of the following classifications apply to you. 				Not applicable


		  2.1.7   A1.6 Please provide the following, or any further relevant, information to assist with our understanding of your organisation type:
A1.6.1 Your Registered Company or Charity number (if you do not have either of these please explain why)
A1.6.2 Your organisation type if you selected 'other' in response to question A1.4,
A1.6.3 Your organisation structure where any employee ownership or employee participatory principles exist,
A1.6.4 the name of your immediate parent company (where applicable), and
A1.6.5 the name of your ultimate parent company (where applicable and your parent company is part of a bigger group) 				"A1.6.1. OC 303675
A1.6.2 (n/a) Limited Liability Partnership
A1.6.3 Deloitte is a Limited Liability Partnership. As an LLP the UK firm is “owned” by the members – the equity partners in the firm and Deloitte NSE LLP. Details relating to these members can be found at Companies House. Information regarding Deloitte's Leadership and Governance can be found here: https://www2.deloitte.com/uk/en/pages/about-deloitte-uk/articles/leadership-and-governance.html
A1.6.4 Deloitte NSE LLP
A1.6.5 Deloitte NSE LLP"


		  2.1.8   A2 BIDDING MODEL 

		  2.1.9   A2.1 Please indicate whether you are bidding as a Prime Contractor and will deliver 100% of the key  contract deliverables yourself 				We are bidding as a Prime contractor and will deliver 100% of the key contract deliverables ourselves


		  2.1.10   A2.2 Please indicate whether you are bidding as a Prime Contractor and will use third parties to deliver some of the services.

If yes, please provide details of your proposed bidding model that includes members of the supply chain, the percentage of work being delivered by each sub-contractor and the key contract deliverables each sub-contractor will be responsible for. 				We do not intend to use third parties to deliver some of the services


		  2.1.11   A2.3 Please indicate whether you are bidding as Prime Contractor but will operate as a Managing Agent and will use third parties to deliver all of the services.
If yes, please provide details of your proposed bidding model that includes members of the supply chain, the percentage of work being delivered by each sub-contractor and the key contract deliverables each sub-contractor will be responsible for. 				We are not operating as a Management Agent for third parties


		  2.1.12   A2.4 Please indicate whether you are bidding as a consortium but not proposing to create a new legal entity. 

If yes, please include details of your consortium members, including details of any Parent/Ultimate Parent companies where applicable, in response to this question and use a separate Appendix to explain the alternative arrangements i.e. why a new legal entity is not being created. 

Please note that the Contracting Authority may require the consortium to assume a specific legal form if awarded the contract, to the extent that it is necessary for the satisfactory performance of the contract. 				We are not bidding as a consortium or proposing to create a new legal entity


		  2.1.13   A2.5 Please indicate whether you are bidding as a consortium and intend to create a Special Purpose Vehicle (SPV). 

If yes, please include details of your consortium, current lead member and intended SPV in the next column and provide full details of the biding model using a separate Appendix. 				We are not bidding as a consortium or intending to create a Special Purpose Vehicle (SPV)


		  2.1.14   A3 TENDERING INSTRUCTIONS 

		  2.1.15   A3.1 The Public Contracts Regulations 2015, Regulation 56, General Principles in Awarding Contracts describes the need for the Tender to comply with the requirements, conditions and criteria set out in the contract notice and in the procurement documents. The purpose of the questions in the rest of this questionnaire is to highlight to you the need to comply with all of the requirements detailed in the Tendering Instructions and other Tender Documents, which are provided as attachments in this e-sourcing event.
Please be aware that the Public Contracts Regulations 2015, Regulation 26 and 35 makes reference to Tenders:
which do not comply with the procurement documents;
which were received late;
were there is evidence of collusion or corruption;  or
which have been found by the Contracting Authority to be abnormally low,
as examples of irregular and unacceptable tenders which may result in your tender being excluded from further consideration.
Please confirm that you understand that failure to comply with the Tendering Instructions or to agree to the Conditions of Tender may result in your tender being excluded from further consideration. 				Yes 

		  2.1.16   A3.2   Please confirm that you have read and understood the contents of HM Revenue & Customs (HMRC) Tendering Instructions plus the Supplying to HMRC guide at https://www.gov.uk/government/organisations/hm-revenue-customs/about/procurement#supplying-to-hmrc prior to answering all questionnaires. 				Yes 

		  2.1.17   A3.3  Please confirm that you understand that you must inform the Contracting Authority immediately of any changes to the contact details. 				Yes 

		  2.1.18   A4 CONDITIONS OF TENDER 

		  2.1.19   As per the Tendering Instructions, Section 15, Publication of Contract Award, please acknowledge that you are aware that there is an obligation for the final contracts to be published. Please provide details of any aspect of your Tender Response which should not be made public and provide the reasons as why you believe such redactions should be applicable. 				"Our tender response contains confidential material proprietary to Deloitte.  Deloitte considers the information listed below to be exempt from disclosure under the Freedom of Information Act (FoIA): 
All documentation relating to our pricing and financial modelling including the basis on which the final price is calculated.
Information relating to our cost base.
All documentation relating to third parties including, but not limited to, credentials and references for work for other clients.
Personal information relating to individuals including, but not limited to CVs, pen portraits and client contact details.
All documentation relating to benchmarking exercises based upon third party data.
Information relating to Deloitte’s business plans, strategy and competitive position and approach.
Approach and methodologies.
Information on our insurance and accounts that has not been subject to public reporting.
We would be grateful to be informed of all requests from third parties for information contained in this document.  If, following consultation you do disclose the information we request that any disclaimer is reproduced in full in any copies issued.
In addition, we note that the Government’s Transparency Agenda may require the publication of all tender documents and Government contracts.  In accordance with guidance issued by the (as then) OGC in this regard, and the Code of Practice for FoIA, if you choose to award the work covered by this proposal or supporting documents, HMRC will need to consult with us about the redaction of certain parts of the contract, including those areas identified above, for this work and this proposal.  Any enquiries about what may be commercially sensitive or queries about disclosure should be directed to Ben Powell on telephone +44 118 322 2815.
"


		  2.1.20   A4.1 For the provision of the services and/or goods as described in the specification, please confirm that you accept and agree to abide by CCS Management Consultancy Framework Two RM6008 Call Off Contract terms and conditions along with the additional HMRC terms and conditions listed in the Request For Proposal Document. 				Yes


		  2.1.21   A4.2 As referred to in the Tendering Instructions, to promote Information Sharing in Government, please confirm that you agree that HMRC may disclose the Candidate's/Tenderer's information/documentation submitted during this procurement more widely within Government for the purpose of ensuring effective cross-Government procurement processes, including value for money and related purposes. 				Yes, we agree that the HMRC may disclose the information/documentation.


		  2.1.22   A4.4 Please confirm that you will comply with HMRC's mandatory Purchase Order policy and that you will only process purchase orders forwarded to you electronically via the automated ERP system detailed in the Supplying to HMRC Guide referred to in the Tendering Instructions 				Yes 

		  2.1.23   A4.5 Please confirm that you will comply with HMRC's mandated payment policy, whereby you will only receive payments via the Bankers Automated Clearing Service (BACS), for any goods/services that may be rendered as a result of any contract awarded. 				Yes 

		  2.2   FORM C - Reg 57 Mandatory and Discretionary Exclusions for Non-payment of Taxes

		  2.2.1   C1 REVENUE COMPLIANCE UK 

		  2.2.2   C1.1 Applicants who are registered for tax in the UK should answer this question and questions C1.2 – C1.6  (Applicants registered for tax  outside of  the UK should answer questions  C2.2 - C2.4)
Regulations 57(3) and 57(4) of the Public Contracts Regulations 2015 respectively provide for the mandatory and discretional exclusion of an economic operator from a procurement procedure if it is in breach of its obligations relating to the payment of taxes or social security contributions. Accordingly, please provide the information requested in response to the following questions and note that HMRC will undertake revenue compliance checks throughout the procurement process, using information from its own records, as appropriate, and, as applicable, so as to ensure compliance with Clause 10.9 to 10.17 (Promoting Tax Compliance) of the HMRC Terms and Conditions , during the life of any contract awarded as a consequence of this procurement exercise.
Please confirm that you understand and agree that the information you provide in response to this questionnaire will be used to allow appropriate tax revenue compliance checks to be performed. 				Yes 

		  2.2.3   C1.2 Please state the organisation name that is used for tax and accounting purposes (i.e. head office name where used) and list any organisation name changes that have taken place in the last three years, that may relate to the information requested in respect of the following questions C1.3 to C1.6 				Deloitte LLP


		  2.2.4   C1.3 VAT Registration Number: (If 'Not Applicable' please provide details why) 				GB 809 7077 06


		  2.2.5   C1.4  PAYE Collection Reference: (If Not Applicable please provide details why) 				951/TRWW


		  2.2.6   C1.5 Corporation Tax or Self Assessment Reference as may be applicable to your organisation type.  (Provision of the Corporation Tax details for your organisation should be the default answer to this question. Where the payment of Corporation Tax is not applicable to your organisation (i.e. it is a partnership) then the Self Assessment details for the person who will be accountable for the work in your organisation should be provided. If you are unable to provide Corporation Tax or Self Assessment reference details then please state 'Not Applicable' and provide the reasons why) 				005/15168 42282


		  2.2.7   C1.6 If a consortium bid or sub-contractors are to be used directly to deliver any of the requirements stated in the specification, please provide the information requested C1.2 to C1.6 inclusive for each member of the consortium and for each sub-contractor. Before providing their details, please ensure that you obtain consent from the consortium member or sub-contractor using the sub-contractor revenue compliance consent form provided in Appendix C of the Tendering Instructions. Please attach scanned copies of the completed consent form to this question or send by post as a hard copy using the process outlined in paragraphs 11.22 to 11.25 of the Tendering Instructions. 				We do not intend to use a consortium bid or sub-contractors within this opportunity


		  2.2.8   C3 DUN & BRADSTREET NUMBER 

		  2.2.9   C3.1 UK and Overseas Organisations are required to provide their Dun & Bradstreet number. The number will assist the Contracting Authority in verifying any Revenue Compliance and Financial Check Information obtained. The number will also be used to monitor the contract spend across other Government organisations. 
Please provide the Dun & Bradstreet number for the organisation, including any changes in the last three years, that corresponds with the information you provided in sections C1 & C2 above, as may be applicable. Should your organisation currently not be registered with Dun & Bradstreet please confirm that you would be willing to register with them should your tender be successful 				364807771


		  2.3   Prompt Payment Policy

		  2.3.1   As per Cabinet Office Procurement Policy Note 05/15, please confirm that you will ensure you pay all undisputed invoices, submitted by any subcontractors you utilise during the term of this contract, within 30 days. 				Yes 

		  2.4   Security Questionnaire

		  2.4.1   Please complete and reattach the security questionnaire attached in section 1.2 				Yes
 Attached 

		  3   Award Questionnaires

		  3.1   Quality Questionnaire

		  3.1.1   Please attach your formal proposal.

Your proposal should contain the requested content and be in the format stipulated in the Request For Proposal attached to this event. 				See attached Attached 

		  3.2   Cost Questionnaire

		  3.2.1   Please attach the completed Charging Schedule. 

Please note all three tabs of the charging schedule must be completed without alteration.

Please use the answer box of this question to detail any explanation of costs or propose alternatives to the listed resource model. 				Total Charge: £485,250

Note for evaluation: 
Deloitte’s commercial position is not to discount rates on MCF as this risks prejudicing our integrity and position in the wider central government landscape
In the tender response we have focused on value for money through invested time, driving down the total price while maintaining the resource profile. This is combined with access to a wider resource pool of expertise to assist with the 'independent challenge' requested and to drive better outcomes. 
- In recognition of the expected Partner discounts our proposal provides our Engagement Partner's time free of charge.  
- The Quality Assurance Partner and Lead Relationship Partner are also at no cost to HMRC.
- In addition we also propose 12 days of subject matter expertise (the Insight & Challenge squad), at no cost, at an average of the Director/SeniorManager grade. 
- In the Resource Plan tabs, we also provide variations of volume discounts at our Principle Consultant and Senior Consultant, positively impacting the total price.

Our submission contains the following three priced responses, which we hope to discuss with you in the coming weeks;
1. 'Resource Plan_12w Discount'  - this describes the full team anticipated by HMRC available for the full duration of the 12 week delivery plan. As above, discounts for certain roles are described in columns T - X.
2. 'Resource Plan_Actual Effort' - this describes the price we propose based on the same duration for delivery but with a smoothed resource profile that reflects a more likely, based on experience, onboarding and offboarding of resources.
3. 'Resource Plan_10wplan' - this describes a variation to the plan in our proposal. We believe that this work can be delivered in just 10 weeks as we assume HMRC to have much of the data requirements prepared through Phase 1 of Sourcing 2020. This will increase the pace of mobilisation and enable a quicker delivery.”

 Attached 
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Sourcing 2020 Consultancy Support - SR219917702 - Charging final.xlsx
Rate Card

		Sourcing 2020 Consultancy Support Charging Model - Rate Card

		Tender Reference:   Sourcing 2020 Consultancy Support - SR219917702														Tenderer Name: Deloitte LLP										Date Completed: 16/07/2019

		In the table below , please confirm the: 
- maximum day rates chargeable from the Management Consultancy Framework Two (MCF2).
- day rates you intend to charge for the Sourcing 2020 Consultancy Support. 
The rate card, which will be used to: 
i. Provide a comparison on the rates arrived at through the tender process for this work package compared against the standard MCF 2 rates;
ii. Readily demonstrate how Value for Money (VfM) is being achieved through the use of the framework/framework discounted rate card; and
iii. Provide the pricing basis for determining the potential costs of any future work packages commissioned through this contract, where VfM can clearly be demonstrated.  
iiii. For the purposes of this proposal a man day is considered 8 hours and a workign week is considered 5 days list 


		Note for evaluation: 
*NEW TEXT*:  Further to HMRC's clarification on the approach to evaluating price, please find attached Deloitte's revised position. We have re-ordered the spreadsheet tabs as our proposal is amended to offer our accelerated 10 week pricing plan, described in 'Resource Plan_10wplan'. Clearly the delivery plan we have submitted as part of the original Quality submission will also need to be amended should we be successful.  We have assumed that the instruction '3.5.5 During week one of the Assignment, the Service Provider must agree a baseline version of the Implementation Plan, including the milestone payment plan, which will then form part of the contract. ' contained within the document 190703 Consultancy Support v08 allows for this appropriately. 
*Previous text*:
Deloitte’s commercial position is not to discount rates on MCF as this risks prejudicing our integrity and position in the wider central government landscape.
In the tender response we have focused on value for money through invested time, driving down the total price while maintaining the resource profile. This is combined with access to a wider resource pool of expertise to assist with the 'independent challenge' requested and to drive better outcomes. 
- In recognition of the expected Partner discounts our proposal provides our Engagement Partner's time free of charge.  
- The Quality Assurance Partner and Lead Relationship Partner are also at no cost to HMRC.
- In addition we also propose 12 days of subject matter expertise (the Insight & Challenge squad), at no cost, at an average of the Director/SeniorManager grade. 
- In the Resource Plan tabs, we also provide variations of volume discounts at our Principle Consultant and Senior Consultant, positively impacting the total price.

Our submission contains the following three priced responses, which we hope to discuss with you in the coming weeks;
1. 'Resource Plan_12w Discount'  - this describes the full team anticipated by HMRC available for the full duration of the 12 week delivery plan. As above, discounts for certain roles are described in columns T - X.
2. 'Resource Plan_Actual Effort' - this describes the price we propose based on the same duration for delivery but with a smoothed resource profile that reflects a more likely, based on experience, onboarding and offboarding of resources.
3. 'Resource Plan_10wplan' - this describes a variation to the plan in our proposal. We believe that this work can be delivered in just 10 weeks as we assume HMRC to have much of the data requirements prepared through Phase 1 of Sourcing 2020. This will increase the pace of mobilisation and enable a quicker delivery.

		MCF2 Role Description								Maximum Day Rate from Framework				Proposed Day Rate for the Sourcing 2020 Consultancy Support				Weekly discounted rate*		Description of role intended to be used for the Sourcing 2020 Consultancy Support (i.e. Systems Architect) which should be aligned to the applicable role description from MCF2 Framework. 



		Partner/Managing Director								£2,600.00				£2,600.00				NA		Relationship lead, quality assurance of our work and subject matter expertise

		Director/Senior Manager								£1,900.00				£1,900.00				NA		Programme leaders, quality management, deep technical/sourcing expertise, ownership of strategy and vision

		Priniciple Consultant/Manager 								£1,350.00				£1,350.00				NA		Sourcing, Finance and Technology Leads: Manage and deliver whole work packages and manage the Deloitte resources. Expertise in particular areas of scope.

		Senior Consultant								£980.00				£980.00				NA		Sourcing Manager: Ownership of deliverables and subsets of activities

		Junior Consultant								£750.00				£750.00				NA		Sourcing Support: Support to work packages and manage team logistics









Resource Plan - 12w Discount

		Sourcing 2020 Consultancy Support Charging Model - Resource Plan

																		Tenderer Name: Deloitte LLP														Date Completed: 21/08/2019

		The purpose of the resource plan is to allow HMRC to assure that the appropriate resource is being utilised for the delivery of the milestones.
The prices detailed in the Milestone Charging Table take precedent over any total costs arrived at in preparing this resource plan.
The day rate should be those shown in the Rate Card tab. 
The costs arrived at using this method should correlate with the charges detailed in the Milestone Charging Table. 


		Role / Line Item Description
(Where additional team members or additional costs will be incurred, please add description on the lines below)								Number of Man-days Week Commencing																								Weekly totals aggregated to provide total number of man days		Total Number of Man-days per team member		Chargeable Days		Deloitte Investment Days		Day Rate		Full Cost Fee 		Discount Value		Total Discounted Fees (excl VAT)						Day Check
(if zero - OK)

										2-Sep		9-Sep		16-Sep		23-Sep		30-Sep		7-Oct		14-Oct		21-Oct		28-Oct		4-Nov		11-Nov		18-Nov						Chargeable Days		Deloitte Investment Days														Deloitte Investment Days

		Total Number of Days per Week

		Partner/Managing Director								1		1		1		1		1		1		1		1		1		1		1		1		1		12		0		12		£2,600.00		£31,200.00		£31,200.00		£0.00						0

		Director/Senior Manager								5		5		5		5		5		5		5		5		5		5		5		5		5		60		50		10		£1,900.00		£114,000.00		£19,000.00		£95,000.00						0

		Priniciple Consultant/Manager (Technologist)								2.5		2.5		2.5		2.5		2.5		2.5		2.5		2.5		2.5		2.5		2.5		2.5		2.5		30		0		30		£1,350.00		£40,500.00		£40,500.00		£0.00						0

		Priniciple Consultant/Manager (Sourcing)								5		5		5		5		5		5		5		5		5		5		5		5		5		60		20		40		£1,350.00		£81,000.00		£54,000.00		£27,000.00						0

		Priniciple Consultant/Manager (Sourcing)								0		5		5		5		5		5		5		5		5		5		5		5		4.5833333333		55		35		20		£1,350.00		£74,250.00		£27,000.00		£47,250.00						0

		Priniciple Consultant/Manager (Financials)								5		5		5		5		5		5		5		5		5		5		5		5		5		60		44		16		£1,350.00		£81,000.00		£21,600.00		£59,400.00						0

		Consultant/Senior Consultant (Sourcing)								5		5		5		5		5		5		5		5		5		5		5		5		5		60		50		10		£980.00		£58,800.00		£9,800.00		£49,000.00						0

		Consultant/Senior Consultant (Sourcing)								0		5		5		5		5		5		5		5		5		5		5		5		4.5833333333		55		35		20		£980.00		£53,900.00		£19,600.00		£34,300.00						0

		Consultant/Senior Consultant (PMO)								5		5		5		5		5		5		5		5		5		5		5		5		5		60		50		10		£980.00		£58,800.00		£9,800.00		£49,000.00						0

		Junior Consultant (Sourcing)								5		5		5		5		5		5		5		5		5		5		5		5		5		60		50		10		£750.00		£45,000.00		£7,500.00		£37,500.00						0

		Total Number of man days across all disciplines								33.5		43.5		43.5		43.5		43.5		43.5		43.5		43.5		43.5		43.5		43.5		43.5				512		334		178		Totals		£638,450.00		£240,000.00		£398,450.00						0



																										Additional expected investment

		Assumptions:																												QA Partner						2		0		2		£2,600.00		£5,200.00		£5,200.00

		- Bank Holidays and other leave are not taken into account in this charging model																												Relationship Partner						2		0		2		£2,600.00		£5,200.00		£5,200.00

																														SME Squad						12		0		12		£1,900.00		£22,800.00		£22,800.00

																																												£33,200.00		£33,200.00

																																										Total Discount Value				£273,200.00





Milestone Charging_12w Discount

		Sourcing 2020 Consultancy Support Charging Model - Milestone Charging Table / Implementation Plan

		Tender Reference: Sourcing 2020 Consultancy Support - SR219917702														Tenderer Name: Deloitte LLP																Date Completed: 21/08/2019

		For the delivery of this assignment, In Column A, identify and provide descriptions the key activities/deliverables/milestones that will be needed to complete the work.
Using the "Week Commencing Dates" Columns E to P block out the week in which the  activities/deliverables/milestones will be completed to provide an outline Implementation Plan
In column Q include the Charge for the activities/deliverables/milestones on the understanding that these will be charged at the end of the month in which they take place. 
Add up all of the charges in Column Q for all of the individual activities/deliverables/milestones to arrive at the total charge. 
In the eSourcing event, the Total Charge should be included in response to question 3.2.1.
In the eSourcing event, once all of the tabs are completed, Milestone Charging Table, Rate Card, Resource Cost Table,  the completed spreadsheet should be attached to question 3.2.1.
At arriving at the 'Total Charge' this should be viewed as a 'Fixed Price' for the assignment unless agreement is reached in writing for this to be changed as a formal contract variation. 

		Activities/Deliverable/Milestone Descriptions								Week Commencing Dates																								Charge per Milestone (excl VAT)		Dependencies on/ Requirements needed of/ HMRC 

										2-Sep		9-Sep		16-Sep		23-Sep		30-Sep		7-Oct		14-Oct		21-Oct		28-Oct		4-Nov		11-Nov		18-Nov

		Implementation Plan																																		Information available on day 1: Relevant HMRC strategies & policies, outputs from Sourcing 2020 – Phase 1, overview of HMRC IT landscape, details of current HMRC IT usage (incl. volumes, licenses, key cost drivers), HMRC contract register (incl. supplier details, start & end dates, values, contract owner, extension position, contract owner), 1 year breakdown of spend for the 9 sourcing packages (incl. line items, invoices, value, supplier, descriptions), supplier relationship data and lead users.

HMRC Resources: Access to HMRC resources (incl. Commercial, Sourcing, Finance, Technology and PMO resources) as per our submission

FInalisation of detailed approach  The joint team will work together to understand the HMRC objectives and refine the approach as needed based on key factors including Deloitte insight, HMRC priorities and key risks.  The milestone delvierables will be updated to reflect any change in the approach.


		Sprint 1																																£132,816.67

		Define Business Needs

		Conduct Peer Technolgy Comparisons

		Define Sourcing Category Groups

		Map Stakeholders

		Identify Data Types, Source & Gather

		Sprint 2																																£132,816.67

		Profile Categories

		Provide Category Hypothesis Opportunuities

		Conduct Indicative Make vs Buy Analysis

		Benchmark Pricing & Options

		Sprint 3																																£132,816.67

		Enable Value Targetting

		Identify Supply Market Options

		Build Should Cost Model

		Develop Sourcing Strategies

		Fact Based Negotiation Strategies

		Other Additional Charges

																																Total Charge		£398,450.00
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PROTECT - COMMERCIAL

		

HM REVENUE & CUSTOMS



REQUEST FOR PROPOSAL – PART 1







		Title:

Name of project / requirement 

		Sourcing 2020 Consultancy Support 



		HMRC Reference:

To be quoted in all correspondence

		SR219917702



		Date issued:

		03 July 2019



		Deadline for Responses:

		16 July 2019 12:00hrs







		1.

		Contact Details



		Issued to:

		MCF2 Lot 2 Service Providers suppliers who responded to EoI issued 12 June 2019 

		From:

		Kirstie Colder



		Address:

		

Lot 2







		Address:

		HMRC Commercial Directorate

6th Floor, Plaza 1, Ironmasters Way, Telford TF3 4NT







		Contact name:

		

		Contact name:

		Kirstie Colder



		Email:

		

		Email:

		kirstie.colder@hmrc.gov.uk



		Telephone:

		

		Telephone: 

		+44 3000558910







		2.

		Background



		

2.1 Background to HMRC

HM Revenue & Customs (HMRC) is one of the UKs largest organisations, with approximately 60,000 full-time equivalent staff. Almost every individual and business in the UK is a direct customer of HMRC.

HMRC is an effective, efficient and impartial tax and payment authority with the vital purposes of:

· Collecting the money that pays for the UK’s public services and help families and individuals with targeted financial support

· Helping the honest majority to get their tax right and make it hard for the dishonest minority to cheat the system

· Collecting over £500 billion a year in revenue from 45 million individuals and 4.9 million business customers

· Playing a key role in enforcing UK Border Controls and national minimum wage levels, administering environmental taxes and recovering student loans

HMRC is a non-ministerial government department which was formed in 2005 through the merger of the Inland Revenue and HM Customs and Excise. 



2.2 Background to Sourcing 2020 IT Programme

2.2.1 Chief Digital and Information Office (CDIO) is the internal department tasked with the provision of critical IT services which enable billions of pounds of annual tax revenue, customer interfaces, and other UK tax operational systems.

2.2.2 HMRC is migrating to a new IT vendor landscape over the coming years. To ensure this complex undertaking delivers business continuity whilst generating annualised savings to reinvest in technology modernisation a programmatic approach is being applied which requires the infusion of additional technology sourcing capability.





		3.

		Requirements



		3.1 General Requirements



3.1.1 HMRC is seeking support from a Service Provider with proven expertise in the knowledge of leading-edge financial technology that can help HMRC to offer end-to-end user services, and the application of innovative industry-recognised sourcing approaches that optimise usage / consumption, challenge service specifications, and leverage spend volumes to unlock greater value.



3.1.2 For the initial Statement of Work package detailed in this section, the Service Provider will work alongside a team from HMRC (primarily comprising representatives from the Commercial Directorate, CDIO, Customer Groups, and Finance) to plan and launch Phase 2 of HMRC’s Sourcing 2020 IT Programme.



3.1.3 It is currently planned that Phase 2 of the programme will address the following Level 2 Sourcing Packages:

1. Core Business Platforms: New PAYE Service (NPS), National Insurance database (NIRS2), SAP Enterprise Tax Management Platform (ETMP)

2. Data Analytics

3. Networks

4. Security

5. Hosting

6. Digital

7. Managed Desktop Services

8. Test & Release / QA

9. Technical Services



3.1.4 The Service Provider will work with the HMRC team to provide leading practice supply market and category planning support which will be combined with internal inputs to reach an agreed set of plans and an approach to execute that will meet HMRC’s needs.



3.1.5 To enable HMRC to fully understand “the art of the possible” and better understand best-practice technology solutions for end-to-end tax user services, the Service Provider must:

a. bring external, best-practice experience of tax authorities or best-of-breed public-sector bodies and their enabling technology;

b. be able to advise on the emerging trends which will significantly impact best-practice in the coming 3-5 years.

c. potentially facilitate supplier days to enable the HMRC expert teams to understand existing and emerging best-practice; and 

d. challenge constructively existing HMRC practice in the areas of technology provision.



3.1.6 The Service Provider should not consider any potential strategy; platform; or process re-engineering to be “off-limits” – HMRC expects its existing strategy/approach to be challenged.



3.1.7 The Service Provider will conduct stakeholder workshops and interviews with HMRC’s Customer Service Groups (CSG) and CDIO experts in order to understand current departmental technology requirements to inform the work. 



3.1.8 The Service Provider will produce a number of outputs, mapped to a stepped approach to Phase 2, that help to constitute a clear strategy on what, when and how HMRC should source the technology that enables the provision of end-to-end user services at a reduced cost to serve.



3.1.9 HMRC requires all bidders to ensure that in the event they are successful in this competitive procurement exercise, no conflict of interest between this Sourcing 2020 Consultancy Support call off and any other services being supplied currently, or in the future, shall arise.



3.2 Outcome Products



3.2.1 The Service Provider is required to deliver an agreed set of products for a given set of sourcing categories or sub-categories. Each product or a variation of the products as agreed is mapped to a step in the overall approach to Phase 2 as shown in the non-exhaustive list of products here:



Data Collection and Analysis

1. Define Business Needs

2. Conduct Peer Technology Comparison

3. Define Sourcing Category Groupings based on End-To-End User Services

4. Map Stakeholders

5. Identify Data Type, Source and Gather

6. Profile Categories (Baseline, User, Specification, Volume)

7. Provide Category Opportunity Hypotheses and Value Levers

8. Conduct Indicative Make vs Buy Analyses



Opportunity Development & Negotiation

9. Enable Value Targeting (Opportunity Development, Costing, and Prioritisation)

10. Identify Supply Market Options

11. Benchmark Pricing and Options

12. Build Should-Cost Models, Industry Cost Drivers

13. Develop Sourcing Strategies and Approach, Plans

14. Produce Fact-Based Negotiation Strategies



3.3 Skills



3.3.1 The successful Service Provider must have relevant people, suitable assets, and deep experience. Critically, we will be looking for vendors to showcase their capabilities by demonstrating their expertise in:

a. Supply Markets for Technology (including financial technology) Categories of Spend;

b. Methodologies for the execution of complex large-scale Sourcing Category Transformation;

c. Operating in and effecting change within Central Government / Public Sector.



3.4 Security



3.4.1 In the delivery of the service, the Service Provider must ensure that the standards, best practice guidelines and approaches that are required to protect UK government assets contained in the Security Policy Framework are adhered to. 



3.5 Duration / Implementation Plan



3.5.1 The proposed start date for the assignment is targeted to be in August 2019 for mobilisation activities / soft start.

3.5.2 The proposed duration of the initial assignment to conduct all of the work including the delivery of the outcome Products / Statement of Work is expected to be 8-12 weeks. 

3.5.3 The planned end date for the Sourcing 2020 IT Programme is currently July 2022, although this is subject to a number of planning assumptions and variables and as such is liable to change.

3.5.4 As part of the Charging Model spreadsheet provided at Annex A, the Service Provider will provide a Draft Implementation Plan, which includes milestones and proposed milestone payments for an assumed team in the initial Statement of Work.

3.5.5 During week one of the Assignment, the Service Provider must agree a baseline version of the Implementation Plan, including the milestone payment plan, which will then form part of the contract.   

3.5.6 Any changes to the baseline version of the Implementation Plan must be agreed by both parties in writing.



3.6 Extension



3.6.1 Provision is made for work packages to be commissioned for an extended period beyond the initial 8-12 weeks to July 2022. Any work commissioned during the extended period: 

a. must be detailed in a Statement of Works type document and agreed in writing by both parties as formal contract variation, prior to any additional work commencing;

b. will be able to run until completion even if the works extends beyond the extended period end date;

c. all terms/day rates agreed for the initial Statement of Works will apply. 



3.6.2 Due to the likelihood of significant further work packages being commissioned up to 2022, which will be reflected in the end date of the call off, and the commitment from HMRC this will demonstrate, HMRC will be closely scrutinising the rates offered by Service Providers against the prevailing framework rates. 



3.7 Location 



3.7.1 The nature of the work required and HMRCs security requirements mean that the majority of the work will be delivered from HMRC premises, with some work able to be completed at the Service Providers premises.  

3.7.2 The primary locations for delivery of the services will be HMRC offices at: 100 Parliament Street. London SW1 2BQ; 10 South Colonnade, London E14 4PU; and Abbey House, Whitechapel Way, TF2 9RG. Telford Shropshire.

3.7.3 As part of the delivery, for example to conducts stakeholder workshops and meetings, it may be necessary for the Service Provider to travel to other HMRC sites.





		4 Charging Schedule



		4.1 Pricing Structure

4.1.1 The pricing terms for the Statement of Works are outlined in the Section 3, Requirements.

4.1.2 The pricing structure will consist of the following elements contained in the Excel spreadsheet Charging Schedule provided at Annex A:

a. An implementation plan with costed milestones to arrive at an overall price;

b. A resource plan, which will allow HMRC to monitor that the resource detailed in the resource plan has generally been used for the delivery of the milestones; and

c. The rate card, which will be used to: 

i. Provide a comparison on the rates arrived at through the tender process for this work package compared against the standard MCF 2 rates;

ii. Readily demonstrate how Value for Money (VfM) is being achieved through the use of the framework/framework discounted rate card; and

iii. Provide the pricing basis for determining the potential costs of any future work packages commissioned through this contract, where VfM can clearly be demonstrated.  



4.1.3 The charges shown in the implementation plan for delivering the milestones take precedent and act as the pricing mechanism for invoicing purposes. 

4.1.4 The overall charges provided by the Service Provider in the resource plan should be used for validation purposes only, in that the total costs arrived at using the grades and day rates detailed in the resource plan, should correlate with the milestone approach.  



4.2 Invoicing



4.2.1 The invoices must only be submitted upon completion of the milestones and at the amount to be charged for each milestone as detailed in the Implementation Plan for the initial outcome products/statement of work, and any subsequent agreed statement of works. 



4.2.2 Prior to invoicing acceptance and approval must be sought from the HMRC work manager that the milestone has been completed. 



4.2.3 Under no circumstances should the aggregated amount of invoices, including the proposed value of your final invoice, exceed the amount stated in the signed contract, unless additional work has subsequently been agreed in writing as a formal contract variation.  



4.3 Expenses



4.3.1 Expenses will not be payable if a supplier is invited to make a presentation for clarification purposes as part of the tender process.



4.3.2 Given that the majority of the work should be able to be completed at HMRC’s primary locations and at the Service Provider’s own premises, additional Travel and Subsistence expenses will not be paid and must be accounted for as part of the base charge proposal. 

4.3.3 Should excessive requests be made of the Service Provider to travel to other HMRC sites then Travel and Subsistence expenses will only be paid with the prior agreement of the HMRC Work Manager. 



4.3.4 Any expenses agreed to by the HMRC Works Manager must be in compliance with HMRC travel & subsistence policy, which will be provided at the time of the request.       



4.3.5 All other expenses/disbursements will be payable at the discretion of HMRC Work Manager. The Service Provider shall not incur any such expenses without the prior approval of the HMRC Work Manager. Any expense incurred by the Service Provider without prior approval shall not be reimbursed.





		5 

		Commercial Terms



		5.1 Terms & Conditions.



5.1.1 Any contract entered into as a result of this RFP process will be under the auspices of the CCS Management Consultancy Framework Two (MCF2), Contract ID RM6008, Terms & Conditions.



5.1.2 The “RM6008 MCF2 Call Off Order Form v2” template will be used to formalise and execute the contract, and will include the framework Terms & Conditions.  

 

5.2 Additional HMRC specific terms & conditions. 



5.2.1 The following additional HMRC specific terms & conditions shall also apply:

a. The Service Provider shall at all times comply with the Value Added Tax Act 1994 and all other statutes relating to direct or indirect taxes.

b. Failure to comply may constitute a material breach of this Contract and HMRC may exercise the rights and provisions conferred by the Condition of Termination in the relevant contract.

c. The Service Provider shall furnish to HMRC the name, and if applicable, the Value Added Tax registration number, PAYE collection number and either the Corporation Tax or Self-Assessment reference of any agent, supplier or sub-contractor of the Service Provider prior to the commencement of any work under this Contract by that agent, supplier or sub-contractor.  Upon a request by the HMRC, the Service Provider shall not employ or will cease to employ any agent, supplier or sub-contractor.



5.2.2 The Service Provider shall ensure that all personnel (employees, sub-contractors, associates etc) providing services have been checked in accordance with the HMG Baseline Personnel Security Standards (BPSS).  The successful Service Provider will be asked to provide further assurance at the ‘point of supply’ via the contract documentation.



5.2.3 Where additional personnel are provided or personnel are replaced during the contract the Service Provider will assure that the relevant checks are in place for the additional/replacement personnel.



5.2.4 By submitting a response to this Request for Proposal, HMRC will deem that you accept the above HMRC minimum requirements.





		6 

		Tender Responses



		6.1 Procurement Timeline



6.1.1 The outline planned procurement timeline, which may be subject to change is: 

a. Issue RFP –                                                             03/07/2019

b. Deadline for Clarification Questions –                     08/07/2019 17:00hrs

c. Deadline for Tender Responses –                           16/07/2019 12:00hrs

d. Complete evaluation of tender responses –            19/07/2019

e. Clarification Meetings –                                           W/C 22/07/2019

f. Contract Start Date –                                               19/08/2019



6.2 Clarification Meeting(s)



6.2.1 As referred to in the Tendering Instructions, HMRC reserves the right to request clarification meetings with those applicants, where further clarification of their tender response is needed to ensure that all aspects of the contract requirements will be met.



6.2.2 Should any clarification meetings be required these will take place:

· During the week commencing 22nd July 2019; and will be held at 

· 100 Parliament Street. London SW1 2BQ



6.3  Award Weighting Requirements



6.3.1 The award criteria that will be used for this procurement are as follows:

·     Quality – 75% 

· Cost   –   25%



Please note that HMRC will evaluate Cost across the grades of personnel deployed, attaching most importance to the grade incurring most of the cost



5% level of Director/Partner investment offered – all 5% awarded if expected investment as set out at 7.3.1c is realised in your proposal, 0% awarded if not.

5% Director/Partner

12% Sourcing/Financial/Technologist Lead roles as set out here and at 7.3.1c

3% Other roles Sourcing/PMO



6.4 Scoring



Scoring will be kept within bands and scores allocated for your maximum 20 page proposal will be in line with the scoring scheme contained in the following table.    



		Score

		‘Closed’ Question Criteria

		‘Open’ Question Criteria



		100

		Excellent answer which meets all of the requirements and provides all of the required detail.

		The response is excellent and completely relevant. The response is comprehensive, unambiguous and demonstrates an excellent understanding of, and meets, the requirements in all aspects, with no clarification required. The response is well thought out and/or provides

· highly credible examples;

· benefits; or 

· innovation.  



		80

		Good answer which meets all of the requirements but lacks some minor detail 

		The response is good and highly relevant. The response indicates a good understanding of the requirements and provides sufficient detail across all areas. The response demonstrates how the requirements will be met in the main, which may require minor clarification only. 



		60

		Satisfactory answer, which meets the requirements in many aspects, but fails to provide sufficient detail in some areas.

		The response is satisfactory and relevant. The response indicates a satisfactory understanding of the requirements in most aspects, although may lack detail in certain areas. The response suggests that the outline requirements would be met satisfactorily but may some clarification may be required.



		40

		Limited answer which satisfies some aspects of the requirements, but fails to meet the specification in the whole.

		The response is limited and partially relevant.  The response indicates partial understanding of the requirement. The response contains ambiguities or deficiencies, which suggests that the requirements could be met, but clarification would be required. 



		20

		Poor answer which significantly fails to meet the requirements.

		The response is poor and only partially relevant. The response addresses some aspects of the requirements but contains insufficient/limited detail or explanation. The response demonstrates only limited understanding of the requirement. The response contains ambiguities or deficiencies which suggest the requirements would not be met. 



		0

		The response is not considered relevant. The response is unconvincing, flawed or otherwise unacceptable. Response fails to demonstrate an understanding of the requirement. 





6.5 Whilst in general the HMRC Instructions to Tenderers will apply, please note that because HMRC require effectively an answer to a single question, the ‘proposal’ in response to this RFP, instructions to average scores across technical questions will not apply.









		7 

		Request for Proposal Response 



		7.1 Response format



7.1.1 Vendor responses should be submitted electronically using HMRC’s eSourcing Portal. 



7.1.2 Vendors should register on HMRC’s eSourcing portal using the following link   http://hmrc.supplier-eu.ariba.com/ad/register/SSOActions?type=ful 



7.1.3 Vendors need to ensure they complete the profile to 100% and also ensure the ‘request profile’ box has been ticked before submitting for approval.



7.1.4 Once registered vendors should notify the contact listed in section 1.



7.1.5 Accessibility needs, which cover a range of disabilities, should be highlighted to HMRC at the earliest opportunity if it felt that they may hinder the Tenders’ ability to provide a response.

7.1.6 As part of the e-Sourcing event suppliers are required to answer all of the questions contained within the questionnaires.



7.2 Selection Questionnaire



7.2.1 In response to the Selection Questionnaire, the applicant must provide: 

a. general organisation information, and 

b. financial information to allow revenue compliance checks to be made.



7.3 Quality Questionnaire



7.3.1 In response to this questionnaire the applicant should prepare a formal proposal of no more than 20 pages in MS PowerPoint (excluding appendices). Within your proposal HMRC requires you to propose a process and definition of acceptance criteria that can be applied. The formal proposal should explain how the requirements will be met and relating to the following specific sections of the requirements the following information should be provided;



a. Section 3.1, General Requirements – 

1. provide details of previous experience of supporting large organisations in the public or private sector, to transform Categories of Spend. 

2. provide a more specific case study of no more than two pages detailing your experience of implementing a similar programme with one specific organisation referenced by name or sector, including the outcomes and benefits achieved.

 

b. Section 3.2, Outcome Products -   

                Provide details of the approach you would take to developing:



Data Collection and Analysis

1. Define Business Needs

2. Conduct Peer Technology Comparison

3. Define Sourcing Category Groupings based on End-To-End User Services

4. Map Stakeholders

5. Identify Data Type, Source and Gather

6. Profile Categories (Baseline, User, Specification, Volume)

7. Provide Category Opportunity Hypotheses and Value Levers

8. Conduct Indicative Make vs Buy Analyses



Opportunity Development & Negotiation

9. Enable Value Targeting (Opportunity Development, Costing, and Prioritisation)

10. Identify Supply Market Options

11. Benchmark Pricing and Options

12. Build Should-Cost Models, Industry Cost Drivers

13. Develop Sourcing Strategies and Approach, Plans

14. Produce Fact-Based Negotiation Strategies



c. Section 3.3, Skills – 

1. provide a summary, of no more than one page each, for each of your proposed team members you intend to use on the assignment that demonstrates that all of the required skills will exist within the team;

2. provide representative summaries of any additional resources, for example specific experts, that you intend to call upon to deliver the services. 



A Service provider team of 8.5 full/part time roles is anticipated for the initial activities – HMRC has formed a view of the resourcing model required and vendors are required to provide costs against this in section 7.4. Nevertheless we would be open to vendors suggesting alternative models, in addition, to the outline provided below.



Please stipulate whether or not a role is billable and any investment that is being made.

· Part-time Partner / Managing Director (Relationship / Executive oversight. This may be a non-billable role, for example)

· 1 x Director / Senior Manager (Delivery Lead)

· 2 x Principle Consultant / Manager (Sourcing Leads)

· 1 x Principle Consultant / Manager (Financials Lead)

· 0.5 x Principle Consultant / Manager (Technologist Lead)

· 2 x Consultant / Senior Consultant (Sourcing)

· 1 x Consultant / Senior Consultant (PMO)

· 1 x Junior Consultant (Sourcing)





d. Section 3.4, Security - 

Please complete the HMRC Security Questionnaire attached in Annex B





7.4 Cost Effectiveness 



7.4.1 The Charging Schedule spreadsheet provided at Annex A, must be completed and attached to the cost effectiveness question 3.2.1.

7.4.2 Should any explanation need to be provided of your proposed charging for the initial 12 week work package then this should be provided in the comment box connected to this question. 

7.4.3 In the Cost Effectiveness questionnaire, all questions must be answered and all information provided to ensure final total pricing transferred into the contract.   

7.4.4 There will be no opportunity to directly negotiate prices so it is important that competitive pricing is used at the outset. 

7.4.5 HMRC does reserve the right to clarify pricing as may be necessary. 











		8 

		Further information



		

8.1 Questions and Clarifications



8.1.1 Please send any clarification questions you have on this Request for Proposal via the eSourcing Portal using the ‘Compose Message’ field. In order to provide you with a comprehensive answer to your questions, HMRC request that all clarification questions are received by 05/07/2019 17:00hrs

8.1.2 If for any reason the messaging system be unavailable, then all queries in relation to this Request for Quote should be directed to the HMRC contact detailed in section1. 

8.1.3 Commercial Directorate co-ordinates all queries in order to ensure equity of treatment of all potential Contractors.  Therefore, the business areas must not be contacted directly.



8.2 General Information



8.2.1 Documents, together with any requested attachments, should be submitted in a single WinZip-compatible file (identified with the potential provider’s name). If the WinZip-compatible file exceeds 20MB the enclosed documents should be divided across a number of files such that each file is less than 20MB.

8.2.2 Instructions and guidance for completion of the on-line element are available from the help menus within the supplier’s area of the portal.



8.2.3 If any part of your submission is incomplete, it may not be evaluated resulting in you being excluded from the process.



8.2.4 In your response to the requirements, please do not:



a. reference your answers from one response to another, even where there is commonality;

b. submit additional documentation with your response except where specifically requested;

c. include publicity material of any kind, e.g. brochures and web references; or

d. contain any inserted, pasted or embedded; pictures or documents (e.g. image files, Adobe Acrobat documents or other Word documents).



8.2.5 Any additional items where requested should be provided as separate files using the format specified e.g. MS Word, MS Excel, MS PowerPoint, Adobe Acrobat or jpeg formats; no other formats should be used.



8.2.6 Where a supplier exceeds the permitted number of attachments and/or any maximum page limits, HMRC may disregard any information provided which is over and above the permitted limit.



8.2.7 These instructions are designed to ensure that all suppliers are given equal treatment.  It is important therefore that you provide all the information asked for in the format and order specified.












Annex A - Charging Schedule



The embedded Charging Schedule below must be completed and provided as part of your proposal response.





All three tabs in the Charging Schedule must be completed

· Milestone Charging Table;

· Rate Card; and 

· Resource Plan  



Annex B – HMRC Security Questionnaire



The embedded Security questionnaire must be fully completed and provided as part of your proposal response.
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Rate Card


			Sourcing 2020 Consultancy Support Charging Model - Rate Card


			Tender Reference:   Sourcing 2020 Consultancy Support - SR219917702																					Tenderer Name:															Date Completed.


			In the table below , please confirm the: 
- maximum day rates chargeable from the Management Consultancy Framework Two (MCF2).
- day rates you intend to charge for the Sourcing 2020 Consultancy Support. 
The rate card, which will be used to: 
i. Provide a comparison on the rates arrived at through the tender process for this work package compared against the standard MCF 2 rates;
ii. Readily demonstrate how Value for Money (VfM) is being achieved through the use of the framework/framework discounted rate card; and
iii. Provide the pricing basis for determining the potential costs of any future work packages commissioned through this contract, where VfM can clearly be demonstrated.  
iiii. For the purposes of this proposal a man day is considered 8 hours and a workign week is considered 5 days list 



			MCF2 Role Description												Maximum Day Rate from Framework						Proposed Day Rate for the Sourcing 2020 Consultancy Support						Weekly discounted rate 			Description of role intended to be used for the Sourcing 2020 Consultancy Support (i.e. Systems Architect) which should be aligned to the applicable role description from MCF2 Framework. 





			Partner/Managing Director												£						£						£


			Director/Senior Manager												£						£						£


			Priniciple Consultant/Manager 												£						£						£


			Senior Consultant												£						£						£


			Junior Consultant												£						£						£














Resource Plan


			Sourcing 2020 Consultancy Support Charging Model - Resource Plan


																											Tenderer Name:																					Date Completed:


			The purpose of the resource plan is to allow HMRC to assure that the appropriate resource is being utilised for the delivery of the milestones.
The prices detailed in the Milestone Charging Table take precedent over any total costs arrived at in preparing this resource plan.
The day rate should be those shown in the Rate Card tab. 
The costs arrived at using this method should correlate with the charges detailed in the Milestone Charging Table. 



			Role / Line Item Description
(Where additional team members or additional costs will be incurred, please add description on the lines below)												Number of Man-days Week Commencing																																				Weekly totals aggregated to provide total number of man days			Total Number of Man-days per team member			Day Rate			 Line Item Cost


															19-Aug			26-Aug			2-Sep			9-Sep			16-Sep			23-Sep			30-Sep			7-Oct			14-Oct			21-Oct			28-Oct			4-Nov


			Total Number of Days per Week


			Partner/Managing Director												1			1			1			1			1			1			1			1			1			1			1			1			1			12			£0.00			£0.00


			Director/Senior Manager												5			5			5			5			5			5			5			5			5			5			5			5			5			60			£0.00			£0.00


			Priniciple Consultant/Manager (Technologist)												2.5			2.5			2.5			2.5			2.5			2.5			2.5			2.5			2.5			2.5			2.5			2.5			2.5			30			£0.00			£0.00


			Priniciple Consultant/Manager (Sourcing)												5			5			5			5			5			5			5			5			5			5			5			5			5			60			£0.00			£0.00


			Priniciple Consultant/Manager (Sourcing)												5			5			5			5			5			5			5			5			5			5			5			5			5			60			£0.00			£0.00


			Priniciple Consultant/Manager (Financials)												5			5			5			5			5			5			5			5			5			5			5			5			5			60			£0.00			£0.00


			Consultant/Senior Consultant (Sourcing)												5			5			5			5			5			5			5			5			5			5			5			5			5			60			£0.00			£0.00


			Consultant/Senior Consultant (PMO)												5			5			5			5			5			5			5			5			5			5			5			5			5			60			£0.00			£0.00


			Junior Consultant (Sourcing)												5			5			5			5			5			5			5			5			5			5			5			5			5			60			£0.00			£0.00


			Total Number of man days across all disciplines												38.5			38.5			38.5			38.5			38.5			38.5			38.5			38.5			38.5			38.5			38.5			38.5									Total Charge			£0.00











Milestone Charging Table


			Sourcing 2020 Consultancy Support Charging Model - Milestone Charging Table / Implementation Plan


			Tender Reference: Sourcing 2020 Consultancy Support - SR219917702																					Tenderer Name:																								Date Completed:


			For the delivery of this assignment, In Column A, identify and provide descriptions the key activities/deliverables/milestones that will be needed to complete the work.
Using the "Week Commencing Dates" Columns E to P block out the week in which the  activities/deliverables/milestones will be completed to provide an outline Implementation Plan
In column Q include the Charge for the activities/deliverables/milestones on the understanding that these will be charged at the end of the month in which they take place. 
Add up all of the charges in Column Q for all of the individual activities/deliverables/milestones to arrive at the total charge. 
In the eSourcing event, the Total Charge should be included in response to question 3.2.1.
In the eSourcing event, once all of the tabs are completed, Milestone Charging Table, Rate Card, Resource Cost Table,  the completed spreadsheet should be attached to question 3.2.1.
At arriving at the 'Total Charge' this should be viewed as a 'Fixed Price' for the assignment unless agreement is reached in writing for this to be changed as a formal contract variation. 


			Activities/Deliverable/Milestone Descriptions												Week Commencing Dates																																				Charge per Milestone			Dependicies on/ Requirements needed of/ HMRC 


															19-Aug			26-Aug			2-Sep			9-Sep			16-Sep			23-Sep			30-Sep			7-Oct			14-Oct			21-Oct			28-Oct			4-Nov


			Baseline Implementation Plan																																																£


			Eg. Conduct Workshop																																																£


			Eg. Deliver Strategic Plan																																																£


			Eg. Deliver Strategic Plan																																																£


			Eg. Deliver Architectural Blueprint																																																£


																																																			£


																																																			£


																																																			£


																																																			£


																																																			£


																																																			£


																																																			£


																																																			£


			Other Additional Charges																																																£


																																																Total Charge			£0.00
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Commercial Directorate Security Questionnaire





Note for buyers: The following questions should be used to form the basis of the Security Questionnaire for Business Impact Level 3. These questions should be adapted and added to, as appropriate, for Business Impact Levels 4 and 5.


The Commercial Directorate Security & Assurance Team are available to assist.



			Background





			The Contractor is required to prepare a Security Plan in accordance with the Client’s Security Policy.


The requirements set out in this Security Plan also apply to any sub-contractors engaged by the Contractor to perform any of the services under the Contract.



The Client has developed a standard set of questions and recommendations (see attached Appendices) to ensure consistency across relevant contracts. The Contractor is required to provide answers to the standard set of questions contained within this questionnaire to formulate the initial Security Plan.



This Security Questionnaire covers the principles of protective security to be applied in delivering the services in accordance with the Client's Security Policy and Standards
The Contractor’s response to this questionnaire, with any subsequent amendments as may be agreed as part of a clarification process, will be included in the signed version of any resulting agreement, as confirmation that the content of the Security Plan has been agreed with the Client.








			 1 Policy & Standards





			1a Please confirm that you understand that your responses to this questionnaire will form the initial Security Plan and will be included in the final signed version of any resulting agreement.








			1b Please confirm your organisation and any subcontractors' will conform to the requirements set out in the Government Security Policy Framework (SPF), Client security and business continuity policy standards (attached), any Security Requirements recorded in the schedules and/or Order Form.








			1c If you believe that the Public Sector Network (PSN) Code of Connection will apply to your organisation and any sub-contractors, please provide details of how you will conform to this.








			1d Please confirm that your organisation and any sub-contractors will handle Client assets in accordance with legislation including the Data Protection Act and in accordance with Clause D2 of the Contract.








			1e Please also confirm your Data Protection registration number. More information can be found via the following link: Information Commissioners Office








			1f Please provide details of your organisations Security Policy (or include as an attachment), which should be approved and issued in the name of Senior Management.








			1g If you are successful in the tender process, your Security Manager (or appointed person), will be required to sign a Security Aspects Letter (SAL) as part of the Contractual documentation. The SAL will define the Government Security Classification carried by the Client data; for information, the blank SAL template can be viewed at page 37 of the Contractual Process. 


Please provide the name of your Security Manager, who will act as a first point of contact and conduct ongoing management of security risks and incidents (including identification, managing, and reporting in line with agreed procedures for actual or suspected security breaches).








			1h If you intend to involve sub-contractors at any stage during the Contract please list them and provide details of how you will ensure their compliance with all aspects of this Security Plan.








			2 Physical Security (For requirements please see Appendix A – Physical Security)





			2a Please provide details of the procedures and security in place to control access to the site perimeter.



Detail measures such as fencing, CCTV, guarding, and procedures and controls in place to handle staff and visitors requesting access to the site.



Please also provide details of the maintenance schedule of your security controls to ensure their effectiveness.








			2b Please provide details of the procedures and security in place to control access to premises and any secure areas.



Detail measures such as automated access controls, locks, alarms, CCTV coverage and how the building structure meets the standard required for handling Client assets. 



Please also provide details of the maintenance schedule of your security controls to ensure their effectiveness.








			3 IT Security (For requirements please see Appendix B – IT Security)





			3a Please provide details of the controls and processes you have in place covering patching, malware (anti-virus), boundary/network security (intruder detection), content checking/blocking (filters), lockdown (prevention), and how regularly you update them.





			3b Please provide details of the overall security and access control policy of your systems covering physical and electronic assets (including communications connection equipment, e.g. bridge, routers, patch panels). You should record details of the formal registration/deregistration process, how users are Authorised, Authenticated and held Accountable for their actions. Also Include details of the measures in place to manage privilege access e.g. System Administrators and remote users.








			3c Please provide details of how your security and access control policy complies with the Client’s Security Policy (including where necessary, use and control of back up systems, network storage and segregation of Client data (including 'cloud' solutions), and additional security for more sensitive information assets). 








			3d Please describe how you ensure all software and data is approved before being installed, and how your information systems are reviewed for compliance with security implementation standards (e.g. penetration testing).








			3e Please provide details of the controls and processes (including level of encryption and controlled access procedures) you have in place for the use of portable media and storage devices exceptionally loaded with Client data.








			3f Please provide details of how all equipment (e.g. hardware, portable media) that holds or has held data will be destroyed or decommissioned, and how all data will be rendered unreadable and irretrievable in line with HMG Infosec Standard No. 5.








			4 Personnel Security (For requirements please see Appendix C – Personnel Security)





			4a Have all staff who will have access to, or come in to contact with Client data or assets undergone pre-employment checks as necessary? Please provide details of the measures you have in place.








			4b Please provide details of how you will ensure that all staff accessing Client data are aware of the confidential nature of the data and comply with their legal and specific obligations under the Contract?








			4c Please provide details of your procedures for on and off boarding staff? (Including removing access rights from staff).








			4d Please provide details of the ongoing training you provide to staff in respect of data security, including risk awareness and the identification and reporting of security incidents. Please also provide details of your documented information security procedures and processes that are available to all staff who will have access to, or come in to contact with Client data.








			4e The Client may request that the Contractor’s personnel who have access to Client data, and/or are directly involved in the service provision, sign a copy of the Client’s Confidentiality Agreement. Please confirm that, in the event that your bid is successful, you will provide signed hard copies of the Confidentiality Agreement for all personnel involved in this Contract if requested.








			5 Process Security (For requirements please see Appendix D – Process Security)





			5a Please provide details of the format in which Client data will be held, how you will ensure segregation of Client data, and the locations where this data will be processed.









			5b Please confirm your understanding and agreement that the transfer of any data to third parties (any individual or group other than the main Contractor including any associates/sub-contractors) is prohibited without prior written consent from the Client. If you anticipate transferring data, especially using portable media during the delivery of this project, please set out your proposed transfer procedures for consideration.








			5c Please confirm that you understand that Client Data should not be processed or stored outside the United Kingdom without the express permission of the Client. If you intend to store data outside of the UK, please provide details on how and where the data will be stored and also provide details of how you comply with Cabinet Office policy for offshoring.





			5d Client data must only used as necessary for the performance of your obligations under the Contract, or as otherwise expressly authorised in writing by the Client. In order to protect against loss, destruction, damage, alteration or disclosure, and to ensure it is not stored, copied or generated except as necessary and authorised, please provide details of the technical and organisational measures you have in place (including segregation of duties and areas of responsibility) to protect against:



1. accident, or;



2. malicious intent (including theft, attempted theft, misuse or inappropriate accessing of data), within your organisation, and any subcontractors or partners you may use to deliver the contract.









			5e Please set out your proposed incident handling procedures in the event of any of the above happening, and detail the remedial action (including a documented reporting process) you would implement to mitigate any data loss. 









			5f Please describe your disciplinary procedures in the event of a security breach involving Client data.









			6 Business Continuity (For requirements please see Appendix E – Business Continuity)





			6a Please provide an overview of your organisation’s business continuity and disaster recovery plans in terms of the Client data under the Contract, or attach a copy of your Business Continuity Plan. Please specify if you operate business continuity or disaster recovery from offshore.


Also, please provide details on when and how frequently these plans are tested and advise when they were last tested and confirm that results of testing exercises are available for review if requested. 



Please provide details on how you will meet recovery times if these have been specified in the schedules and/or Order Form.









			7 Cryptography





			7a Please provide details of processes and procedures in place for handling cryptographic material.












The following appendices provide additional information on the types of security control that may be expected as a ‘minimum’ for the protection of Client information, data and assets.


It is not a legally binding document, nor does it provide a definitive list of ‘baseline’ security controls, and must be read in conjunction with HMG and Client Security Policy and Standards. 



Appendix A – Physical Security



Please consider: the effect of topographic features and landscaping on perimeter security; the possibility of being overlooked; the ease of access and communications; the existence and proximity of public rights of way and neighbouring buildings; the existence of emergency and evacuation routes from adjacent buildings; the implications of shared accommodation; the location of police and emergency services; the build of the structure.



Building Security - Preferably there should be as few points of exit and entry as possible but in line with Health & Safety and Fire Regulations. Where exit and entry points exist then physical security controls, such as window bars, grilles shutters Security Doors etc may be installed. The effectiveness of these protection measures may be enhanced by the use of Intruder Detection Systems (IDS), CCTV or Guard Service.



			Physical Security 


			Requirements






			Recommended





			Secure Rooms


			Sufficient lockable storage for protectively marked material.



Locked during ‘silent hours’ and keys secured.


			Intruder alarm with key holder response.





			Perimeter Security


			


			CCTV Coverage.



Use of fencing that offers a degree of resistance to climbing and to deter an opportunist e.g. anti-intruder fencing.


Manned guarding to be considered.





			Physical Access - secure areas


			Visitors should be identifiable and escorted at all times


			Visitor to be issued with identifying badges upon arrival. 



A visitor log maintained and visitors sign-in and out.





			Building


			Should be constructed of robust building materials typically, brick or lightweight block walls.



External doors should be of solid construction and locked during silent hours.



Access to keys should be checked and lock combinations changed at regular intervals not exceeding 12 months. A record of key/combination holders should be maintained.



The number of keys to a lock should be kept to a minimum. Spare keys should not be held in the same container as ‘working keys’.






			Security film on accessible windows.



Double glazed or similar unit (from the inside)
. Non essential windows should be made secure.  



Intruder detector system.



External doors open outwards and fitted with supplementary dog bolts.



Security film on existing viewing panels in doors.



Letter boxes to be blocked or otherwise protected (alternative postal arrangements to be made).


Emergency exit doors included on intruder detection system.



Security Keys should not be removed from the premises.





			Environmental


			Heating, ventilation & air conditioning lockdown processes in place.



Fire risk assessment should be carried out. 



Uninterruptible power supply for security and health & safety equipment.


			Smoke detection system e.g. VESDA.








			Transport and Storage


			Lockable storage for protectively marked material.


			








Appendix B – IT Security



			IT Security 


			Requirements






			Recommended





			Authorisation


			Users and Administrators must be authorised to use the System/Service.


			





			Authentication



			Individual passwords must be used to maintain accountability;



Robust passwords should be used, that are designed to resist machine based attacks as well as more basic guessing attacks.



Passwords must be stored in an encrypted form using a one-way hashing algorithm.


Passwords must be able to be changed by the end user, if there is suspicion of compromise. Password must be changed at least every 3 months. 


			Machine generated passwords.


Multi-factor authentication should be considered for exposed environments and remote access.


Passwords for privileged accounts/users (Administrators) etc. should be changed more frequently than every 3 months. 





			Access Control






			Access rights to Client information assets must be revoked on termination of employment.


Audit logs for access management in place showing a minimum of 30 days of activity.


			





			Malware Protection



			Controls such as anti-virus software must detect and prevent infection by known malicious code.



AV Administrators and users should be trained on use of AV software.



Users should receive awareness training so that they are aware of risk posed by malicious code from the use of email and attachments, internet and removable media (CD, DVD, USB devices etc).


Software should be patched and devices, systems, operating systems and applications should be ‘locked down’ to remove unnecessary services and functionality.



File types should be limited.


System designs/architectural blue prints and network designs should be protected from unauthorised access, loss and destruction.



All users, systems and services must be provided on a least privilege basis to reduce the potential for accidental introduction of malicious code.



Application code development should be tightly controlled and subject to strict quality control to reduce the potential for insertion of backdoors that could be exploited by an attacker.


For systems attaching to Client network, dual layered malware protection and detection capability.


			Consideration should be given to allowing privilege users (System Administrators) to only use a limited ‘non-privilege role’ to conduct vulnerable operations such as browsing or importing via removable media.



Dual layered malware protection and detection capability.





			Network Security


			Boundary controls that have a content checking and blocking policy in place e.g. firewalls.


			Dual paired firewalls, different vendors.


Anomaly detection capability e.g. Network intruder detection system.





			Disposal of media


			Client information assets must be sanitised in line with HMG IA Infosec Standard 5 Secure Sanitisation.


			





			Technical Testing


			IT health check aka penetration testing for front facing internet services delivered to the Client.


			Consideration for regular IT health check of application and infrastructure services delivered to the Client.





			Use of Laptops and removable recordable media.


			Laptops holding any information supplied or generated as a consequence of a Contract with the Client must have, as a minimum, a FIPS 140-2 approved full disk encryption solution installed.



Approval from the Client must be obtained before information assets are placed on removable media
. This approval must be documented sufficiently to establish an audit trail of responsibility. All removable media containing information assets must be encrypted. The level of encryption to be applied is determined by the highest Security Classification of an individual record on the removable media. Unencrypted media containing Client information assets must not be taken outside secure locations; the use of unencrypted media to store Client information assets must be approved by the Client.


			








Appendix C – Personnel Security



			Personnel Security 


			Requirements






			Recommended





			Pre-employment checks


			Pre-employment checks equivalent to Baseline Personnel Security Standard (BPSS) must be completed by all staff with potential or actual access to Client information assets.


			





			Non Disclosure Agreements


			Non Disclosure Agreements (NDA) and Confidentiality Agreements (CA) must be completed by all staff with potential or actual access to Client information assets as requested. NDA/CA must give reference to the Commissioners for Revenue & Customs Act 2005.


			





			Security Awareness Training


			All staff must undergo security awareness training and be familiar with Client security policy, standards and guidance.


			








Appendix D – Process Security



			Process Security 


			Requirements






			Recommended





			Disciplinary Process


			There should be an organisational disciplinary process. Staff must be briefed on this and the penalties that may result from failure to comply with documented security policies


			





			Security Policies, Processes and Procedures


			Procedures should be in place to determine whether any compromise of Client assets e.g. loss or modification of information, software and hardware has occurred.



Procedures for the handling and storage of Client information assets should be established to protect from unauthorised disclosure and/or misuse.



Procedures should be in place to reduce the potential for ‘phishing attacks
and social engineering attacks.



End of day procedures should ensure that Client information assets are adequately protected from unauthorised access. 



A clear desk policy should be enforced.



A challenge culture should be fostered, so that staff or visitors not wearing a pass are challenged. Tailgating should be discouraged.


			





			Transfer of Client Data






			Proposed transfer of Client data must be approved by the Client’s in writing. If the Contractor is unsure whether approval has been given, the data transfer must not proceed.



Where data transfers are necessary in the performance of the Contract, they should be made by automated electronic secure transmission via the Government Secure Internet (GSI) with the appropriate level of security control. Individual data records (unless as part of a bulk transfer of an anonymised respondent survey data) will require specific transfer arrangements. Transfer of aggregated data such as results, presentations, draft and final reports may also need discussion and agreement, again in advance of any such transfer. 






			Whenever possible, putting data on to removable media should be avoided. Where this is unavoidable, hard drives and personal digital assistants, CD-ROM/DVD/floppy/USB sticks are only to be used after discussion and agreement with the Client in advance of any such transfer. 



If the use of removable media is approved, data must be written to them in a secure, centralised environment and be encrypted to the Clients standards.



If you anticipate transferring data on removable media during the delivery of this project please set out your proposed transfer procedures.





			Incident Management



			Arrangements should be in place for reporting, notification and investigation of information security breaches and/or weaknesses to the asset owner.


			








Appendix E – Business Continuity



			Business Continuity Requirements


			Requirements






			Recommended





			Business Continuity Management


			3rd party suppliers should provide the Client with clear evidence of the effectiveness of its Business Continuity management arrangements and alignment with recognised industry standards, by assessing risks to their operations and producing and maintaining business continuity specific documentation as follows:



· BCM Policy.


· BCM Programme Management arrangements.  



· Business Impact Analysis that identifies the Contractors critical activities, recovery time objectives and maximum tolerable periods of disruption.



· Strategy options for the ongoing delivery of the activities that are provided under the Contract in the event of incidents and business disruption for, but not restricted to: people; premises; technology; information; supplies; incident response structure; business continuity plans; incident management plans; exercising/rehearsal arrangements; maintenance, monitoring and review of BCM arrangements.


			








� Care should be taken with all glazing to ensure the glazing bead, or material used to secure the glass to the frame, is not accessible from the outside.




�  Authentication is the process by which people “prove” to the system that they are the person they claim to be.  There are three possible authentication factors: Passwords (something a person knows), tokens (something a person possesses), and biometrics (something a person inherently is or how they behave).




� CESG Good Practice Guide No 7 provides information on the threats and vulnerabilities and risks associated with malicious code and also provides guidance on appropriate risk management measures.




� Heuristic scanning capabilities can help detect against previously undocumented attacks but AV products are generally ineffective against day zero attacks and are therefore only effective against known malicious code attacks. It is important therefore that systems and applications are locked down, patched against known vulnerabilities that could allow execution of malicious code e.g. in browsers and email clients.




� The term drives includes all removable, recordable media e.g. memory sticks, compact flash, recordable optical media and external hard drives.




� These are attacks that may be used to entice users to divulging sensitive or, personal or financial information.




� Staff should be encouraged to report Security Incidents timeously; processes and procedures should ensure that Security Incidents/weaknesses impacting HMRC Information assets are reported to HMRC with 48 hours of these being identified/observed.
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