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Call-Off Schedule 15 (Call-Off Contract Management)

1. Definitions
1.1  In this Schedule, the following words shall have the following meanings and they shall supplement Joint Schedule 1 (Definitions):
	"Operational Board"
	the board established in accordance with paragraph 4.1 of this Schedule;

	"Project Manager"

	the manager appointed in accordance with paragraph 2.1 of this Schedule;





2. Project Management
2.1 [bookmark: _heading=h.30j0zll] The Supplier and the Buyer shall each appoint a Project Manager for the purposes of this Contract through whom the provision of the Services and the Deliverables shall be managed day-to-day.
2.2  The Parties shall ensure that appropriate resources are made available on a regular basis such that the aims, objectives and specific provisions of this Contract can be fully realised.
2.3  Without prejudice to paragraph 4 below, the Parties agree to operate the boards specified as set out in the Annex to this Schedule.
3. Role of the Supplier Contract Manager
3.1 The Supplier's Contract Manager's shall be:
3.1.1 the primary point of contact to receive communication from the Buyer and will also be the person primarily responsible for providing information to the Buyer; 
3.1.2 able to delegate his position to another person at the Supplier but must inform the Buyer before proceeding with the delegation and it will be delegated person's responsibility to fulfil the Contract Manager's responsibilities and obligations; 
3.1.3 able to cancel any delegation and recommence the position himself; and
3.1.4 replaced only after the Buyer has received notification of the proposed change. 
3.2 The Buyer may provide revised instructions to the Supplier's Contract Manager's in regards to the Contract and it will be the Supplier's Contract Manager's responsibility to ensure the information is provided to the Supplier and the actions implemented. 
3.3 Receipt of communication from the Supplier's Contract Manager's by the Buyer does not absolve the Supplier from its responsibilities, obligations or liabilities under the Contract.

4. Role of the Operational Board
4.1 The Operational Board shall be established as set out in Annex 1 by the Buyer for the purposes of this Contract on which the Supplier and the Buyer shall be represented.
4.2 The Operational Board members, frequency and location of board meetings and planned start date by which the board shall be established are set out in the Order Form.
4.3 In the event that either Party wishes to replace any of its appointed board members, that Party shall notify the other in writing for approval by the other Party (such approval not to be unreasonably withheld or delayed). Each Buyer board member shall have at all times a counterpart Supplier board member of equivalent seniority and expertise.
4.4 Each Party shall ensure that its board members shall make all reasonable efforts to attend board meetings at which that board member’s attendance is required. If any board member is not able to attend a board meeting, that person shall use all reasonable endeavours to ensure that a delegate attends the Operational Board meeting in his/her place (wherever possible) and that the delegate is properly briefed and prepared and that he/she is debriefed by such delegate after the board meeting.
4.5 The purpose of the Operational Board meetings will be to review the Supplier’s performance under this Contract. The agenda for each meeting shall be set by the Buyer and communicated to the Supplier in advance of that meeting.
5. Contract Risk Management
5.1 Both Parties shall pro-actively manage risks attributed to them under the terms of this Call-Off Contract.
5.2 The Supplier shall develop, operate, maintain and amend, as agreed with the Buyer, processes for:
5.2.1 the identification and management of risks;
5.2.2 the identification and management of issues; and
5.2.3 monitoring and controlling project plans.
5.3 The Supplier allows the Buyer to inspect at any time within working hours the accounts and records which the Supplier is required to keep.
5.4 The Supplier will maintain a risk register of the risks relating to the Call Off Contract which the Buyer's and the Supplier have identified. 
6. Relationship Management
6.1 The Supplier shall ensure that the collaborative business relationship is managed in accordance with the requirements as per ISO 44001.
6.2 The Supplier shall provide their Corporate Relationship Plan (CRP) in accordance with ISO 44001 including as a minimum:
6.2.1 Context of the Organisation
6.2.2 Collaborative Working Policy
6.2.3 Leadership and Governance
6.2.4 Support
6.2.5 Compiling the JRMP
6.2.6 Performance and Relationship Measurement
6.2.7 Implementation Plan
6.3 Both Parties will together develop the Joint Relationship Management Plan (JRMP) during the mobilisation period using the template provided below.


6.4 Both Parties will 
6.4.1 Attend Joint Partnering Boards; 
6.4.2 Conduct relationship maturity scoring exercises;
6.4.3 Attend supplier associations(s) meetings; and 
6.4.4 Raise any uncollaborative behaviour to the risk register to be reviewed at the Joint Partnering Board.






Annex 1 
Figure 1
[image: ]

[image: ]

1. Performance and Contract Management Meetings
1.1. Governance meetings for the management of the Deliverables and Services are illustrated in Figure 1.  The Supplier shall be required to attend and support each meeting by sending representatives that are suitably informed, qualified and empowered to respond to the agenda items. 
1.2. Both Parties will attend and fully participate in the biannual Joint Strategic Meeting, Quarterly Review Meeting and Monthly Operational Board Meeting and Weekly Delivery Meeting to work collaboratively to ensure the Contract is meeting the outcomes as set out in Attachment 1 (About the Procurement) of the Bid Pack for the Further Competition.
1.3. Membership of the Joint Strategic Meetings will be at Director Level; Quarterly Review Meetings will be at Senior Management Level; Operational Review will be at Middle Manager Level; and Delivery Meetings will be at Supervisor Level on a weekly basis.
1.4. Both Parties will work together in line with the principles of the GPA Strategic Partner Charter embedded below.
     

[bookmark: _heading=h.2et92p0]
2. Joint Strategic Meetings

2.1. Purpose:
· Members will discuss direction and progress against GPA and supplier strategic goals, relationships, performance and a future view for delivery of services.
2.2. Objective:
· Agree and review a joint business plan and progress contract performance against strategic goals whilst ensuring the correct governance and assurance is in place. 
· Ensure relationship aspects focus on a partnership approach to bring innovation and opportunities for alignment, leading GPA’s Estate to become more efficient in its day to day business.
·  Consider how the commercial model is successful in bringing mutual value to all parties
2.3. Deliverables
· Joint business plan signed off as part of the strategic supplier relationship management programme.
·  Review the outcome of any audits & plans for key risk areas
2.4.  Reporting Requirements
· Quarterly reporting of performance against joint business plan.
·   Half yearly reporting against the contract key performance indicators

3.  Quarterly Senior Management Meetings

3.1. Purpose:
·  Members to discuss commercial elements of the contract to ensure operational service delivery is unaffected.
·  Provide advice and an escalation route for operational issues requiring long term resolution.
3.2. Objectives:
·  To administer the contract in an effective and efficient manner collaborating with the business and the supply chain to mitigate risk to all parties.
·  Ensure the contract delivers to agreed cost and brings value creation through efficiency and innovation.
3.3.  Deliverables
·  Ensuring contract management plans, contract changes, risk registers, exit and contingency plans are in place and jointly agreed and recorded on GPAs systems.
· Resolution of escalated risks and issues via negotiation with both Parties actively engaged.
· Set year-on-year improvement targets
·  Consider and report on any changes in legislation
3.4.  Reporting Requirements
· Quarterly reporting on KPIs
· Quarterly reporting on contract variations and update on Fixed Fee
·  Quarterly reporting on service credits

4. Monthly Operational Board

4.1.  Purpose:
· Members to discuss operational performance against agreed service standards and KPI’s based on the available Management Information.
4.2.  Objectives:
· Monitoring, collecting and collating day to day performance information to challenge under performance; agreeing targeted action plans to drive improvements in service delivery where required.
·  Timely assessment and validation of payments ensuring performance deductions are correct and accounted for before payment is released.
4.3. Deliverables
· Assurance that the service and performance meets the agreed service standards and cost model.
·  Realise the potential benefits of new, innovative solutions proposed by the supplier to release additional value into the contract to improve the customer experience.
·  Review financial performance of the contract
· Service Improvement Plan implementation and monitoring
4.4.  Reporting Requirements
· Produce or review industry standard monitoring reports and payment reports
·  Monthly Key Performance Indicator reports
· Monthly PPM reporting

5.  Weekly Delivery Meetings

5.1.  Purpose:
·  Review all open works orders, and agree actions to complete.
· Members to discuss contract deliverables against agreed service level agreements on a day-to-day basis.
·  To agree the forward plan of PPM activity and monitor delivery
5.2. Objectives
·  Ensuring that day to day task orders (work orders) are completed to agreed SLA’s
· Timely intervention to reduce the number of failed SLA’s
5.3.  Deliverables
· Completion of task orders
·  Action plans for improving SLAs
5.4.  Reporting Requirements
· Forward plan of PPM activity

6. Subcontractor Meetings

6.1. The Supplier will include in all of its Sub-Contracts a requirement that a senior representative of the Subcontractor will meet with the Buyer within one week of receiving a written request for a meeting from the Buyer. 
6.2. The Parties agree that the Buyer can issue a request to a Subcontractor to meet if it considers, at its sole discretion, that such a meeting would assist in assuring that Deliverables being provided by the Subcontractor meet the agreed service and performance standards under this Call-Off Contract. 
6.3. The Supplier will attend any meetings between the Buyer and the Subcontractor if any of the Parties or the Subcontractor consider it would assist in ensuring that Deliverables being provided by the Subcontractor meet the agreed service and performance standard under this Call-Off Contract.   
6.4. The Supplier shall coordinate, administer and act as the independent chair for all Performance & Contract Management meetings for each of the Buyers workplace services contracts.
6.5. The Supplier shall record minutes from all the Buyers workplace service suppliers contract and performance meetings and track progress and completion of all action items.
7. Social Value Output Schedule 
7.1. Please refer to Annex 16 Indicative Performance Partner Social Value Output Schedule. The Supplier is therefore required to work in partnership with the Buyer to deliver community benefits where possible

8. Operational Delivery
8.1. The Head of Performance Management is responsible for the delivery of contract management plans that will be developed and owned by the Performance Partner (PP) Contract Manager.
8.2. Currently, during the consultation period, the PP Contract Manager role has been identified and approved but not yet named as recruitment will commence in July 2022. Draft contract management plans have already been drafted and will be further informed using the specific deliverables of the winning supplier’s proposal.
8.3. The Contract Manager will be further supported by Finance, Client and Commercial Leads. The Commercial Lead will play a key role in assuring the ongoing management of the contract and providing strategic oversight and management of escalations and disputes.    
8.4. The Client relationship will be managed in partnership with the GPA Client Solutions Team to ensure that changes in requirements are identified at the earliest opportunity and assessed against the contract scope and mechanisms to manage and assure any variations.
9. Structure of the Contract Management Team
 Redacted Under FOIA, Section 40, Personal Information
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1. [bookmark: _heading=h.30j0zll]
Abbreviations & Definitions:

		Action Tracker

		Owned by the JMT, this monitors progress against actions in place to develop the collaborative relationship. 



		ISO 44001

		ISO Standard for Collaborative Business Relationships



		CRMP

		Enterprise Relationship Management Plan



		ECI

		Early Contractor Involvement



		Gateway

		Strategic Sourcing and Procurement Process Decision Gate



		Joint Exit Strategy

		Strategy for the termination of this collaborative relationship.  Section 17 of this document.



		JIT

		Joint Improvement Team



		JMT

		Joint Management Team



		JRMP

		Joint Relationship Management Plan (this document)



		KPI

		Key Performance Indicator



		KRA

		Key Result Area



		RMS

		Relationship Management System



		SER

		Senior Executive Responsible





Add, omit or amend as necessary



































 

[bookmark: _heading=h.1fob9te]2.	References (List and provide cross reference to the business processes and Key Management Information used to support this JRMP)

		Title

		Document Reference Number

		Relationship Document Control Reference



		ISO 44001-2017 – ISO Standard on Collaborative Relationships

		

		



		Collaborative Working Competency Development Plan

		

		



		Communications Strategy

		

		



		Internal Audit Schedule

		

		



		KRA & KPI Document

		

		



		Lessons Learned Register

		

		



		Contract No

		

		



		Collaborative Profile Assessment (CPA) & SWOT

		

		



		Corporate Relationship Management Plan

		

		



		Collaborative Working Competency Guidelines

		

		



		Collaborative Working Competency Development Plan

		

		



		Collaborative Working Knowledge Management Toolkit

		

		



		Business Impact Assessment

		

		



		Exit Strategy Guideline

		

		



		Stakeholder & Communications Plan

		

		





Add, omit or amend as necessary


3. [bookmark: _heading=h.3znysh7]Purpose and Scope



[bookmark: _heading=h.2et92p0]3.1		Introduction



		· Introduce the JRMP as a draft document to be developed further with the GPA during mobilisation.

· Outline the purpose and aim of the JRMP, its ownership and document control







[bookmark: _heading=h.tyjcwt]4.	Background



[bookmark: _heading=h.3dy6vkm]4.1	Contractual arrangement



		Reference and/or detail any commercial implications or how the commercial instruments support the collaborative working requirements – Joint teams, risk management and joint incentivisation schemes.







[bookmark: _heading=h.1t3h5sf]4.2	Business Strategy



		Describe the rationale for a collaborative approach for the project/relationship and how this will deliver value - describe “Why” a collaborative business relationship is needed for the Project







[bookmark: _heading=h.4d34og8]4.3	Scope / Boundary



		· Provide a description of the scope context for the relationships – i.e. what is in/out of scope (i.e. how will other delivery arrangements or category strategies/frameworks be managed and operate.  Also consider the <<Bidder>> and the <<GPA>> in house supply of design, Corporate supply chain services or maintenance teams, and the wider stakeholder community. The requirement here is if elements of the extended enterprise could affect the relationship then they need to be considered within the context of risk.



· Describe how the relationship is expected to evolve over the life cycle of the Project.  For example, this JRMP may be initially developed to support a programme level relationship and will provide details of the common reporting and governance aspects for the development of sub JRMPs at project/contract level, or further Partners may be included after an ECI phase. Alternatively, this relationship may form part of a wider alliance which encompasses the Sponsors).  This forms the basis of the Implementation Plan (see Section 18). Consider describing this with a diagram.



· Identify the impact on the performance of the collaborative business relationship by other relationships outside the defined scope/boundary.  Confirm this is captured and continually reviewed as part of the Joint Risk Management process (see Section 15)



· Detail/list the issues or any risks that may be generated by the scope or boundary







[bookmark: _heading=h.2s8eyo1]5.	Senior Executives Responsible & Joint Governance



[bookmark: _heading=h.17dp8vu]5.1	Senior Executives Responsible



		· The <<Bidder>> and <<GPA>> should have each appointed a Senior Executive Responsible (SER) for the development and implementation of their respective collaborative business relationship management processes with defined responsibility and authority for ensuring that the policies, processes, culture and behaviours required are established, implemented and maintained.



· The SER arrangements adopted for this relationship are as follows and as appropriate:



· The <<Bidder>> Corporate SER is [Name]

· The <<Bidder>> Project SER is [Name]

· The <<Bidder>> Project Relationship/Collaboration Coordinator is [Name]

· The <<GPA>> Corporate SER is [Name]

· The <<GPA>> Regional/Sector/Business Unit SER is [Name] – if applicable

· The <<GPA>> Project SER is [Name] – In integrated management team or Alliance solutions, the Project SER role may be undertaken by one person, selected on a ‘best person for the job’ basis.

· The <<GPA>> Coordinator/Champion







[bookmark: _heading=h.3rdcrjn]5.2	Joint Governance



		· Careful consideration should be given as to how the joint governance arrangements will work.  



· This section sets out from a governance perspective who and how performance and the health of the relationship will be monitored, measured and acted upon. This needs to tie into Section 11, which sets out what will be measured to ensure the joint vision, principles and objectives are met and the benefits of a collaborative approach are realised. 



Consider the following in this section: (Add or reference an organogram if this helps):



· Reference or detail who will be responsible for the overall management and monitoring of the relationship, and define their authority (incur expenditure, contract, pay, deal with disputes, recruit people etc)– this is the Project SER(s) [or a project manager or a role that champions the relationship]



· Is there an imbalance in the delegated authority of individuals operating within the collaborative business relationship and their employing organisation? If so, is the risk identified for inclusion in the Joint Risk Register?

 

· Reference or detail the joint management teams/boards that will be employed to manage the Project and relationship (e.g. Joint Management Board / Joint Programme Board / Joint Management Team etc). This will set out the leadership hierarchy for the joint governance structure and define executive board.



· Reference or detail the various Terms of Reference (ToRs) for the joint governance structure and joint management teams – aims, responsibility, frequency, membership etc



· Reference or detail the requirements for recording meeting actions and their location within the knowledge management system.



· Detail the governance for how and when a dedicated Joint Improvement Team would be formed and used – this may be linked to the Joint Continuous Improvement Process (Section16)



· Reference or detail the requirements and process for the periodic SER Management Review and the linkage to the respective party’s overall Management System Review by Top Management.



· Detail the requirements for Internal Audit/assurance of the relationship and compliance to ISO 44001, and the Internal Audit schedule. It is possible Internal Audit of the relationship may be carried out by the <<GPA>> on behalf of the <<Bidder>> or vis versa – detail arrangements; noting that specific <<Bidder>> or <<GPA>> corrective and preventative actions must be implemented in accordance with the respective <<Bidder>> and <<GPA>> QA processes.



· Reference or detail the ToRs and qualification requirements (define their competency) for the joint internal auditor if used.



· Detail the requirements/process to review and update this JRMP and Implementation Plans – see Section 18







[bookmark: _heading=h.26in1rg]6.	Joint Leadership Commitment/Policy 

		Provide a statement from the Project SERs (both the <<Bidder>> and <<GPA>>) of their commitment to working in this way with each other and support the agreed JRMP process, that reference any corporate guidance on collaboration and any collaborative business relationship policy statement. 







[bookmark: _heading=h.lnxbz9]7.	Joint Relationship Vision & Principles



		Consider the following in this section:



· Successful relationships start by defining a simple statement for the joint vision for the relationship which helps crystallise the end state of the relationship – what do we jointly want this relationship to look and feel like? This is the ideal and as a vision is probably not achievable but provides the potential of the future the relationship should try to seek

· From this simple vision statement, the fundamental objectives and values can be determined from which the enabling principles (critical success factors for the relationship) and the underpinning behaviours can be defined.



<<Bidder>>: 



· Identify the vision, guiding philosophy, core values and beliefs, purpose and mission including the collaborative objectives.  This will be revisited during mobilisation to further consider these issues and to complete the collective vision principles and objectives model (see Section 8).



<<GPA>>:



· The <<GPA>> will highlight their individual collaborative objectives which can be obtained from the Business Plan information used for the development of the Business Case. This may be provided in pre-contract documentation or during mobilisation



Charter Model:



· Use the Charter model/Table in Section 8 to summarise the collective vision, principles and collaborative objectives as well as communicating each partners’ individual motivation.  This will form part of developing a Relationship Charter. Use Section 8 in the JRMP to fully detail joint business objectives and what is driving them.  It doesn’t matter if the information summarised in the model duplicates information contained in various parts of the JRMP.



Consider the following in this section:



· Describe the vision for the relationship - what do we jointly want this relationship to look and feel like



· Describe the type of relationship required (depth and style of collaboration) with the collaborative entities (partners) and how this may or has shaped the commercial approaches.



· Detail the level of any investment needed to build and sustain the collaborative business relationship management e.g. independent partnering adviser (external or internal) that is required to help sustain the business collaborative relationship.



· Define the Working Together enabling Principles (the critical things that need to be in place to achieve the Collaborative Vision and Objectives for the relationship) – noting that is they were not present it would constitute a risk.  These might be:

· Co-location requirements

· The need for a shared data environment and supporting IT structure

· Joint Processes and alignment (see Section 13)

· The degree of flexibility to change for requirements and the change management approach

· Innovation requirements

· Communication aspects

· Two-way transparency of information and underpinning regulatory aspects including any Open Book requirements and reporting requirements

· Joint risk management approach

· Joint approach to Whole Life Costs

· Early Contractor Involvement

· Joint funding requirements

· Joint Decision Making

· Reduced Man Marking/Best Athlete

· Wider stakeholder management

· Supply chain management considerations

· Other?



· Define the degree of culture alignment required and plans to achieve this determined from the Internal Assessment carried out of both the <<Bidder>> and of the <<GPA>>.



· Detail the agreed Behaviours or “Code of Conduct” for the Relationship (document what is important and what behaviours are demanded).  Consider reference to the <<Bidder’s>> or <<GPA’s>> business ethics policy (make sure each Partner can get access to this) and the Conflict of Interest Guidance (see Section 10)







[bookmark: _heading=h.35nkun2]8.	Joint Business & Relationship Objectives 

		Building on the work in section 7, use this section in the JRMP to fully detail joint business & Relationship (Collaboration) objectives and what is driving them to realise the Vision.  It doesn’t matter if the information summarised in the model duplicates information contained in various other parts of the JRMP. The output of this section is a simple table that pulls the information from Section 7 and this section together that could be used as the overall relationship Charter.



Consider the following in this section:



· Reference or detail the joint business aims/objectives with reference to the contract/agreement objectives.



· Reference or detail the joint objectives for the collaboration over and above meeting the contractual requirements



· Describe how this collaborative business relationship supports/contributes to the <<Bidder’s>> and the <<GPA>> /Business Plan/Portfolio strategic business objectives.



· Describe how the joint collaboration objectives meet the demands of the contract (i.e. Key Result Areas or KPIs) (see Section 4.1)



· Are there additional objectives to those stated in the contract which both parties wish to achieve?



· Describe the role and responsibilities of each party to the collaboration – who is providing what









The collective vision principles and objectives model:

		Executive Management (SERs)/Joint Leadership Team

 [                                  ]– <<Bidder>>

[                              ] – <<GPA>>



		Vision & Values



		Joint Objectives & Key Result Areas





		<<Bidder>> Collaborative Objectives

		<<GPA>> Collaborative Objectives



		<<Bidder>> Roles & Responsibilities

		<<GPA>> Roles & Responsibilities



		Enabling Principles and Behaviours









[bookmark: _heading=h.1ksv4uv]9.	Specific Benefits to be gained through this Collaborative Business Relationship

		· Defining the general benefits should be a natural part of the exercise described to compile Sections 7 and 8 because they flow from the joint vision, principles and collaboration objectives. 



· This section of the JRMP is designed to define more closely the benefits and provide context for measurement, so that the joint management team can see whether the benefits for the collaborative strategy are being realised.



Consider the following in this section:



· Benefits to the <<Bidder>>



· Benefits to the <<GPA>>



· Benefits to other stakeholders from the collaborative business relationship



· Detail the specific benefits to be developed from the collaborative relationship and how these will be measured and monitored – include the linkage to expected Corporate benefits for the <<Bidder>> and the <<GPA>> as applicable – see table below.



		Expected Benefits from the Specific Collaborative Relationship – Benefits to be achieved if the Collaboration Objectives (Section 8) are met – link each benefit to the relevant objective

		How the benefit is Measured and Monitored



		Linkage to Corporate Business / Collaboration Objectives for both the <<GPA>> and <<Bidder>>



		

		

		



		

		

		













[bookmark: _heading=h.44sinio]10.	Conflict of Interest Guidance

		· In integrated delivery teams a Conflict of Interest (COI) Guidance should be developed to provide clarity for individuals and what to do in the case of conflicting requirements between the respective organisational self-interests and the collective endeavour. This is most likely to occur in joint delivery teams, where employees are seconded into the Leadership/ Management teams to represent the organisation (‘best for project’ decision making rather than the individual partners).



· Detail how conflict of interest issues will be managed - Cross reference to openness & transparency requirements (see 13.2) as appropriate







[bookmark: _heading=h.2jxsxqh]11.	Performance & Relationship Measurement



		This section sets out what will be measured to ensure the joint vision, principles and collaboration objectives are met and the benefits of a collaborative approach are realised. This needs to tie into Section 5.2, which sets out the governance aspects for who and how performance and the health of the relationship will be monitored, measured and acted upon. Consider the following in this section:







1.1 [bookmark: _heading=h.z337ya]Project Performance Measurement



		· Performance measurement shall be agreed that supports the delivery of the joint and each parties’ objectives as referenced in Section 8.

· The KRAs should be supported by appropriate key performance indicators (KPIs). 







1.2 [bookmark: _heading=h.3j2qqm3]Relationship Performance Measurement



		· The performance measurement process should incorporate a determination of the strength of the relationship. 

· Reference or define the relationship measurement strategy. The approach should include a joint measurement of the relationship. Generally, 3 levels of measurement are used: 

· Strategic, which looks annually at the joint Collaborative Profile and maturity supported by an annual performance review; 

· Tactical, which embraces a regular (typically 3 monthly) review of both performance and trust and behaviours, noting periodicity is driven by risk but is measured at least annually

· Diagnostic measurement which is used to help resolve specific relationship issues or development needs

· Reference or detail the relationship, trust and behaviour measurement tools to be used and detail the frequency of measurement

· Reference or detail relationship measurement processes to be used

· Reference or detail the benefit realisation and tracking process – link to the Benefits detailed in Section 9

· Define the critical interfaces to be measured and the regulatory, such as: Commercial; Contract Management; Different Sites / Locations

		Type

		Tool

		Groups (Who)

		Frequency



		Strategic

		

		

		



		Tactical

		

		

		



		Diagnostic

		

		

		













11.3 [bookmark: _heading=h.1y810tw]Measurement Reporting

		Consider the following in this section:



· Define how measurement outputs/results of project and relationship performance measurement are recorded and reviewed (Dash Board etc) and translated into Risk and Opportunity. [For relationship performance measurement, if more than one partner is involved in the relationship assess the risk level between each partner and show the output of this in Section 15.2]

· Detail how Continuous Improvement and Corrective Action Plans are to be managed including approaches for identifying root causes of non-conformities or issues. Cross refer to Section 14 (Issue Management and Resolution) as required





[bookmark: _heading=h.4i7ojhp]

12.	Joint Stakeholder Management



		Consider the following in this section:

· Reference or define the stakeholders and specific stakeholder management requirements for the relationship and develop a Joint Stakeholder Management/Engagement Plan.







13 [bookmark: _heading=h.2xcytpi]. Joint Knowledge Management and Communications



[bookmark: _heading=h.1ci93xb]13.1	Joint Knowledge Management





		· Document the joint knowledge management process. This shall set out information that can and can not be shared and the methods for sharing such knowledge including the use of shared data environments and IT arrangements. 



· The <<Bidder>> should have developed a Knowledge Management Plan.  The Initial Knowledge Management Plan identifies the proposed knowledge to be shared and the means for doing this.    This is the starting point of a discussion to determine the partners position on sharing knowledge.  The knowledge management plan template is attached as Appendix 2.



Consider the following in this section:



· Detail how knowledge (information) regarding the Contract/Project and all elements for the management of the business collaborative relationship by completing Appendix 2 and referencing to it from this section. Consider the use of Shared Data Environments (SDE) like 4Projects, SharePoint etc.



· Define how information categorised as ‘may be prepared to share’ (yellow category in Appendix 2) will be reviewed and agreed by the SERs as the need is clarified.



· Define the extent to which a SDE is to be employed within the Contract/Project.  Refer to operating manuals/policies etc. and any training that may be needed.







[bookmark: _heading=h.3whwml4]13.2	Openness & Transparency Requirements



		Consider the following in this section:



Reference or Detail the Contract/Project Transparency requirements and how the Contract/Project will be managed within an environment of the agreed transparency of information. – This may include Open Book requirements.







[bookmark: _heading=h.2bn6wsx]13.3	Lessons Learned



		This is a key component of knowledge/information management and this section needs to define how this will be managed jointly in the relationship.



Consider the following in this section:



· The role of the JMT to manage the lessons learned process and keep the Lessons Learned Register up to date. Lesson learnt workshops should be undertaken at key milestones.  The Lessons Learned Register or Documents should accessible to all in the relationship.  What is the shared data environment to make this happen? Key lessons learnt should be communicated at the team meetings.



· As part of the lessons learned activity review the consequences of unintended changes and how these impacted on the collaborative business relationship management processes.







[bookmark: _heading=h.qsh70q]13.4	Joint Communications Management



		Consider the following in this section:



· Reference or detail the requirements for communication within the business relationship and the wider stakeholder community at project/contract level



· Define who is responsible for approving contract/project outward communications and outline the contract/project joint communications strategy.



· Define or refer to the contract/project contact list









13.5	Business Process Management





		Working together using collaborative contracting models requires a greater integration of processes to facilitate joint delivery. For collaborative projects there must be agreement on the processes and systems to be adopted. 



· Consider the processes and systems that will be operated by the <<GPA>> and <<Bidder>> personnel.  Where possible a single process or system would be adopted that meets the needs of both parties, and the constraints/restrictions in doing so are recorded.  This should be periodically reviewed and updated by the JMT.







[bookmark: _heading=h.3as4poj]14 	Issue Management and Resolution

		Nurturing the right behaviours and building trust is the life blood of collaborative contracting strategies.  There will always be challenging circumstances and differences of opinion in projects and it is how the team deals with this which will determine the culture that prevails. Remember ‘issues’ are event that have occurred and now need to be managed.  It’s important to clearly understand when and how issues are declared formal Disputes for resolution through the contract terms.



Consider the following in this section:



· Reference or define the issue management processes developed and the dispute resolution requirements and process to be adopted.

· Reference or Detail how Issues are identified, logged and managed. Detail potential root cause analysis triggers for example:

· The relationship measurement results do not show improvement

· Partners consistently fail to complete key actions

· Poor or falling behaviours

· Failing to meet KPIs

· Others?

· Reference or Detail escalation triggers and categories of issues to be raised to the various governance levels

· Define the governance level where an “Issue” is to be declared a “Dispute” for formal contractual Dispute resolution

· Define any preferred intervention approaches and methodologies to be employed to help resolve issues and conflict and determine root cause: For example: 3rd Party Facilitation and Mediation. 





[bookmark: _heading=h.1pxezwc]15 	Joint Risk Management

		· This section sets out how shared risk management will be achieved and who is responsible for ensuring it happens.



· The issue which is frequently missed from Risk Management is interdependency risk. Collaborative relationships can address many of the challenges and opportunities introduced by risk through effective risk management but in doing so they might also introduce new risks. Traditional contracting models tend to focus on risk from an internal perspective, seeking to understand the transfer of risk rather than working to ensure risk is managed by the party best placed to address specific issues.  Changing the culture away from a risk averse approach will be challenging and could stifle collaborative working.  The parties in a collaborative venture will be heavily reliant on the performance of each other and are very likely to have accepted collective liability.  Therefore, assessing the health of the relationship and continually assuring the processes and commitments detailed in the JRMP are vital.



· The Parties should have commenced this risk assessment in the Internal Assessment phase (preparing the Business Case and associated Approval) when considering their own collaborative profile maturity against leadership, people and process.



· Following these assessments, a SWOT is normally produced to support development action plans to improve the collaborative profile and identify risks for inclusion into the joint risk register.



· Outline or provide referent to the initial risks for inclusion in the Joint Risk Register and ensure these include interdependency and relationship risk areas



Consider the following in this section:



15.1	Joint delivery risk management

· Describe the methodology for Joint Risk Management and specific requirements (tools), and agreement for a Joint Risk Manager and the use of a Joint Risk Register. Note: The Joint Risk Manager could be the Project Risk Managers from each Party, but they would be jointly accountable for the management of all risks to the relationship. The philosophy in collaborative arrangements is the Partner’s risk is also your risk.



· Reference or detail the Roles and Responsibilities including competency and skills required of the Joint Risk Manager.



· Reference or detail how the Joint Risk Manager was selected, and appointment approved.



15.2	Joint risk management Process

· Reference or define the process for joint risk management.  Consider the define strategic risks as well as the risks at project level.  Consider the impact of these on the specific relationship and identify any further ones which are unique to this adoption of a collaborative approach.  The Joint Risk Register should incorporate all the appropriate risks identified and set out treatment actions for these risks and allocated to the organisation or person able to manage those risks. The philosophy in collaborative arrangements is the Partner’s risk is also your risk.



[Note: If more than one partner is involved in the relationship complete the following RAG based Risk Matrix showing the risk level between each partner (see Section 11.2)]



		

		<<Bidder>>

		Partner 1

		Partner 2

		Partner 3



		<<Bidder>>

		

		RAG

		RAG

		RAG



		Partner 1

		RAG

		

		RAG

		RAG



		Partner 2

		RAG

		RAG

		

		RAG



		Partner 3

		RAG

		RAG

		RAG

		





Red = Significant Relationship Issues – High Risk

Amber = Some Relationship Issues – Medium Risk

Green = Few Relationship Issues – Business as Usual – Low Risk 







[bookmark: _heading=h.49x2ik5]16 	Joint Continuous Improvement & Innovation

		· This section outlines how the JMT are going to continually assess opportunity for value creation and be the source of ideas that supports the achievement of the Joint Business Objectives (Section 8) and drive the Business Benefits (Section 9).



· Detail arrangements where the parties can consider joint opportunities by pooling ideas across the operation and deploying the Joint Improvement Team to build on these and make them happen to drive additional value. 



· Detail how “Good Ideas” will be captured, managed and communicated.  This could be an ideas box, ideas board (i.e. you said. we did.), lessons learned exercises, value management and value engineering processes.  How will these be managed and used?



· Provide reference or detail the results of the internal/self-assessment of both the contract/project team and the joint team’s collaborative profile.  Detail how any strengths and opportunities determined by this analysis are being further explored to create and/or add value. 



Consider the following in this section:



· Reference or detail how Innovation & Continuous Improvement is managed including the formation of Joint Improvement Teams to make ideas happen.



· Reference or detail how changes to the business relationship system (outside of contract) are managed including how Cost Benefit Analysis and approval for change for non-contract items. (e.g Changes to Joint processes, collocated infrastructure changes etc)



· Note to user to explain the above consideration: The JRMP is normally focussed around a specific contract. Continuous Improvement could also embrace changes to both the <<Bidder’s>> and the <<GPA’s>> wider relationship management system (RMS) and behaviours.



· Note to user: Learning from experience should always be carried out as part of a Continuous Improvement process.  This should already be set out in Section 13.3 so just cross reference it from this section.



Consider the following:



Value Creation:



· Value Creation focuses on establishing approaches that seek to build additional value through the collaboration.  Whilst the objectives as set out in the Objectives and KPI’s schedule are specific, the evolution of the relationship will naturally introduce opportunities for innovative approaches to deliver significant added value.



· A Value Tracking/Opportunities methodology and recording system should be established to reflect both direct and indirect benefits from collaborative working beyond the initial portfolio and project objectives. This methodology should include a Value Analysis Process.



· [bookmark: _heading=h.2p2csry]The JMT should investigate the opportunities to generate further value through the relationship and its supply chain. The Value Tracking/Opportunities monitoring and recording system should monitor these initiatives and outcomes, including analysis of failed initiatives.



· The JMT should establish a continuous improvement culture with targets and objectives set in specific areas to demonstrate improvement.







[bookmark: _heading=h.147n2zr]17 	Joint Exit Management and Strategy

		The Parties’ Key Management Information (KMI) documentation should contain an assessment of the Initial Exit strategy.  These should be brought forward as required in the compilation of the Joint Exit Strategy.



Successful disengagement from a project requires that the respective partners’ leadership and management teams consider the overall approach, resources and steps necessary to achieve a mutually satisfactory exit.



When establishing a collaborative approach, the individual partners must consider the exit strategy parameters and risks, and factor these into not only the contractual arrangements but also the selection of sub-contract suppliers and the ongoing management processes.



Undertaking a structured approach to development of an exit strategy that is aligned to the business objectives and incorporates identification, evaluation and risks associated with disengagement, reduces the threat of disruption.



It is important the joint exit strategy identifies the exit triggers and how these are reviewed in the joint governance.  Specific attention needs to be given to the impact on staff and recognition and thus the need for mitigation of behaviours during disengagement.  Moreover, the impacts and aspects of premature exit also needs careful consideration.



Once compiled consider storing the Joint Exit Strategy as a separate ‘live’ document which is referenced from this section in the JRMP.  







[bookmark: _heading=h.3o7alnk]18 	Implementation Plan and Timetable

		Consider the following in this section:



Reference or Detail/Include any plans for the Contract/Project business relationship determined by the Relationship Management Strategy (see Section 4.3) and other requirements/topics detailed in this JRMP

Detail (or reference out to a separate document or meetings) the milestones and dates of activities/events etc..







[bookmark: _heading=h.23ckvvd]19 	Personnel & Skills Issues

		Developing supporting tools and processes and creating and implementing a change programme to support the necessary culture and behaviours to embed collaboration will be fundamental to the successful implementation of the requirements of this JRMP.



Refer to relevant CW sections in both parties CW Skills Policy/Procedures/Competency Guidelines and L&D requirements. Establish if there is any misalignment between the Parties regarding competency levels.



Develop a joint collaborative working competency and behaviour development approach building on the respective Job Profiles and the requirements as set out in the Collaborative Working Competency Model/Frameworks.



Consider the following in this section:



Develop a collaborative working competency and behaviour development plan that:

· Identifies how personnel aspects (competency and skills, recruitment, training, development) will be managed.

· Details how the respective Partners are assured that key members in the JMT have the required collaborative working skills, competence and experience.

· Sets out any collaborative working and behaviour requirements/linkages to individuals’ annual performance reviews.

· Determines from the collaborative working/behaviour competency/skills requirements, as detailed in job descriptions and competency framework, what additional training is or maybe required to be undertaken to achieve the required standard for the individual/s and the expected time for completion – specific personal data is to be recorded within the respective personal records.

· Details the requirements for including collaborative working and the provisions of this JRMP in Induction Training.

· The above may be detailed in a separate HR Plan – provide reference.

· If relevant, agree the type and frequency of Team Building/Break Through workshops that are required







Joint Relationship Management Plan Template for Supplier Bids
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[bookmark: _heading=h.ihv636]Appendix 1 – JRMP Development Action Tracker Tool & Compliance Tracking Tool

		

		Section

		Bidder Who

		GPA Support

		By When



		1

		Abbreviations and definitions

		(Name)

		(Name)

		(Date)



		2

		References

		

		

		



		3

		Purpose and Scope

		

		

		



		4

		Background

		

		

		



		5

		Senior Executives Responsible and Joint Governance

		

		

		



		6

		Joint Leadership Commitment/Policy

		

		

		



		7

		Joint Relationship Vision and Principles

		

		

		



		8

		Joint Business Objectives

		

		

		



		9

		Specific Benefits to be gained through this Collaborative Business Relationship

		

		

		



		10

		Conflict of Interest Policy

		

		

		



		11

		Performance & Relationship Measurement

		

		

		



		12

		Joint Stakeholder Management

		

		

		



		13

		Joint Knowledge Management and Communications

		

		

		



		14

		Issue Management and Resolution

		

		

		



		15

		Joint Risk Management

		

		

		



		16

		Joint Continuous Improvement and Innovation

		

		

		



		17

		Joint Exit Management and Strategy

		

		

		



		18

		Implementation Plan & Timetable

		

		

		



		19

		Personnel & Skill Issues
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Compliance to ISO 44001 Tracking Tool

Consider use of the following tool as part of a high level review that the content of the JRMP reflects the best practice promoted by the BS ISO 44001:2017 standard.  This table can be removed after completion of the JRMP.

		Clause

		Requirement

		Complete?



		8.1

		Operational planning and control

		



		8.2

		Operational awareness (Stage 1)

		



		8.2.1

		General

		



		8.2.2

		Duties of SER

		



		8.2.3

		Application and validation of operational governance structure

		



		8.2.4

		Identification of operational objectives

		



		8.2.5

		Establishment of value analysis process

		



		8.2.6

		Identification and prioritization of collaborative business relationships

		



		8.2.6.1

		Verification of collaborative approach

		



		8.2.6.2

		Planning for operational collaboration

		



		8.2.7

		Development of competencies and behaviour

		



		8.2.8

		Initial risk assessment

		



		8.2.9

		Establish RMP

		



		8.3

		Knowledge (Stage 2)

		



		8.3.1

		General

		



		8.3.2

		Strategy and business case

		



		8.3.2.1

		Define process for developing strategy and business case

		



		8.3.2.2

		Identification of specific relationship objectives

		



		8.3.2.3

		Implementation of the value analysis for a specific opportunity

		



		8.3.2.4

		Identification of potential collaborative partner organizations

		



		8.3.2.5

		Development of initial exit strategy

		



		8.3.3

		Identification of key individuals’ competence and behaviour

		



		8.3.4

		Knowledge management

		



		8.3.5

		Supply chain and extended enterprise risks and opportunities

		



		8.3.6

		Implementation of risk management process

		



		8.3.6.1

		Risk assessment

		



		8.3.6.2

		Internal review

		



		8.3.6.3

		Risk ownership and mitigation

		



		8.3.7

		Evaluation of the business case

		



		8.3.8

		Incorporation of knowledge into the RMP

		



		8.4

		Internal assessment (Stage 3)

		



		8.4.1

		General

		



		8.4.2

		Capability and environment for collaboration

		



		8.4.3





		Assessment of strengths and weaknesses

		



		8.4.4

		Assessment of collaborative profile

		



		8.4.5

		Appointment of collaborative leadership

		



		8.4.6

		Definition of partner selection criteria

		



		8.4.7

		Implementation of the RMP

		



		8.5

		Partner selection (Stage 4)

		



		8.5.1

		General

		



		8.5.2

		Nomination of potential collaborative partners

		



		8.5.3

		Partner evaluation and selection

		



		8.5.4

		Development of engagement and negotiation strategy for collaboration

		



		8.5.5

		Initial engagement with potential partners

		



		8.5.6

		Assessment of joint objectives

		



		8.5.7

		Assessment of joint exit strategy

		



		8.5.8

		Selection of preferred partners

		



		8.5.9

		Initiation of joint RMP

		



		8.6

		Working together (Stage 5)

		



		8.6.1

		General

		



		8.6.2

		Establishment of the joint governance structure

		



		8.6.2.1

		General

		



		8.6.2.2

		Joint executive sponsorship

		



		8.6.2.3

		Validation of joint objectives

		



		8.6.2.4

		Operational leadership

		



		8.6.2.5

		Joint management arrangements

		



		8.6.2.6

		Joint communications strategy

		



		8.6.3

		Joint knowledge management process

		



		8.6.4

		Establish joint risk management process

		



		8.6.5

		Operational process and systems review

		



		8.6.6

		Measurement of delivery and performance

		



		8.6.7

		Improvement of organizational collaborative competence

		



		8.6.8

		Establishment of a joint issue resolution process

		



		8.6.9

		Establishment of a joint exit strategy

		



		8.6.9.1

		Establish joint exit strategy boundaries and key issues

		



		8.6.9.2

		Stakeholder impacts

		



		8.6.9.3

		Assets and commercial implications

		



		8.6.9.4

		Management of staff

		



		8.6.10

		Agreement or contracting arrangements

		



		8.6.11

		Establish and implementation of joint RMP

		



		8.7

		Value creation (Stage 6)

		



		8.7.1

		General

		



		8.7.2

		Establishment of the value creation process

		



		8.7.3

		Identification of improvement and setting of targets

		



		8.7.4

		Use of learning from experience

		



		8.7.5

		Updating of the joint RMP

		



		8.8

		Staying together (Stage 7)

		



		8.8.1

		General

		



		8.8.2

		Oversight by the SERs

		



		8.8.3

		Management of the joint relationship

		



		8.8.4

		Implementation of monitoring of behaviour and trust indicators

		



		8.8.5

		Continual value creation

		



		8.8.6

		Delivery of joint objectives

		



		8.8.7

		Analysis of results

		



		8.8.8

		Issue resolution

		



		8.8.9

		Maintenance of joint exit strategy

		



		8.8.10

		Maintenance of the joint RMP

		



		8.9

		Exit strategy activation (Stage 8)

		



		8.9.1

		General

		



		8.9.2

		Initiation of disengagement

		



		8.9.3

		Business continuity

		





[bookmark: _heading=h.32hioqz]




[bookmark: _GoBack]Appendix 2 – Knowledge management plan template from the toolkit



[bookmark: _heading=h.1hmsyys]JOINT KNOWLEDGE MANAGEMENT PLAN - PART 1



		Key

		Information to be shared freely between partners

		

		Information to be shared on authority from the Enterprise/Portfolio/Project SER – define in Column D

		

		Information that cannot be shared with partners

		







Partners need to complete this knowledge management plan as part of Partner Selection (tender document) by colour coding column C.  This should then be reviewed as part of post tender negotiation and confirmed in the JRMP.  Items that are no applicable can be deleted and add new items as required. Ensure any reference to relevant standards are included in Column D as appropriate





		A

		B

		C

		D



		GPA

		Topic /

Information type

		BIDDER

		Comments or detailed clarification



		Personnel



		

		Personal employment details

		

		



		

		Training records

		

		



		

		Skills Development

		

		



		

		Salaries

		

		



		

		Terms and conditions

		

		



		

		Performance Reviews

		

		



		Corporate



		

		Processes 

		

		



		

		Market research

		

		



		

		Corporate Strategy

		

		



		

		Sector Strategy

		

		



		

		Customer trends

		

		



		

		Customer contacts

		

		



		

		Investment plans

		

		



		

		Corporate finances

		

		



		

		Partnering Programmes

		

		



		

		Bid Strategy

		

		



		

		Other current Contracts

		

		



		Commercial



		

		Competitive Tender Information 

		

		



		

		Information and response to Request for Legal Advice’

		

		



		

		Investment Plans

		

		



		

		Strategic Business Plans

		

		



		

		Contract documents

		

		



		

		Monthly reporting

		

		



		

		Internal monthly costs

		

		



		

		Tender pricing

		

		



		

		Cost Plans

		

		



		

		Cost of defects

		

		



		

		Certificates

		

		



		

		Notices

		

		



		

		Margins

		

		



		

		Pricing 

		

		Down to level readily available



		

		Cost Data

		

		Down to level readily available



		Subcontractors



		

		Procurement reports

		

		



		

		Orders

		

		



		

		Enquiries

		

		



		

		Applications & Invoices

		

		



		

		Costs

		

		



		

		Correspondence - Design

		

		



		

		Correspondence - Progress

		

		



		

		Correspondence - Commercial

		

		



		

		Correspondence - SHE

		

		



		

		Correspondence - Quality

		

		



		

		Drawings - for approval

		

		



		

		Drawings - for construction

		

		



		

		Past Performance data

		

		



		Compliance



		

		Gates and controls

		

		



		

		Internal assessments

		

		



		Client



		

		Customer Satisfaction returns

		

		



		

		Correspondence

		

		



		Project Management



		

		Internal meeting minutes

		

		



		

		Project Plan

		

		



		

		KPI's

		

		



		

		Snagging lists

		

		



		

		Non Conformance Reports

		

		



		

		O&M documents

		

		



		

		Organogram

		

		



		

		Lessons Learnt and reviews

		

		



		

		Innovation sheets

		

		



		

		Risk Registers (See Separate Section)

		

		



		

		

		

		



		Suppliers



		

		Requisitions

		

		



		

		Orders

		

		



		Programming



		

		As built programmes

		

		



		

		Construction Programmes

		

		



		

		Target Programmes

		

		



		

		Contract Programme

		

		



		

		Progress photographs

		

		



		Design



		

		Design Team meeting minutes

		

		



		

		Tender design information

		

		



		

		Design Handbook

		

		



		

		Control documents

		

		



		

		Drawings - for construction

		

		



		

		Drawings - for approval

		

		



		

		Drawings - as built

		

		



		Safety, Environment and Sustainability



		

		Accidents and Incidents

		

		



		

		Close Calls

		

		



		

		Safety KPI Performance

		

		



		

		Environmental KPI Performance

		

		



		

		Sustainability KPI Performance

		

		



		

		Waste Management Plan

		

		



		

		H&S Management Plan

		

		



		

		Site inspection reports

		

		



		3rd Party



		

		Complaints

		

		



		

		Correspondence

		

		



		Joint Risk Register



		

		Commercial Risks

		

		



		

		Operational Risks

		

		



		

		

		

		











JOINT KNOWLEDGE MANAGEMENT PLAN - PART 2

Complete for each category and topic/information type where knowledge/information has been classified in Part 1 as being shared freely (1) or shared depending upon the defined need and the specific nature of the relationship (3).

		ACTIONS

		REQUIREMENTS



		What

		How will this be communicated

		When

		Responsible

		Agree with

		Approval

		Communication Method
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GPA Strategic Partner Charter



Version 1 – 10/02/22













Government Property Agency Strategic Partner Charter

PARTNERSHIP



We will work together with shared values, through cooperation and collaboration, seeking win-win outcomes which exceed expectations 

RESPONSIBILITY



We will establish clear governance structures, consistently develop repeatable processes and constructively hold each other to account taking responsibility for our part in delivery

CLIENTS & CUSTOMERS



We will work together to understand and meet the needs of GPA’s clients and customers responding accurately and at pace delivering great places to work with our customers at the heart of our delivery

DATA



We will agree on common digital platforms and data standards, protect data appropriately and share a single version of the truth, utilising analytical capabilities to create  information and insight

PEOPLE



We will treat each other with respect and challenge behaviours that do not meet our values to create a diverse and inclusive culture with talented teams passionate about what they do

COMMUNICATION



We will ensure regular and meaningful communication at all levels, including insight into our organisations, sharing learning and experience to continuously develop an expert team

ENVIRONMENT



We will provide leadership in safety, environment and social value to create a lasting positive impact for our customers, places and local communities 

INNOVATION



We will strive to innovate and improve through the promotion of creativity, good problem solving and empowerment of our people to test new ideas, experiment and learn lessons 

STRATEGY & PLANNING



We will work as a single leadership team, sharing information and jointly developing and owning our plans to enable appropriate resourcing and successful delivery of shared objectives 

VALUE



We will collaborate to create added value through lower costs, improved productivity and commercial opportunities and share the benefits of the added value we create 













Ratification

Signed for and on behalf of the Strategic Partner:



Name:





Date:



Signature:









Signed for and on behalf of the Government Property Agency:



Name:





Date:



Signature:











image2.jpg







image3.png

o

Government
Property
Agency







