Resource type: Project 13
Project 13 Commercial Handbook – selecting the right suppliers

This section covers how you can use the performance baseline to select the right suppliers
and advisors for an enterprise. It also covers the key considerations in the process to identify
and select suppliers and advisors with the right skills and behaviours to work collaboratively.
There are different levels of engagement within the enterprise and this is reflected in
contractual and management frameworks.
Key suppliers and key advisors - are those who will have most direct influence on the
performance and should therefore have a direct relationship with the owner and have a seat
around the programme board table. The determination of Key Suppliers and Advisors has no
reference to volume or value of work it is entirely based on impact on the outcomes.
Suppliers and advisors – are those who are still essential in delivery of the enterprise
outcomes but have a smaller role in the overall direction of the enterprise.
The integrator role is likely to have the most influence on delivery of value because of their
programming function and identification of solutions and delivery routes. The main focus
should therefore be on getting this role established. The integrator could be formed by
bringing together a number of organisations through the adaption of a role for an existing
organisation. In any of these options working with the owner and other organisations in an
integrated way will be critical to the success of the enterprise. Existing contractual
arrangements for design, construction and specialist roles can be amended to work with the
integrator and a strategy developed for their renewal or changed to better accommodate and
work in an enterprise organisation. There is also no ‘one-size fits all’ model, with the
integrator being formed in numerous different ways as can be seen from the table below.

Using the performance baseline the integrator and the owner can identify the types of
organisations who might form key suppliers and key advisors. This should be based on the
opportunity to influence the outcomes and may well include smaller specialist suppliers who
could offer innovative and high performing solutions. The diagram overleaf follows the
previous example with the stars identifying areas where the integrator and owner should look
to bring in key suppliers and key advisors with capability and expertise.

The important part of setting up any enterprise is early engagement with suppliers and
advisors. The owner will need to change elements of the offer to the market, particularly on
ways of working and the commercial deal, before and during the tender process based on
feedback. There is no need to engage with all suppliers and advisors immediately as shown
in the following diagram.

Having decided on the scope of the integrator, a detailed plan will be required for the
activities from the start through to the establishment of the enterprise.

