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Why do we need collaboration in FM?

� Explosive information intensification
� Next generation entrepreneurship
� Transformation - beyond excellence
� Imagination and opportunity (value mechanics)



The challenge of building a collaborative business relationship

� Lack of strategic direction and leadership
� Poor up front planning and vision
� Poor partner selection (client & provider)
� Cultural misalignment (internal & external)
� Poorly developed systems and process

Often in FM we see ………..



The PAS11000 framework

PAS 11000 the worlds first Collaborative relationship management standard



The business case for collaboration



1.0 Awareness



Developing awareness

� Business objectives and goals
� Relationships – a clear 

understanding
� Client / supplier segmentation
� PAS11000 gap analysis

� Are you ready?

Initial Client Categorisation

Invest

Maintain Manage for Cash

Selectively Invest

Relative Business Strength

C
u
s
to

m
e

r 
A

tt
ra

c
ti
ve

n
e
s
s

Client details with-held – commercial in confidence



Multidimensional relationships



2.0 Knowledge



Identifying if a collaborative relationship exists

� Identifying key drivers for the relationship
� Vision
� Knowledge sharing
� Risk management profile

� Turning knowledge and strategy into action
� Blue sky vision
� Key Account Management



3.0 Internal assessment



Initial self assessment



Certification road map



4.0 Partner selection



Partner selection

� Partner strength analysis
� Establishing partner selection action plans
� Create joint goal plans
� Developing collaborative frameworks



5.0 Working relationship



Political Structure Map 
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Key learning points :

(1) Align the right 
people together

(2) Trust promotes a 
willingness to be open 
and explore new ideas 
/ opportunities



Building the right approach

Contract

Systems & processes

Partnering charter

Operating practice

• Objectives & scope

• Performance

• Terms

• Risk & reward

• Joint vision & values

• Shared business plan

• Governance

• Key success factors

• Clear objectives

• Lean approach

• Transparent & clear

• Communication

• Key account management

• Knowledge sharing

• Joint master schedule

Governance – executive 
leadership team

Joint business plan (5 + 
years)

Partnering charter

Joint management team

Functional integrated 
team

Joint objectives

Shared risk plan



6.0 Additional value creation



Value relationships

� Where does value come from? 

� Sharing culture and values
� Creating clear joint focus
� Sharing processes and systems
� Developing seamless transactions



Value creation innovation

Value Value 
CreationCreation

Service Service 
ExcellenceExcellenceInnovation journeyInnovation journey

Cost 
evaluation

Client 
goal 
plan

Total cost 
profile

Process 
re-design

Cycle 
time

Total 
performance



7.0 Staying together



Staying together

� Continuous innovation
� Resolving problems – FAST
� Pinch points
� Open dialogue (friction free!)
� WOW’s and Ouches



8.0 Exit strategy



Exit strategy

� Clearly define the parameters of 
engagement

� Circumstances (define upfront)
� Intellectual property
� Time lines and project milestones
� Future opportunities



Summary: collaborative relationship 
excellence



A new paradigm: relationship excellence

� Version 2.0 Was …..
� Products & services
� Minimum cost
� Exceeding expectations
� Process management
� Team work
� Being close to the customer
� Improving efficiency
� Continuous improvement
� Runs like clockwork
� Complete satisfaction
� Risk adverse (Calculated)

�� Version 4.0 Now isVersion 4.0 Now is …………
�� ExperiencesExperiences & solutions& solutions
�� Maximum valueMaximum value
�� Creating WOW Creating WOW (and dreams)(and dreams)
�� Beauty Beauty –– designdesign integration rulesintegration rules
�� FABULOUS FABULOUS SuperstarsSuperstars
�� Customer centricCustomer centric (inseparable)(inseparable)
�� BuildingBuilding Enterprise Enterprise solutionssolutions
�� Continuous transContinuous transformationformation
�� Really SReally S--PP--EE--CC--II--AA--LL
�� Absolute delightAbsolute delight
�� Pioneers of risk (leap of faith)Pioneers of risk (leap of faith)



Relationship excellence

� Developing world-class enablers

� Total shared knowledge
� Liberation management – joint clear vision
� High performing teams - integration
� Talent based enterprise
� Over heads? Professional Service Firms 

PAS 11000 the worlds first Collaborative relationship management standard



Headquarters and Registered office address:

EMCOR Group (UK) plc

1 Thameside Centre, Kew Bridge Road, Kew Bridge, TW8 0HF

Tel:  0845 600 2300 Fax: 0800 066 4801

ukinfo@emcoruk.com

Registered in England No: 806888

Thank you


