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Explosive information intensification

Next generation entrepreneurship
Transformation - beyond excellence
Imagination and opportunity (value mechanics)
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The challenge of building a collaborative business relationship

Oftenin FMwe see ...........

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
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The PAS11000 framework

P <PH pAS 11000 the worlds first Collaborative relationship management standard
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Accounting Standards Board revision
to principal statement number 7
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Developing awareness RS

Business objectives and goals

Relationships — a clear
. Invest Bl
un d e I‘Stan d N g o] | Selectively Invest

Client / supplier segmentation m o
of .

Relative Business Strength

PAS11000 gap analysis : 0 ps
Are you ready? : P -
o8° 0 |
§ 0
mmT QQ | Manage for Cash
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Client details with-held — commercial in confidence
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A relationship connects us together

Intemnal Collaborative
departments relationship
management

Suppliers

Which group will innovate more?

Multidimensional relationships

External
collaborators
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|dentifying if a collaborative relation

ldentifying key drivers for the relationship
Vision
Knowledge sharing
Risk management profile

Turning knowledge and strategy into action

Blue sky vision
Key Account Management






Initial self assessment

Qur relationships
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What we thought It was... What it actually was... What we all really
wanted
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Certification road map

SWOT
analysis

Initial Audit
& High
Level Gap
Analysis

Impravemant

Implementation

Rectify the
KAM GAPS

Fesources
& Benefits
timealine

Change
Plan &
Business
Case

Fhase 1 ESi
Audit

Madify &
updats

How are yvou
going to get
thera?

Modify,
Tranzform

& Change

Fhase 2 BEi
Audit

Oocument how
vou apply the

standard

Qrganlizational

strength
BEEzezament

EMCOR end

Client base

Certification
Audit

Everything in
mlage

KANM Flan

Internal KAM
Audit

FAS 11000
Certification

Oesatination
ar Start







Partner selection

Partner strength analysis

Establishing partner selection action plans
Create joint goal plans

Developing collaborative frameworks






Political Structure Map
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Building the right approach

Governance — executive

leadership team Contract Partnering charter

Joint business plan (5 +
years)

« Objectives & scope » Joint vision & values

L BerhTT RS  Shared business plan

Partnering charter « Governance

e Terms
Joint management team S |PrE & e * Key success factors

Functional integrated
team

Joint objectives SRS & [MESEREs Operating practice

: * Clear objectives » Key account management
Shared risk plan _
 Lean approach » Knowledge sharing

 Transparent & clear « Joint master schedule

 Communication







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

Cost Total cost Process
evaluation profile re-design

Service

Creation Innovation journey Excellence

Client
goal
plan

Cycle Total
time performance






Staying together

Continuous innovation
Resolving problems — FAST
Pinch points

Open dialogue (friction free!)
WOW'’s and Ouches






Exit strategy

Clearly define the parameters of
engagement

Circumstances (define upfront)
Intellectual property

Time lines and project milestones
Future opportunities






A new paradigm: relationship excellence

Version 2.0 Was ..... Version 4.0 Now is ......
Products & services & solutions
Minimum cost Maximum value
Exceeding expectations Creating WOW (and dreams)
Process management — design integration rules
Team work FABULOUS Superstars
Being close to the customer Customer centric (inseparable)
Improving efficiency Building Enterprise solutions
Continuous improvement Continuous trans
Runs like clockwork Really S-P-E-C-I-A-L
Complete satisfaction Absolute delight
Risk adverse (Calculated) 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
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