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INTRODUCTION

Partnering is a commitment between government and industry to improve communications and avoid disputes.  The parties generally formalize a partnering agreement into a working commitment, which provides how they will interact during the course of a contract.  Generally, partnering sessions are established in support of individual contracts with the primary objective of facilitating improved contract performance by enhancing communications, establishing an effective conflict management procedure that results in dispute and litigation avoidance.  The process is an informal one, albeit codified in a written agreement, with the primary goal aimed at acquiring high quality supplies and services, on time, and at a reasonable price.  

Successful partnering requires an "attitude adjustment" that allows the Government/industry partners to form a relationship based on teamwork and cooperation with the mutual objective of improved performance.  Partnering requires the parties to look beyond the strict bounds of the contract to develop a cooperative working relationship that promotes their common and individual goals and objectives. 

The partnering philosophy is not unique.  It is similar to many everyday occurrences in all our lives where individually a task is overwhelming but the same task completed by a team of like-minded individuals often results in a more direct and infinitely easier road to success.  A successful partnership agreement is one that communicates expectations, provides agreement on common goals and methods of performance, identifies problems, recommends resolution early in the process, and concludes by minimizing risk and/or cost overruns.  Keep in mind, we develop "partnerships" at all levels and can incorporate some of the good ideas from the formal program into our everyday acquisition routine.
Government and industry should always strive to have sound and cooperative working relationships, regardless of the nature or phase of the acquisition.  

The Army Contracting Agency (ACA) is committed to improving Government/industry communication and processes.  Although no separately developed "program" for partnering has been developed - there are several excellent examples of Government/Industry partnering processes and agreements that can be readily converted for use by ACA activities.  These resources guide the reader in the partnering process, however, recommend any research begin with the U.S. Army Materiel Command's, "Partnering for Success" located at: http://dasapp.saalt.army.mil/acqinfo/bluprint/bluprnt.htm.  This guide is comprehensive, easy to read, and provides a very good step-by-step approach to the formal partnership process.  
Additional informational resources are attached for easy reference and a view of how the Air Force and Navy proceed with their partnering processes.
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Construction Partnering
No matter what concepts and standards are used to achieve the goals of facility quality and architectural
compatibility, the end product will not achieve those goals unless the facility is constructed in a quality
manner.  Construction partnering brings the contractor and subcontractors into the process by getting
them to “sign up” to providing sound workmanship as part of a “team” dedicated to providing a quality
facility to the customer.


The following document was developed by the Associated General Contractors of America (AGC) to
explain the concept of construction partnering.  The concepts are sound and provide a forum for work-
ing with contractors to reduce the adversarial realtionship that often exists on our projects, which has
often detracted from our ability to provide a quality facility to our customers.  The information is pro-
vided to assist in the development of similar programs at each base for use on major O&M and NAF
projects.


Introduction
 Construction contracting is a very competitive, high-risk business.  This competitiveness and the percep-
tion of conflicting objectives among owners, contractors, architect/engineers, subcontractors, and
suppliers has set the stage for what, at times, have become adversarial and unrewarding relationships.
Parties from all sides of the tables have given up management rights and responsibilities because of the
fear of risk and the threat of liability.  We have witnessed an escalation of onerous documents and
contracts focused on punitive measures to enforce performance.  Consequently, we
have seen a dramatic increase in litigation, which is
expensive and counterproductive to everyone’s
efforts to produce quality projects on time and within
budget.


The AGC strongly believes that the time has come
for all the parties in the construction process to step
forward and work together to take control of this
costly and intolerable situation.  The implementation
of the AGC credo of skill, integrity and
responsibility has never been more important to
its members.


AGC sees the need to develop a teambuilding
process that creates mutual trust and respect for one
another’s respective roles in the construction process and recognizes the risks inherent with thoses roles.
We see a need to seek ways to develop harmonious relationships at our jobsites and to change the old
notion that in order for someone to win—someone else must lose.  AGC wants to develop a concept
that creates a win/win attitude among all the team players.  “Partnering” is one such concept.







AFMC Facility Quality Program 4/96


2 Construction Partnering


What is Partnering?
The Partnering concept is not a new way of doing business—some have always conducted themselves
in this manner.  It is going back to the way people used to do business when a person’s word was their
bond and people accepted responsibility.  Partnering is not a contract, but a recognition that every
contract includes an implied convenant of good faith.


While the contract establishes legal relationships, the Partnering process attempts to establish working
relationships among the parties (stakeholders) through a mutually-developed, formal strategy of commit-
ment and communication.  It attempts to create an environment where trust and teamwork prevent
disputes, foster a cooperative bond to everyone’s benefit, and facilitate the completion of a successful
project.


For the most effective results, stakeholders should conduct a Partnering workshop, ideally at the early
stages of the contract.  The sole agenda of the workshop is to establish and begin implementing the
partnering process.  This forum produces the opportunity to initiate the key elements of Partnering.


The key elements of Partnering are:


Commitment


Commitment to Partnering must come from top management.  The jointly developed Partnership
charter is not a contract, but a symbol of commitment.


Equity


All stakeholders’ interests are considered in creating mutual goals and there is commitment for a
successful project by utilizing win/win thinking.


Trust


Teamwork is not possible where there is cynicism about others’ motives.  Through the develop-
ment of personal relationships and communication about each stakeholder’s risks and goals,
there is better understanding.  With understanding comes trust and with trust comes the possibil-
ity for synergistic relationship.


Development of Mutual Goals/Objectives


At a Partnering workshop, the stakeholders identify all respective goals for the project in which
their interests overlap.  These jointly developed and mutually agreed to goals may include
achieving value engineering savings, meeting the financial goals of each party, limiting cost
growth, limiting review periods for contract submittals, early completion, no lost time because of
injuries, minimizing paperwork generated for the purpose of case building or posturing, no
litigation, or other goals specific to the nature of the project.


Implementation


Stakeholders together develop strategies for implementing their mutual goals and the mecha-
nisms for solving problems.
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Continuous Evaluation


In order to ensure implementation, the stakeholders agree to a plan for periodic joint evaluation
based on the mutually agreed to goals—to ensure the plan is proceeding as intended and that all
stakeholders are carrying their share of the load.


Timely Responsiveness


Timely communication and decision making not only save money, but also can keep a problem
from growing into a dispute.  In the Partnering workshop the stakeholders develop mechanisms
for encouraging rapid issue resolution, including the escalation of unresolved issues to the next
level of management.


Partnering Benefits
For all the stakeholders of a project, Partnering is a high-leveraged effort.  It may require increased staff
and management time up front, but the benefits accrue in a more harmonious, less confrontational
process, and at completion a successful project without litigation and claims.


The Partnering process empowers the project personnel of all stakeholders with the freedom and
authority to accept responsibility—to do their jobs by encouraging decision making and problem solving
at the lowest possible level of authority.  It encourages everyone to take pride in the efforts and tells
them its OK to get along with each other.


Partnering is an opportunity for public sector contracting, where the open competitive-bid process keeps
the parties at arm’s length prior to award, to achieve some of the benefits of closer personal contact
which are possible in negotiated or design/build contracts.


It is interesting to note that the following lists of benefits to the various stakeholders confirm the mutual-
ity of their individual interests.


Benefits to the Project Owner


Reduced exposure to litigation through open communication and issue resolution strategies


Lower risk of cost overruns and delays because of better time and cost control over project


Better quality product because energies are focused on the ultimate goal and not misdirected to
adversarial concerns


Potential to expedite project through efficient implementation of the contract


Open communication and unfiltered information allow for more efficient resolution of problems


Lower administrative costs because of elimination of defensive case building


Increased opportunity for innovation through open communication and element of trust, espe-
cially in the development of value engineering changes and constructability improvement
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Increased opportunity for a financially successful project because of non-adversarial win/win
attitude


Benefits to the Project Contractor


Reduced exposure to litigation through communication and issue resoltuion strategies


Increased productivity because of elimination of defensive case building


Expedited decision making with issue resolution strategies


Better time and cost control over project


Lower risk of cost overruns and delays because of better time and cost control over project


Increased opportunity for a financially successful project because of nonadversarial win/win
attitude


Benefits to the Project Architect/ Engineerand
Consultants (where applicable)


Reduced exposure to litigation through communication and issue resolution strategies


Minimized exposure to liability for document deficiencies through early identification of prob-
lems, continuous evaluation, and cooperative, prompt resolution which can minimize cost impact


Enhanced role in decisionmaking process, as an active team member in providing interpretation
of design intent and solutions to problems


Reduced administrative costs because of elimination of defensive case building and avoidance of
claim administration and defense costs


Increased opportunity for a financially successful project because of nonadversarial win/win
attitude


Benefits to the Project Subcontractors and Suppliers


Reduced exposure to litigation through communication and issue resolution strategies


Equity involvement in project increases opportunity for innovation and implementation of value
engineering in work


Potential to improve cash flow due to fewer disputes and withheld payments


Improved decision making avoids costly claims and saves time and money


Enhanced role in decision making process as an active team member


Increased opportunity for a financially successful project because of nonadversarial win/win
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attitude
By-Products of Partnering


By addressing the human element in the effort to build a team environment, stakeholders find
themselves in a new mode of thinking about and dealing with people.  Among the project
personnel and within the stakeholder’s own business organization, work can become more
meaningful and fun.  Morale is enhanced and an espirit de corps developed.  A heightened
awareness of the value of fair-dealing can be used internally, externally and in all aspects of
business and life.


A by-product of demonstrating integrity and fairdealing is the respect of others.  In the long
term, that respect produces a reputation of true value in the industry.


Potential Problems


Partnering requires that all stakeholders “buy into” the concept.  The concept is endangered if
there is not true commitment.


Those conditioned in an adversarial environment may be uncomfortable with the perceived risk
in trusting.


Giving lip-service to the term; treating the concept as a fad is not true commitment.


For some, changing the myopic thinking that it is necessary to win every battle, every day, at the
other stakeholders’ expense will be very difficult.  Win/win thinking is an essential element for
success in this process.
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The Partnering Process
The following is only a model.  Because every project is unique and the particular stakeholders for each
project will vary, the process should be tailored by and for these stakeholders for the project.  A
partnering process can be developed for any type project and any size project.  For the smaller project,
the differences will be in intensity.


1. Educate Your Organization.


Whether you are an owner or a contractor, you must educate your own organization about
Partnering before attempting a project using the concept.  Understanding and commitment are
essential.


2. Make Partnering Intentions Clear.


The owner’s intention to encourage Partnering can be mentioned in the project solicitation
advertisement and specifications.  The provision would emphasize the voluntary nature of
Partnering and that the costs associated with implementing it would be shared equally with no
change in the contract price.  A sample specification is shown in Appendix A.  A letter can be
sent to the CEO of every company on the bid list.  A sample letter is shown in Appendix B.
The prebid conference can include a presentation on Partnering.  In the context of a negotiated
contract for private work, it might be the contractor who proposes the use of Partnering.  Even
in public works contracts, the contractor can propose and initiate a Partnering agreement after
the award because the Partnering process does not change the contract.


3. Commitment from Top Management at the Start.


Following the award, the owner or the contractor can request a meeting at the CEO level to
discuss the Partnering approach to managing the project and the CEO role.  See Appendix C.
Commitment at this level is essential for Partnering to achieve its potential.  Upon agreement,
each entity will designate a Partnering leader.  These leaders will meet at a neutral site to get to
know one another as individuals and to plan a Partnering workshop.


4. The Partnering Workshop.


As soon as possible, before problems arise, all key players should participate in a Partnering
workshop, again, at a neutral site away from the jobsite and outside of the respective corporate
cultures of the various stakeholders.  Key players from each stakeholder organization at the
workshop are those who will be actually involved in contract performance and those with
decision making authority.  They might include the contractor’s area manager, project manager,
superintendent and project engineer; the architect/engineer’s chief engineer, construction
administrator and consultants; subcontractors’ project managers or superintendents; the owner’s
manager or representative; and, depending on the project, special participants such as a repre-
sentative from a testing laboratory or a key public official.  Larger projects might utilize a
facilitator, as discussed below, but a facilitator is not essential to the concept.  The designated
Partnering leaders have planned this workshop and they are the ones in charge of it.  They
should introduce the Partnering concept and outline the products to be developed in the work-
shop.
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While partnering workshops are most effective at the beginning of a new project, project
relations and problem solving can be improved even midway on a project.


a. Creation of the Partnering Charter.  Through the identification of stakeholders’ respec-
tive goals for the project, mutual objectives can emerge.  These mutually developed objec-
tives form the Partnering charter.  In this process the players get to know one another and
develop team attitudes rather than we/they attitudes.  Again, Partnering goals might include
achieving specific value engineering savings, limiting cost growth, limiting review periods for
contract submittals, early completion, no lost time because of injuries, minimizing paperwork
generated for the purpose of case building or posturing, no litigation, and other goals specific
to the nature of the project.  Making the construction project an enjoyable process may be
part of the charter.  The charter not only is a symbol of the stakeholders’ commitment to
Partnering, but also can be used as the scale against which the stakeholders’ implementation
of the process can be evaluated.  The ceremonial signing of the charter after the personal
interaction necessary for the development of mutual goals is an important formalization of
the bonds among all stockholders.  A sample charter is illustrated at Appendix D.


b. Development of an Issue Resolution Process.  In the workshop the key players design
their own systems for resolving issues on the project.  Specific teams composed of person-
nel from the various stakeholders, who are knowledgeable about their particular technical
portions of the contract, discuss potential problems and the way they would like to see them
handled.  They decide how issues that are not resolved at their level will be escalated to the
next level in a timely fashion so that the decision-making process becomes more efficient
and costly delays are avoided.


c. Development of a Joint Evaluation Process.  In Partnering the effectiveness of the
process participation is reviewed and evaluated periodically by all participants—not just
evaluation by the contractor or the owner.  Evaluation can be in periodic written form,
through periodic meetings of the key players, and periodic executive meetings.  Evaluation,
of course, includes recognition of positive behavior and not just deficiencies.


d. Discussion of Individual Roles/Concerns.  Workshop discussions should include
definitions of each key player’s unique role and what makes the job successful for that
role—what that individual needs and how it is needed.  Players’ experiences (good and bad)
should be put on the table.  A workshop goal should be a high-trust culture in which every-
one feels they can express their ideas and contribute to the solution.  Risks and potentially
difficult areas of the contract should be discussed openly.  Players should be made aware of
the potential for value engineering.  Understanding other stakeholders’ risks and concerns
and seeing where one’s portion of the contract fits in relation to others’ helps to build the
essential team attitude.  In the process, individuals grow to know and understand the
personalities with which they will be working before problems have arisen.  This investment
in the human dimension at this point can reap very significant benefits for the life of the
project and potentially beyond.


e. The Facilitated Workshop.  Although not necessary to the process, a neutral facilitator
can be very helpful in organizing the workshop agenda and providing training in conflict
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management, listening and communication skills, as well as insights into individual problem-
solving styles.  The role of the facilitator, however, is not to lead, but to keep the focus on
improving the process, to elicit from the stakeholders what they want out of the workshop,
as well as their particular goals and objectives for the project.  All stakeholders must be
comfortable with the facilitator.  The facilitator can help produce the products: the
Partnering charter, the issue resolution system and the joint evaluation system.  A good
facilitator would be industry neutral but with some basic understanding of construction.  The
facilitator should have organizational skills.  Professions such as behavioral or organizational
psychologists, industrial psychologists, management consultants, or educators would be good
sources for facilitators.  Whether to use a facilitator is a business decision to be made jointly
by all stakeholders.  A qualified facilitator is particularly valuable in initial Partnering experi-
ences to help develop comfort and confidence with regard to the effective implementation
of the Partnering process.  The benefits of using a facilitator should be balanced in light of
the facilitator’s fee in relation to the total cost of the project, and the long-term advantage of
the training for each organization’s personnel.  A sample facilitator’s agenda is shown in
Appendix E.


f. Periodic Evaluation.  Formal, periodic evaluation helps ensure that the relationships and
attitudes created in the workshop are not lost.  It also helps to keep the project
implementaiton on target by looking back at goals and assessing progress in relation to those
goals.  Sample written evaluation forms are shown in Appendix F.


g. Occasional Escalation of an Issue.  Conflicts are inevitable in any human endeavor.  Key
players should be encouraged to escalate to the next level of management the issues they
are unable to resolve themselves.  Escalation saves time and money.  It may prevent the
stakeholders from taking a rigid position and thus keep a relatively minor issue from becom-
ing a claim.  Most importantly, it may preserve the working relationship of the key players.


h. Final Evaluations and Celebration.  Final evaluations are a way of learning from the
experiences of the project.  Closure and celebration are important human considerations.


Closing
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We have all witnessed the construction industry’s evolution into an adversarial, confrontational business
with our energies misdirected away from our ultimate goal of constructing a quality product, on time and
within budget.  Partnering changes mindsets.  It helps all of us in the construction process to redirect our
energies and to focus on the real issues associated with achieving our ultimate objective.


It is time for a change.  Partnering is not a panacea.  It is a challenging endeavor.  The participants must
be committed to change and they must be committed to working in a team environment that fosters a
win/win relationship.


Partnering has the potential to change our industry, one project at a time.  AGC encourages you to try
Partnering on your projects.


Appendix A:
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Sample Provision for Project Specifications


Partnering


The Owner intends to encourage the foundation of a cohesive partnership with the Contractor and its
subcontractors.  This partnership will be structured to draw on the strengths of each organization to
identify and achieve reciprocal goals.  The objectives are effective and efficient contract performance,
intended to achieve completion within budget, on schedule, and in accordance with plans and specifica-
tions.


This partnership will be bilateral in makeup, and participation will be totally voluntary.  Any cost associ-
ated with effectuating this partnership will be agreed to by both parties and will be shared equally with
no change in contract price.  To implement this partnership initiative, it is anticipated that within 60 days
of Notice to Proceed the Contractor’s on-site project manager and the Owner’s on-site representative
will attend a partnership development seminar followed by a team-building workshop to be attended by
the Contractor’s key on-site staff and Owner’s personnel.  Follow-up workshops will be held periodi-
cally throughout the duration of the contract as agreed to by the Contractor and Owner.


An integral aspect of the partnering is the resolution of disputes in a timely, professional, and non-
adversarial manner.  Alternative dispute resolution (ADR) methodologies will be encouraged in place of
the more formal dispute resolution procedures.  ADR will assist in promoting and maintaining a amicable
working relationship to preserve the partnership.  ADR in this context is intended to be a voluntary, non-
building procedure available for use by the parties to this contract to resolve any dispute that may arise
during performance.


Appendix B:
Sample Prebid Partnering Letter to CEOs on the
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Bid List


Mr. John Smith
Quality Partnering Construction Co.
Quality City, U.S.A.


SUBJECT: Partnering


Dear: Mr. Smith


I understand your company intends to bid on the _____________________ contract.  I am
making a special effort to inform senior executives of all interested companies of an exciting
new concept in the management of this project.  It is my intention to establish a formal
“Partnering” agreement and program with the successful bidder.


Partnering is a process promoting teamwork, minimizing confrontation and hopefully eliminating
the need for litigation, where all stakeholders finish the job a winner.  It is a challenging en-
deavor that requires the commitment of senior management.


I will present the details of Partnering during the prebid conference luncheon on (date) here in
(city).  I hope you will have your representative report back to you the particulars.  You are
certainly welcome to have one of your executives attend the luncheon to participate first hand.


Please feel free to contact me if you have questions at (telephone number).  Reservations for
the luncheon should be called in to (appropriate person) by (date).


Sincerely,


Owner’s CEO


Appendix C:
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Sample Letter to Awardee Requesting a Meeting
to Discuss the Partnering Concept


Mr. John Smith
Quality Partnering Construction Co.
Quality City, U.S.A.


Dear: Mr. Smith


    Congratulations!  I was delighted to find (company name) the apparent low bidder on the
_____________________________________ project.  Your company has a reputation for
excellence and we look forward to a mutually rewarding relationship.


    I hope to have all the administrative formalities completed by (date) when I will make the
formal contract award.  In the meantime, I would like to propose a meeting with you within the
next few weeks, at your headquarters, to discuss a “Partnering” approach to managing the
project.


    My concept of partnering is recognizing shared risk and common objectives, promoting
cooperation, minimizing confrontation and eliminating litigation.  Success is all stakeholders
finishing the job a winner.  It is a challenging endeavor that requires up-front agreement on
expectations, helpful systems and, most importantly, the unqualified commitment of senior
leadership.


    I will call you next week to determine when a meeting may be convenient.


    Again, congratulations and best wishes!


Sincerely,


Owner’s CEO


Appendix D:
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Sample Partnering Charter


The mutual goals and objectives of the stakeholders form the Partnering charter.  The charter for each
project, therefore, will be unique to that project.  The charter may be a simple statement about communi-
cation and cooperation in all matters affecting the project and resolution of conflicts at the lowest level.
The following, however, provides an idea of objectives which might be included in a charter.


Partnering Charter for (Project)


We are a team dedicated to providing a quality project in accordance with the contract.  We are com-
mitted to both employee and public safety, protection of the environment, and minimizing inconvenience
to the public.


1. Communication Objectives


We intend to deal with each other in a fair, reasonable, trusting and professional manner includ-
ing:


1. Communicate and resolve problems within the terms of the contract.
2. Decision making at lowest possible level.
3. Open, honest communication.
4. Treat each other with mutual respect, resolve personal conflicts immediately, and avoid


personal attacks.
5. Timely notification of future meetings.
6. Support of the weekly and morning meetings.
7. Not allowing grudges to interfere with professionalism.


II. Conflict Resolution System


Step 1. It is preferred that conflict be discussed and resolved at the level at which it originates.
Step 2. When conflict is not resolved at the organizing level, it will be taken to the next level of


supervision.
Step 3. When conflict is not resolved at step 2, then it will be taken to the project manager and


project engineer.
Step 4. If it cannot be resolved at step 3, then it will be handled according to contract specifica-


tions.


III. Performance Objectives


1.  Complete the project without litigation.
2.  Utilize cost reduction incentive proposals.
3.  Finish project on time.
4.  No delays to project.
5.  No lost time due to injuries.
6.  Promote positive public relations.
7.  Provide safe passage of the public through the project.
8.  Make project enjoyable to work on.
9.  Construct and administer the contract so that all parties are treated fairly.


We the undersigned agree to make a good faith effort to undertake and implement the above as
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applicable to each of us:


General Contractor Personnel Owner Personnel


_____________________________ ______________________________


_____________________________ ______________________________


_____________________________ ______________________________


_____________________________ ______________________________


_____________________________ ______________________________


Subcontractors _________________A-E ___________________________


______________________________ _______________________________


______________________________ _______________________________


______________________________ Suppliers _______________________


______________________________ _______________________________


______________________________ _______________________________


______________________________ _______________________________


______________________________ _______________________________


Appendix E:
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Sample Facilitator’s Agenda
The following is an agenda for a simple one-day workshop.  For larger projects the parties may wish to
expand the time and scope of the workshop by including discussions of problem solving styles, prior
experiences, risk management philosophies, anticipated difficulties, and/or simply more time for the
parties to become better acquainted—in small or larger groups.


WORKSHOP


Agenda


9:00-9:15AM Opening remarks fo Senior Executives—Why we are here.


9:15-9:30AM Introductions


9:30-10:30AM Partnering Overview


10:30-10:45AM Break


10:45-11:15AM Exercise #1: Barriers, Problems, Opportunities


Barriers, Problems and Opportunities


What actions does the other group engage in that create problems for us?


What actions do we engage in that we think may create problems for them?


What recommendations would we make to improve the situation?


(The parties will break into two groups {Owner and Contractor}.  These
questions are answered and then reported back to entire group.  Discussion
facilitates understanding.)


11:15-11:45AM Report and Discussion in Entire Group


11:45-12:00PM Develop Mission Statement


12:00-1:00PM Lunch


1:00-1:15PM Develop Mission Statement


1:15-1:45PM Exercise #2: Interest, Goals, Objectives


Interest/Goals/Objectives
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What direct and indirect interest do we have in the outcome of this project?


Given our interest, what are reasonable, achievable goals toward which we can
strive?


(Again, the parties separate into Owner and Contractor groups.  When results are
reported back to the entire group, common objectives emerge.  From these, a specific
list of charter objectives are developed along with mission statement.)


1:45-2:15PM Report, Discussion, Identification of Common Goals and Objectives


2:15-2:30PM Break


2:30-3:15PM Exercise #3: Issue Resolution and Team Evaluation


Issue Resolution/Team Evaluation


What should our issue resolution policy require?


How should the issue resoltuion process work?


What are the roles and responsibilities for all levels of the partnership in
issue resolution?


How can we evaluate the progress of the partnership in achieving our goals
and objectives?


Who initiates the evaluation, who has input to the evaluation and who
sees the evaluation?


What actions should the evaluation trigger?


Should the evaluation process include followup workshop(s)?


If so, when and who is responsible?


Who should attend?


(This exercise may be conducted in one large group discussion.  Specific followup
tasks may be assigned to ensure closure on procedures and evaluation forms.)


3:15-4:00PM Report Discussion, Agree on Process and Format


4:00PM Sign Charter


Appendix F:
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Sample Evaluation Form


(Project Name)
Partnering Program


Partnering Status Evaluator


Partnering Status Evaluator (Form to be filled out by jobsite partners prior to monthly progress
meeting.  Completed form is distributed at progress meeting and its review becomes the last
agenda item of this meeting.)


DATE ______________


Item                       Evaluation


Contractor Owner Other
1.  Quality of Project


2.  Resolution of Jobsite Problems


3.  Tone of Communication
           Progress Meetings
           Letters
           Oral


4.  Special Reports Required


(Project Name) Partnering Rating Form
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Partnering Factors Date ____________


1 - Adversarial/Forcing/Avoidance/Self-Interest
2 -
3 - Accomodating/Compromising/Moderate Posturing
4 -
5 - Synergistic/Collaborative/Win-Win/Team Interest


Factor
1. Communication


A. Open, Honest, Timely ___________
______________________________________________
 ______________________________________________
B. Active, Empathetic, Listening ___________
______________________________________________
 ______________________________________________
C. Number and Tone of Letters ___________
______________________________________________
 ______________________________________________


2. Problem-Solving
A. Win-Win Synergistic ___________
______________________________________________
 ______________________________________________
B. Solved at Lowest Level ___________
______________________________________________
______________________________________________
C. Immediate Escalation When Responsible ___________
______________________________________________
 ______________________________________________


3. Overall Trust/Candor ___________
______________________________________________
______________________________________________


4. Progress on Goals ___________
______________________________________________
______________________________________________


Key Issues: Overall___________
1. ______________________________________________
2. ______________________________________________
3.  ______________________________________________
4.  ______________________________________________
5.  ______________________________________________


Partnering is a relatively new process, but early results are very promising.
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“Partnering is a strategy for success.  In over three years’ experience we have (1) virtually eliminated
time growth.  (2) Substantially reduced cost growth, (3) experienced no new litigation, (4) reduced
paperwork by 2/3, (5) gained new respect for our industry partners, and (6) are HAVING FUN!”


Colonel Charles E. Cowan
U.S. Army Corps of Engineers, Portland District
(Mr. Cowan became Director of the Arizona Department of Transportation in June 1991.)


“Partnering is much more than a buzzword, a philosophy or an attitude.  It is structured management
process that is effective on all sizes of construction projects to focus the attention of all the parties on
problem resolution, without prolonged disputes or litigation.  All experienced contractors realize that good
working relationships are essential for successful, profitable projects.  I am committed to the Partnering
process—it works!”


Richard A. Lewis
Vice President
Granite Construction Company


“Partnering has enabled us to accomplish, through a concentration of resources, much more than we
otherwise could have.  Both organizations have had difficulties but we are now enjoying the opportunity
that Partnering offers to apply continuous improvement and quality programs.  The greater trust and
sharing between owner and contractor open many doors.  Our partnership has expanded into upstream
technology work and downstream plant and maintenance support.  I see a great deal of potential remain-
ing.”


Don Rasmussen
Director of Engineering, Polyolefin Division
Union Carbide Chemicals and Plastics Company, Inc.


“We view partnering as a way to enhance the client-consultant relationship.  Having a written charter,
signed by the parties, provides a positive framework for teaming efforts.  Contracts used define specific
actions and requirements that are prone to adversarial and defensive postures by the parties.  The goal
of partnering is to ensure that communication and teamwork will be maximized to produce the best
results for all partners.”


David F. Evans, P.E., P.L.S.
David Evans and Associates, Inc.
Engineers, Surveyors, Planners, Landscape Architects, Scientists


“From first hand experience and simply put, Partnering is a leadership concept wherein contractors and
owners deal with each other with trust, honor, and equity.  It assures a project will be completed on time,
within budget, and with final payment made on project acceptance and not five years later in a court of
appropriate jurisdiction.  What have you got to lose?  Trust me, it works.”


Michael B. Murphy
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Executive Vice President
Cooney McHugh Company, a Division of Donald B. Murphy Contractors, Inc.


“Unwarranted conflicts in our business are about to bury as all.  Partnering is a concept that helps us
focus on what the true outcome of a project should be and how we can get there.  We at Sundt are
neophytes at Partnering, but you can bet we are going to get much better at it.”


            J. Doug Pruitt
            Executive Vice President
            Sundt Corp


“The essence of AGC’s Partnering Program is to establish a working relationship with owners and other
construction team members before a project starts so that relationships of trust are secured before the
first concrete is poured or steel put in place.  When that happens, when earned trust reigns, our projects
will have the best foundations for success.”


            Marvin M. Black
            President
            Associated General Contractors of America
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STRENGTHENING RELATIONSHIPS:
PARTNERING WITH INDUSTRY


Sandy Medlin / Tess Mendoza


Joint Industry – Government
ASN(RDA) ARO Team Members
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AGENDA


• Background


• Objective


• Process


• The Future
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BACKGROUND


• “Partner with industry … [to] develop cooperative strategies with
industry to accelerate the reform process.”


– DoN Management Action Plan


• “We will work as a team with industry, creating an open, trusting
environment where we understand Industry’s needs and they
understand ours.”  Partnering is an element of all seven goals.


– Naval RD&A Team, 1996-1997 Strategic Plan


• “Foster Partnerships and Community Solutions”


– Chapter II, Blair House Papers, January 1997


–
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? ? ?


• What difficulties are being encountered in partnering?


• How is DoN partnering?


• What are the objectives in partnering?


• Is the DoN partnering efficiently and effectively?


• How does partnering work with competition restrictions?


• How does multi-year contracting facilitate partnering?


• How does past performance promote / hinder partnering?
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OBJECTIVE


Translate our articulated
strategy into practical terms to
build a successful partnering
relationship between industry


and government
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PROCESS


SURFACING / ACCESSIBILITY OF INFORMATION,
NEEDS, REQUIREMENTS, OPPORTUNITIES
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PARTNER TO FACILITATE
PARTNERING


CREATE A WORKING GROUP


• Share knowledge and expertise


• Increase buy-in from
organizations


• Open channels of communication


• Create synergy


• Facilitate implementation


FUNCTIONS


• Legal


• Contracting


• Logistics


• PM


• Service


• Field


• Financial
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RESEARCH


• Statutes
• Executive Orders
• Regulations
• Instructions, Directives


and Policy Memos
• Case Law
• Corporate Objectives


Specifically:


• Pre-AR Regulations


• FASA / FARA


• FARS / DFARS


• Policies and
Procedures
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RESEARCH


WHO


• PMs at all ACAT levels


• Industry
Representatives


• Mid-Level Government
Personnel


• Government Legal


• Industry Legal


WHAT


• Questionnaires


• Telephone Interviews


• Personal Interviews


• Focus Groups


HOW
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PERSPECTIVES AND
PERCEPTIONS OF PARTNERING


PARTNERING RAMIFICATIONS


Historic Future


Acquisition
Reform
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MOVING INTO THE FUTURE


Needs and opportunities identified


• Specific policies and procedures that DoN
infrastructure can affect


• Changes in process new to government


• Changes in process new to industry


• Ideas for building partnering relationships


• Issues with legislation







MOVING INTO THE FUTURE


PATHWAY TO
SUCCESS


DRAFT
DoN Industry Government


Partnering Guidance


DRAFT
DoN Industry Government


Partnering Guidance


Ideas for future
implementation
Ideas for future
implementation


Recommendations
for change


Recommendations
for change


Definition of roles
and responsibilities
Definition of roles


and responsibilities


Data, information 
and knowledge


distribution


Data, information 
and knowledge


distribution KnowledgeTransferenceKnowledge


Transference






