[SECURITY CLASSIFICATION TO BE ADDED IF APPROPRIATE]

	
	[bookmark: _Hlk163741831]Commercial Sourcing Strategy (PA 2023)
[Insert procurement/contract title]
[Insert procurement/contract reference number/unique identifier number]
[Insert name of procurement lead]

	
	[MONTH YYYY] [Insert date of publication or any other additional text]





	Version control

	Version number
	Author
	Date
	Changes

	
	
	
	

	
	
	
	

	
	
	
	


*Add rows as required


[image: OGL (Open Government Licence) logo]
© Crown owned August 2024
This publication is licensed under the terms of the Open Government Licence v3.0 except where otherwise stated. To view this licence, visit nationalarchives.gov.uk/doc/open-government-licence/version/3.
Where we have identified any third party copyright information you will need to obtain permission from the copyright holders concerned.
This publication is available on our website at https://www.procurementpathway.civilservice.gov.uk/.
Any enquiries regarding this publication should be sent to us at procurement.pathway@cabinetoffice.gov.uk .

[image: Government Commercial Function logo]
[SECURITY CLASSIFICATION TO BE ADDED IF APPROPRIATE]
[SECURITY CLASSIFICATION TO BE ADDED IF APPROPRIATE]
[image: Government Commercial Function logo]


2
[bookmark: _Hlk172030257][bookmark: _Hlk172030258][bookmark: _Hlk172030261][bookmark: _Hlk172030262][bookmark: _Hlk172030272][bookmark: _Hlk172030273][bookmark: _Hlk172030278][bookmark: _Hlk172030279][bookmark: _Hlk172030281][bookmark: _Hlk172030282][bookmark: _Hlk172030309][bookmark: _Hlk172030310][SECURITY CLASSIFICATION TO BE ADDED IF APPROPRIATE]
PA06 Sourcing strategy_v1.0 (12.24)
1
[SECURITY CLASSIFICATION TO BE ADDED IF APPROPRIATE]
Contents
1	Introduction	5
1.1	Disclaimer	5
1.2	Timing	5
1.3	Confidentiality and classification	5
2	Executive summary	6
2.1	Key details	6
2.2	Procurement summary	7
3	Background, context and current status	8
3.1	The business need	8
3.2	Business constraints	8
3.3	Current status	8
3.4	Lessons learnt	8
4	Scope of the requirement	9
4.1	Details of goods/services/works to be procured	9
4.2	Social value requirements	9
4.3	Target outcomes, KPI’s and critical success factors	9
4.4	High level programme requirements	9
5	Market engagement and assessment	10
5.1	Exclusions and debarment	10
5.2	Preliminary market engagement to date	10
5.3	Market analysis	10
5.4	Market management	10
5.5	Preliminary market engagement notices	10
6	Commercial options and maximising competition	11
6.1	Options analysis	11
6.2	Recommended route	11
6.3	Procurement timetable	11
7	Assessment and analysis	12
7.1	Assessment methodology	12
7.2	Conditions of participation	12
7.3	Summary award criteria	12
8	Risk	13
8.1	Risk and issue management	13
8.2	Risk allocation and matrix summary	13
9	Key personnel	14
9.1	Tender assessment panel	14
9.2	Stakeholder engagement and management plan	14
9.3	Conflict of interest management	14
10	Policy compliance	15
10.1	Commercial policy test	15
10.2	SME agenda	15
11	Contract Management and implementation	16
11.1	Key details	16
11.2	Strategy	16
11.3	Terms and conditions	16
11.4	Key performance indicators (KPI’s)	16
11.5	Variations and key clauses	17
11.6	Contract management plan	17
11.7	Contract exit and transition planning	17
11.8	Risk profile	17
12	Commercial spend controls (if applicable)	18
12.1	Key details	18
12.2	Complexity Assessment	18
13	Legal Considerations	20
13.1	[Add sub heading]	20
13.2	[Add sub heading]	20
14	Internal approvals	21
14.1	Technical approval	21
14.2	Commercial approval	21
15	Guidance Notes	22

[This is an automated contents table, based on text in the styles Heading 1 and Heading 2. To update this table, right-click on it and select Update Field. Delete this text before publishing]



[bookmark: _Toc167865289][bookmark: _Toc184132266]Introduction
[bookmark: _Toc167865293][bookmark: _Toc184132267]Disclaimer
This template has been developed based on the presumption that the procuring entity is a public sector contracting authority within the context of UK procurement legislation.
It is only intended to serve as a guide and should be supplemented and or, adapted where relevant and proportionate to each individual procurement, based on risk, complexity and novelty. 
[bookmark: _Hlk170489063]Contracting authorities should always seek legal, commercial and other relevant professional advice in the context of specific procurements. 
To assist with the completion of certain sections within this template, guidance notes are provided at the end of this template. 
[bookmark: _Toc184132268]Timing
[bookmark: _Hlk172030193]This template should be used for procurements where the tender notice is published on or after 24 February 2025. For more detail on the meaning of ‘commenced’ please refer to the Procurement Act 2023 Guidance on Transitional and Savings Arrangements. 

[bookmark: _Toc184132269]Confidentiality and classification
[bookmark: _Hlk171418031]Contracting Authorities must ensure that appropriate protective security markings are applied to this document when completed, in conjunction with a classification as detailed in the Government Security Classifications. 

[bookmark: _Toc167802957][bookmark: _Toc184132270][bookmark: _Toc167865296]Executive summary
[bookmark: _Toc184132271]Key details
	Delivery Manager
	



	Commercial Lead
	



	Departmental/ Programme Team SRO/PRO
	



	Internal assurance approval start and end dates
	



	Budget holder
	



	Budget approved?
	[Yes/No and DATE approved]



	Is the contract included in your commercial pipeline notice?
	[Yes/No, if no, provide details]



	Was a planned procurement notice published?
	[Yes/No, if no, provide details]




	Estimated TOTAL contract value including options for extensions 
	£0.00 (ex VAT)
£0.00 (inc VAT)



	Start and end date of contract (including options for extension)
	



	Contract tiering classification
	[The Contract Tiering Tool can be found on KHUB]



	Contract type
	Goods/services/works [delete as appropriate]



	Form of contract to be used
	[e.g. short form, mid-tier, model services, other]



[bookmark: _Toc184132272]Procurement summary
	[Refer to the Guidance Notes section at the end of this template, for information required for ‘2.2]






[bookmark: _Toc184132273]Background, context and current status
[bookmark: _Toc184132274]The business need
	[Refer to the Guidance Notes section at the end of this template, for information required for ‘3.1]



[bookmark: _Toc184132275]Business constraints
	[Refer to the Guidance Notes section at the end of this template, for information required for ‘3.2]


[bookmark: _Toc184132276]Current status
	[Refer to the Guidance Notes section at the end of this template, for information required for ‘3.3]



[bookmark: _Toc184132277]Lessons learnt
	[Refer to the Guidance Notes section at the end of this template, for information required for 3.4]



[bookmark: _Toc184132278]Scope of the requirement
[bookmark: _Toc184132279]Details of goods/services/works to be procured
	[Refer to the Guidance Notes section at the end of this template, for information required for 4.1]


[bookmark: _Toc167865316]
[bookmark: _Toc184132280][bookmark: _Toc167865317]Social value requirements
	[Refer to the Guidance Notes section at the end of this template, for information required for 4.2]



[bookmark: _Toc184132281]Target outcomes, KPI’s and critical success factors
	[Refer to the Guidance Notes section at the end of this template, for information required for 4.3]



[bookmark: _Toc167865321][bookmark: _Toc184132282]High level programme requirements
	[Refer to the Guidance Notes section at the end of this template, for information required for 4.4]



[bookmark: _Toc184132283]Market engagement and assessment 
[bookmark: _Toc184132284]Exclusions and debarment
	[Refer to the Guidance Notes section at the end of this template, for information required for 5.1]



[bookmark: _Toc167865319][bookmark: _Toc184132285]Preliminary market engagement to date
	[Refer to the Guidance Notes section at the end of this template, for information required for 5.2]



[bookmark: _Toc184132286]Market analysis
	[Refer to the Guidance Notes section at the end of this template, for information required for 5.3]



[bookmark: _Toc184132287]Market management
	[Refer to the Guidance Notes section at the end of this template, for information required for 5.4]



[bookmark: _Toc184132288]Preliminary market engagement notices
	[Refer to the Guidance Notes section at the end of this template, for information required for 5.5]



[bookmark: _Toc167865320][bookmark: _Toc184132289]Commercial options and maximising competition
[bookmark: _Toc167865323][bookmark: _Toc184132290]Options analysis

	Route
	Advantages
	Disadvantages

	In house delivery
	
	

	Framework
	
	

	Dynamic Market
	
	

	Open
	
	

	Competitive flexible
	
	

	Direct award
	
	

	Reserved contracts
	
	

	Lots
	
	


*Add or delete rows as required
	[Refer to the Guidance Notes section at the end of this template, for information required for ‘6.1’] 



[bookmark: _Toc167865324][bookmark: _Toc184132291]Recommended route
	[Refer to the Guidance Notes section at the end of this template, for information required for ‘6.2]



[bookmark: _Toc167865325][bookmark: _Toc184132292]Procurement timetable
[Refer to the Guidance Notes section at the end of this template, for information required for ‘6.3. Add additional rows as necessary]

	Description
	Start date
	End date

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	


[bookmark: _Toc167865326][bookmark: _Toc184132293]Assessment and analysis
[bookmark: _Toc167865327][bookmark: _Toc184132294][bookmark: _Hlk176357567]Assessment methodology
	[Refer to the Guidance Notes section at the end of this template, for information required for ‘7.1’]



[bookmark: _Toc184132295]Conditions of participation
	[Refer to the Guidance Notes section at the end of this template, for information required for ‘7.2’]



[bookmark: _Toc167865329][bookmark: _Toc184132296]Summary award criteria
[Refer to the Guidance Notes section at the end of this template, for information required for ‘7.3’]
	Technical award criteria

	Number
	*Criteria
	Weighting

	[No.]
	
	[value]

	[No.]
	
	[value]

	[No.]
	
	[value]

	Subtotal weighting
	[value]%



	Commercial award criteria

	Number
	*Criteria
	Weighting

	[No.]
	
	[value]

	[No.]
	
	[value]

	Subtotal weighting
	[value]%



	Social value

	Number
	*Criteria
	Weighting

	[No.]
	
	[value]

	[No.]
	
	[value]

	Subtotal weighting
	[10% minimum]%

	Total weighting
	100%


*Add or delete rows as required
** Sub-criteria should be included if being used
[bookmark: _Toc184132297][bookmark: _Toc167865330]Risk 
[bookmark: _Toc167865331][bookmark: _Toc184132298]Risk and issue management
	[Refer to the Guidance Notes section at the end of this template, for information required for ‘8.1]



[bookmark: _Toc167865333][bookmark: _Toc184132299]Risk allocation and matrix summary
[Refer to the Guidance Notes section at the end of this template, for information required for ‘8.2’]
	Category
	Department
	Supplier
	Shared

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	



[bookmark: _Toc184132300][bookmark: _Toc167865334]Key personnel 
[bookmark: _Toc184132301]Tender assessment panel
[Refer to the Guidance Notes section at the end of this template, for information required for ’9.1 Tender assessment panel]
	Role
	Name
	Department
	Relevant experience

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	


*Add or delete rows as required
[bookmark: _Toc184132302]Stakeholder engagement and management plan
	[Refer to the Guidance Notes section at the end of this template, for information required for ‘9.2’]



[bookmark: _Toc184132303]Conflict of interest management
	[Refer to the Guidance Notes section at the end of this template, for information required for 9.3]



[bookmark: _Toc184132304]Policy compliance 
[bookmark: _Toc184132305]Commercial policy test
	[Refer to the Guidance Notes section at the end of this template, for information required for 10.1]



[bookmark: _Toc184132306]SME agenda
	[Refer to the Guidance Notes section at the end of this template, for information required for 10.2]




[bookmark: _Toc184132307]Contract Management and implementation
[bookmark: _Toc167865335][bookmark: _Toc184132308]Key details

	Extension options
	



	Extension process (notice periods)
	



	Breakpoints / exit planning / termination
	



	Proposed charging mechanisms
	



	Savings / revenue / opportunities / added value
	



[bookmark: _Toc167865336][bookmark: _Toc184132309]Strategy
	[Refer to the Guidance Notes section at the end of this template, for information required for ’11.2’]



[bookmark: _Toc167865337][bookmark: _Toc184132310]Terms and conditions
	[Refer to the Guidance Notes section at the end of this template, for information required for ’11.3’]



[bookmark: _Toc184132311]Key performance indicators (KPI’s)
	[Refer to the Guidance Notes section at the end of this template, for information required for ’11.4’]



[bookmark: _Toc167865338][bookmark: _Toc184132312]Variations and key clauses
	[Refer to the Guidance Notes section at the end of this template, for information required for ’11.5’]



[bookmark: _Toc167865339][bookmark: _Toc184132313]Contract management plan
	[Refer to the Guidance Notes section at the end of this template, for information required for ’11.6’]



[bookmark: _Toc167865340][bookmark: _Toc184132314]Contract exit and transition planning
	[Refer to the Guidance Notes section at the end of this template, for information required for ’11.7’]



[bookmark: _Toc167865341][bookmark: _Toc184132315]Risk profile
	[Refer to the Guidance Notes section at the end of this template, for information required for ’11.8’]



[bookmark: _Toc184132316]Commercial spend controls (if applicable)
[Refer to the Guidance Notes section at the end of this template for information required for ’12]
[bookmark: _Toc167865308][bookmark: _Toc184132317]Key details

	Is this contract subject to Commercial Spend Controls (Cabinet Office and HM Treasury)
	[Yes/No, if no, provide details]



	HMT approval date (if applicable)
	[if applicable enter details here or mark as N/A]	



	CO approval date (if applicable)
	[if applicable enter details here or mark as N/A]	



	Is this subject to other governmental spend controls?
	[Yes/No, if yes, provide details]



	HMT Spend Pillar
	



	Spend Category
	



[bookmark: _Toc167865309][bookmark: _Toc184132318]Complexity Assessment
	Does this request relate to a first generation outsourcing scenario?
	[Yes/No, if no, provide details]



	Is this a retrospective transaction?
	[Yes/No, if yes, provide details]



	Has there been a history of failed procurement for this requirement or in relation to an equivalent requirement within department?
	[Yes/No, if yes, provide details]



	Are there expected to be high levels of media/political/public attention and thus is this case requirement subject to a disproportionate level of reputational risk?
	[Yes/No, if yes, provide details]



	Is this request in relation to a direct award or an unplanned extension?
	[Yes/No, if yes, provide details]



	Does the request relate to obtaining goods services from markets with limited competition?
	[Yes/No, if yes, provide details]



[bookmark: _Toc167865342][bookmark: _Toc184132319]Legal Considerations
[Refer to the Guidance Notes section at the end of this template, for information required for ’13’. Add additional paragraphs and sub headings as necessary]
[bookmark: _Toc184132320][Add sub heading]
	



[bookmark: _Toc184132321][Add sub heading]
	



[bookmark: _Toc167865343][bookmark: _Toc184132322]Internal approvals
[bookmark: _Toc166672887][bookmark: _Toc167865344][bookmark: _Hlk183099725][Refer to the Guidance Notes section at the end of this template, for information required for ’14’. Add additional sections as necessary]
[bookmark: _Toc184132323]Technical approval
Technical lead/SRO

	Name
	



	Position
	



	Signed
	



	Date
	


[bookmark: _Toc166672888][bookmark: _Toc167865345][bookmark: _Toc184132324]Commercial approval
Commercial lead

	Name
	



	Position
	



	Signed
	



	Date
	



[Enter title here e.g. Head of Commercial]

	Name
	



	Position
	



	Signed
	



	Date
	



[bookmark: _Toc184132325]Guidance Notes
	Section
	Guidance

	1. Introduction
	

	Instructions
	The sourcing strategy should be completed and approved in accordance with your contracting authority’s relevant delegated purchasing levels of authority. 
Accurate and timely record keeping is central to all procurement processes. You should complete key project information and store supporting documentation in accordance with organisational information retention policies and legal requirements. Records and data relating to a specific procurement should be readily available.
Information should be inserted in the sections marked [ ]. Sections should be completed in the format requested to avoid formatting errors. If the question is not relevant or proportionate to the procurement, state ‘N/A’. 
Make amendments as required, to ensure the strategy template is adapted to departmental needs. Care should be taken not to adopt a tick box approach. 
The sourcing strategy may be subject to audit or scrutiny in the event of legal challenge. You should provide rationale and context to support the decision-making process. 
In the final version of the strategy, you should remove guidance text marked between a single Asterix* and double Asterix**. You may add additional sections or annexes where relevant and proportionate to the procurement.
You should be mindful when including detailed information about the procurement that it may be personally sensitive or commercially confidential, that may not be appropriate to disclose. 
[bookmark: _GoBack]In the event that you are asked to share it, you should consider undertaking a redaction before doing so. 

	[bookmark: _Toc167865294]Additional support 
	There are many sources of supporting information and guidance available. You should refer to and apply these where it is relevant and proportionate to do so. 
The Procurement Act 2023 
The Procurement Regulations 2024
The Procurement Act – Guidance documents
Government Commercial Function: Standards
The Consultancy Playbook 
The Digital, Data and Technology Playbook
The Sourcing Playbook
The Knowledge Hub 
Please note: this list is not exhaustive and you should seek support from your commercial department where necessary.

	2. Executive summary

	2.2 Procurement summary
	The procurement summary should demonstrate that the strategy has examined a wide enough range of options that will meet the business  requirement. 
It should demonstrate that there has been an evidence-based assessment in order to evaluate and select the most suitable commercial model. 

	3 Background, context and current status

	3.1 The business need
	This should include as a minimum:
· the business need that is being addressed
· the name/position of the business owner
· the priority of the business need
· details of a delivery model assessment if carried out 

	3.2 Business constraints
	Details in this section may include, but not be limited to:
· minimum requirements
· critical time constraints
· any other business constraints

	3.3 Current status
	Details in this section may include, but not be limited to:
· whether this is a new commercial requirement
· whether it is replacing an existing contract 
· when the existing contract/s expire
· the current costs
· where there is existing data on transactions, volumes or spend, this should be analysed and presented to estimate future requirements
· visual representation of spend analysis, e.g. graph, dashboard
· arrangements in place to provide continuity of service up to transition to new supplier(s).
· if relevant, agreements with current suppliers on how they will support due diligence during the procurement phase
· if relevant, clear separation of roles where the incumbent supplier is bidding for a replacement contract.
Spend analysis:
· current spend if applicable, historical annual spend, e.g. 3 – 5 years 
· spend allocation with suppliers

	3.4 Lessons learnt
	The sourcing strategy should demonstrate that it has conducted a lessons learnt exercise from other recent similar projects/procurements.
Consider if there is a need to re-evaluate the delivery model of existing services.
Demonstrate that there is a mechanism in place to learn lessons from its own delivery regardless of the stage in the project delivery lifecycle.

	4. Scope of the requirement

	4.1 Details of goods / services / works to be procured
	This section may include, but not be limited to: 
· an overview of the specification of requirements (this doesn’t have to be the full spec) 
· what is in and out of scope
· the long-term benefits
· if relevant, details of a pilot phase
· if you have been able to map the end-to-end user journey to aid defining the requirements
· details of the wider requirement timescales e.g. in relation to the wider programme
· the end date of previous contracts and the proposed new contract length
· details of sub-contracting requirements as part of sub-contract specifications where relevant
· how requirements have been tested and by whom
· detail any potential improvements to existing contractual concerns or deficiencies within the existing process
· initial thoughts on potential future developments and/or benefits realisation exercises 
· any organisations collaborating on the procurement, including details of formal approval for their inclusion in the exercise
· if the procurement is not successful, what contingencies are in place to ensure service continuation

Guidance: Technical specifications

	4.2 Social value requirements 
	This section should include, but not be limited to:
· how social value requirements have been identified
· how their delivery will be measured and assured


	4.3 Target outcomes, KPI’s and critical success factors
	This section should include, but not be limited to:
· the desired outcomes
· the critical success factors
· the KPI’s
· how all of the above shall be measured

	4.4 High level programme requirements
	This section should include, but not be limited to:
· an overview of how the commercial requirement is strategically placed to contribute to the delivery of wider programme objectives and organisational goals.

	5. Market engagement, analysis and management

	5.1 Exclusions and debarment
	Information should include, but not limited to:
· any suppliers that are excluded or excludable
· testing exclusion grounds
· debarment considerations
Guidance: Exclusions, Debarment

	5.2 Preliminary market engagement to date
	Detail any engagement with suppliers to date.
What is the best way to engage the market which would maximise market intelligence and impact on the supplier market, e.g.:
· early market engagement events / supplier days
· preliminary market engagement notice
· tradeshows
· procurement launch event
Guidance: Preliminary Market Engagement 

	5.3 Market analysis
	All potential outsourcing projects should include an assessment of the market early on during the preparation and planning stage. These assessments should then be kept under review through the life of a contract.
There are many tools that can be used to support your analysis such as; Porter’s 5 forces, SWOT, PESTLEE.
You should outline your approach to researching the wider market and identifying potential new suppliers. Considerations should include, but not be limited to: 
· format of engagement
· scope of existing and potential suppliers
· commercial market intelligence, market sources and potential suppliers evident
· early supply-side involvement to help determine and validate what outputs and outcomes are sought for the project, including proof of concept exercise.
· sufficient engagement with the industry to be able to assess risks across all phases of delivery
· what research has been done? 
· is there a healthy interest from the market? 
· have you considered mobilisation costs, and TUPE and communicated to suppliers?
· what is the expected number of suppliers likely to bid?
· have suppliers shown an interest in delivering this requirement?
· market analysis models used
Expected Supply arrangement
· the type of supplier arrangement, prime, consortia etc
· whether there are expected to be sub-contractors and, if so, of what services.
· ensuring fair treatment of sub-contractors
Barriers to SME’s
· consultation with the SME market
· whether can SMEs provide/deliver the services in whole or part
· evidence how your strategy will support Social Value
· consideration of barriers to SMEs and whether they can be removed/reduced

	5.4 Market management
	You should detail how you will manage communication with suppliers, such as:
· eProcurement system
· record Keeping
· ensuring equal treatment
· information sharing 

	5.5 Preliminary market engagement notices
	Details provided in this section may include, but not limited to:
· if you intend to publish a preliminary market engagement notice
· if so, when
· if not, the reasons for not publishing the notice and confirmation that these reasons will or have been provided in the tender notice in accordance with Section 17 of the Procurement Act 2023
Guidance: Preliminary Market Engagement

	6. Commercial options and maximising competition

	6.1 Options analysis
	Test the robustness of options analysis and chosen route to market, considering how competition has been maximised.
Guidance: Competitive tendering procedures 

	6.2 Recommended route
	You should provide details of the recommended route to market and procurement procedure to be used, including the rationale to support the decision, such as:
· what frameworks have been considered, if not appropriate, provide reasoning
· if applicable, the design of the Competitive Flexible Procedure, together with justification of the design, including details demonstrating the procedure is proportionate in accordance with Section 20(3) of the Procurement Act 2023
· how consideration was given to the requirements being delivered under more than one contract and if these could be awarded by reference to lots
· how the contract is being divided in to lots and why
· where the contract will not be awarded with reference to lots, the reasons why

Guidance: Lots, Dynamic Market, Frameworks, Concessions, Reserving contracts

	6.3 Procurement timetable
	The timetable should detail key milestones throughout the procurement process and take account of minimum timescales as specified in the Procurement Act 2023,  and business as usual where relevant. Timescales should be proportionate to the complexity of the procurement. 
Guidance: Time Periods

	7. Assessment and analysis

	7.1 Assessment methodology
	Assessment methodology should always relate to the specification and be proportionate to the contract. State whether the assessment will be done on or off line and give reasons to justify the decision.
Explain how the assessment model has been developed and tested, reflects the desired business objectives, outputs and outcomes. 
· the stages of assessment
· the assessment and award criteria
· assessment methodology
· how Value for Money will be tested
· resourcing the evaluation
· does the tender assessment panel require training, what is the training plan?
· are the weightings mandated by a framework, or have you chosen specific weightings?
· details of sub-criteria
· where there is more than one criterion, providing details of their relative importance in accordance with Section 23(3)(b) of the Procurement Act

	7.2 Conditions 
of participation
	Guidance: Assessing Competitive Tenders, Conditions of Participation, Exclusions, Debarment,  

	7.3 Summary award criteria
	You should consider whether the award criteria will be refined, and if so, how.

	8. Risk 

	8.1 Risk and issue management
	You should provide a summary of risk, and detail the process to identify, assess, allocate, manage and monitor current, anticipated and emerging risks and issues.
You should record concerns about the requirement, the maturity of it, and how the contract will allocate risks or opportunities that arise through the contract terms and conditions.  
You should summarise how you plan to review, complete and manage a comprehensive risk register and store supporting documentation, as needed.
· timetable Risk
· resourcing Risk
· funding Risk
· incumbent Supplier Risk
· risk of Challenge
· risk of a procurement not completing
Guidance:  Risk and Pricing Approaches 

	8.2 Risk allocation and matrix summary
	Example risk allocation and matrix summary table provided in section 8.2
Guidance: GCF Risk allocation and Pricing Approaches

	9. Key personnel

	9.1 Tender assessment panel
	Example tender assessment panel table provided in section 9.1

	9.2 Stakeholder engagement and management plan
	You should detail your governance approach.
Manage expectations - buyers/business area/stakeholder - who does what, when and how throughout the commercial lifecycle relevant to your procurement.
You may wish to consider:
· what are the capabilities required to run the service?
· what specific resource is needed? 
· do we have it?
· what management and oversight is required?
· what staffing level is required? 
· what is expected from each key personnel
· what training is required? i.e. evaluation, specifications writing etc

	9.3 Conflict of interest management
	
Guidance: Conflicts of Interest

	10. Policy compliance

	10.1 Commercial policy test
	Test the extent to which the contract takes account of relevant government commercial policies including those relating to:
· National Procurement Policy Statement
· Social Value
· GDPR and data protection
· Data security
· Prompt payment 
· Modern slavery
· Cyber essentials
· Armed forces covenant
· Procurement of Steel
· Open Book Contract Management
Where relevant, evidence how this policy has been strategically aligned to the commercial activity.
Provide clear articulation and evidence of how the commercial activity links to priority outcomes at a department and government level.

	10.2 SME agenda

	You should consider how the contract aims to obtain value for money and support small businesses and start-ups through procurement? 
You may wish to refer to Small and Medium Business Hub Guidance and detail the suitability of this procurement for SME providers. For example:
· what are you doing to encourage SME participation in the procurement?
· what is the forecast % for SME involvement
· consider both direct and indirect opportunities
· how does your strategy link to the SME Action Plan
· general procurement objective relating to the SME agenda at Section 12(4) of the Procurement Act 

	11. Contract management and implementation

	11.2 Strategy
	Test if the contract will be fit for purpose, appropriate performance mechanisms will be included and there is a robust approach to contract management, including transition and exit.
Contract Management is ensuring the supplier delivers and the client receives the right goods and/or services at the right price, at the right time, in the right place, of the right quality, for the right length of time whilst both parties demonstrate the right behaviours and adhere to their respective obligations. 
Consideration should be given, but not limited to: 
· desired extensions and extension values
· rationale for the duration of the contract
· what existing contract management arrangements are there?
· breakpoints
· exit planning/termination and consider
· how effective has the existing contract management been and what issues have there been?
· requirements for ‘intelligent customer’ capability considered
· arrangements for managing single/multiple suppliers considered.
· where multiple suppliers are likely to be appointed, high level plans exist for managing the interfaces.
· appropriate relationships determined and optimum scale of contract(s) appropriately considered.
· arrangements in place to provide continuity of service up to transition to new supplier(s).
· agreements with current suppliers and how they will support due diligence during the procurement phase.
· consideration of workforce issues such as Transfer of Undertaking, Protection of Employment (TUPE) regulations, where applicable. 
If your contract goes over the spend review period, there should be appropriate clauses in it to allow for an exit, should it be required. This can be met with the use of break clauses, termination for convenience clauses or unutilised extension options.
See Knowledge Hub - CM Best Practice Guide

	11.3 Terms and conditions
	You should include details of contract terms and conditions, for example, standard form contract, framework terms and conditions, bespoke terms and conditions. 

	11.4 KPI’s
	You should include details of KPI’s of which you intend to use to manage the suppliers performance. If the estimated value of the contract is more than £5 million, you must set a minimum of three.

	11.5 variations and key clauses
	You should detail whether there are any 'known risks' that are included in the procurement in relation to future modifications.

	11.6 Contract management plan
	See Knowledge Hub - CM Plan Template
The purpose of the CM Plan is to provide an overview and general summary of the approach to management of the contract.

	11.7 Contract exit and transition planning
	See Knowledge Hub - GCF Contract Exit and Transition Planning – A Rough Guide

	11.8 Risk profile
	See Knowledge Hub – Contract Tiering Tool
This classification tool should be used in advance of and following contract award to determine the level of risk presented by a contract, and to determine the level of contract management that should be applied.

	12. Commercial spend controls

	
	Where commercial spending controls are applicable, the relevant Cabinet Office and HM Treasury stakeholders shall be consulted in a timely manner, to facilitate commercial assurance activity and ministerial approvals.
Guidance: Cabinet Office Controls and Treasury approvals process

	13. Legal considerations

	
	Commercial teams should consult with Legal teams early where there is a need for legal advice in respect of a procurement. 


	14. Internal approvals

	
	Approvals should satisfy the organisation’s commercial governance and management framework, financial management controls (including delegations of authority), government and commercial policy and the commercial strategy and plan. Add additional lines in each section as required.
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