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What is Partnering?

Adversaries vs Teammates
Relationship vs Contract

Where did It come from?

Dan Burns, FRUCON & the Oliver Lock and Dam
Fluor-Daniel
Larry Bonine & Lou Martinez
Don Moseley & Carl Moore
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What makes a Partnered Project a
success?

Dispute Prevention
Commitment to Common Goals
Collaborative Risk Management

Team Approach

What are the keys to a great
Partnership?

Trust, Open Communication, Senior Leader Support
Tackle issues not People
It’s a relationship!

HAQRI




Does it Work?

ADOT - 1788 Projects
24,677 Contract days saved
$20M in Construction Savings
$9.4M in VE Savings
6 Claims for $1.275M out of $5.5B
Oliver Lock & Dam - $2M claim avoidance
Anniston IWTP — 4 months early, under budget
J-6 LRTF — 5 months early, Award Fee, 1.5% VE savings
WF George Secant Wall — 4 months early, under budget

Then, why don’t | see more of it???
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Willing Partners
or
Kicking and Screaming
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US Army Corps
of Engineers ®

“Committed to working together with partners to accomplish
the mission and build enduring relationships
through trust, transparency, and shared values.”
=Lt. Gen Scott Spelimon

Sound partnerships require proactive engagement at all echelons of the organization and the
embracement of a partnering mindset which embodies a set of behaviors rooted in three
interdependent and mutually supportive elements: Commitment, Communication, and
Collaboration.

3C’s of Successful Partnering

v" Builds and Sustains Strong, Cohesive, and Diverse Teams

v Works Together to Proactively Solve Problems in a Manner That
Achieves Mutually Beneficial Outcomes

co"aboration v Routinely Manages Risk, Relationships, and Performance

v Collectively Sets and Documents Shared Goals and Expectations

v" Promotes Clear, Open, Consistent, and Timely Communication
C : : v Fosters Shared Understanding

ommunication v Solicits Input to Continuously Learn, Adapt, and Improve
v" Resolves Conflicts Constructively and Expeditiously

Commitment

Transactlonal

* Cost Driven

* Short-Term

= Unequal Power

= Low Trust/Reward

Strategic

' ) = Value-Driven
= Compromised Objectivity « Longer-Term
* Independent Goals « Shared Risk/Reward
= One-Way Accountability = High Trust

= Principled Delivery
= Common Vision & Goals
* Mutual Accountablity

Relationship Spectrum

Each partnering relationship is unique and exists along a spectrum with transactional
relationships at one end and strategic relationships on the other. Where these relationships
fall along that spectrum and the extent of collaboration are influenced by the type of
partnership, maturity of the relationship, and commitment towards partnering.

Increasing Level of Engagement

Inform Consult Involve Collaborate Empower
Provides Informs others ~ Works directly ~ Works with Works directly
objective about decision- with others to others in all with others to
information to making process, ensure their aspects of the share informaiton
assist others in  seeks input, knowledge, decision-mak- and enable them
understanding  and provides concerns, and ing process; to make optimal
issues, options, feedback on aspirations are seeks out and  decisions
and decisions use of input consistently incorporates
being made understood advice into

and considered decisions

“ We must always strive to maximize partnering
outcomes to enable the safe delivery of quality
projects that are on time and within budget.”
= Lt. Gon Scott Spelimon




USACE Partnering Playbook

Understanding the People
Finding Common Ground
ldentifying and Sharing Risk
Communication Protocols
Issue Escalation
Commitment by the Team
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NAVFACINST11013.40B

Tiered Levels
All Construction Contracts
Charter
Escalation Ladder
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Remember — it’s about People
and Relationships!
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Questions?
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