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Project Name 25 Dec Electronic Shop | Date September 1, 2021
Project Number | 10-2021 Document Number 25-IPA
Project Zaid Alshammari Project Owner/Client Saudi Investment
Manager
Stakeholder | Organization | Title & | Responsibilities/ | Contact Information | Notes
Name Project Authorities
Role
| Owner i) |
John Owner Sponsor Decision John@Saudia.com.sa;
0096655664433
Adam Owner Finance Financial support Adam@Saudia.com.sa
0096655664433
| Bank < |
James Bank Finance Finance opinion james@SABB.com.sa

; 0096655664433

‘ Government Authorities for license uasd) sl 4 sSal) cilgal

Mohammed | Saudi Arabian License | Law & exercise of Mohammed@SAGIA.sa
General authority ; 0096655664433

Investment

Authority

(SAGIA)
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Omar | Ministry of License Registration Omar@MCl.sa
Comerce ;0096655664433
| Chamber of Commerce a3 48 1) |
Ali | Chamber of License Registraion Ali@COC.sa
Commerce ; 0096655664433
| Public (Customers) (nSiiaa |
Rima Riyadh End users | Requirements as a Rima@yahoo.com
Province customers in Riyadh ; 0096655664433
Said | Jeddah Province End users | Requirement as Said@gmail.com
customers in Jeddah ; 0096655664433
Human Resource i sl 5 43 5 3 ) sal) |
Mohammed 25 Dec shop Human Personnel Affairs | Mohammed@?25Dec.com.sa
Resource ;0096655664433
Saud 25 Dec shop requirement Hiring Saud@?25Dec.com.sa
; 0096655664433
| Manager of the shop aiell Liligll ) |
Nadeem 25 Dec shop Manager | Operation Manager Nadeem@?25Dec.com.sa
; 0096655664433
| PMO for the project g.3éall 3 ) |
Richard Google | Planning & | Establish the project Richard@google.com
execution ; 0096655664433
| Website Company (9380 a8 gall 48 )&
Technology | Hosting the project
Company websit
| Shop Site Programming & Operation Company 4La-&iy jaiall ad ga daua s 4S i
Technology | Establish  project
Company website
| Goods Shipping Company gbad) cad 4s
Transportation | Delivery of the

goods to the
customers

Clothes Suppliers (Sl )54 |

Goods
delivery

Ensure the products

are available

(M) adudo
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=
Deliverable or Task Status Sponsor / Leadership I

Conduct Meetings

.
Risk Assessment A s B R | c |
A

User Testing
User Journey

Determine Standards

Responsible Assigned to complete the task or deliverable.
Accountable final decision-making & accountability for completio
Support Provides support during implementation.
Consulted An adviser, SME who is consulted before a decision.
Informed Must be informed after a decision or action.
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25 December Distributed Resources

ID Activity Planned Resources
A.l Prototype Creation Engineer & (3) Programmers
A2 Landing Page Engineer & (1) Programmer
A3 Sign-in/Registration Page Engineer & (1) Programmer
A4 Product Page Engineer & (1) Programmer
A5 Payment Flow Page Engineer & (1) Programmer
A.6 About & Contact Page Engineer & (1) Programmer
B.1 Backend Server Creation Engineer & (2) Programmers
B.2 Repository Linked Engineer & (2) Programmers
B.3 Chat Bot Linked Engineer & (2) Programmers
C.1 Agreements Preparation Contract Advisor & Lawyer
C2 Bank Agreement Contract Advisor & Lawyer
C.3 Transportation Agreement Contract Advisor & Lawyer
C4 Host Web Agreement Contract Advisor & Lawyer
E.l Hand-over Project Manager & Engineer
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sl Jsaall Ao Fast-tracking 4ses g Crashing s) ) i Jalas

25 December Baseline Schedule

ID Activity Predecessor | Successor | Duration Start Date Finish Date
(Days)
A.1 | Prototype Creation Start A2 17 05-Sep-2021 23-Sep-2021
A2 Landing Page A.l A3 15 25-Sep-2021 11-Oct-2021
A.3 | Sign-in/Registration A2 A4 10 12-Oct-2021 23-Oct-2021
Page
A4 Product Page A3 A5 10 24-Oct-2021 03-Nov-2021
A.5 | Payment Flow Page A4 A5 10 04-Nov-2021 15-Nov-2021
A.6 | About & Contract A5 E.1 10 16-Nov-2021 27-Nov-2021
Page
B.1 Backend Server Start B2 &B.3 9 05-Sep-2021 14-Sep-2021
Creation
B.2 | Repository Linked B.1 E.1 7 15-Sep-2021 22-Sep-2021
B.3 | Chat Bot Linked B.1 E.1 5 15-Sep-2021 20-Sep-2021
C.1 Agreements Start C2&C3 10 05-Sep-2021 15-Sep-2021
Preparation &CA4
C.2 | Bank Agreement C.1 E.1 4 16-Sep-2021 20-Sep-2021
C3 Transportation C.1 E.1 4 16-Sep-2021 20-Sep-2021
Agreement
C4 Host Web C.1 E.1 4 16-Sep-2021 20-Sep-2021
Agreement
E.l1 Hand-over A6&B2& Finish 3 28-Nov-2021 29-Nov-2021
B3&C2&
C3&C4
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25 December Baseline Schedule

ID Activity Predecessor | Successor Duration | Start Date Finish Date
(Days)

A.1 | Prototype Creation Start | A2 & A3 17 05-Sep- | 23-Sep-2021
& A4 2021

A2 Landing Page A.l AS 15 25-Sep- | 11-Oct-2021
2021

A3 Sign- Al AS 10 25-Sep- | 05-Oct-2021
in/Registration 2021

Page
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A4 Product Page A.l AS 10 25-Sep- | 05-Oct-2021
2021

A.5 | Payment Flow | A2 & A3 & A.6 5 12-Oct- | 17-Oct-2021
Page A4 2021

A.6 | About & Contract AS E.1 5 18-Oct- | 23-Oct-2021
Page 2021

B.1 | Backend  Server Start | B.2 & B.3 9 05-Sep- | 14-Sep-2021
Creation 2021

B.2 | Repository Linked B.1 E.1 7 15-Sep- | 22-Sep-2021
2021

B.3 Chat Bot Linked B.1 E.1 5 15-Sep- | 20-Sep-2021
2021

C.1 Agreements Start | C.2 & C.3 10 05-Sep- | 15-Sep-2021
Preparation & CA4 2021

C2 Bank Agreement C.1 E.1 4 16-Sep- | 20-Sep-2021
2021

C3 Transportation C.1 E.1 4 16-Sep- | 20-Sep-2021
Agreement 2021

C.4 | Host Web C.1 E.1 4 16-Sep- | 20-Sep-2021
Agreement 2021

E.l Hand-over | A.6 & B2 & Finish 3 28-Nov- | 29-Nov-2021
B3 & C2 & 2021

C3&C4
(1) Ao dsa
roa Uil Alaad dale a0 g8 g
Negotiation Rules: 102 gHll ao) g8
Be Prepared Iaiea oS ]

Successful negotiators are generally the best
prepared negotiators. No amount of negotiator
experience, skill, or persuasive ability can fully

compensate for the absence of preparation.
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Aim High

The expectation level of negotiators is closely related

to the outcome of the negotiations. Expectations are

the gauges by which people measure their

performance.  Generally, the higher  your
expectations, the better you will ultimately perform
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Give Yourself Room to Compromise
Compromise is essential to successfully conducting
most negotiations. Even the most skilled bargainers
must make concessions in order to obtain successful
outcomes. Yet, many negotiators are unable to make
material sacrifices because their opening position is
too close to their expectation level. Consequently,
their inability to compromise often leads to feelings
of frustration by both parties which can preclude a
mutually satisfactory agreement.
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Put Pressure on The Contractor
Success in negotiation stems in large part from the
ability of a negotiator to increase pressure the other
negotiator while at the same time limiting the
pressure on themselves. You can often accomplish
this by following some simple procedures which will
reduce your stress while increasing the pressure on
the other negotiator.
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Do Not Volunteer Weaknesses

Never volunteer information that would weaken your

negotiating position or enhance the bargaining

position of the contractor. Although this rule is only

common sense, it is often overlooked because most
people are forthright by nature.
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Use Concessions Wisely

Compromise is a vital part of contract negotiations,

most successful negotiators are masters of when and

how to make concessions. The concessions that you

make, when you make them, and how you make them

will all have a significant effect on the outcome of the
negotiation.
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Say It Right

The importance of good interpersonal relationships
cannot be overemphasized. The reason for this is
simple. You are trying to negotiate a mutually
satisfactory result. Even the most generous offer may
be rejected when the contractor feels slighted or

offended.
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Satisfy Non-Price Issues

Most negotiations will not end in agreement unless

both the price and non-price issues are satisfied. In

contrast, successful Government negotiators are

able to identify the non-price needs of the other party
and develop ways to satisfy those needs.
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Use the Power of Patience

The power of patience seems obvious. However,

practicing patience is often harder than it sounds

because of the pressure inherent in every contract

negotiation. The quicker the negotiations conclude;

the sooner contract performance begins ... and this
natural pressure is relieved.
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Be Willing to Walk Away from or Back to
Negotiations
Even the best negotiators sometimes fail to come to
mutual agreement and experience this lose-lose
outcome. However, good negotiators are neither
afraid to walk away from bad deals nor too proud to
return to the negotiation table once they realize a
better deal cannot be obtained elsewhere.
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PURPOSE
B. This negotiation plan details:

a. Objectives.

b. Proposed negotiation team and

responsibilities.

c. Location and timings.

d. Rules of participation and conduct.
e. Conflict of Interest.

f. Negotiation Items, including minimum

and desired positions.
g. Boundaries of negotiations.
h. Confidentiality of negotiations.

i. Reporting and capture of negotiation

outcomes.

Jj. Approval of outcomes.
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BACKGROUND

e The procurement was approved and in
accordance with this approval a Request for
Tender (RFT) for [project number]| was
released.

e The Tender Evaluation Board (“Board”) was
held on [insert date] after all Board Members
had carried out an individual assessment of the
registrations in  accordance  with the
requirements of the approved PTP.

e The price offered by [insert preferred tenderer],

EXIRIE
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in comparison to the pre-tender estimate, Jase ‘ pxil Dl as
including technical worth is summarized BB &l ey
below: ale sdidl)
Company Lump | Technical | Agreed A J30)
Sum | Worth Damages A J3)
rate ) A
Insert name pl)
Insert name Ji gl
Insert name ole
Pre-tender glaal)
estimate

TENDER RISK ASSESSMENT / CONFLICT
AND MITIGATION STRATEGIES

7. After completing a risk assessment of the
Tenders, the risk profile is outlined below

Risk
Rating

Technical | Price

Worth

Company

Insert
name
Insert
name
Insert
name

8. Risks involved in the outcome or during
negotiations include:

Insert risks
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PROPOSED NEGOTIATION TEAM

9. The proposed negotiation team is outlined
below.

Responsibility Title

Chairman Insert name
Member Insert name
Member Insert name
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LOCATION AND TIMINGS

10. The negotiations will either take place in person
at our offices, this meeting is expected to take
approximately two hours.

11. If a face-to-face meeting is not feasible, a teams
meeting will be organized for key personnel to
discuss this project.

12. The exact time and date of the negotiations will
be confirmed once the preferred tenderer has been
advised of the opportunity to commence
negotiations.
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RULES
CONDUCT

OF PARTICIPATION  AND

14. Upon approval of this negotiation plan, the
Preferred Tenderer is to be advised of the approved
dates and timings of the negotiations in writing.
Once the timings for negotiations have been
accepted by the Preferred Tenderer, an agenda for
each session/day detailing the topics for
negotiation must be provided to them to allow for
sufficient preparation time.

15. The Chair is responsible for ensuring that the
objectives of the negotiations are met and the rules
for negotiation, as detailed in this plan, are
followed.

16. It is the responsibility of the nominated
Secretary/Scribe  to capture all negotiated
outcomes in minute format and provide to all
members of both teams (Defence and the Preferred
Tenderer) for concurrence.

17. All team members are to be present at all
negotiating sessions, unless they have been given
an ‘as required’ status.

18. It is the Chair’s responsibility to determine
which advisers are required to attend each
negotiating session and notify those advisers of the
session’s details.

19. Between negotiating sessions, members of the
negotiating team are to consult sufficiently with
their advisers to ensure that matters of concern are
addressed quickly to allow them to discharge their
responsibility in respect of the project.

20. The Chair will obtain prior to negotiations,
appropriate delegate authority to allow the
Commonwealth to commit to appropriate
negotiated outcomes as they occur.

21. Negotiation team members and advisers are
authorized to provide advice on behalf of the head
of their functional area. It is the Chair’s
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responsibility to ensure that the nominated adviser
has been granted this authority.

22. An agenda covering each session/day will be
promulgated to all parties prior to commencement
of the session. This agenda should also be
communicated to the Preferred Tenderer.
Sufficient time should be allowed for preparation
by all parties.

23. During negotiation sessions, the Chair must
ensure that comments are confined to the particular
agenda item/matter being addressed. Comments on
other matters should be communicated privately to
the Chair and added to the agenda, as appropriate.
24. The negotiating team and advisers must
exercise the utmost discretion in accepting
hospitality from the Preferred Tenderer or its
representative. The negotiation team should guard
against accepting hospitality that may later become
the subject of criticism
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CONFLICT OF INTEREST
25. Negotiation team members/advisers must
notify the Chair of any possible conflict of interest.
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NEGOTIATION ITEMS
26. The item to be negotiated is detailed below:

Negotiation | Minimum and Desirable

point Outcome

Insert item Insert minimum  and
desired outcome

Insert item Insert minimum  and
desired outcome

Insert item Insert minimum  and
desired outcome

27. The negotiated team will ensure that the revised
Contract price does not impact on scope or project
quality.
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28. Negotiation may impact on the timeframe
however, outcomes require finalization prior to the
end of this financial year, with a proposed date no
later than [insert date] to enable mobilization to

site.

BOUNDARIES OF NEGOTIATIONS

28. The negotiation team, including the Chair, does
not have the authority to:

a. Deviate from negotiation policies; and

b. Override any of the standard Contract clauses.
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CONFIDENTIALITY OF NEGOTIATIONS
29. The negotiations and associated papers are to
be treated as Commercial-in-Confidence.
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REPORTING AND CAPTURE
NEGOTIATION OUTCOMES

30. At the conclusion of negotiations, the Chair
will prepare, either:

OF

a. A Financial Submission recommending Contract
Award; or

b. A negotiation report with a recommendation to
either approach the second preferred tenderer or
reconsider the contracting strategy and re-tender
the opportunity.

31. The submission/report will detail the
negotiated outcomes and any significant
differences with the minimum and maximum
preferred positions highlighted above. Only where
value for money and the minimum preferred
positions have been achieved will the Chair
recommend Contract Award. Where a minimum
preferred position has been replaced with an
appropriate ‘trade-off’, the wvalue for money
justification for this proposal must be adequately

represented in the submission/report.
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APPROVAL OF OUTCOMES

32. Where a financial submission recommending
contract award has been approved, a Contract can
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be executed by the relevant delegate in accordance
with the Business Rule on Financial Delegations.

33. Alternatively, where contract award is not
recommended due to negotiation outcomes being
unsatisfactory, a negotiation report may be
developed recommending and seeking executive
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review and approval of an appropriate way Lol
forward.
[0 M) ]
[ 5]
[Name of Chairperson]
[Title] [&=04]
[Date]
ANNEXES il palf

B. Draft Negotiation Agenda

B. Supporting Negotiation information
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