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Risk Client as End-User Life-cycle 

Outcomes

• As an enabler

• Tolerances and 

understanding

• Control and 

parameters

• Defining needs early

• Quality solutions

• Stewardship

• Moving to an 

outcomes focus

• Understanding 

Value and a 

WLC basis

• Early definition 

of outcomes
RISK

VALUE 
W-L-C

END 
USER

Addressing the value paradigm



Will I survive?





COOPERATION 

TRUST

ENGAGEMENT 

DIALOGUE

CONSISTENCY

CLARITY



Item Descriptor What Clients will contribute to the ITA What Clients want to change

Risk

Risk and Reward are key concepts integral 

with success and failure.

Trust and Cooperation are critical for 

sustained success. 

Distrust and Obstruction inhibits good risk 
management and rewards distribution.

Goal

A unified Client Group that is an increasingly 

proactive and trustworthy supply chain 

participant.

Strategy

Achieve visible change through engagement

with the ITA initiative and procurement policy-

makers.

Communication to improve the 

understanding of risks, and to  

develop a more cooperative 

approach to risk management 

across the supply chain.

End-user / 

Stakeholder Value

Appreciation of Needs is central to 

establishing value

Positive and Constructive Communication 

is essential 

Focus on Value Outcomes over Methods 

and Materials

Goal

A positive leadership framework promoting 

responsible and constructive communication.

Tactics

Clients introduce practical methods and tools

to support and improve stakeholder 

engagement.

Communication to drive more 

meaningful and productive 

engagement among all parties 

in the supply chain.

Outcomes

Outcomes give purpose and meaning to 

End-user investment. 

The industry converts resources into 

outcomes in response to End-user needs.

End-users reconcile outcomes with value 

earned per unit of cost invested

Strategy

Clients undertaking constructive engagement 

with the industry to advance a shared 

understanding of value.

Tactics and Tools

Normalize a Whole-of-Life Approach as the 

BAU standard approach to Client or their End 

User Stakeholder long term interests. 

Communication of long term 

plans and intentions, to improve 

consistency and clarity across 

the supply chain, and to 

reinforce industry levels of 

certainty and investor 

confidence overall. 



Communication

(Leadership)

Outcomes

Risks
Values & 
Interests
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