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Built Environment 

• Legacy of boom period 1940-50s  

• Central Govt reforms (Min of Works, Tomorrow’s Schools, User 
Pays, Leaky Buildings) 

• Under funded – deferred through life maintenance 

• Reactive (limited preventative maintenance) 

• Lack of Recapitalisation of Public Estate 

• Low Productivity in Construction Sector (Productivity Partnership - 
20% improvement by 2020) 

• Adversarial Contracting 

• Lack of Whole of Life approach (Treasury directed) 

• Lack of Asset Management 

 

 



Facilities Management (FM) 

FM integrates the operation, maintenance, improvement and 

adaptation of buildings and infrastructure with the people, place, 

processes and technology to create a built environment that strongly 

supports the primary objectives of an organisation. 

 

Derived from definitions provided by Barrett and 

Baldry, Facilities Management -Towards Best 

Practice, 2nd Ed, 2003 and IFMA 



The Contract Environment 

• Performance based, KPI structures with margins at risk, longer 

 term 

• Increasing focus on performance 

• KPI structures with stretch 

• Added value for money being demanded 

• Focus on customer service 

• Emphasis on better asset mgnt 

• Contractor subject to performance penalties 

• Demand for real time information 

• Long Term Contracts 

 

 



Partnering 

In the beginning and the natural state of things 

•Client/ Contractor Interaction 

•client wants to get a better service and reduce costs while the service 

provider wants to maximise their profit. 

•This creates tension and can be viewed as mutually exclusive objectives. 

 

Partnering arose as a mgnt philosophy in the 1990s along 

with FM as a profession 



We might have 

to reduce 

service quality 

to stay 

profitable! 

Old School 

 

Master/ Client 

Prescriptive Contracts 

I’ll tell you what 

to do and when. I 

know best. 

Yes boss. 

What about my 

profit? 

 
Tension/ Adversarial 

They better have 

scoped the 

contract right, 

cause I’m going 

to hold them to 

it! 

Servant/ Contractor 



New FM Contracting Model 

Outcomes based 

Partnering 

 

You’re the 

experts, tell us 

how you’re going 

to meet our 

requirements. 

Of course you can 

make profit, lets 

agree how much. 

Client Contractor 

We think if we try it 

this way you will get 

better value for your 

money.  

Our working 

together is helping 

our organisation 

grow. 

Collaboration 

 



Partnering 

Then what is Partnering? 
 

‘A method of working with suppliers (and service 

providers) to enable both parties to share in the 

benefits arising from a close working relationship 

that strives for cooperation and improvement. 

This method can and should still contain a 

competitive element, but can be an effective 

counter to traditional adversarial working 

practices.’ 
 

Atkin, B and Brooks, A; Total Facilities Management; 2nd Ed Blackwell Publishing, 2007, London. 

 



Elements of NZDF FM Contract 

• Mainly Outcomes  

• Specified Sched Main for uncommon specialist assets e.g. confidence courses, 

abseiling towers, aviation lighting etc 

• Longer duration (5 + 5) to encourage service provider investment in equip and attract 

quality trades staff 

• Unsched Maint  

•No more risk transference for Unsched Maint; Risk with NZDF  

•Contractor reacts to issue without need for consultation if work <$1000 

•Bill NZDF unsched maint bill each month with itemised list for auditing 

• Deliver project work up to $250k in value per project without market testing 

• Partnering, corporate involvement 

• Structured Reporting, Monthly, 1/4ly, and Annual 

• Contractor Annual Business Plans 

• KPI Balanced Scorecard 

• Profit Margin at risk mechanism 

 







Facilities Management Association of NZ (FMANZ) 

• New organisation (few yrs of 

operation) 

• Affiliated with overseas 

equivalents 

• Inaugural annual conference 

May 12 

• Chapters in main centres  

• Website 


