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OVERVIEW P4S: SWC’s future for infrastructure planning, delivery 

and maintenance 

“Sydney Water has set an exciting and ambitious vision for the future of its 
business. Through Partnering for Success (P4S) and establishing long term 
partnerships, Sydney Water is looking to not just change the way it procures 
services, but to transform the way that it does business.”

• An enhanced and integrated enterprise approach to:
• Portfolio, Program and Project Management
• Strategic and system planning
• Capital Infrastructure Delivery: 

• Design
• Construction
• Maintenance
• Facilities Management

• Simplified supply chain & processes

• Simplified contracts & contract management
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The Journey: Sydney Water has driven overall 
transformation focused on the Strategic success measures 
& having customer at the heart of the business

Customer trust
Customer 

experience

Business 

sustainability

Organisational 

culture and 

capability

Organisational infrastructure

Customers and community see 

results and perceive value

Staff and shareholder value 

is created and measured

Business resources managed 

efficiently and effectively



Across the Asset lifecycle, Sydney Water Infrastructure 

Delivery has been following a strategy of moving towards 

organisational excellence as a structured approach to reform:



But we recognised that we can and have the 

opportunity to do more: Why are we implementing P4S?

P4S creates an 

opportunity to drive 

efficiencies and 

increase value through 

a new sourcing, 

contract & delivery 

approach

✓

1000’s100’s

Contracts 

awarded 

annually

Suppliers in 

the supply 

chain

30
JUNE

A number of 

Key Panels 

expire in 

2020

Opportunity to improve 

efficiency and integration across 

Asset Creation and Operations 
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Effective management of safety

Develop flexible model providing long term 
stability and promoting partnerships

Enhance management of lifecycle costs 
across all stages of asset lifecycles

Promote innovation for new and improved 
solutions

Improve collaboration and integration across 
the value chain

Outcomes that customers value

P4S 

Primary 

Objectives



Procurement planning of P4S has taken a 6 pillar approach to develop the next evolution 

of Sydney Water’s Infrastructure planning, delivery and maintenance framework



Bespoke Bespoke GC21 or NEC NEC 3 X12

Program  Alliance 1 

-  Fu ll In tegrated

Program  Alliance 

2 -  Regional 

Alliances Standalone

Enterprise 

Fram ew ork

•Collaborat ive 3 3 3 3

•St raight forw ard  t o adm inist er 2 1 2 2

•Scalab le and  f lexib le 2 2 2 3

•Ab le t o d rive best  value for Sydney Wat er (over t he long t erm ) 3 3 3 3

•App licab le t o Design, Const ruct  and  M aint enance act ivit ies 3 3 3 3

•Ab le t o int egrat e w it h t he Shared  Purchasing Funct ion 2 2 2 3

•Ab le t o re- allocat e act ivit ies bet w een regions based  on perform ance 3 3 3 3

•Ab le t o d rive com pet it ion bet w een Regions 3 3 3 3

Share know ledge across Regions 3 1 1 3

Drive consist ency across Regions 3 1 1 3

•App licab le t o w ork carried  out  as TOC, SOR, em erging scope 3 3 3 3

•Proven 2 3 3 2

•Relat ively st raight forw ard  t o est ab lish and  not  require excessive t ailoring 2 2 3 3

•Of int erest  t o t he m arket  1 2 3 3

35 32 35 40

Form  of cont ract  underst ood  by m arket ? 3 3 3 1

Is cont ract  indust ry st andard? 2 2 3 2

M easurab le perform ance param et ers 3 3 3 3

Will incent ivisat ion encourage t he right  behaviours 3 3 3 3

Relat ional cont ract ? 3 3 3 3

Suit ab le for cont ract  t erm ? 3 3 3 3

Has sw c used  before? Lessons? 1 3 2 1

Level of  ef fort  t o develop? 2 2 3 2

Opt im ium  risk allocat ion? 2 2 2 2

Cont ract ing st rat egy com p lem ent s packaging st rat egy? 3 2 2 3

Does cont ract  cover all int erfaces 3 3 3 3

Client  capab ilit y t o adm inist er cont ract ? 2 3 3 3

Does cont ract  cover d , c, m ? 3 3 3 3

Plain Language 2 2 3 3

Flexib ilit y/ re- use ab ilit y w it hout  re- w ork 1 1 2 3

Collaborat ive 3 3 3 3

Type of cont ract  m anagem ent  (act ive or passive) 2 2 1 1

At t ract iveness t o int ernat ional p layers 2 2 3 3

Int ernal Cost  t o im p lem ent  (exclud ing t raining) 2 2 2 2

Cost  per cont ract  t o d raft 2 2 2 2

Post  p rocurem ent  t raining 2 2 2 2

49 51 54 51

TOTAL 84 83 89 91

SHARED PURCHASING FUNCTION

REGIONAL 

DELIVERY 

NORTH

REGIONAL 

DELIVERY 

SOUTH

REGIONAL 

DELIVERY 

WEST

PLANNING

RELIABILITY 

ENGINEERS

4 YEAR W ORK PROGRAM  

CAPEX & OPEX

ANNUAL BUDGET

CONCEPT DESIGNS/ PROJECTS

M AINTENANCE REQUIREM ENTS

RENEW AL REQUIREM ENTS

IN-YEAR PRIORITIES

ALLIANCE PROGRAM  M ANAGEM ENT

ALLIANCE GM  leader ALLIANCE M ANAGEM ENT TEAM

ALLIANCE LEADERSHIP TEAM

FUNCTIONAL & SERVICES SUPPORT

SWC PORTFOLIO M ANAGEM ENT/ INVESTM ENT ASSURANCE

1% YEAR ON  YEAR COST 

REDUCTION TARGET
OPTION  TO $ IN CEN TIVISE OR SET AS A CON DITION  OF 
CON TRACT EXTEN SION

2% YEAR ON YEAR COST 

REDUCTION TARGET
AN N UAL GAIN  SHARE IN CEN TIVE ATTACHED

SHARED PURCHASING FUNCTION

REGIONAL 

DELIVERY 

NORTH

REGIONAL 

DELIVERY 

SOUTH

REGIONAL 

DELIVERY 

WEST

PLANNING

RELIABILITY 

ENGINEERS

4 YEAR W ORK PROGRAM  

CAPEX & OPEX

ANNUAL BUDGET

CONCEPT DESIGNS/ PROJECTS

M AINTENANCE REQUIREM ENTS

RENEW AL REQUIREM ENTS

IN-YEAR PRIORITIES

REGIONAL PROGRAM  

M ANAGEM ENT

FUNCTIONAL & SERVICES SUPPORT

REGIONAL PROGRAM  

M ANAGEM ENT
REGIONAL PROGRAM  

M ANAGEM ENT

AGM

ALT

AGM

ALT

AGM

ALT

SWC PORTFOLIO M ANAGEM ENT/ INVESTM ENT ASSURANCE

1% YEAR ON  YEAR COST 

REDUCTION TARGET
OPTION  TO $ IN CEN TIVISE OR SET AS A CON DITION  OF 
CON TRACT EXTEN SION

SHARED PURCHASING FUNCTION

REGIONAL 

DELIVERY 

CONSORTIUM  

NORTH

REGIONAL 

DELIVERY 

CONSORTIUM  

SOUTH

REGIONAL 

DELIVERY 

CONSORTIUM  

WEST

SCOPE:

CAPITAL PROJECTS (<$25m )
RENEW ALS

M AINTENANCE

M AJOR PROJECTS

ESTABLISH RDC’s FIRST THEN  

COLLABORATIVELY DEFIN E 

REQUIREM EN TS & ESTABLISH SPF

CREATES ‘PULL’ TO USE SPF RATHER 

THAN  SWC ‘PUSH’

PLANNING

RELIABILITY 

ENGINEERS

4 YEAR W ORK PROGRAM  

CAPEX & OPEX

ANNUAL BUDGET

CONCEPT DESIGNS/ PROJECTS

M AINTENANCE REQUIREM ENTS

RENEW AL REQUIREM ENTS

IN-YEAR PRIORITIES

INVESTM ENT ASSURANCE

SWC PROGRAM  M ANAGEM ENT

AREA ASSET 

DELIVERY M GT

AREA ASSET 

DELIVERY M GT

AREA ASSET 

DELIVERY M GT
1% YEAR ON  YEAR COST 

REDUCTION TARGET
OPTION  TO $ IN CEN TIVISE OR SET AS A CON DITION  OF 
CON TRACT EXTEN SION

SWC drivers Key Government 

Commitments

Consultation with 

best practice, P13 

& comparator 

organisations

Shortlisting of contracting options

Review of available Standard 

forms of contract

Evaluation of contracting options

SHARED PURCHASING FUNCTION
FRAM EWORK CONTRACTS

REGIONAL 
DELIVERY 

CONSORTIUM  
NORTH

FRAMEWORK 

CONTRACT

REGIONAL 
DELIVERY 

CONSORTIUM  
SOUTH

FRAMEWORK 

CONTRACT

REGIONAL 
DELIVERY 

CONSORTIUM  
WEST

FRAMEWORK 

CONTRACT

1% YEAR ON YEAR 

EFFICIENCY TARGET
OPTION TO $ INCENTIVISE OR SET AS A 
CONDITION OF CONTRACT EXTENSION

2% YEAR ON 

YEAR 

EFFICIENCY 

TARGET
ANNUAL GAIN  SHARE INCENTIVE 
ATTACHED

SCOPE:

CAPITAL PROJECTS (NON-HPHR)

RENEW ALS

M AINTENANCE
FACILITIES

M AJOR PROJECTS (HPHR)RDC’s HAVE FIRST CALL OPTION  TO 

BID ON  M AJOR PROJECTS WORK

INDEPENDENT 

EXPERT 

ASSURANCE 

PANEL 

(PERIODIC)

ESTABLISH RDC’s FIRST THEN  
COLLABORATIVELY DEFIN E REQUIREM EN TS & 

ESTABLISH SPF
CREATES ‘PULL’ TO USE SPF RATHER THAN  SWC 

‘PUSH’

PLANNING

OPERATIONS

4 YEAR WORK PROGRAM  CAPEX & OPEX

AN N UAL BUDGET

CON CEPT DESIGN S/ PROJECTS

M AIN TEN AN CE REQUIREM EN TS

REN EWAL REQUIREM EN TS

IN -YEAR PRIORITIES

INVESTM ENT ASSURANCE

AREA ASSET 

DELIVERY M GT

AREA ASSET 

DELIVERY M GT

AREA ASSET 

DELIVERY M GT
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P4S ENTERPRISE PROGRAM  M ANAGEM ENT

PARTNERTING FOR SUCCESS (P4S) 
ENTERPRISE FRAM EWORK

10  YEAR FRAM EWORK CONTRACT (10 - 5)

COLLABORATIVE FORM  OF CONTRACT

Preferred contracting model

1. “PROCURE & MANAGE IN A 
MORE COLLABORATIVE 
WAY

2. ADOPT A PARTNERSHIP-
BASED APPROACH TO RISK 
ALLOCATION

3. STANDARDISE CONTRACTS 
& PROCUREMENT 
METHODS”

Form of contract  

Collaborat ive

St raight forw ard  t o adm inist er

Scalab le and  f lexib le

Ab le t o d rive best  value for Sydney Wat er (over t he long t erm )

App licab le t o Design, Const ruct  and  M aint enance act ivit ies

Ab le t o int egrat e w it h t he Shared  Purchasing Funct ion

Ab le t o re- allocat e act ivit ies bet w een regions based  on perform ance

Ab le t o d rive com pet it ion bet w een Regions

Share know ledge across Regions

Drive consist ency across Regions

App licab le t o w ork carried  out  as TOC, SOR, em erging scope

Proven 

Relat ively st raight forw ard  t o est ab lish and  not  require excessive t ailoring

Of int erest  t o t he m arket  

Form  of cont ract  underst ood  by m arket

Is cont ract  indust ry st andard

M easurab le perform ance param et ers

Will incent ivisat ion encourage t he right  behaviours

Suit ab le for cont ract  t erm

Has sw c used  before? Lessons?

Level of effort  t o develop

Opt im ium  risk allocat ion

Cont ract ing st rat egy com p lem ent s packaging st rat egy

Does cont ract  cover all int erfaces

Client  capab ilit y t o adm inist er cont ract

Plain Language

Flexib ilit y/ re- use ab ilit y w it hout  re- w ork

Cont ract  M anagem ent  requirem ent

At t ract iveness t o int ernat ional p layers

Int ernal Cost  t o im p lem ent  (exclud ing t raining)

Cost  per cont ract  t o d raft

Post  p rocurem ent  t raining 

Along with the procurement approach, further key considerations were taken into 
account in forming the preferred contracting model: Partnering for Success (P4S)



So how did alignment with Project 13 in 2018 as an Early Adopter help 
Sydney Water develop the model: Partnering for Success (P4S)?

• There was a strikingly clear alignment of goals between P13 principals 
and Sydney Water’s aspirations for Infrastructure Delivery 

• P13 offered an enterprise blueprint for an integrated business model 
supporting closer collaborative working between owner and supply 
chain

• Concepts of owner, integrator, supplier chain, shareholders are clear, 
simple and easy to understand………….not always so easy to convince 
the owner business to adopt

• The community is multi-dimensional……a wide variety of industries are
involved

• Openness and sharing are a core of the movement/ community

• All members share in open forum what works, doesn’t work, lessons 
learned, new ideas, successes and challenges

• Joining allowed Sydney Water to test ideas, evaluate options and build 
a framework for P4S that could be shared with our supply chain: AND 
THE FEEDBACK IS AMAZINGLY POSITIVE



P4S 

Model
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BENEFITS

GREATER 

VALUE FOR 

CUSTOM ERS

INCREASED 

CERTAINTY IN 

DELIVERY

ENHANCE SWC

CAPABILITY

COST 

CERTAINTY & 

EFFICIENCY
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High Level Timeline (Indicative)

NOTE: All dates and milestones are indicative and may be subject to change

JAN ‘19 JUL’19 JAN ‘20 JUL ‘20

IN ITIAL RFT PHASE

NSW STATE ELECTIONS

RELEASE CALL FOR EOIs

EOI RESPONSES

EVALUATE EOIs

EVALUATE RFT

INTERACTIVE DIALOGUE

RE-SUBM IT TENDERS

NEGOTIATE & AWARD

M OBILISE

TRANSITION TO FULL RDC OPERATION

TRANSITION OUT EXISTING CONTRACTS

STAGE 1 - EOI

STAGE 2 – REQUEST FOR TENDER

M OBILISE & TRANSITION


