
 

Case Study  
Client: Home Office 
Start date: August 2004 
Completion date: ongoing through 
2011; main core commercial function 
ended November 2010  
Value: Confidential 
 

Services: Cost Management  
Sector: Public Sector  

 

 
 
 
 

Challenges  

- National security programme requiring innovative solutions, 
in a relatively short period of time, with many stakeholders. 
Not a “traditional” project, i.e. the deliverable was a 
capability, NOT a building. 

- Enhance the U.K.’s ability to protect itself from terrorist 
attack. 

- Provide a new counter terrorism technological capability to 
reduce the risk of illicit importation of nuclear and 
radiological material into the U.K. and the deployment of 
such materials by terrorists. 

- Implement and operate on land owned by “others” i.e. ports 
and airports across the country. 

- Minimise the impact of this on the normal commercial 
operations of ports and airports. 

- Implement the capability within three years and operate for 
ten years. 

- Create a market to procure the capability from, as none 
exists. 

- Onerous timescale to create the requirements, procure 
them, and sign contracts. 

- Despite the national security need, ensure that due 
responsibility is maintained for the expenditure of public 
money. 

 
Solutions 

- Developed the concept of the capability as a system, with 
inputs and outputs, to enable tender documents to be 
drafted from initially vague requirements, drafted by a team 
of IT systems and nuclear specialists inexperienced in 
“design”/procurement. 

- Ensured the technological solution could not only be made 
to work in a live environment, but be supportable through 
life. 

- Encouraged individual suppliers of elements of the potential 
capability to form themselves into potential “prime 
contractors” who would be capable of holistic capability 
delivery, (i.e. of design, production, delivery, installation, 
commissioning, through life maintenance and training 
services).  

- Ensured the tender documentation reflected the Authority’s 
requirements in output based terms, that could be priced 
and have contractor’s proposals applied to them. 

- Kept tight control of the procurement and post contract 
management through a strong commercial/contract 
management team, ensuring real value for money delivery. 

- Ensured excellent communication with all stakeholders, pan 
government and with the port and airport authorities. 

- Procured “advance” infrastructure works to ensure sites 
could receive the capability. Enabled good relationships with 
the ports and airports and other key stakeholders. 

 
 

 
My special thanks of course go to my external professional commercial team 
(Davis Langdon) who have been incredibly loyal and consistently delivered to 
very high standards and were very good at making me look good. Indeed in the 
words of the Home Office Group Commercial Director, “… a team that has 
played a blinder over the past five years.” 
 
Programme Cyclamen Commercial Director 
 
 
I would like to take the opportunity of thanking you and the team for the fantastic 
job you did through some most trying times. Your professionalism and 
dedication were outstanding. The thoroughness of your work and the attention to 
every minute detail ensured that the Programme remained solidly grounded and 
was able to manage the contracts, its resources and risks so well. 
 
Programme Cyclamen Capability Director  
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Results 

- Applied reasoned/fair, yet innovative commercial 
relationships with contractors to help deliver over £30 million 
savings. 

- All projects, whether works, goods or services procured to 
timescales and then into operational management. 

- Introduced a three-tiered approach to commercial 
management (cost/contract/commercial) based on a robust 
strategy and flexible/accurate reporting. 

- Had a true grasp of the programme objectives and goals, 
kept a close and reliable working relationship with the 
programme’s Commercial Director to ensure efficient/ 
informed decision making. 

- Procurement and contract management undertaken within 
the strict communication and document management 
parameters of a security classified programme. 

- Ensured all commercial reporting (from ministerial 
submissions to line managers) met the protocols required 
from the HM Treasury’s Managing Public Money (MPM) 
guidelines. 

- Ensured the programme successfully negotiated the Office 
of Government Commerce (OGC) gateway review process.  

- Early establishment of structure, process and 
standardisation ensured consistency/control of delivery and 
implementation management. 

 
Reflections 

- “Use” of public money is much more than the procurement 
guidelines and OGC gateway requirements. Our role 
needed to develop to understand many aspects of MPM in 
order to add real value to the client e.g. reporting to 
Ministers via HM Treasury of contingent liabilities; liaising 
with the National Audit Office. 

- Ensuring/maintaining good communications with key 
stakeholders to understand their needs is fundamental to 
good delivery. This is vital for public sector clients, as 
requirements can span departments, other public bodies 
and also involve private sector commercial organisations 
too.  

- A strong cost management base makes all decision making 
easier for the client. 

- Despite a multitude of project scenarios, our flexible, but 
robust process development meant it was more a case of 
adjusting the spokes than reinventing the wheel each time. 

- Ensure a strong, robust and effective “relationship 
management” regime is in place at the outset to assist in 
managing contractor/client expectations. This ensured 
clarity of message/aim/goal. Poor communication, 
particularly in terms of expectation, can wreck the chances 
of successful delivery of programmes. 

- Our enthusiasm and dedication shone through, this is an 
important lesson for the future delivery of longer 
programmes such as this. It instilled real client confidence.    

 
 
 

 


