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1 Introduction 

1.1 Background 

 

Statens vegvesen has asked for input to implementation strategies that 

could be applied to Ferry Free E39, and a summary of international 

experiences regarding different implementation strategies.  

 

This study maps experiences in some selected countries, with focus on 

relational contracts between the client and suppliers.  

 

Experiences from Sweden, Denmark, Finland, Netherland, United 

Kingdom, Australia and Norway are included.   

 

1.2 Historical development 

 

Rethinking construction (Egan, 1998) concluded that the UK construction 

industry needed to change. They had too many advisors, and the 

organisations were too cumbersome. Other important international 

initiatives for development in construction include Offshore industry in 

Norway (EPC-contracts), Constructing Excellence in UK, Lean 

construction networks, Netlipse etc.  

 

The historical situation with the road authorities being responsible for 

operation and maintenance in addition to new investments has had an 

impact on the development. Political influence, increased competition as a 

result from internationalization, EU Procurement regulations and the 

entrance of legal practitioners (remarkably the last 10-12 years) has also 

impacted on the development of relational contracts.  
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It is possible to claim – still somewhat unprecise formulated – that the 

continuous historical development of relational contracts depends on 

political governance, coincidences and gurus.  

 

SWEDEN: 

The Swedish road authority was regionalized to a “byggnadsavdeling” with 

26 regions (län) in 1965, and kept their internal production department till 

1992. The Swedish contractor market consists of large, nationwide 

contractors. The production department of the road authority was split into 

Consulting (Vectura, bought by Sweco), Production (Svevia) and Ferry. 

Trafikverket was established in 2010. Now they have a Design and build-

strategy, and any deviation from that strategy needs an explanation. Since 

2015 the Design and build strategy for roads has included use of functional 

descriptions. 

 

Sweden has participated in Förnyelse Innen Anleggsbransjen (FIA). FIA 

had partnering (samverkan) on level 1, 2 and 3. They also participated in 

Gemensamt Nordisk Anleggsmarknad (GNA), which was under the 

auspieces of Nordisk råd.  

 

FINLAND: 

The Finnish regionalization started in the 1980s and an internal production 

division was established in 1998. Production and consulting was outsourced 

as Destia in 2008. The strategy in Finland is that every project with cost 

above 50 million Euro is to be carried out as a Design and build project. 

They are experienced with functional descriptions, lean principles and 

alliances. Finland seems to have come far in the development of relational 

contracts. 

 

NORWAY: 

Had 18 plus 1 regional divisions. Production, limited to construction, was 

outsourced in 2003 as Mesta AS. This was combined with a self-imposed 

demand for reducing the number of employees from 5000 persons to 4000. 

Till recently, Design-Bid-Build contracts were definitely most widespread, 

as they are considered to be cost efficient. The Norwegian contractor 

market has consisted of small and medium-sized contractors.  
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Norway has tested PPP, competitive dialogue, design and build with 

maintenance responsibility and some partnering elements. The new 

government has introduced reforms as “Nye Veier AS” (Design and build 

with early contractor involvement) and three new PPP-projects (in addition 

to three completed). Norway has not, with some important exceptions, 

moved far in the direction of relational contracting.  

 

Both Sweden, Finland and Norway have developed after they met 

challenges related to: 

 Development and use of new technology and methods 

 Holistic mindset, that also considers the value chain and total result 

 Innovation and development combined with standardization and 

industrialization 

 Achieving the goals with proper use of resources 

 Quality and durability in a changing climate 

 Tighter budgets 

 Increased demands for documentation and methodology 

 Understanding of efficiency 

 

The Danish made some experiences in a strong contractor market, with a 

new building for Dansk Radio and the ring road around Copenhagen that 

increased skepticism to relational contracts.  

 

In Norway, the descriptions in the Design bid build contracts have become 

more and more detailed over the years. However, the experienced 

contractor will find a way to go around, no matter how detailed the 

descriptions are. 

 

The technology and methods needed for a more relational approach to 

contract management already exist, but are seldom and to a disappointingly 

small extent used. Building projects – as offices, residential buildings etc. – 

have experienced a shift from Design bid build contracts to Design build 

contracts. The reasons why infrastructure projects have not experienced a 

similar shift is not known.  
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There is a need for more efficient and effective contract management in 

construction projects, as the Norwegian economy will experience periods 

with less economic growth than what has been seen the last years.  

There is a need for a cultural change among all stakeholders in 

infrastructure projects in order to be able to benefit from the possibilities in 

relational contracts. The contracts should move towards functional 

descriptions and away from unnecessary detailing. If both parties know the 

topic, they should cooperate. If not, the best suited should decide. It is also 

about how clients interpret juridical boundaries, since what was not 

considered possible ten years ago is common practice today. If the client’s 

administrative system is too formal, that will hinder this cultural change.  

 
1.3 Ferry free E39 characteristics 

 
Ferry free E39 has – among others – the following characteristics: 

• Long duration 

• High investment costs and high life cycle costs 

• High technical complexity  

• High need and high ambitions for innovation 

• Need for quality during implementation and in product is within the 

normal, and with small needs for flexibility 

• Political ambitions, for example to stimulate trade and industry, give 

good framework conditions  

• Currently limited supplier capacity with medium capability to execute 

such an extensive project 

• The client organization can experience stress on resources and 

competence during design and execution 
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1.4 Objectives and research questions 

• Statens vegvesen wanted input to implementation strategies that could 

be applied to Ferry Free E39. The objective of this study is to map 

experiences with different relational contract models in selected 

countries.  

• There is an array of approaches to relational contract types 

• This study mapped experiences in some selected countries based on 

following research questions: 

– What have they done? 

– Why have they done it? 

– What experiences do they have? 

– What are they going to do in the future? 

• This study was interested in contract types focusing on cooperation 

between the client and suppliers 
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2 Theory 
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2.1 Transactional and relational based implementation 

strategies 

 
• Can be denoted integration based or separation based 

• Transactional based: 

– Arm length’s distance between client and supplier  

– Risk transferred to supplier 

• Relational based (our focus): 

– Partnering between client and supplier 

– Risk shared between client and supplier 
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2.1.1Relational based strategies 

 

• Partnering, alliances and related terms are used to describe different 

cooperation models 

• Can intervene with traditional distribution of roles and risk between 

client and supplier 

• Often involves special information, communication and decision 

making systems 

• The relational based contracts can be signed in different project phases 

• Untraditional distribution of roles and risk 
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2.2 From transactional based to relational based  

Previous studies show a scale from transactional based to relational based 
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2.3 Four dimensions that all can vary along the scale from 

transactional to relational based 
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3  Method 
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3.1 Research methods 

 
• The work is carried out by a team from NTNU (Ola Lædre, Olav Torp, 

Nils Olsson, Ali Hosseini, Bjørn Andersen) 

• We have carried out a literature study and established a database with 

relevant papers and articles 

• Interviews with relevant stakeholders and projects in: 

– Sweden 

– Finland 

– Denmark 

– Netherlands 

– Great Britain 

– Australia (via Derek Walker) and followed up by Ali 

Hosseini/Brendan Young 
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3.2  Selection of sources 

 
• Selected countries after anticipating that they operate under similar 

conditions as Statens vegvesen  

• Stakeholders and projects selected because they execute large 

infrastructure projects with the same characteristics as Ferry Free E39 

and they have used relational based strategies 

• 14 interviews with 26 informants in total  
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3.3  Associated master students 

 
Finished:  

• Hanne Opsahl, Norske erfaringer med ulike implementeringsstrategier i 

store infrastrukturprosjekter  

• Pedro Bustillo, A comparative case study of PPP in road infrastructure 

projects in Spain and Norway 

• Knut Arne Follinglo and Jan Erik Duvholt (paper at SBE 2016) 

• Ole Grønberg Myrold, Use of NTK07 in AF Decom and AF Anlegg  

• Morten Aarseth, Best Value Procurement (Autumn 2016) 

• Erik Waaler, Partnering 

• Jenny Wøien, Partnering (paper at SBE 2016) 

• Wojciech Smolen, Use of NTK07 on Follobanen 

• Brendan Young, Alliancing in Australia, UK and Finland (papers at 

IGLC 2016, SBE 2016 and IGLC 2017) 

• Atle Engebø, Use of false materials (paper at IGLC 2016) 

• Vegard Sandøy Stengel and Simen Børstad, Contract strategies in 

Sykehusbygg HF (two papers at 9th Nordic Conference) 

• Alessia Bellini, Long term effects of partnering (paper at IGLC 2016) 

• Jina Yang, Partnering in oil and gas 

• Sebastian S Stordal, Jone Barsauskaite. Project Alliances 
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3.4 Papers and presentations 

 
Presentations:  

• Bjørn Sørskot Andersen. Innovative Contract and Project Models in 

Infrastructure Projects. 8th Nordic Conference on Construction 

Economics and Organization 

• Nils Olsson. Internasjonale erfaringer med gjennomføringsstrategier. 

Prosjekt 2015 

• Bjørn Sørskot Andersen. Netlipse 2016 

• Olav Torp. Concept symposium 2016 

 

Papers:  

• Opsahl, Hanne Olstad; Torp, Olav; Lædre, Ola; Andersen, Bjørn 

Sørskot; Olsson, Nils. Implementation Strategies in Large 

Infrastructure Projects. I: Global Problems - Global Solutions. 

Proceedings IGLC 2015 Perth Australia 

• Hosseini, Ali; Lædre, Ola; Andersen, Bjørn Sørskot; Torp, Olav; 

Olsson, Nils; Lohne, Jardar. Selection criteria for project delivery 

methods for infrastructure projects. IPMA 29th World Congress 

• Hosseini, Ali; Lædre, Ola; Andersen, Bjørn Sørskot; Nils Olsson; Torp, 

Olav. Different experiences from relational contracting. EurOMA 2016 

Trondheim, Norway 

• Hosseini, Ali. Partnering in construction industry. SBE 2016 Finland 
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4.1 Finland 

4.1.1 Finland Fact Sheet 

 

 

D
at

e
 

07
th

 Mai 2015  Finnish Transport Agency, Helsinki     

R
el

ev
an

ce
/C

as
e  

Has introduced alliance 
model in three case 
projects. Relevant 
experiences on innovation, 
client capacity, risk 
sharing, project size. 
Case: 
Rantatunnelli 
Kokemäki Alliance railway 

Fra NTNU: Bjørn Andersen, Olav Torp, Ali Hosseini,  

Respondents: Pekka Petäjäniemi (Finnish Transport Agency), Mauri 
Mäkkiaho (Finnish Transport Agency) 

D
at

e
 

07
th

 May 2015   VTT Technical Research Centre of Finland, Tampere     

R
el

ev
an

ce
/C

as
e  

Expert on different 
partnering contract 
models, has done much 
research in this field. 

Fra NTNU: Bjørn Andersen, Olav Torp, Ali Hosseini,  

Respondents: Pertti Lahdenperä (VTT Technical Research Centre),  
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4.1.2 Finland Findings  

 
• What have they done? 

– Mostly use transactional based, but has some pilots with relational based 

– Development in two steps: 

• From 1997. PPP. Execution of projects went well, front-end was 

challenging. They will only repeat the use of PPP if politically 

instructed to do so  

• From 2010, 3 alliance projects within transport 

• Why have they done it? 

– Finnish Transport Agency (FTA) was motivated by low productivity and 

many conflicts  

– Wanted to improve productivity, achieve a more transparent culture, achieve 

innovation 

– Inspiration from Australia 

• What experiences do they have? 

– Introductory challenges with EU’s public procurement regulations 

– We have seen two alliance projects 

• What are they going to do in the future? 

– More alliances 
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4.1.2.1 Tampere Rantatunneli Project 
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4.1.2.2 Rantatunneli – a case 

 
• Many improvements 

in design and 

construction (183 

innovations)  

• Had to find 

improvements to 

reach target price. 

Saved > 20 mill. € 

• “Big room” worked 

well for the partnering 

attitude 

• Expect to finish 6 

months ahead of plan 

and below budget 
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4.1.2.3 Growth in alliance contracts 
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4.2 Sweden 

4.2.1 Sweden Fact sheet  

 

D
at

e
 

06
th

 June 2015  Trafikverket, Solna, Sweden     

R
el

ev
an

ce
/C

as
e  

Has introduced their 
version of partnering 
(samverkan). Complex 
cases 

 
Case: 
Citybanan 
E4 Förbifart Stockholm 

From NTNU: Nils Olsson, Ali Hosseini, Ola Lædre  

Respondents: Jan Thoren, Ove Stomberg, Erik  Loov, Björn Kruse 
(Trafikverket) 
Lars Malthe (Förbifart Stockholm),  
Görna Domås (Citybanan) 

D
at

e
 

05
th

 May 2015   Trafikverket, Solna, Sweden     

R
el

ev
an

ce
/C

as
e  

Expert on different  
contract models, has 
written Trafikverket´s 
guidelines for contract 
selection. 

From NTNU: Nils Olsson  

Respondents: Per-Olov Carlsson (Trafikverket),  
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4.2.2 Sweden Findings 

 
• What have they done? 

– Attention on «Samverkan» 

– Samverkan Basis expected to be used on all projects 
•Earlier, it was voluntary 

– «Samverkan» has much in common with partnering and alliances 
•Common systems for risk management, conflict resolution, 

performance measurements 

•Colocation, with attendance at least 2 days/week 

•«Samverkan responsible» in major projects 

• Why they have done it? 

– Has mostly used traditional contracts  

– Wants more innovation.  

• What experiences to they have? 

– Samverkan is independent of contract structure and compensation 

format 

– Good samverkan is dependent of the attitude of the project 

management of both client and supplier 

• What are they going to do in the future? 

– More samverkan (includes training) 

– Trafikverket’s goal is a 50 % proportion of design & build 

– Include designers in incentives and pain/gain sharing  
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4.2.2.1 Anticipated correlation in former studies 
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4.2.2.2 Swedish approach – partnering is independent of type of contract 
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4.3 Netherlands 

4.3.1 Netherlands Fact sheet 

 
 

D
at

e
 

29
th

 May 2015  
Utrecht, 

Nederland 
    

R
el

ev
an

ce
/C

as
e  

Relevance:  
Has introduced their version of Best 

Value Procurement (BVP) from Arizona 

State University. 
BVP can be combined with all contract 

structures, but the benefit is larger in DB 
Case: 
Rijkswaterstaat is responsible for main 

roads and the canals. 
They start ca 10 projects annually, and 

has used BVP in 25 projects in total. 

From NTNU: Olav Torp, Ola Lædre, Ali Hosseini 
From RIF: Ari Soilammi (after suggestion by Johannes 

Hiemstra) 

Respondents from Rijkswaterstaat: Johannes Hiemstra (in-

house BVP consultant) and partly Vera van Vliet (assistant 

consultant BVP) 
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4.3.2 Netherland Findings 

 
• What have they done? 

– Best Value procurement model is a tool for assessing the supplier quality 

rather than assessing the tender price. It is more a project model than a 

contract strategy. It can be combined with both Design-Build and Design-

Bid-Build, but the earlier you want to involve the contractor and the higher 

complexity, the better suited for BV Processes  

– Best Value procurement starts with stepwise contracting with 5 gates and a 

bottom-up approach: 

• Past performance information, PPI (anonymously). The client uses 

former measurements for pre-qualification. 

• Risk assessment/Value added. The supplier describes the risks in the 

project (Risk assessment – RA) and why he is good (Project capacity 

– PC/Value Added – VA), on maximum six A4-pages. The 

contractor’s anonymity is now revealed 

• Interview key personnel. The client interviews 2-3 persons from 

each contractor about their RA, PC and VA (about the six A4-pages). 

The interviews concentrate on the contractor’s capacity, and not on 

the client’s expertise. The client ranks the contractors after these 

interviews. The contractors now deliver their tenders – without 

knowing the ranking and who they are competing with – which are 

put in the safe 

• Identify Potential Best Value. Here, the client opens the envelopes 

with prices 

• Clarification phase. The client sends a letter to the best contractor 

saying that I intend to award the contract to you, but first we have to 

go through the clarification phase. The client can go back in this step, 

but that has not happened in any of the 25 Best Value Procurement 

projects. The client and contractor do not negotiate, but clarify the 

plan on a detailed level. The contractor tells what he is going to do, 

and what is out of his scope. As long as the information from the best 

contractor is correct, this contractor will get the job  

– …and then top-down management where the philosophy is to increase 

transparency and use the participants’ competence with a sixth filter: 

• Weekly Report & Post-Rating. If the supplier does not perform as 

promised, he is (in theory) out 
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– BVP is more a top-down approach on client follow-up, it does not apply the 

traditional bottom-up approach. The client does spot-checks instead of 

continuous control  

• Why have they done it? 
– Instructions from Government Board to introduce BVP as a response to 

problems likes disputes, change orders, rework etc. 

– The suppliers tell what they can do instead of the client telling them what 

they shall do  

– Rewards the supplier for identifying risk, and saying who should handle it 

– The contractor’s risk should be at a minimum, since in the end the risk will 

always be with the client. When the contractor has no risk, he can start 

thinking about the client and the client’s risk 

• What experiences do they have? 
– Suppliers are more assessed on quality than price. Those who measure 

performance appear as more interested in learning from mistakes 

– Some projects are suited for traditional procurement methods 

– The client needs 50 % less personnel for managing the execution phase, but 

more personnel during clarification phase (4-6 months). The client carries 

out quality assurance, pays the bills, deals with change orders and make 

technical decisions  

– Rijkswaterstaat has experienced a development from a former situation with 

in-house engineers with technical skills to today’s situation with hired 

consultants  

• What are they going to do in the future? 
– Now approximately 10 % of the projects are procured with BVP, but the 

goal for Rijkswaterstaat is 50 % 

– The contractors have started with performance measurement systems after 

Rijkswaterstaat started using BVP. Rijkswaterstaat wants to continue the 

development of the contractor market  

– The client does the trade-offs between the overall purpose (environmentally 

friendly and avoid congestions) and the project goals (time and cost). The 

client gives the contractor the goals and their prioritization. 

– A paradigm change is needed, and this takes time to implement. Transparent 

communication and training is essential.  
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4.3.2.1 Performance Information Procurement System (PIPS)  
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4.4 United Kingdom 

4.4.1 United Kingdom Fact sheet 

D
at

e
 

23
th

 June 2015  Institute of Directors, London     

R
el

ev
an

ce
/C

as
e  Alliance experience 

innovation  
complex project 

From NTNU: Nils Olsson, Ola Lædre, Ali Hosseini, Brendan Young 

Respondents: Don Ward (Constructing Excellence), Ces Shaw (PTP 
Associates) 

D
at

e
 

23
th

 Jun 2015   Network Rail’s office Waterloo Station, London     

R
el

ev
an

ce
/C

as
e  

High value  
Capacity of client 
Complexity of project 
Completion target 
High uncertainty  
Multiple interface  
Case: 
Wessex Capacity 
Programme  

From NTNU: Nils Olsson, Ola Lædre, Ali Hosseini, Brendan Young 

Respondents: Ces Shaw (PTP Associates), Roger Dickinson (Network Rail), 
Lee Ratcliffe (Network Rail), Liz Baldwin (Network Rail) 

 

D
at

e
 

24
th

 Jun 2015  London     

R
el

ev
an

ce
/C

as
e  Contract managers  

Traditional model 
PPP 

From NTNU: Ola Lædre, Ali Hosseini, Brendan Young 

Respondents from Highways England: Simon Diggle, Jon Cole 

D
at

e
 

24
th

 Jun 2015   London     

R
el

ev
an

ce
/C

as
e  

Pure partnering 
Alliancing 
  

From NTNU: Ola Lædre, Ali Hosseini, Brendan Young 

Respondents: Mike Lyons (North High-speed 2) 
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4.4.2 United Kingdom Findings 

 
• What have they done? 

– Wide experience with relational based strategies 

– 20% of the construction industry use a type of relational based contract  

– “Pure partnering” 
• Why have they done it? 

– Poor experience with traditional contracts  

• What experiences do they have? 
– Success factors: 

•Early contractor involvement 

•Dialogue with the market – ask what they think will work 

•Common tools and processes, including BIM. Buy both physical 

delivery and property rights for the BIM model.  

•Must spend time and money to build the alliance 

•A good contract does not guarantee success, need new attitudes, too.  

– Alliances are suited for: 

•Large, complex, high risk projects, larger than 20 Million GBP (ca 

250 million NOK) 

•Projects with interface to ongoing production/traffic 

•A series of projects (where one can learn) 

•Immature market for this kind of projects 

– Two step procurement: 

•Conceptual study, compensated by hours 

•Enter a target price contract after the conceptual study (or terminate 

the cooperation with the supplier) 

– Paradox that the supplier uses fixed price towards his sub-suppliers  

• What are they going to do in the future? 
– Increase the proportion of relational based contracts to 50 % 
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“Get the target price right” 
 
“It will not work if it gets contractual” 
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4.5 Australia 

4.5.1 Australia Fact sheet 

 
 

D
at

e
 

23
de

 April 2015  Trondheim   

R
el

ev
an

ce
/C

as
e  

Relevance: 
World leading on 

alliances 
Case: 
Brendan Young’s 

three cases in the 

Specialisation project 

From NTNU: Nils Olsson, Bjørn Andersen, Ola Lædre, Ali Hosseini, Olav Torp, 

Paulos Abebe Wondimu 

  
From Statens vegvesen:Jan Eirik Henning, Bjørn Erik Selnes, Kjersti Kvalheim 

Dunham 
  Respondents: Derek Walker RMIT University (and litterature references) 
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4.5.2 Australia Findings 

• What have they done? 

– Alliances with adapted contract regulations, where the «Victorian Alliancing 

Model1» is most widespread in use 

– Developed after an alliance contract between BP and seven suppliers in the 

North Sea, BP Andrew 

– First used in water and sewage treatment in late 90-ies, and first road 

construction alliance was in 2000 

– Number of alliance projects in Australia and New Zealand has increased 

since 2000 

– Great Britain, Finland and Netherlands adapted the Victorian Alliancing 

Model for their alliance projects 

• Why have they done it? 

– Traditional approach was associated with conflicting interests and 

discussions following from that2  

– Political instructions on adaptions to the New Public Management 

philosophy 

• What experiences do they have? 

– The key to achieve planned and expected goals lies in a cooperation 

involving client, designers, suppliers and sub-suppliers  

– Partners must have routines for technical, behavioral, business and resource 

management, but also be sympathetic in order to have an effective 

cooperation.  

• What are they going to do in the future? 

– Increase number of relational based contracts (Alliances, PPP, IPD, 

Partnering etc.) 
 
1 Ref : Department of Treasury and Finance (Victorian Goverment) http://www.dtf.vic.gov.au 
2 Ref : Department of Infrastructure and Transport (Australian Government) http://www.dtf.vic.gov.au    
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Kaizen 
(continuous 

improvement) 

Lean  
production 

Strategic & 
Project  

Partnering 

Framework  
agreements 

Integrated  
supply chain 

management 

Integrated  
project  

delivery  

First order 
collaboration 

>> Focus on 

efficiency 

Second order  
collaboration 

>> Focus on  

fair process & 

common purpose 

Third order  
collaboration 

>> Added focus 

on common platforms 

Project 
alliances 

Programme  
alliances  

Fourth order  
collaboration 

>> Added focus on  

committed relationships  

Extent of collaboration, sink-or-swim together and  

coalescencing  of common & joint delivery motivation & extent of project owner ‘hands-on’ involvement   

                Early Contractor Involvement 

                Painshare/gainshare incentive 

D&C 
JV 

MC 

BOOT 
PPP/PFI 

Delivery 
Consortium/ 

Partnership 

DC/P 
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4.5.3 Key Factors in Relational Models 
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4.6 Norway 

4.6.1 Follobanen Fact sheet 

 

D
at

e
 

24
de

 July 2015  Oslo     

R
el

ev
an

ce
/C

as
e  

Relevance: 
Wanted international competitors  
Uses Norsk Totalkontrakt 07 and has an 

Engineering, Procurement and 

Construction-contract (EPC) 
Case: 
NOK 25 billion 
4 contracts that has become 6. 
Duration from 2011 to 2021, with 

physical start 2015. 

From NTNU: Ola Lædre 

Respondents: Håvard Skaldebø (Project Management 

Responsible in the TBM projects, hired from Metier AS), Jan 

Vormeland (Procurement manager in the Project director’s 

staff in the Follobane project) 

   



41 

 

4.6.2 Follobanen Findings 

• What have they done:  
– Has a dispute resolution board similar to Prosjektintegrert megling 

(PRIME) 

– Uses Norsk Totalkontrakt 07 (NTK07) instead of NS8407 General 

conditions of contract for design and build contracts 

– More persons with experience from use of NTK07 in Oil & Gas projects in 

the client organization 

– Split a 25 Billion NOK project into only six contracts, where the 9 Billion 

NOK TBM contract is the largest. 

– Each of the six contracts have a steering committee, with the Project 

Director and the Project Contract Manager from the client and two board 

members from the contractor.  

– Compensations to suppliers with approved tender (2 million on Oslo S, 5 

million on the TBM project) 

– The client has given the contractor room for maneuver in the process, but 

the final product is described by the specification of work.  

• Why have they done it? 
– Wanted lower construction costs 

– Instructions from Jernbaneverket about  

1) Fewer interfaces (larger contracts)  

2) Competition (Contract in English)  

3) Low life-cycle costs  

4) Health, Safety and Environment (HES) 

– Wanted to attract foreign contractors to the competition 

– Wanted to avoid being a sub-supplier of drawings to the contractor 

• What experiences do they have? 
– Avoids a contract with «layers» (as NS8407 and also NS8405). Important 

with only one contract document 

– Contractors are used with clients that squeeze them in the FIDIC-regime. 

NTK07 has a more balanced risk sharing mechanism, even though it is 

considered client friendly. 

– English as contract language attracts foreign suppliers 

– Appropriate to shed light on “lessons learnt”, such as information on 

operational challenges originating from winter climate, extra solid rock in 

the TBM tunnel and the contract mechanisms in NTK07. If the contractor 

do not succeed, then Jernbaneverket will not succeed either (“informal 

partnering”) 



42 

 

– Jernbaneverket shall deliver all drawings and decisions in time in order to 

keep clock-speed (tick, tack). 
– Designers express that their possible earnings are reduced, and that the 

contractors follow them up more strictly than the client. 

– The contractors will develop if they are allowed to come up with their best 

technical solutions. If the designers are allowed to re-use the same technical 

solutions again and again, the development will stop.  

– “Has spent one billion too much on detailed design”. They should have 

involved the contractors – who are going to do the job – earlier. When the 

detailed design is used in the tender documents, it is difficult to deviate 

from this at a later stage due to the EU procurement legislation.  

– Norwegian on-shore projects get a poor start when they start with the 

detailed area plans, and thereafter look at how the project can be built. It 

better to look at how it can be built, and thereafter make the detailed area 

plan.  

• What are they going to do in the future? 
– More ambassadors for NTK07. The senior management Jernbaneverket 

selected key persons with experience from EPC-contracts and NTK07.  

– The contractors will benefit from participating in the «world championship» 

instead of trying to win the «district championship». Some contractors seem 

sceptic to international competition, but in the long run they should 

appreciate this possibility. Their own market will be bigger if they work 

internationally, and not only nationally.  

– The necessary culture change represents a long term challenge for both 

clients and contractors in the construction industry. There are personnel with 

experience from offshore infrastructure projects that can start building 

onshore infrastructure.  

– Follobanen can work as an introductory pioneer test for the Intercity 

Development. International contractors want continuity in the projects if 

they are going to establish an organization in Norway. 

– The Intercity project experiences the same poor start. They start with the 

detailed area plans, and thereafter look at how the project can be built. 
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 This is the BIG difference!! 
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4.7 Denmark  

4.7.1 Denmark Fact sheet 

 
 

D
at

e
 

3
rd

 September 2015  Copenhagen     

R
el

ev
an

ce
/C

as
e  

Relevance:  
Mega project (60 – 70 Billion DK). 
Own company that designs, builds, 

finances and operates.  
Active use of competitive dialogue. 
Case: 
Femern Belt 

From NTNU: Olav Torp, Ola Lædre 

Respondents: Derek Levick (Director Project Support, Femern AS 

(Former Contract Administration Manager at the Øresund-project))  
Steen Lykke (senior advisor, Femern AS (former Contract Director for 

the Øresund-project)). 
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4.7.2 Denmark -  Femern Belt Findings 

 
• What have they done? 

– Pre-qualification – after an Industry Day arranged to attract interest 

– Award criteria – Most Economically Advantageous Tender – much weight 

on management resources 

– Functional specification of work, Design requirements, materials 

requirements and execution requirements. Minimum requirements that was 

described.  

– 4 design and build contracts with competitive dialogue before selection of 

supplier.  

– Fixed price with incentive, with set payment milestones. The supplier gets 

paid earlier if finished earlier. 

– Fixed price, but adjustment if out parameters are passing certain limits (for 

instance site conditions).  

– Dispute advisory Board 

• Why have they done it? 
– Complex project – need for innovative solutions 

• What experiences do they have? 
– Many competitors for the contracts, good experiences with competitive 

dialogue. 

• What are they going to do in the future? 
– Femern is a company solely established for this project. Competitive 

dialogue will be used for in the large road projects in Denmark, but the main 

strategy will be to use traditional models for smaller projects 
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Experiences from Denmark – 1 

• Competitive dialogue is suited for large, complex projects with a need 

for innovation. 

• Both client and supplier use more resources in the procurement process 

– so the contractors are compensated for approved tenders. 

• Highly competent client organisation more involved in the project is 

important. 

• Competitive dialogue increases the understanding of the risk and 

complexity before the contract is signed. 

• Competitive dialogue gives flexibility in the process 

• It is a paradox that the contractor uses fixed price in the contracts with 

the sub-suppliers. 

• Partnering – introduced after the contract is signed. Informal 

partnering. 

• A contract should not involve more than two parties! 

• Tailor made contract is necessary. Based on the FIDIC Silverbook.  

• One contract document – perceived as important! Do not repeat 

requirements several places in the contract, but refer to where the 

requirements are described!  

• One contract/project language (English) – important for avoiding 

misunderstandings! 

• Technical tenders delivered first, then the financial tenders.  

• Risk picture mapped BEFORE the procurement process starts. More 

mapping of risk during the competitive dialogue than in a traditional 

process.  

• Risk distribution must be clear.  

• International companies need a local partner! Femern AS made a clear 

point out of this for the possible tenderers!  
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5 Analysis and summing up 
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5.1 What do the different countries do? 

 
• Great variety in terms, especially between the different countries 

– “Alliance” (UK) do not have to be similar to “Allianse” (NO/DK), nor 

“Allians” (SE) 

– Partnering (UK, NO, DK, SE, ….) 

• Variety in selected strategies, also within the respective countries 

• Two approaches: 

– Sweden and Denmark: Partnering is an attitude, not a contractual issue 

– Great Britain, Finland, Netherlands and Australia: Partnering need support 

from incentives and contract 

• Competitive dialogue often used, also as a tool for early contractor 

involvement 

– It is important to select a suited supplier 

• Most of the relational based contracts/strategies we have studied do not 

include operation or maintenance 
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5.2 Why have they done it? 

 
• Characteristics that support use of relational based strategy: 

– The projects are large, expensive and difficult 

– The supplier must consider neighboring traffic and demanding stakeholders 

during execution 

– No one has done it before/there are several alternative solutions 

– The supplier can decide production method (desirable to avoid the 

“Engineers’ set-up”)  

– Difficult to allocate risk 

– When risk is too big for the supplier 

– That it is difficult to make detailed requirements  

– Possible to have a series of contracts with the same supplier 

– When chances for politicians entering the project during execution are low 

 

 

…EU’s public procurement regulations can make pragmatic approaches needed… 
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5.3 What are the experiences? 

 
• Key persons as drivers on two levels: 

– Nationally, i.e. within a country 

– Motivated project managers 

– Several respondents mention internal opposition 

• Can appear as what is selected is coincidentally. Dependent on key 

persons with an idea they believe in 

• But there is also a historical aspect, and path dependency within 

each country 

• Dependent on persons  

– Trust is built between persons, and it is more difficult to transfer that to the 

organisational level 

– Risk for wearing out key persons 

• Alliances, competitive dialogue, Best Value demand more involvement 

from client in the front end, but make it possible to spend fewer 

resources in the execution phase. 

• Must have realistic cost frames 

• EU’s public procurement regulations can complicate use of relational 

based strategies, but it is absolutely possible 

• It is advantageous if the one who builds new structures in parallel with 

daily operations in existing structures has incentives to adapt  
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5.4 What are they going to do in the future? 

 
• Advantage with pragmatic approach to EU’s public procurement 

regulations 

• Must build up belief in relational based strategies 

– Cultural change by the project managers representing clients, suppliers and 

designers 

– Cultural change by the senior management of clients, suppliers and 

designers 

– Several projects changed project manager because the predecessor was too 

old fashioned. The good project managers must be pointed out as exemplary 

role models  

• Have international contract regulations and English as project language 

• Avoid detailed design before the contractor involves 

• Several will continue to use Dispute resolution/advisory board (no 

litigation clause) and competitive dialogue 

• Several ask questions to the financing part of PPP 

• Tasks are carried out by the best suited one … 
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5.5 Summing up Spider chart 

 

   

0

1

2

3

4
Duration

Complexity

Need for innovation

Cost, investment

Flexibility

Policy/ambitionsContractorAvailability

MarketCapability

Availability(Client)

Risk allocation

Critical date

Diagramtittel

Norway Finland Sweden1 Sweden2 UK Denmark
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5.6 Summing up Matrix 

  

Norway Finland Sweden Sweden UK Denmark

Best	Value	

Procurement,	

Rijkswaterstaat

Characteristics E39 Rantatunneli

Förbifart	

Stockholm Citybanan

Rant	Wessex	

Capacity	

Programme Femern

Time Duration Long Medium Long Long Medium+ Long

Critical	date Low Low Low Low Medium-High Low?

Cost Cost,	investment High High High High Medium	 High
Cost,	LCC High Medium Medium Medium Medium Medium Medium

Technical Complexity High Low-Medium Medium High Medium	-	high

Medium	-	

High Medium-high

Need	for	innovation High Low Low High Medium	-	high Medium Medium
Ambition	for	innovation High Low-Medium Low High Medium	-	high High Medium-high

Quality Project	execution	qual. Medium Medium-High Medium Low High High High

Product	quality Medium Medium Medium Medium High High Medium

Flexibility Low Low Low Medium Medium High High

Political Policy/ambitions Medium Medium Low Medium Medium	 High High

Framework	conditions High Medium Medium High Medium Medium? High

Stimulate/develop	

industrial	capablities Medium Medium Low Low Medium Medium High

Contractor Availability Low Medium Medium Medium Low
Medium	-		
High Medium-high

market Capability Medium Medium Medium Medium High Medium Medium-high

Owner/ Availability Medium Medium Medium Medium Medium

client Capability Medium Medium Medium Medium Medium Medium Medium
Risk	allocation Medium Medium Medium High Medium Medium High
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5.7 Contract characteristics 
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5.8 Implications for Ferry Free E39 

 
• The cases are relevant, since they have many of the same 

characteristics as E39 

• All have selected relational based strategies 

• Different variants 

• Difficult to spot patterns in factors that dictates choice of variant 

– Suspects coincidents, personal experiences, influence from sources of 

inspiration, organisational instructions  

 

 
 
 

 

 


