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2011 Outsourcing and Sourcing Excellence Awards 
Nomination Form – Sourcing/Procurement  
About the Awards 

The Outsourcing and Sourcing Excellence Awards is an annual awards program founded and run by Outsourcing Center. Beginning with the 2011 Awards, Outsourcing Center is partnering with Sourcing Interests Group (SIG) to provide an even broader range of categories that cover both outsourcing AND sourcing. For more information about the awards program and past awards winners, visit www.outsourcing-awards.com.

The Outsourcing and Sourcing Excellence Awards focus on relationships; the judges give the awards equally to both parties in the relationship. No award can be considered an award to the Service Provider only and should not be promoted as such in any marketing materials. 

Cost for submitting a nomination

The cost to submit a nomination is $1,800 per nomination. You can submit and pay online at www.regonline.com/excellenceawardsnominations2011. Please include your billing contact information with your submission. If there is a deadline extension, an additional fee will be assessed.
Instructions for submitting a nomination



Step 1: Read the Nomination Guidelines (included in this document) to make sure your nomination meets the qualification criteria.
Step 2: Complete the answers to the entire Nomination Form (which begins at the conclusion of these instructions and the guidelines in this document) and click here to upload and pay for your nomination. 
Step 3: Both the Buyer Contact Person and the Provider Contact person must inform their respective PR/marketing teams about this nomination and ensure that the company will allow publicity within the parameters described below. Applicants must obtain approval for publicity before submitting this nomination form (see page 9).

Deadline for submitting nominations is July 23, 2010.

Other important information regarding the awards process:  
Publicity: 

Some of the benefit and prestige of participating in the Outsourcing and Sourcing Excellence Awards program includes publicity at the awards ceremony, press releases, and articles posted online on the Outsourcing Center and Sourcing Interests Group’s websites. You will be given a draft of the article in advance for approval. You may change any information in the article that is not factually correct. 

· Both the Buyer/Customer and the Service Provider, by submitting the awards Nomination Form, state (on page 9) that their companies grant permission for publicity (with parameters as described in this section on Publicity). Both companies, therefore, before submitting the form, must have discussed the program and publicity opportunities with their PR/media/communications departments and legal departments and obtained consent for the publicity before submitting a nomination form. 

· If you have any questions or concerns regarding publicity, please contact Debra Floyd (214-451-3033 or dfloyd@outsourcingcenter.com).
· Winning companies will provide their logos to Outsourcing Center and SIG for specific use in connection with online awards articles, the Outsourcing Center website publicizing the awards program, and for the announcement of winners at the awards ceremony.

Interviews: 

The Buyer Contact Person will be interviewed by telephone (duration: one hour) at a mutually convenient time for the Buyer Contact Person during the time period between July 23, 2010 and December 15, 2010.

· The person(s) interviewed must be able to answer questions about (a) the origin of the relationship and the Service Provider selection process and criteria, (b) how the relationship evolved over time, and (c) the current day-to-day workings of the relationship. If the Buyer Contact Person does not have this entire set of knowledge, other individuals with this knowledge should be present to participate in the interview. Not being able to provide answers to the questions will cause a lower score in the evaluation, so please be sure that the interviewee(s) have knowledge of factors in (a), (b), (c) above.  No personnel from the service provider’s team may participate by answering questions or listening in during the interview.

· The interview will be conducted in English. If some limited assistance is necessary from a translator present with the Buyer Contact Person, we must be notified in advance. The translator cannot be someone on the payroll of the Service Provider firm. The Buyer Contact Person must, at least, be able to speak English at a basic level, understand multiple-choice questions, answer the questions in English, and only where necessary, use the translator’s services to follow up with more details or clarification to an answer. 

· We do not allow anyone to review the questions in advance. The interview is conducted in a conversational style.

· We record the telephone interview. We do not provide transcripts of the interview to the Buyer or the Service Provider.  

· If a buyer does not consent to participate in an interview or does not consent to publicity, the nomination will be rejected. 

· We do not interview the Service Provider Contact Person. However, we may contact him/her for follow-up information if questions arise because of information the Buyer provides in its telephone interview. After the judges determine the award-winning relationships, we may contact the Service Provider Contact Person for additional information. 
· Outsourcing Center’s Awards Editor Beth Ellyn Rosenthal will set up the Buyer Contact Person interview. Please provide the e-mail and phone number of the person who can schedule the interview.

Communications from Outsourcing Center And/Or sig:  
The Nominating Contact Person, the Buyer Contact Person, and the Service Provider Contact Person should each take steps to ensure that their corporate e-mail policies will not reject any awards process communications as SPAM. 

· We will keep such communications to a minimum, but you should expect e-mails from Beth Ellyn Rosenthal (brosenthal@everestgrp.com or brosenthal@outsourcingcenter.com), Dawn Evans (devans@sourcinginterests.org), or Debra Floyd (dfloyd@outsourcingcenter.com or dfloyd@everestgrp.com), regarding interviews, press releases (announcements of finalists, winners and runners-up), details about attending the awards ceremony, which will be held at the SIG Global Sourcing Summit in March 2011, and a draft of the awards article for your review/approval (if you are selected as a winner).
· If your corporate e-mail policies will not allow us to send information in attached Word documents, please inform us in advance (there is a place to note this in this nomination form).    
Nomination Guidelines and Qualification Criteria 

1. The Outsourcing Center must receive your nomination on or before July 23, 2010. Eligibility for latecomers will be determined on a one-by-one basis and for an additional fee.

2. Faxed nominations will not be accepted. 

3. Either a Buyer or Service Provider (or its public relations/marketing entity) may nominate a relationship for an award. 

4. You may nominate more than one sourcing relationship for an award, but you must submit a separate Nomination Form (and fee) for each nominated relationship.

5. Qualification Criteria: 

5.1. We will recognize relationships that show innovation, tangible value, major transformation, collaboration with suppliers, strong partnerships, best communication, most promising relationship, etc. Outsourcing Center and SIG select the categories the nomination best fits into once all nominations have been received. It is possible for one nomination to end up in multiple categories and a single nomination may be able to win more than one award. However, relationships may not win an award in the same category two years in a row. 
5.2. Nominations must meet the following criteria: (a) the relationship has been in existence past contract signing for a minimum of six months. (b) If your relationship began under a “letter of intent,” you still must define “six months” as beginning at the contract signing, rather than the signing of a letter of intent. 
5.3. The nominated relationship must be dynamic and require ongoing interaction between the parties.  

6. The Nominating Contact Person (who submits the Nomination Form) may be asked to assist in coordinating the interview if we encounter problems contacting the Buyer Contact Person(s). 

7. An independent judging panel reviews information provided in the awards process. All judges sign a non-disclosure agreement. 

Please contact Debra Floyd at 214-451-3033 or dfloyd@outsourcingcenter.com if you have questions or problems completing or submitting the Nomination Form. 

Best of Luck!

NOMINATED RELATIONSHIP INFORMATION

The following questions are to be answered by the Nominating Contact Person.
COMPANIES BEING NOMINATED

	Buyer/Customer Company Name:
	     

	Service Provider Company Name:
	     


NOMINATING CONTACT PERSON:  

	First Name:
	     

	Last Name:
	     

	Mr. or Ms./Mrs.?
	     

	Your Company Title
	     

	Company Name:
	     

	E-mail:
	     

	Phone:
	     

	Address:
	     

	Mailstop:
	     

	City, State
	     

	Postal Code
	     

	Country
	     


Does your company’s e-mail policy permit Outsourcing Center and/or SIG to send e-mail communications about the awards process with Word document attachments? 

	 FORMCHECKBOX 

 FORMCHECKBOX 

	Yes

	 FORMCHECKBOX 

 FORMCHECKBOX 

	No


If you are a marketing/PR firm for one of the nominated companies, which company do you represent?      
How did you find out about the Outsourcing and Sourcing Excellence Awards? (Please select all answers that apply.)

	 FORMCHECKBOX  FORMCHECKBOX 

	Internet Search

	 FORMCHECKBOX 

 FORMCHECKBOX 

	Link on another Web site

	 FORMCHECKBOX 

	Sourcing Interests Group e-mail

	 FORMCHECKBOX 

 FORMCHECKBOX 

	Outsourcing Center e-mail

	 FORMCHECKBOX 

 FORMCHECKBOX 

	Referral (From what company?      )

	 FORMCHECKBOX 

	Participated in awards program in a prior year

	 FORMCHECKBOX 

 FORMCHECKBOX 

	Other (please describe)      


	BUYER/CUSTOMER CONTACT PERSON INFORMATION:


	First Name:
	     

	Last Name:
	     

	Mr./Ms./Mrs./Dr.
	     

	Company Name:
	     

	Company Title:
	     

	E-mail:
	     

	Phone:
	     

	Your Time Zone:
	     

	Address:
	     

	Mailstop:
	     

	City, State:
	     

	Postal Code:
	     

	Country:
	     

	Admin. Asst. Name:
	     

	Admin. Asst. Email:
	     

	Admin. Asst. Phone:
	     

	Website address:
	     


Does the Buyer company’s e-mail policy permit Outsourcing Center and/or SIG to send e-mail communications about the awards process with Word document attachments? 

	 FORMCHECKBOX 

 FORMCHECKBOX 

	Yes

	 FORMCHECKBOX 

 FORMCHECKBOX 

	No


	BUYER/CUSTOMER CONTACT #2 (if necessary):


	First Name:
	     

	Last Name:
	     

	Mr./Ms./Mrs./Dr.
	     

	Company Name:
	     

	Company Title:
	     

	E-mail:
	     

	Phone:
	     

	Your Time Zone:
	     

	Address:
	     

	Mailstop:
	     

	City, State:
	     

	Postal Code:
	     

	Country:
	     

	Admin. Asst. Name:
	     

	Admin. Asst. Email:
	     

	Admin. Asst. Phone:
	     


	SERVICE PROVIDER CONTACT INFO (if different from Nominator):


	First Name:
	     

	Last Name:
	     

	Mr./Ms./Mrs./Dr.
	     

	Company Name:
	     

	Company Title:
	     

	E-mail:
	     

	Phone:
	     

	Your Time Zone:
	     

	Address:
	     

	Mailstop:
	     

	City, State:
	     

	Postal Code:
	     

	Country:
	     

	Admin. Asst. Name:
	     

	Admin. Asst. Email:
	     

	Admin. Asst. Phone:
	     

	Website address:
	     


Does the Service Provider company’s e-mail policy permit Outsourcing Center and/or SIG to send e-mail communications about the awards process with Word document attachments? 

	 FORMCHECKBOX 

 FORMCHECKBOX 

	Yes

	 FORMCHECKBOX 

 FORMCHECKBOX 

	No


Publicity Permission
We have informed our respective PR/marketing and/or legal teams about this nomination and have received permission for publicity if we win an award (publicity within the parameters described on pages 1 and 2 of this document). 

Name of individual granting publicity permission for the Buyer:      
Title:      
Name of individual granting publicity permission for the Service Provider:      
Title:      
GENERAL QUESTIONS ABOUT THE RELATIONSHIP/AGREEMENT (For the Buyer and Service Provider to answer jointly)

Please note: The words “enterprise” or “company” refer to the Buyer’s entire company (not just the business unit or department that has contracted with the Service Provider); this term includes Buyers that are government entities. The terms “Buyer” and “Customer” are interchangeable; both refer to the Customer of the Service Provider.

1.
In what year did you sign the original contract?       


2.
Is this relationship’s contract set up for renewal? 
2.1
If so, when? Month        
Year 
     
3.
Has the contract been renegotiated at any time other than at the scheduled contract renewal date?      
3.1
If so, what year did that occur?       
3.2
If so, what motivated the renegotiation?      
4.
Was the original contract for a different type of work?


4.1
If so, for what type of project was the original contract?       

4.2
What was the length of the original project?
       
5.
Did you go through an RFP process before awarding the next project to the Service Provider?      
5.1
Was it part of a Strategic Sourcing project?       
6.
How many projects has the Service Provider performed for the Buyer?       

6.1
Over what period of time has the Provider performed services for the Buyer?       
7.
Has the name of either company changed since the original contract was signed?      

7.1
If so, which company?          What was the original name?        
8.
What services is the Service Provider providing? (Please list all functions/processes)      
9.
Are any of the services included in this relationship subcontracted to other provider firms?       
9.1
If so, which services, and who are the subcontractor provider firms?      
10.
During the time of this relationship, did the Buyer acquire or merge with another company?       
10.1
If so, did the other company have an existing agreement with a different service provider for the same process?       
10.2
If so, please describe how the Buyer made the decision to use the Service Provider in this nominated relationship rather than the acquired/merged company’s service provider.      
11.
What is the annual dollar amount of the contract?      
12.
What is the total contract value of all projects performed by the Service Provider for the Buyer to date and what was the period of time?      
13.
Do the service level agreements (SLAs) include penalties?      
13.1     If so, how much of the Service Provider’s annual revenue is at risk? 

	 FORMCHECKBOX 

 FORMCHECKBOX 

	0-5%

	 FORMCHECKBOX 

 FORMCHECKBOX 

	5-10-%

	 FORMCHECKBOX 

 FORMCHECKBOX 

	10-15%

	 FORMCHECKBOX 

 FORMCHECKBOX 

	More than 15%


13.2
If so, is there a provision allowing the Service Provider to earn back that penalty? If so, please describe the provision.      
14.
Do the SLAs include financial incentives?      
15.
Does your agreement include KPIs in addition to SLAs?      
16.
Did the buyer add any other business processes to the scope of services after
 contract signing?        
16.1   If so, please describe the expanded scope, when it occurred, and the factors driving the change.      
18.
What was the main motivation for the original sourcing initiative?
	 FORMCHECKBOX 

 FORMCHECKBOX 

	Cost reduction / cost avoidance

	 FORMCHECKBOX 

 FORMCHECKBOX 

	Quality improvement

	 FORMCHECKBOX 

 FORMCHECKBOX 

	Process improvement

	 FORMCHECKBOX 

 FORMCHECKBOX 

	Other  (please explain)      



19. To what extent has this relationship reduced the total cost to the Buyer for the services, compared to the cost of providing the services internally?      
	 FORMCHECKBOX 

 FORMCHECKBOX 

	0-10%

	 FORMCHECKBOX 

 FORMCHECKBOX 

	11-20-%

	 FORMCHECKBOX 

 FORMCHECKBOX 

	21-30%

	 FORMCHECKBOX 

 FORMCHECKBOX 

	31-40% 

	 FORMCHECKBOX 

	More than 40%


19.1.
Which of the following factors produced the total cost reduction? (Please rank #1, 2, 3, etc. in order of impact).
	     
	Technology implementation

	     
	Aggressive pricing negotiations

	     
	Financial incentives for the Service Provider to deliver innovation and/or continuous improvement

	     
	The provider’s superior processes and methodologies

	     
	Offshoring or nearshoring 

	     
	Process standardization and/or centralization

	      
	Productivity Improvement

	     
	Reduced headcount

	     
	Other (please explain)      



20.
Please describe the relationship’s governance model and the problem escalation process.       
21.
How frequently do the Buyer and Service Provider jointly meet to discuss strategic objectives and/or the creation of new, mutually beneficial value opportunities? 
	 FORMCHECKBOX 

 FORMCHECKBOX 

	Never

	 FORMCHECKBOX 

 FORMCHECKBOX 

	Weekly

	 FORMCHECKBOX 

 FORMCHECKBOX 

	Monthly

	 FORMCHECKBOX 

 FORMCHECKBOX 

	Quarterly

	 FORMCHECKBOX 

 FORMCHECKBOX 

	Twice a year

	 FORMCHECKBOX 

 FORMCHECKBOX 

	Annually



21.1
Who are the primary attendees of these meetings? (Please list positions/titles; do not list the individuals’ names.)      
22.
How frequently do the Buyer and Service Provider jointly meet to discuss the relationship itself (not the provider’s performance or the achievement of objectives)? 
	 FORMCHECKBOX 

 FORMCHECKBOX 

	Never

	 FORMCHECKBOX 

 FORMCHECKBOX 

	Weekly

	 FORMCHECKBOX 

 FORMCHECKBOX 

	Monthly

	 FORMCHECKBOX 

 FORMCHECKBOX 

	Quarterly

	 FORMCHECKBOX 

 FORMCHECKBOX 

	Twice a year

	 FORMCHECKBOX 

 FORMCHECKBOX 

	Annually


22.1
Who are the primary attendees of these meetings? (Please list positions/titles; do not list the individuals’ names.)      
23.
Are there any financial incentives (such as gain-sharing programs or risk-reward pricing) to help ensure both companies’ interests remain aligned over time? If so, please describe.      
24.
Do you have a common risk management program to mitigate supply risk?       
25.
Did the Service Provider help with the Buyer’s internal change management efforts to improve the relationship results?       
26.
Please describe the value-added services that this relationship added to the Buyer’s company. .      
26.1
What were the critical success factors for this relationship at the outset?      
QUESTIONS FOR THE BUYER TO ANSWER

27.
 What is your company’s industry? (Check one) 
	 FORMCHECKBOX 

 FORMCHECKBOX 

 FORMCHECKBOX 

	Financial Services (banking, mortgage, insurance other than health insurance)

	 FORMCHECKBOX 

 FORMCHECKBOX 

 FORMCHECKBOX 

	Manufacturing

	 FORMCHECKBOX 

 FORMCHECKBOX 

 FORMCHECKBOX 

	High-tech manufacturer 

	 FORMCHECKBOX 

 FORMCHECKBOX 

 FORMCHECKBOX 

	Healthcare (insurance/payer firm)

	 FORMCHECKBOX 

 FORMCHECKBOX 

 FORMCHECKBOX 

	Healthcare (hospital or other provider)

	 FORMCHECKBOX 

 FORMCHECKBOX 

 FORMCHECKBOX 

	Consumer packaged goods

	 FORMCHECKBOX 

 FORMCHECKBOX 

 FORMCHECKBOX 

	Telecom / Information & Communications Technology (ICT)

	 FORMCHECKBOX 

 FORMCHECKBOX 

 FORMCHECKBOX 

	Oil and Gas / Energy  

	 FORMCHECKBOX 

	Utilities

	 FORMCHECKBOX 

	Travel / Transportation

	 FORMCHECKBOX 

	Media / Entertainment

	 FORMCHECKBOX 

 FORMCHECKBOX 

 FORMCHECKBOX 

	Outsourcing services provider

	 FORMCHECKBOX 

 FORMCHECKBOX 

 FORMCHECKBOX 

	Mining

	 FORMCHECKBOX 

 FORMCHECKBOX 

 FORMCHECKBOX 

	Government entity

	 FORMCHECKBOX 

	Retail / e-commerce

	 FORMCHECKBOX 

 FORMCHECKBOX 

 FORMCHECKBOX 

	Other (please describe)      


28.
Is your company a multinational company? 
	 FORMCHECKBOX 

 FORMCHECKBOX 

 FORMCHECKBOX 

	Yes

	 FORMCHECKBOX 

 FORMCHECKBOX 

 FORMCHECKBOX 

	No


29.
In one paragraph only, please describe your company’s business.       

30.
What business challenge(s) drove your company to consider this relationship? Please describe your company’s situation before contracting with this Service Provider.      
31.
Did your company go through a formal RFP process or a competitive bid process?      
31.1
If not, how did your company determine which companies to consider/evaluate as potential providers? Please describe the Service Provider selection process.      
32.
What are the top five Service Provider criteria your company used? (Please rank #1, 2, 3, etc. in order of importance at the time you were considering potential providers.).

	     
	Price of services

	     
	Advanced technology

	     
	Proven reputation of success with prior clients

	     
	Superior processes and methodologies

	     
	Transition methodology

	     
	Value proposition

	     
	Prior or existing relationship with this service provider

	     
	Service Provider’s willingness to “put skin in the game”

	     
	Process expertise

	     
	Expertise in Buyer’s industry

	     
	Ability to scale quickly

	     
	Cultural fit (similar corporate cultures)

	     
	Global footprint

	     
	Knowledge transfer process

	     
	Proven ability to provide innovative solutions

	     
	Ability to perform wide range of services in this area (i.e., strategic sourcing, procurement transformation, etc.)

	     
	Expertise in areas outside of strategic sourcing/procurement 

	     
	No other providers offer this service

	     
	Other (please explain)      


33. 
What is the number-one reason you selected this Service Provider (whether or not the reason is included in the selection criteria listed above)?      
33.1
What other reasons were important in your selection of this Service Provider (whether or not the reason is included in the selection criteria listed above)?      
34 
Please answer the following aspects of the provider selection process (check all that apply):
	 FORMCHECKBOX 

 FORMCHECKBOX 

 FORMCHECKBOX 

	During the selection process, this Service Provider communicated with our company differently than the other potential providers

	 FORMCHECKBOX 

 FORMCHECKBOX 

 FORMCHECKBOX 

	During the selection process, this Service Provider gave strong evidence/demonstration of a partnering approach 

	 FORMCHECKBOX 

 FORMCHECKBOX 

 FORMCHECKBOX 

	The selection process took more time than we anticipated

	 FORMCHECKBOX 

 FORMCHECKBOX 

 FORMCHECKBOX 

	The selection process took less time than we anticipated

	 FORMCHECKBOX 

 FORMCHECKBOX 

 FORMCHECKBOX 

	Our selection team include some of our end users as well as our executives 


35.
How many of your employees work(ed) with the Service Provider’s company during the project?      
35.1      If so, was this a requirement of your company?      
36.
Did a third party/advisor/consultant (other than an attorney) assist your company in structuring this relationship?      

36.1
If so, what is the name of that advisory firm?      
36.2
If so, what was the role of that advisor? (Please check all that apply) 

	 FORMCHECKBOX 

 FORMCHECKBOX 

	Assisted in RFP (or RFI, RFQ) development

	 FORMCHECKBOX 

 FORMCHECKBOX 

	Assisted in developing provider selection criteria

	 FORMCHECKBOX 

 FORMCHECKBOX 

	Assisted in evaluating potential providers’ proposals

	 FORMCHECKBOX 

 FORMCHECKBOX 

	Contract negotiation

	 FORMCHECKBOX 

 FORMCHECKBOX 

	Assisted in developing transition plans 

	 FORMCHECKBOX 

 FORMCHECKBOX 

	Provided full-service advisory, including at least 4 of the 5 items listed above


37.
Describe any employee resistance to the initiative and how your company overcame it.      
37.1
Did the Service Provider help you in resolving those challenges? If so, how?      
38.
How has this relationship helped your company the most in achieving its objectives? (Please rank #1, 2, 3, etc. in order of impact).

	     
	Increased our ability to focus on our core business

	     
	Reduced operational costs

	     
	Reduced headcount

	     
	Provided scalability up or down as business volume varied

	     
	Shared and transferred knowledge 

	     
	Avoided capital expenditure(s)

	     
	Avoided expense of adding staff in house

	     
	Improved productivity

	     
	Gave us access to skills/expertise we had found difficult to attract/retain in house

	     
	Improved time to market for new services or products

	     
	Improved process cycle time

	     
	Automated processes that were manual in house

	     
	Enabled taking advantage of new market opportunities

	     
	Other (please describe)      


39.
Has the Service Provider gone the extra mile for your company? (Note: “extra mile” refers to doing something beyond contractual services; it does not refer to being flexible about resources for the work in scope.) If so, please describe when and what occurred.      
40.
Why do you believe this is a relationship that deserves an award for excellence?      
Questions FOR THE SERVICE PROVIDER TO ANSWER:

41.
Describe all improvements in the Buyer’s situation since contract signing because of your services.      
42.
What is the Buyer doing to help ensure your company’s success in your company’s competitive market?      
43.
What characteristics of the Buyer’s management of this relationship most enable your company to successfully deliver services in an efficient, cost-effective manner?      
44.
Have you developed any best practices specifically from this relationship that you are implementing (or will implement) in relationships with your other clients? If so, please describe.      
45.
Why do you believe this is a relationship that deserves an award for excellence?      
Questions about the relationship as it HAS evolved (For the Buyer and Service Provider to answer jointly)

46.
How did you communicate this relationship and any transitions related to it to key stakeholders in your company?      
46.1
Is there an ongoing communication plan in place today? If so, please describe.      
47.
Did your implementation or transition phase take longer than anticipated?      
48.
What unanticipated challenges did you face during the transition period, and how did you work together to resolve them?      
49.
What were the most substantial challenges you faced as the relationship evolved beyond transition, and how did you work together to resolve them?      
49.1 Did you have senior management support throughout the transition?      
49.2 How did you overcome any resistance?      
50.
Describe why this relationship works so well. What are the key characteristics of the relationship’s success?      
51.
Do this relationship’s arrangements include any joint go-to-market projects from which your companies will share revenue? If so, please describe.       

52.
Which of the following made the biggest impact on the results/outcomes achieved in this relationship to date? (Select only one.) 

	 FORMCHECKBOX 

 FORMCHECKBOX 

	Collaboration

	 FORMCHECKBOX 

 FORMCHECKBOX 

	Service Provider’s innovation

	 FORMCHECKBOX 

 FORMCHECKBOX 

	Adding scope (after contract signing) to leverage synergies

	 FORMCHECKBOX 

 FORMCHECKBOX 

	Governance structure

	 FORMCHECKBOX 

 FORMCHECKBOX 

	Financial incentives for Service Provider

	 FORMCHECKBOX 

 FORMCHECKBOX 

	Gain-sharing

	 FORMCHECKBOX 

 FORMCHECKBOX 

	Informal communication (not communication in formal governance meetings)


53.
Has this relationship been nominated for any type of award prior to 2011?      
53.1
If so, what Award       in which year?      
53.2
Did it win?      
53.3
If so, what substantial changes to the relationship have occurred since the most recent prior nomination year?      
Thank you for completing the Nomination Form. Please “save” the form to your computer in its entirety for your records and submit and pay for it online at www.regonline.com/excellenceawardsnominations2011. 
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