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ard 

 M
artin Chow

n -  Sellafield Ltd CEO &
 Brian Davidson – PPP Representative 

 

W
e’re excited to m

ark the form
al launch of the PPP’s M

ulti-Project Procurem
ent initiative to create long term

 
w

orks, supply and service partners to support PPP.  

The supply chain are absolutely fundam
ental to delivery of the Sellafield m

ission and w
e believe that the M

PPs offer 
a real opportunity for transform

ation of the supply chain and socio-econom
ic landscape of W

est Cum
bria. 

W
e appreciate and thank you in advance for the effort, tim

e and cost that your businesses w
ill com

m
it to 

participating in the tender process, but hope that you w
ill w

elcom
e the unique opportunities to create long term

 
collaborative partnerships w

ith equitable contracting term
s and w

ould encourage you to give due com
m

itm
ent to 

ensure that together w
e can create a successful future for your businesses, Sellafield and W

est Cum
bria. 
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A
bout Sellafield and the Program

m
e and Project Partners 

The Sellafield nuclear site is hom
e to one of the m

ost com
plex portfolio of construction and infrastructure projects in the w

orld, stretching over m
any 

decades. 

The Program
m

e and Project Partners (PPP) is a 20-year fram
ew

ork betw
een Sellafield Lim

ited and the Lot Partners for m
ajor projects at the Sellafield site 

w
orth approxim

ately £7bn; aim
ing to transform

 project delivery and leave a lasting legacy through the achievem
ent of the PPP Critical Success Factors 

(CSFs). 

The Lot Partners are KBR (Integration Partner), Jacobs (Design &
 Engineering Partner), M

organ Sindall Construction &
 Infrastructure (Civils Construction 

Partner) and Doosan Babcock (Process Construction Partner), w
ho have been engaged based on a M

anagem
ent Contracting procurem

ent m
odel w

ith all 
construction w

ork to be undertaken by the Supply Chain. 

This docum
ent sets out PPP’s innovative proposals for the creation of long-term

 supply chain partners that w
ill support delivery of the Sellafield m

ission and 
act as a catalyst for supply chain and social econom

ic transform
ation of W

est Cum
bria. 

M
ulti-Project Procurem

ents 
The PPP Lot Partners have devised a supply chain strategy that aim

s to create a num
ber of long-term

 fram
ew

orks betw
een the Lot Partners and the supply 

chain for w
orks, services and goods that are com

m
on across the portfolio of projects (M

ulti-Project Procurem
ents, ‘M

PPs’).  

The M
PPs consist of tw

o broad categories:  

1. 
Key Delivery Partners to deliver com

m
on construction elem

ents such as civils, steelw
ork, m

echanical, electrical, HVAC and other key trade 
packages, w

ith the intent of the m
odel to create exclusive fram

ew
orks for the m

axim
um

 available duration (up to 18 years) and reflect the profit for 
perform

ance ethos of PPP. It is envisaged that there w
ill be approxim

ately 10 categories of Key Delivery Partner. 
 

2. 
G

oods Supply, W
orks and Services Agreem

ents to appoint preferred supplier to PPP to provide particular goods, w
orks and services over a set 

term
 based on dem

and and the nature of the goods, w
orks or services. It is envisaged 

that there w
ill be approxim

ately 25 categories of G
oods, W

orks or Service 
Agreem

ents. 
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Scale of the M
PP O

pportunity 
O

ur pipeline of projects includes those w
hich are currently live or ‘in-flight’ and those projects w

hich are planned further ahead or ‘portfolio’ projects, as 
w

ell as a num
ber of site-w

ide im
provem

ent initiatives. W
e believe that the spend across M

PPs over the next 18 years is in excess of £4.5bn. 
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Establishing a new
 approach based on enterprise and not transactions  

Project 13 and Sellafield’s vision m
oves aw

ay from
 transactional project driven procurem

ents, to an enterprise m
odel w

hereby sophisticated long-term
 

relationships are created w
ith success based on enterprise outcom

es. Those outcom
es have been defined in PPP by Sellafield Ltd by w

ay of the Critical 
Success Factors (CSFs): 

➢
 

Critical Success Factor 1: Cost m
anagem

ent 
A sharp focus on cost and project lifecycle forecasting to bring cost certainty and double-digit percentage savings on Project outturn costs based 
on the Em

ployer's approved M
ajor Project Total Price. 

 
➢

 
Critical Success Factor 2: Em

ploym
ent 

The longevity of the relationship and subsequent confidence to invest w
ithin the w

orkforce and the local areas. Investm
ent in training and 

apprentices leading to a significant reduction in agency supplied w
orkers at all levels of the Em

ployer's supply chain. 
 

➢
 

Critical Success Factor 3: O
utcom

e 
The achievem

ent of aligned rew
ards through the collective successful delivery of M

ajor Project outputs. 
 

➢
 

Critical Success Factor 4: O
utput 

Early contractor involvem
ent from

 Project conception ensuring the right Project is executed and creating m
ore certainty of achieving the outputs 

 
➢

 
Critical Success Factor 5: W

orkforce skills 
U

pskilling of the Em
ployer and supply chain 
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Key D
elivery Partners - Creating enterprise focussed M

ulti-Project Procurem
ents  

Project 13 - w
hen applied in a M

anagem
ent Contracting m

odel as it is in PPP - requires total alignm
ent of enterprise outcom

es betw
een the PPP and the 

Supply Chain. 

To achieve the enterprise outcom
es – and ultim

ate success of PPP requires creation of long term
, strategic, outcom

e-based supply chain agreem
ents coined 

‘Key Delivery Partners’ (‘KDPs’) w
hereby: 

➢
 

The PPP Procurem
ent Plan, project input and m

arket engagem
ent has defined the long-term

 agreem
ents that can 

be created. 
 

➢
 

Each KDP drives a ‘profit for perform
ance’ approach at enterprise level and not solely project perform

ance, w
ith the 

KDP able to earn profit based on achieving pre-defined, aligned, outcom
es and objectives. 

 
➢

 
Long term

 relationships are created that give the entire supply chain the confidence to invest in the enterprise  
 

➢
 

Perform
ance is defined by outcom

es and incentives, w
ith KDPs reim

bursed cost on an actual cost basis w
ith no 

delay dam
ages, w

ith loss of the potential to earn profit and general liabilities and insurances the only rem
edies. 

 
➢

 
Each Key Delivery Partner m

ay constitute a collaboration of one or m
ore supply chain m

em
bers, SM

Es and/or the 
totality key supply chain m

em
bers likely to be needed to achieve the objectives for each KDP fram

ew
ork 

 
➢

 
The Key Delivery Partners m

ust set out a clear, tangible roadm
ap for success (e.g. cannot be a contract aw

arded to a 
m

ajor contractor w
ith a ‘TBC’ approach to delivery or create another layer of m

anagem
ent contracting) 

“Transactional 
com

m
ercial m

odels 
often create divisive 

behaviours w
here 

com
m

ercial interests 
destroy overall 

program
m

e value.”  
Project 13 Com

m
ercial 

Handbook  
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Key D
elivery Partners - Link to Sellafield’s vision for P13 in PPP 

Sellafield Ltd Vision of P13 in PPPProposed KDP Approach 

KDP1 (e.g. FRC)
KDP 2 (e.g. 
Steelw

ork)
KDP3 

Key Delivery Partners 

Principles of the Key Delivery Partner (KDP) Approach
· 

KDPs include W
orks Contractors, Consultants and Suppliers

· 
O

ne contract entered in to betw
een the PPP Partners and each KDP, hence single point 

responsibility for PPP Partners
· 

N
um

ber and scope of KDPs driven by PPP Procurem
ent Plan and Supply Chain Strategy and supply 

chain m
arket engagem

ent to determ
ine type and structure

· 
The Key Delivery Partner (KDP) constitutes the all of the key supply chain m

em
bers to deliver the 

w
orks, services and CSFs, w

hich m
ay m

ean collaboration of com
petitors, inclusion of sub-

subcontractors and local SM
Es in the m

odel for the KDP
· 

The KDP is incentivised based on project perform
ance and enterprise perform

ance

Lead KDP 

Form
w

ork 

Reinforcem
ent 

Lead KDP 

Handrailing 

SM
E Partner

Collab Partner 1

Collab Partner 2

SM
E / N

on-N
uclear 

O
ther KDPs
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Key D
elivery Partners - O

utline Cost and Profit M
odel 

For any services or w
orks, Key Delivery Partners w

ill be alw
ays be reim

bursed Actual Cost and Corporate O
verhead in accordance w

ith pre-defined schedules 
in the contract. Tenderers w

ill be asked to dem
onstrate their Corporate O

verhead percentage, w
ith tender scoring based on pre-defined bandings. 

Profit w
ill be broadly split tw

ofold: N
om

inal Profit and Incentivised Profit.   

Profit ranges w
ill be developed as part of developing ITT evaluation criteria and tenderers assessed based on a score w

ithin the bandings, w
ith an overall 

Profit Cap also applicable for each KDP (relative to the m
arket and category). 

N
om

inal Profit 

N
om

inal Profit w
ill be a level of tendered profit to be earned in addition to Actual Cost and Corporate O

verhead and generally retained by the KDP, how
ever 

w
ill be at risk in instances of exceptionally poor perform

ance. In instances w
here the KDP’s Project O

bjectives are forecast to be m
issed by a significant degree, 

entitlem
ent to N

om
inal Profit on the sam

e project w
ould be lost. The intent is to retain a level of incentivisation should an objective be m

issed.  

For exam
ple, a KDP’s baseline price (w

hich form
s part of the KDP’s Project O

bjectives) m
ay be £10,000,000, w

ith an allocated level of incentivised profit 
relative to baseline delivery. If the KDP exceeds the baseline by a pre-determ

ined percentage, there w
ould be no entitlem

ent to N
om

inal Profit on the sam
e 

project.  

Incentivised Profit 

Incentivised Profit w
ill be split three w

ays: 

· 
KDPs perform

ance against Project O
bjectives; to be set collaboratively as part of setting the PPP project baseline processes w

hereby PPP develop 
the overall baselines and M

ajor Project Total Price for Sellafield, N
DA and HM

G
 approval.  

· 
KDPs perform

ance at enterprise level; m
easured against the relevant Critical Success Factors (CSF 2 and 5) and m

easured based on Key 
Perform

ance Indicators and O
perating Plans for the KDPs. 

· 
Partnering Trades fund earned based on objectives w

ith paired interfacing trades; detailed overleaf and based on interfacing KDPs. 
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Key D
elivery Partners - Partnering Trades and the Partnering Trade Fund 

KDPs w
ill be grouped in to Partnering Trades (PTs), w

ith a percentage of the Incentivised Profit allocated to the Partnering Trades Fund (PTF); creating an 
incentive pot for the project that objectives and perform

ance m
easures can set to determ

ine entitlem
ent to the fund or part thereof. 

 PTs w
ill be grouped based on typical interfaces and interdependencies on m

ajor projects at Sellafield and review
ed based on feedback from

 the m
arket. For 

exam
ple, Concrete Structures, Steelw

ork and Cladding m
ay be grouped in to Partnering Trades w

ith aligned incentive to deliver a w
eathertight structure.  

 PTs w
ill be set as part of the KDP tender; how

ever, PPP w
ill reserve the right to add to, or rem

ove from
, the groups form

ing the Partnering Trades on a project 
by project basis. For exam

ple, on a particular project it m
ay be considered beneficial to group Steelw

ork and HVAC based on installation strategy.  
 It is proposed that a percentage of the Incentivised Profit w

ill be allocated to the PTF. U
pon setting baselines for a m

ajor project, PPP w
ill - in collaboration 

w
ith the KDPs - set the m

easures necessary to entitle the KDP to earn am
ounts from

 the PTF, w
hich w

ill be based on things such as critical interfaces (e.g. 
tolerances, tim

ing and quality) and com
bined perform

ance of the PTs.  
 Prior to setting the baseline on a m

ajor project, any ECI or w
ork by the KDPs w

ill exclude the percentage associated w
ith the PTF, hence this Incentivised Profit 

can only be earned on m
ajor project perform

ance. 
 The objectives and proportions that entitle release of the Partnering Trades Fund w

ill be set by the project as part of setting the baseline and based on the 
project’s key interfaces. 
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Key D
elivery Partners - Profit for perform

ance and alignm
ent of outcom

es 
 

 

 

 
 

O
bjectives 

(PPP Critical Success 
Factors, CSFs) 

 

Typical M
easures 

CSF2: Em
ploym

ent 
 CSF5: W

orkforce Skills 

U
K GVA, jobs and 

apprentices, SM
E 

proportion, resilient 
local econom

y 
 CSF1: Cost M

anagem
ent 

 CSF3: O
utcom

e 
 CSF4: O

utput 
 

Partnering Trade 
perform

ance, interface 
m

anagem
ent and 

joined up delivery 
Cost, schedule, quality, 

health and safety, 
supplier perform

ance  
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Key D
elivery Partners - Illustration of profit m

odel com
pared to traditional m

odels 
The intent of the outcom

e-based m
odel is to m

ove aw
ay from

 traditional, adversarial, m
argin-based contracting. The baseline for KDPs on projects w

ill be 
the sam

e as the PPP baseline and on the sam
e risk profile for package specifics risk, w

ith variations/com
pensation events back to back w

ith the PPP baseline. 

The m
odel aim

s to drive a change in culture, increased collaboration and fundam
entally (including through Early Contractor Involvem

ent) also m
itigate 

potential changes before they arise; incentivising perform
ance to aligned baselines.  

 

Traditional Target Cost Contracts and Supply Chain M
odel

w
Target cost not alw

ays aligned to Client baseline
w

Incentivises Value Engineering if Contractor can propose changes
w

N
o incentive for Contractor not to im

plem
ent Client led change

w
Entitlem

ent to variations and changes for num
erous reasons

w
Level of pain is m

odel specific and often capped at SL

Proposed KDP Com
m

ercial M
odel

w
Target cost and client baseline one in the sam

e
w

Back to back entitlem
ent to Adjustm

ent Events (few
 reasons)

Corporate O
verhead

w
Visibility of O

verhead percentages
w

Contractor incentivsed to challenge Client led change
Incent. Prt 1 - Enterprise (KPIs on CSFs)

w
Achievem

ent of KPIs and outcom
es drives Profit 

Incent. Profit 2 - KD
P Project Perform

ance
w

Incentives and outcom
e split drive 'continuous' perform

ance
Incent. Profit 3 - Partnering Trades Fund

N
om

inal Profit

O
verhead

Profit
Actual Cost
Fee (O

H
&

P)
G

ainshare Potential
Painshare Potential

Actual Cost
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Key D
elivery Partners - Early Contractor Involvem

ent 
ECI is achieved through integration of KDPs into the project team

, w
ith KDPs paid for supporting the project through the project lifecycle.  

Project 
M

anager

Senior Designer
Lead Estim

ator

Project 
M

anager

Senior Design 
Lead Estim

ator

Designer 1

Construction 
M

anager
Construction 

M
anager

Designer 2

Estim
ator 1

Estim
ator 2

Project 
M

anager

Full Aligned Delivery Team
 for Construction

KDP Aligned Delivery Team
 (Supplem

ents existing PPP ADT)

IPDG

Activities include:

· 
Support initial design proposals

· 
Advises on constructability

· 
Supports price and program

m
e preparation and 

optioneering studies
· 

Supporting production of Acquisition Strategies and 
associated docum

ents

DDG

Activities include:

· 
Input and produce design as per Acquisition Strategy

· 
Enabling or early w

orks as per Acquisition Strategy
· 

Produce M
ajor Project Total Price and Baseline for 

particular w
orks

· 
Support production of Final Business Case w

here 
appropriate

PRO
JECT DELIVERY

Activities include:

· 
Project Delivery in accordance w

ith Acquisition 
Strategy

ALLO
W

ABLE CO
ST + CO

RPO
RATE O

VERHEAD + N
O

M
IN

AL PRO
FIT

IN
CEN

TIVISED PRO
FIT FO

R PRO
G

RAM
M

E LEVEL KPIs CAN
 BE EARN

ED O
N

 ALL ALLO
W

ABLE CO
STIN

CEN
TIVISED PRO

FIT FO
R PRO

JECT PERFO
RM

AN
CE

IN
CEN

TIVISED PRO
FIT BASED O

N
 PARTN

ERIN
G

 TRADES FU
N

D
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Key D
elivery Partners - Long term

 supply chain and SM
E engagem

ent  
The Key Delivery Partner approach is based on generation of social value by enabling long term

 surety of w
ork and an enterprise focus for all parties in the 

supply chain. 

KDPs are intended to be based supply chain collaborations, joint ventures, a and long-term
 fram

ew
orks (including w

ith SM
Es) to deliver all w

orks in the 
portfolio of the particular KDP fram

ew
ork, based on desired outcom

es for the enterprise and not sim
ply creating m

ultiple layers of subcontract. 

 The KDP is intended to be the prim
ary and exclusive delivery route for w

orks in that particular category, how
ever, as a contingent m

easure only in the event 
of capacity issues or exceptional circum

stances, specific package m
ay still be com

petitively tendered in the open m
arket (in collaboration w

ith the KDP). 

 
 

Traditional ‘Transactional’ M
ulti-Project Procurem

ent Fram
ew

orks

Fram
ew

ork 
Contractor (FC) (e.g. 

Steelw
ork)

 SM
E Package 

for £1m
 

Handrailing 
com

peted and 
aw

arded due to 
FC lack of 
capacity 

Handrailing 
delivered by 

Affiliate of FC 
w

ho has capacity 
after large 

project finished 
elsew

here 

Key Features
· 

Fram
ew

ork Contractor often  seeks to self-
perform

 (or have affiliates) self perform
 

w
orks, regardless of value creation for the 

enterprise (e.g. if an SM
E or other 

com
pany m

ay offer better enterprise 
value)

· 
O

ften traditional transaction/adversarial 
relationships w

ith sub-subcontractors
· 

Supply chain m
em

bers have no surety of 
long term

 com
m

itm
ents and do not have 

confidence to invest in grow
th and long 

term
 future of the region

· 
Resilient econom

y isn’t developed as skills 
‘belong’ to Tier 3 national com

panies w
ho 

do not deliver the sam
e GVA to a region as 

local SM
Es (hence HPC’s focus on long 

term
 SM

E com
m

itm
ents)

· 
Little long term

 partnerships and 
collaboration in the supply chain hence 
opportunity to collaborate elsew

here is 
lim

ited

Handrailing again 
com

petitively 
tendered and 
aw

arded to 
different 

com
pany than 

Projet 1 

Project 1 
10 x 

com
petitively 

tendered 
subcontracts

Project 2
8 x 

com
petitively 

tendered 
subcontracts

Project 3 
8 x 

com
petitively 

tendered 
subcontracts

KDP 2 (e.g. 
Steelw

ork)

Lead KDP 

Handrailing
(e.g. non-nuclear)

Flooring 
(e.g. local SM

E)

Key Features
· 

Early Contractor Involvem
ent is a central them

e, 
em

bellishing of ADTs and ‘M
ost Appropriate Athletes’ 

· 
Allow

s all parties to deliver continuous im
provem

ent 
and LFE on a project by project basis

· 
All parties can plan long term

 w
orkload, com

m
itm

ent 
and investm

ent, w
hich is central to enterprise CSFs 2 

(Em
ploym

ent) and 5 (W
orkforce Skills)

· 
Regional capability is built by developing and enhancing 
supply chain capability, allow

ing SM
Es to grow

 ‘non-
nuclear’ and ‘non-Sellafield’ w

ork, hence a resilient 
econom

y in W
est Cum

bria
· 

Collaborations are form
ed w

ith com
plem

entary (and in 
som

e cases com
peting) organisations w

ho are driven to 
w

ork together as organisational benefit does not com
e 

w
ithout enterprise benefit

· 
Collaborations m

ay grow
 beyond the KDP and in to 

other clients and sectors

The Key Delivery Partner M
odel
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 Key D
elivery Partners - Contract Structure and Principles 

  Structure 
➢

 
A ‘com

plex fram
ew

ork’ arrangem
ent betw

een the Lot Partners and the Key Delivery Partner based on a 
flow

-dow
n of the AIA and Lot Contracts to set out the fram

ew
ork level inform

ation, key principles, success 
factors, partnering trade provisions and the like.  
 

➢
 

Individual Call-O
ff Contracts (based on the N

EC suite) to act as ‘Service Com
m

encem
ent N

otices’ that w
ill be 

placed betw
een the procuring M

anagem
ent Contractor and the Key Delivery Partner. 

 
➢

 
The contract is intended to be ‘fit for purpose’ and act as an enabler and not a barrier for the supply chain, 
m

inim
ising unnecessary or restrictive clauses and flow

-dow
ns w

here possible 

Key Principles 

 
➢

 
A ‘no disputes’ clause and approach, instead prom

oting dispute avoidance through the use of an ‘Issues 
Board’ and m

odern dispute escalation and avoidance principles 
 

➢
 

M
inim

al opportunity for individual project changes (variations/com
pensation events) and a threshold 

am
ount before entitlem

ent to changes to the baseline 
 

➢
 

Perform
ance review

 points and term
ination for convenience provisions. 

    

“If the com
m

ercial m
odel is 

going to drive the right 
behaviours it m

ust be 
m

eaningful to the delivery 
team

s. It w
ill only im

pact on 
behaviours if the team

s and 
individuals can see how

 it 
relates to them

. The focus 
should be on sim

plicity and 
alignm

ent.”  

Project 13 Com
m

ercial Handbook  
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G
oods, W

orks and Services A
greem

ents 
The Key Delivery Partner m

odel supports those trade packs for com
m

on and large packages that are likely to be required on a consistent basis over the 
rem

aining 18-year term
 of PPP, w

ith ability to influence all of the PPP Critical Success Factors. 

In addition, there are a num
ber of other M

PPs w
hereby com

m
on G

oods, W
orks and Service Agreem

ents m
ay be required through the rem

aining term
 of 

the PPP Contract: 

· 
G

oods Supply Agreem
ents (G

SAs) for the supply of G
oods (such as Cranes, Accom

m
odation, and Equipm

ent). The strategy for each package w
ill be 

unique, but w
ith the term

 of these arrangem
ents generally a fixed term

 appropriate to the specific category w
ith options to extend.  

 Com
m

ercial m
odels w

ill be unique to each category, w
ith contracts based on an N

EC Fram
ew

ork Contract (FC) w
ith N

EC Supply and Short Supply 
term

s as appropriate. 
 

· 
W

orks Agreem
ents (W

As) for w
orks that m

ay be required on an ad-hoc basis (such as Piling) w
here the contractor can contribute to achievem

ent of 
som

e of the CSFs, but the dem
and profile or type of w

orks doesn’t w
arrant KDP status.  

 Com
m

ercial m
odels w

ill be unique to each category, w
ith contracts based on an N

EC FC w
ith Professional Services Contracts (PSCs) and Engineering 

and Construction Contracts (ECCs) to let individual packages. 
 

· 
Service Fram

ew
orks (SAs) for the provision of Services, either Term

 Services for w
orks or Professional Services (such Catering, Testing and 

Professional Services).  
 Com

m
ercial m

odels w
ill be unique to each category, w

ith contracts based on the N
EC FC w

ith Professional Services Contract (PSC) and Term
 Services 

Contract (TSC).  
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Key Procurem
ent D

ates 
The program

m
e for procurem

ent and com
m

ence of KDPs and G
oods, W

orks and Service Agreem
ents has been based upon supporting delivery of the ‘in-

flight’ projects and their specific needs.  

Procurem
ent w

ill be undertaken in phases of betw
een 4 to 6 live procurem

ents, w
hich w

ill constitute a balance of KDPs and G
oods, W

orks and Service 
Agreem

ents as appropriate for the category of w
orks or services required.  

The draft key dates for Phase 1 and 2 are tabulated below
 in order to inform

 likely tendering dem
and on the supply chain. Phase 2 is a provisional list only 

and w
ill be finalised in due course and com

m
unicated to the supply chain, along w

ell as inform
ation about further phases as w

e develop the M
PP strategy. 

Phase 
W

orks Category 
Agreem

ent Type 
Com

m
ence PQ

Q
 

Com
m

ence ITT 
Anticipated Aw

ard 
1 

HVAC W
orks 

Key Delivery Partner 
February 2021 

M
arch 2021 

August 2021 
 

Electrical W
orks 

Key Delivery Partner 
February 2021 

M
arch 2021 

August 2021 
 

Building Fit O
ut &

 Blockw
ork 

Key Delivery Partner 
February 2021 

M
arch 2021 

August 2021 
 

Accom
m

odation 
G

oods Supply Agreem
ent 

February 2021 
M

arch 2021 
August 2021 

 
Fabrication 

G
oods Supply Agreem

ent 
February 2021 

M
arch 2021 

August 2021 
 2 

Pipew
ork 

Key Delivery Partner 
April 2021 

M
ay 2021 

O
ctober 2021 

 
Steelw

ork 
Key Delivery Partner 

April 2021 
M

ay 2021 
O

ctober 2021 
 

Roofing and Cladding 
Key Delivery Partner 

April 2021 
M

ay 2021 
O

ctober 2021 
 

Scaffolding 
Key Delivery Partner 

April 2021 
M

ay 2021 
O

ctober 2021 
 


