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Drivers for adoption

• In general

– Low bid tendering led to frustration

• Clients not getting what they intended to get

– Fits in a trend of outsourcing of activities by large public 
clients

– Budget cuts on public authorities

– Procurement law: more (obligatory!) focus on quality

• In construction

– Outcome parliamentary inquiry Committee of Construction 
Fraud

– Move towards integrated contracts



Drivers for adoption (2)

• Success of the Fast Track project

• Open-mindedness of Dutch people

• Ambition & persistance of small group of visionaries who set 

up a (still growing) network of practitioners



Launching project: Fast Track Project

• Program results: 15 projects finished 
(expectation was 10) 

• Delivery time of projects accelerated by 
25%

• Transaction costs and time reduced by 
50-60% for both vendors and client

• 95% of deviations were caused by 
Rijkswaterstaat or external [not vendor 
caused]

• Ministry of Transport wins prestigious 
Dutch Sourcing Award



Results: high quality & low price go hand-in-hand

Quality

Price

#3 in quality # 2 in quality #1 in quality

Lowest price 1 1 10

Nex to lowest price - 2 6

Second to lowest price - 3 5

Source Witteveen & Van de Rijt (2013)

28 out of 28 projects in Price Top 3

27 out of 28 projects #1 or # 2 in quality

10 out of 28 projects #1 in quality and #1 in price
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Development Lelystad Airport



Underground Parking Garage in Amsterdam



Bycicle Bridge Nigtevecht



N23 Westfrisiaweg



Buying innovation: Biorepository



Renovation Sewage Treatment System Groote Zaag 



Some Tips & Tricks

• Start with a small team of visionaries

• Pay lots of attention to the project goal / the intent

• Stick to the methdology

• Focus on dominant information

• Do not rush the project

• Realize that BVP is (much) more than Procurement

• Use expertise!!!



Take aways

In the Netherlands we encounter the same issues

Role of “launching client / project”

Crossing the chasm by network of visionaries
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Q&A



More info?

Email: rijt@Bestvalue-group.nl

Phone: +31 6 50 272855


