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1. Introduction 

1.1 About AIIA  

The Australian Information Industry Association (AIIA) is the peak national body representing 

Australia’s information, communications and technology (ICT) industry.   Since establishing 35 years 

ago, the AIIA has pursued activities aimed to stimulate and grow the ICT industry, to create a 

favourable business environment for our members and to contribute to the economic imperatives of 

our nation. Our goal is to “create a world class information, communications and technology 

industry delivering productivity, innovation and leadership for Australia”. 

We represent over 400 member organisations nationally including hardware, software, 

telecommunications, ICT service and professional services companies.   Our membership includes 

global brands such as Apple, EMC, Google, HP, IBM, Intel, Microsoft, PWC, Deloitte, EY and Oracle; 

international companies including Telstra, Optus; national companies including Data#3, SMS 

Management and Technology, TechnologyOne and Oakton Limited; and a large number of ICT SME’s.  

1.2 Overview  

The AIIA appreciates the opportunity to provide comments and member feedback on this important 

issue.  

This submission addresses the questions posed in the Public Accounts Committee’s enquiry terms of 

reference, with a particular focus on best practice ICT procurement and how to implement them.  

Section 2 of this submission: 

 Summarises key problems in ICT procurement 

 Identifies key features of an effective, efficient and competitive procurement model and 

 Identifies 8 performance indicators for measuring effectiveness of ICT public procurement  

Section 3 of this submission: 

 Highlights key ICT procurement trends, and ICT trends more generally in government, both 

nationally and internationally 

 Drills into successful case studies of government ICT initiatives both internationally and in 

Australia  

 Identifies 6 key characteristics of an effective governance framework for whole of 

government ICT delivery and specific actions required in order to effectively implement 

best practice procurement. 
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2. Delivery of ICT 

2.1 What are the common problems witnessed in public sector 
delivery of ICT goods and services?  

The problems in ICT procurement have been well identified and defined and are not necessarily 

unique to Western Australia. AIIA summaries the key issues below:    

 The cost of doing business with Government, and with no guarantee of return is too 

high:  Even where a supplier is successful, they still have to negotiate contract 

arrangements, all of which differ across agencies, i.e. being on the Panel neither 

guarantees work or makes it any easier or more efficient to contract work when it is won.  

 The proliferation of ‘panels’: With agencies typically setting up their own panels to meet 

their ‘specific needs’. This undermines the objective of a panel which is to make 

procurement arrangements less onerous, more agile and more efficient. 

 Agencies issue tenders that request specific technology solutions or products 

notwithstanding the deep technology and business expertise and experience of 

industry: This is in the absence of articulating clear business requirements and the business 

outcomes that need to be achieved. 

 Risk adverse culture in Government: There is little appetite for innovation and no process 

to engage industry early to test if innovative solutions are available and viable.  

 No flexibility to stand up Proofs of Concept and agile digital solutions on a just in time 

basis - having regard to rapidly emerging new technologies and service models: While 

government agencies all exercise an ability to have their own procurement processes, there 

is no flexibility to be agile – all resort to complex, costly and lengthy tender and 

procurement cycles and evaluation processes. 

 Small to Medium size Enterprise (SME) access: The time and cost of participating in the 

current panel process for SMEs limits the panels they have the capacity to apply for and 

manage.   This is exacerbated by lengthy procurement and approval cycles. AIIA is 

concerned that possible aggregation of product/service tenders will effectively remove 

ability of SMEs to engage in government procurement market.   

 Contract conditions: There is often poor contract structure to the detriment of the agency 

and government with unrealistic parameters such as indemnity and liability. 

 Set and Forget:  There is often a mentality that once a contract or project scope is signed, 

there is not a formal review cycle or cycles.  Therefore there is no “measurable” reporting 

nor is there continued alignment to business outcomes and/or adjustment for possible 

changes in outcome requirements or business climate. Furthermore, contracts may continue 

on, almost indefinitely, with no “health” check or review often resulting in excessive cost 

and/or deviation from original outcome. 

 

The consequence of many of the above is that companies are choosing not to respond to some 

tenders – particularly where they are likely to be costly, where lead times are too long and where 

perceived risks of the process outweigh the initial investment.  This in turn reduces competition, 

and in time breeds complacency of incumbents. 

 

More broadly, as outlined in our comments to the Office of the Government Chief Information 

Officer on the State’s Whole of Government ICT Strategy (OGCIO review) (see Attachment A), there 

is no long term view around delivery of services, and the planning that will create value for 

government and citizens. This needs to be linked to specific government and agency strategies and 

broader business outcomes - not simply an arbitrary budgetary constraint or cost reduction target.  
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 Any ICT strategy should address and reflect intended outcomes for: 

o State government as a whole: an agile and adaptive model of how government 

intends to provide digital ecosystems connecting government agencies, citizens and 

other organisations;  

o The role of individual agencies and how they strategically fit within the model;  

o Stakeholder and citizen access to services including access for rural and remote 

stakeholders; 

o Realistic business outcomes with consideration for measuring and sharing results 

across the sector and with industry; 

o Risk management and/or risk sharing, including privacy and security for ICT; and 

o Relations between state and federal government. 

2.2 What elements represent best practice in ICT delivery?  

AIIA’s view regarding best practice procurement arrangements is informed by the experience of the 

Association in dealing with procurement at the commonwealth and state government levels over 

many years and learnings from our association peers globally. Based on this experience and 

learnings the key features of an effective, efficient and competitive procurement model are 

outlined below. 

AIIA is currently developing a best practice procurement guide and would be happy to share this 

with you once available in September.  

Pre-Market Requirements 

 Skilled procurement professionals from both government and industry should be involved 

throughout the procurement lifecycle. In the case of ICT, ideally government professionals 

will have a sound knowledge of relevant ICT technology and business practices, through 

both formal and on the job experience. 

 It is important that procuring entities go to market with appropriate intent (avoiding or at 

least being transparent around simply testing the market or acquiring ‘market 

intelligence’), a clear understanding of their business objectives or target outcomes and 

with appropriate budget approval and senior management support to award business 

following the tender process. 

 Early engagement with industry is important to assist procurers develop appropriate market 

intelligence and seek early advice regarding the nature and scope of business requirements 

they may seek in a procurement process. Early engagement with industry facilitates the 

assessment of the feasibility of different or new technical solutions and supports market 

validation of options in a non-competitive environment. 

 AIIA strongly recommends the Concept Viability Model. Concept Viability enables structured 

industry engagement before an initiative is taken to market in a competitive tendering 

process. This model was developed and is currently operated by TechUK (formerly Intellect 

UK). By providing an opportunity for vendors to work on real business ‘problems’ and 

identify and test the feasibility of potentially innovative solutions, the model informs 

procurement processes and drives efficient, effective and innovative business solutions 

leveraging technology capability. While not relevant in all cases, such a model could support 

more difficult and complex procurement initiatives and address longer term outcomes. 
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Supplier Prequalification 

 Panel and/or service register arrangements are both efficient and effective where:  

o they are whole of government, i.e. arrangements are not duplicated across 

departments/agencies requiring suppliers to apply separately for qualification on 

each;  

o there is a continual refresh process to allow new business to apply for membership 

at any time rather than waiting two or three years when the panel/register is 

refreshed;  

o there is the opportunity to continuously update capability at low or no cost;  

o membership is open to all companies that demonstrate financial viability, and 

demonstrated capability;  

o there is no limit on membership numbers; and  

o there are standard contract terms. 

 Panel and/or service register arrangements should be non-discriminatory and should not 

impose unnecessary costs on a supplier, e.g. insurance and financial guarantees should not 

be required prior to contract award. This constitutes a disincentive for suppliers to seek 

qualification, particularly smaller suppliers that may not have existing arrangements in 

place. 

 A supplier should only be required to demonstrate their compliance with a requirement 

once and/or subject to changes of circumstance or requirement. 

Going to Market 

 The publication of “notices of planned procurement”, such as the Australian Government’s 

Annual Procurement Plans, help industry to understand government’s forward requirements. 

To maximize the value of such notices, they must provide sufficiently accurate descriptions 

of the requirement, include all eligible requirements, be updated regularly to reflect 

changes in agency requirements and ideally, accessible through a single government portal. 

 “Notices of intended procurement” such as the Australian Government’s AusTender 

website, are essential sources of information for potential suppliers. They should be easy to 

use, accurate, comprehensive (without duplication), and kept up to date. 

 Procurers should have clear and well-articulated business requirements. These should be 

articulated in terms of the business outcomes to be achieved. Dictating a procurement 

process with a specified technology solution or approach inhibits innovation and potentially 

increases risk and undermines achieving the most effective and cost efficient business 

outcome. 

 Leaving opportunities open for innovation enables suppliers to propose optimal solutions to 

address specific business issues. It facilitates new technology solutions, including utilisation 

of emerging technologies or existing that may not otherwise be visible to agencies. 

Openness to innovation is important to the adoption of new and emerging technology 

developments, as well as fulfilling longer term fiscal and service/solution outcomes. 

o In this context AIIA would call out developments such as cloud computing services. 

Cloud computing, ‘as a service’ models are being widely adopted across the States 

(Victoria, NSW and Queensland in particular) and represent an alternative model to 

procure infrastructure, platforms, software and services. 

 The method of approaching the market e.g. RFQ, RFI, RFO, RFT etc. will depend on the 

complexity of the requirements, the market for the requirements and associated cost/risk. 

The method selected sends an important message to the market about the procuring 
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agencies expectations and requirements, so it is essential to select the correct one, both in 

name and substance.  Further to this, key considerations like “re-use” or whole of 

government initiatives/opportunities should be included. 

 There is merit in procuring entities considering ‘two envelope’ tendering i.e. Inviting 

delivery of the technical proposal and cost proposal separately, with the cost proposal being 

finalised up to several weeks after the technical proposal. This allows suppliers to finalise 

their technical proposal first, then when technical assessment has been advanced those 

suppliers under consideration can properly cost their proposal. It also helps procuring 

entities determine the best solution on purely technical merits, without undue 

consideration of cost until the most capable solutions have been determined. Considerable 

costs to suppliers can be avoided when those proposals eliminated by a technical review do 

not have to be costed. 

 Threshold limits for open tender need to be appropriate. Where threshold limits are too 

low, the process and cost to respond to the tender is disproportionately high in comparison 

to the value of the contract to be awarded. This is currently the case in NSW and Victoria. 

 The scope and requirements of the procurement should not be altered midstream without 

“due cause” requiring suppliers to submit a retrofitted proposal. This imposes additional 

risk and cost on suppliers.  

Limited Invited Tenders 

 Governments should weigh the value of the tenders against the work required by industry to 

respond. Where the value of a tender is relatively low, then the number of invited 

participants should take the value into account. For example, a tender of $100K should not 

be sent to 20 firms since the cost of the time taken for industry to respond and government 

to assess will likely far exceed the contract value. 

 Governments should advise if an incumbent is providing services in the context of the 

tender and/or provide background on how or why the services are required – business 

outcome, history etc.  This allows industry to more effectively judge the likely benefit 

against effort required to respond.  Firms involved in the tender valuation, or tender 

preparation should also be advised. 

Communications and Probity 

 Probity is essential in ensuring fairness between suppliers once the tender has been 

released. However, this should not preclude the exchange of relevant information with 

potential suppliers. The more a supplier knows about the customer’s requirements, 

selection criteria and environment in which the system will operate, the better the quality 

and quantity of the bids. 

 Procuring entities should provide clarification where reasonably requested by suppliers, 

provided that this does not give any particular supplier a competitive advantage. Additional 

information can assist suppliers determine whether to continue to devote resources to 

preparing a response and provide important information that improves the development of 

their proposed solution. Probity should therefore not preclude the conduct of formal 

supplier customer discussions or negotiations, provided that they are conducted in a non-

discriminatory manner. Oral presentations have the benefit of improving understanding of 

the proposal and providing an opportunity for key personnel to meet face to face. 

Reasonable Timing 

 Suppliers must be given sufficient time to prepare and submit a response. Unreasonably 

short timeframes may deter suppliers and without adequate time to work through an 

optimum solution, add risk and cost to the proposal. Public Holidays and/or general holiday 

periods like Christmas, Easter etc. should be avoided or at a minimum considered and not 

included in the “days to respond” calculation. 
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Contract Types 

 Short-form contracts should be used for low value low risk procurements. Typically these 

engagements involve SMEs who cannot afford complex and costly contract negotiations. The 

combination of appropriate tender thresholds and short form contracts lower the barrier to 

entry for SMEs to engage in business with government. The engagement of SMEs in 

government procurement processes delivers several benefits: it stimulates the local 

business environment, drives innovation and generally facilitates increased agility and/or 

more cost effective options. 

Contract Conditions 

 Procuring entities should specify the terms and conditions upon which they seek to contract. 

Ideally, these terms will be substantially pre-agreed with industry and reflect a consistent 

contractual framework across departments/agencies. 

o In Victoria and NSW standard contract terms have been negotiated and agreed with 

industry.  

o Appropriately customised Schedules or Statements of Work, reflecting the detail of 

specific projects are attached to pre-negotiated standard terms. 

o Notwithstanding the above, some flexibility and negotiation may also be required. 

As a matter of principle, risk should be allocated in an informed and equitable 

manner. For example: 

 Not all projects/contracts should require unlimited liability from suppliers. 

Liability should be relative to the scope, scale and value of the project and 

the relative risks that can be apportioned to the procurer and supplier. This 

is particularly important for low value contracts and engagement of SMEs;  

 Not all projects/contracts should require the same (and usually high by 

default) levels of insurances. Insurance requirements, particularly for 

professional indemnity, should be relative to the nature, scope and value of 

the project. Again, this is particularly important for low value contracts and 

engagement of SMEs. 

 By default Intellectual Property (IP) should belong to the ICT supplier. Where the default 

position does not apply, the supplier should be given a license to use and commercially 

exploit the newly created IP royalty free. 

Confidentiality 

 Potential suppliers are frequently asked to provide information that they would regard as 

commercially sensitive and confidential as part of their tender responses. Unless suppliers 

are confident that this confidence will be respected, they will not provide this information, 

thereby making it more difficult for the procuring entity to evaluate responses. It is 

therefore essential that procuring entities treat information provided by the supplier in the 

confidence where the information is clearly, by its nature, confidential or otherwise 

denoted by the supplier as such. 

E-Lodgement 

 Governments should consider the benefits having, and continually improving, e-tendering 

processes as part of their e-procurement systems, particularly for high volume, low risk 

commodity style procurements. This can increase consistency and reduce timeframes and 

costs. Where such systems are implemented, attention must be paid to ensuring data 
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integrity, including elimination of duplications and appropriate authentication mechanisms 

etc. 

 The Commonwealth Government takes a useful position that provided the gateway has 

started to receive the document by the specified close time, then it may complete and be 

accepted even if that process takes time.  This provides a level playing field in the event of 

network congestion or gateway being slow. Gateways need to be tested for high load and 

obscure or difficult to use electronic submission systems should be avoided. 

Tender Evaluation 

 Procuring entities should provide potential suppliers with clear detailed criteria (including 

weighting, if relevant). This communicates to suppliers what is important and helps them 

respond appropriately. It also provides a clear basis for evaluation and assists in debriefing 

unsuccessful tenders. 

 Tender evaluations should be conducted within a reasonable timeframe and not impose 

additional cost impost on suppliers. 

 Evaluations should be firmly focussed on value for money and achievement of business 

outcomes with a greater focus on qualitative and quantitative assessment of each score, 

rather than tender costs.  Tender costs are then considered within the context of the value 

demonstrated through the tender response.  Companies should not be knocked out of a 

tender process solely based on cost. 

Outcomes and Debriefings 

 Procuring entities should publish tender results in an open and timely manner, including the 

customer’s name, a short description of the nature and quantity of the goods or services, 

the name of the successful supplier and where possible, the value of the contract. This 

provides essential information to the market. 

 Unsuccessful suppliers should be advised of the result in a sensitive and timely manner. 

Given that considerable resources are devoted to bid efforts, bidders should be advised as 

soon as possible that they will not be selected. 

 Procuring entities should offer debriefings as an integral part of the overall procurement 

process. These should include a clear discussion of responses against the evaluation criteria. 

This assists unsuccessful suppliers understand why they were not successful. 

 The tender and debrief process should be focussed on building market capabilities where 

that market is better positioned to respond to tender documents. This partnering 

arrangement will deliver the best value outcomes to government and develop more 

innovative solutions to government problems. The debrief process can be used to build that 

relationship, creating an ongoing dialogue with the supplier to understand future 

government opportunities and requirements.   

Effective Complaints Management Process 

 Procuring entities should ensure that they have an effective complaints or protest 

management process in place. Whilst clear process and communication throughout the 

procurement life cycle is the most effective means of handling complaints, the focus of a 

formal complaints mechanism should be on ensuring that process has been followed and 

a quick conclusive result. Protests should not be allowed to unnecessarily delay final 

award – this adds uncertainty, time and cost to all involved. Whilst challenges are to 

some extent institutionalised in certain foreign jurisdictions, suppliers operating in 

Australia are wary of such a culture. 
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2.3 How do we best measure or define success in ICT delivery? 

There has been significant debate in many forums around this topic.  Notably there has been a shift 

more broadly across governments and corporates to having more consideration for a range of 

success metrics and definitions rather than just the traditional “on time/on budget” outcome.   

The realisation that success means more than simply technically viable, has led to more focussed 

and aligned outcomes for Government and industry as a whole.  The inclusion of business outcomes 

and value based or value-add outcomes has helped secure the appropriate recognition for 

government ICT staff, project teams and for industry.  Measurement is becoming fundamentally 

more important in terms of broad level Return on Investment (ROI), Key Business Performance 

Indicators (KPIs), Business outcome alignment/case studies and shared customer/user and 

stakeholder feedback. 

During the last two decades public procurement has also undergone profound changes. Policy 

makers, academics and practitioners alike share the broad view that public procurement has 

evolved from a clerical signoff-ridden set of activities to a strategic tool to enhance efficiency in 

public organizations, to regulate markets and promote sustainable development. 

As the OECD points out, the problem is that most discussions about the outcomes of public 

procurement strategies boil down to estimating the value of savings from competitive procedures 

and/or from streamlining processes by using electronic means, although it is far from being clear 

what commonly shared methodology on how to compute savings has been reached.1 

The OECD Discussion Paper on Public Procurement Performance Measures2 identifies a range of 

performance indicators and provides examples of performance measures under each category. Key 

indicators relevant to ICT procurement are outlined below.  

8 performance indicators for ICT public procurement  

1. Strategic leadership 

a. Existence of a strategy or strategies explicitly stating the main objectives of 

procurement processes 

i. Number of distinct objectives listed in the strategy (for instance, 

savings/value for money; sustainability; participation of SMEs; innovation; 

alignment to broader government or agency business/stakeholder strategy) 

ii. Existence of a prioritisation of these objectives in the strategy 

iii. Existence of mandatory targets (e.g. to achieve socio-economic and/or 

environmental objectives) 

iv. Number of different participants (namely, different institutions at the 

national level or different organisational units at the single public entity 

level) consulted in the development of the strategy.  

b. Adoption of a clear process to collect and publish data on the performance of public 

procurement processes 

i. Number of different public organisations (or organisational units in the same 

organization) gathering data on procurement processes or to which public 

buyers (or purchasing units in the same organisation) are obliged to provide 

data on procurement processes 

                                                
1 OECD, Discussion paper on public procurement performance measures, 2012, available at: 

http://www.oecd.org/gov/ethics/Discussion%20paper%20on%20public%20procurement%20performance%20measures%20GOV_PGC_ETH_2012_1.

pdf 

 
2 As above  

http://www.oecd.org/gov/ethics/Discussion%20paper%20on%20public%20procurement%20performance%20measures%20GOV_PGC_ETH_2012_1.pdf
http://www.oecd.org/gov/ethics/Discussion%20paper%20on%20public%20procurement%20performance%20measures%20GOV_PGC_ETH_2012_1.pdf
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ii. Number of different public organisations (or organisational units in the same 

organisation) publishing statistics on procurement processes 

c. Existence of a specialised unit or institution in the government making formal 

assessments of the extent to which procurement processes achieved their intended 

objectives (as listed possibly in the strategy) 

d. Percentage (value) of procurement spending in goods / services / civil works that is 

benchmarked. Benchmarking here means using the outcome of a class of 

procurement processes to assess the quality/fit for purpose of the system (at the 

national or the single organisation’s level) 

2. Savings 

a. Average percentage savings through open competitive procedures (excluding e-

auctions).  

b. Average percentage savings through the use of e-auctions. Savings are to be 

computed as the (percentage) difference between the reserve price and the 

awarding price, where the level of the reserve price should in principle be aligned 

to the purchasing cost through a direct negotiation with the most easily available 

supplier. 

3. SMEs participation in procurement 

a. Average percentage (both number and value) of procurement contracts that are 

awarded to SMEs 

b. Positively discriminatory policies in favour of SMEs and other classes of firms 

(according to the nature of ownership, geographical location etc.) 

i. Does public procurement regulation allow for set asides? (YES/NO). “Set 

asides” are public contracts that can awarded only to a specific family of 

firms (say, SMEs, niche skilled firms etc.). 

ii. Number and value of requirements set aside for SMEs 

c. Other measures to facilitate access of SMEs to procurement markets 

d. Existence of preferential financial treatment of SMEs (e.g. waiving fees) 

4. Efficiency of procurement processes 

a. Existence of a central purchasing body or bodies at central and/or local levels or 

shared services across public contracting authorities (YES/NO) 

i. Fraction of the overall value of procurement contracts awarded 

independently of any other contracting authority 

b. Percentage of public contracts awarded through centralized/joint procurement 

procedures across contracting authorities 

c. Number of operating e-procurement platforms at the national and the local level 

and average value of public contracts awarded by using the functionalities of each 

platform 

d. Average number of functional Full-Time Equivalents (FTEs) used process until 

contract award in i) open; ii) restricted; and iii) negotiated procedures 

5. Openness of procurement processes 

a. Percentage (both number and value) of procurement call for tenders being 

published online 



Page 12 of 21 11 September 2015 

b. Percentage (both number and value) of procurement contracts awarded by means of 

non-competitive procedures (that is, exceptions to competition where the procuring 

entity contacts a single supplier in order to solicit a proposal or a price quotation 

without competitive tendering) 

c. Percentage (both number and value) of procurement contracts for which foreign 

suppliers are NOT allowed to bid 

6. Effectiveness/quality of procurement processes 

a. Frequency of complaints from the publication of the call for tenders until the end of 

contract execution 

i. Frequency of complaints until contract award 

ii. Frequency of complaints after contract award 

b. Percentage (both number and value) of competitive processes awarded by means of 

the value for money criterion (in which both technical and financial dimensions are 

considered in the award criteria.)  

7. Professionalism in the procurement function 

a. Percentage of public officials working on procurement-related tasks (whose job 

profile includes some procurement-related duties) 

i. Percentage of contractors vs. full-staff procurement officials 

ii. Percentage of public officials working full time on procurement-related 

tasks 

iii. Existence of inter-disciplinary teams to bring together different expertise 

b. Average number of years of experience of procurement officials 

c. Percentage of full-staff procurement officials holding a higher level of education 

d. Average number of hours of training on procurement topics received by each full-

staff procurement official in the previous year 

e. Existence of a certification program (either compulsory or voluntary) for 

procurement officials 

i. Percentage of officials having completed a certification program 

8. Relationships with suppliers, end-users and other stakeholders 

a. Average number of weeks (or days) for paying suppliers in practice 

i. Percentage of late payments of suppliers in previous year 

b. Percentage (both number and value) of contracts that are entirely cancelled 

(“rescinded”) during the contract execution 

c. Existence of recording programs on suppliers performance 

d. Existence of suppliers’ white lists or other reputation mechanisms 

e. Regularity of training programs / informative session specifically designed for 

suppliers /suppliers association in previous year 

f. Level of “suppliers satisfaction index” (if a measurement system is in place such the 

suppliers satisfaction surveys) 
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g. Level of “customers satisfaction index” (if a measurement system is in place such as 

the customers satisfaction surveys) 

h. Adoption of other systems different from customer satisfaction surveys to gather 

end-users’ feedback 

i. Adoption of solutions involving civil society or other non-government stakeholders in 

the oversight of the contract management 
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3. Government ICT Solutions for Western 
Australia  

3.1 What are the latest developments (domestic and/or 
international), in the area of government ICT systems? 

This year’s Technology in Government Conference, which AIIA attended on 4-5 August, brought 

together the US and UK technology policy thinkers to exchange ideas and experiences with their 
peers in the Australian public service.  

Some key ICT procurement tends, as well as trends more broadly, are outlined below.  

Prizes not procurement 

One of the ways the US government is currently getting around the procurement conundrum is by 

offering competitions instead of RFPs - challenging the whole community to come up with solutions 

rather than paying the same suppliers to deliver pre-defined work orders. The US government 

currently has legal authority to offer prizes up to US$50 million for these competitions in lieu of 

procurement. 

The South Australian Government recently introduced a similar scheme. The scheme will make 

available $100 million worth of IT work as part of a completely open expression of interest process. 

This allows innovative ideas from potential suppliers rather than specifying particular services. 

There will also be an emphasis on locally based innovation and growth of the ICT industry.  

More information on the scheme can be found at: http://www.dpc.sa.gov.au/news/call-innovative-

ict-solutions  

Smaller projects: the 20-week limit 

Australian government’s Paul Shetler, new chief executive of the Digital Transformation Office, has 

brought his experience of the Ministry of Justice (MoJ) and the UK Government Digital Service (GDS) 

to the Australian context. 

While he was chief digital officer of the MoJ, Shetler imposed a 20-week timeframe for building new 

digital products. The cap on delivery times was a way of “making things small” in the face of a 

seemingly insurmountable digital workload at the UK department. 

It was applied to 20 different projects, which were trimmed down to the key pain points likely to 

deliver the biggest impact to make it inside the 20-week limit. 

No more bundled contracts 

When the UK government set out to discover what its agencies were spending on hosting services, it 

found out they had no idea what the answer was. 

 

The problem, the UK Cabinet Office’s network expert, James Duncan suspected, was that vendors 

were bundling extra services into their contracts to obscure the true unit price of commodity 

services.  

By splitting simple government services out from more complex services - and buying both from 

different vendors - the UK was able to find a single private sector partner to deliver those same 

services at about a third of the cost. 

The innovation register 

AUSTRAC’s new CIO Maria Milosavljevic, has laid the foundations of an agency-wide innovation 

register at the department. 

http://www.dpc.sa.gov.au/news/call-innovative-ict-solutions
http://www.dpc.sa.gov.au/news/call-innovative-ict-solutions
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Staff will be able to lodge their ideas into the register and check back to see whether they have 

been picked up for deployment, and if so, track their ongoing development. Milosavljevic is also 

weighing up ways to incentivise sharing and voting on ideas. The system is due to be delivered to 

staff at the end of August/September this year. 

Cloud computing  

Due to its inherent characteristics, cloud computing brings important benefits to organisations. One 

benefit is the rapid elasticity of computing resources. Organisations can rapidly buy or relinquish 

computing resources according to their needs and do not have to perform costly and time intensive 

upgrades of their infrastructure, nor do they have to plan the provision of those resources in 

advance where they have quasi-infinite access to computing resources in the cloud. 

A further important benefit is the potential reduction of IT costs. On the consumer side, cost 

reductions by using cloud computing result from the fact that traditional corporate IT infrastructure 

is in most instances underutilised due to over-provisioning. This is because it is necessary to provide 

capacity to handle data peaks, future expected loads and to prepare for cases of unanticipated 

growth in demand. On the provider side, cost reductions are achieved via an increased efficiency of 

the data centres run by cloud computing providers (e.g. through economies-of-scale). Due to their 

global scale and the possibility to aggregate the demand of multiple users of cloud computing, 

especially in public clouds, providers have much lower operating costs than companies that operate 

their own IT infrastructure. 

Another important benefit is the transfer of IT expenditures from capital expenditures to operating 

expenditures that has an important impact on companies’ investment capacity, in the medium and 

long run. Users of cloud services do not have to build up their own server infrastructure, nor do they 

have to invest important quantities of capital in IT infrastructure and software as in the past. 

Investments in IT infrastructure are thus reduced significantly.  

Leveraging their purchasing power, agencies can also achieve secure cloud service solutions at a 

lower cost. In addition, cloud services improve the responsiveness, flexibility and agility of agencies 

and in doing so enable more responsive service delivery. 

Whilst early days, many of our member organisations have experience, knowledge and case studies 

around the use of cloud based solutions that showcase real savings and broader business outcomes. 

 

FedRAMP – do it once security assessment  

The US government’s Federal Risk Authorisation and Management Program (FedRAMP) is a standard 

“do it once” system of uniform security assessments for cloud products that can certify cloud 

vendors for entrance into the government’s security envelope. 

The US government asked cloud vendors to lift the bar when it came to their security practices. In 

exchange, the government would buy from them rather than building their own secure hosting.  

Some jurisdictions in Australia have also created specific certification programs to provide a 

standardised approach to secure storage of government information in the cloud.  

For example, at the Commonwealth level, the Australian Signals Directorate (ASD) is conducting 

certification activities for all government agencies to leverage, through the Information Security 

Registered Assessors Program. This program provides government agencies with a higher level of 

confidence in undertaking cloud service procurements and helps standardise government 

expectations of service providers.  

More information on the scheme can be found at: http://www.asd.gov.au/infosec/irap.htm 

 

 

http://www.asd.gov.au/infosec/irap.htm
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3.2 What jurisdictions (domestic and/or international) have 
adopted the latest developments in government ICT systems 
that have demonstrably reduced the cost, and improved the 
delivery of government services? 

This section provides case studies of successful ICT initiatives adopted by governments, 

internationally and in Australia.   

TechUK Concept Viability Model 

Concept Viability enables structured industry engagement before an initiative is taken to market in 

a competitive tendering process. This model was developed and is currently operated by TechUK 

(formerly Intellect UK). By providing an opportunity for vendors to work on real business ‘problems’ 

and identify and test the feasibility of potentially innovative solutions, the model informs 

procurement processes and drives efficient, effective and innovative business solutions leveraging 

technology capability. While not relevant in all cases, such a model could support more difficult and 

complex procurement initiatives. 

The key benefits of Concept Viability for the Customer include:  

 Provides a one-to-many engagement with a broad range of technology companies, including 

SMEs and larger more established suppliers.  

 Provides a structured, well defined process to facilitate engagement with industry in a non-

competitive, probity-free environment.  

 Raises the profile of the procurement opportunity to a more diverse supplier base.  

 Helps customers understand how the market can help contribute to solutions, and where 

there are opportunities to exploit innovation.  

 Provides early visibility of risks and challenges before investment has been made.  

 Allows the pros and cons of different technical, commercial and delivery approaches to be 

explored.  

 Demonstrates a mature procurement approach. 

The key benefits of Concept Viability for the Supplier include:  

 Provides a defined process for industry to engage with Government on a level playing field.  

 Provides early insight into business opportunities and the strategic drivers behind them.  

 Issues or concerns can be raised without companies feeling their position in the 

procurement process is threatened.  

 Emerging technologies and associated risks can be discussed openly, allowing suppliers to 

manage expectations about what the market can contribute.  

 Suppliers can decide at an early stage whether to bid for work, saving significant time and 

financial resources.  

 Allows suppliers to interact with potential supply chain or consortia partners. 

Concept Viability is designed to inform, rather than replace, other proof of concept or feasibility 

work. It enables procurement strategies to be aligned to ensure that when the customer goes to 

market they are clear about the feasibility of different solutions and the technology options 

available to them. It also opens up options for potential suppliers to put forward truly innovative 

solutions. 
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South Australian Government $100M open expression of interest 

As mentioned above, the SA government is seeking to make the public sector more productive and 

innovative by modernising its ICT systems and services; capturing contemporary technology and 

solutions. They’ve announced a new scheme which will make available $100 million worth of IT 

work as part of a completely open expression of interest process. 

The ICT industry is being asked to present proposals which address one or more of the following 

objectives: 

 Creating new employment opportunities in the state 

 Advancing the state’s relevant economic priorities 

 Delivering improved value for money, and 

 Improving government’s current ICT service delivery 

This is a much more open process that challenges industry to come up with solutions to meet 

strategic goals rather than having pre-defined parameters for ICT work that Government considers 

need to be conducted.  

Victorian Government ‘eServices Register’  

Although somewhat dated now, in 2012 the Victorian Government abandoned its eServices Panel in 

favour of a less restrictive 'eServices Register'. This followed the recommendations of a joint 

industry and government working party, which AIIA contributed to.  

Highlights of the arrangements include: 

 Mandated for use by government departments and agencies. 

 Membership open to all companies that meet criteria ‐ financial viability, required insurance 

cover, agreement to terms and conditions, demonstrated capability. 

 Capability can be updated on a routine basis; 

 Exemptions allowed with conditions and provision for pathway to panel membership. 

 Value for money assessed on project by project basis by government users. 

 No limit on membership numbers. 

 Standard contract. 

 Members may be added or removed at any time, subject to conditions. 

 No limit on value of contract. 

3.3 Could such systems be incorporated into Western Australia? If 
so, what factors need to be taken into account to ensure 
successful implementation? 

Effectively migrating to digital service delivery, and implementing any ICT Strategy and Digital 

Strategy, requires an appropriate governance framework, including effective strategic leadership, 

coordination, implementation, monitoring, and reporting. 

In this section, AIIA identifies characteristics of an effective governance framework in ICT, including 

characteristics of effective digital engagement for whole-of-public-sector ICT, and specific actions 

required in order to effectively implement best practice procurement policies. 
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6 characteristics of an effective governance framework for whole of 
government ICT delivery   

AIIA outlines 6 keys principles for an effective ICT governance framework largely based on, but not 

limited to, the Standards Australia / Standards New Zealand ISO/IEC 38500:2010 Corporate 

Governance of Information Technology. This standard is widely adopted across Australian 

Government and is consistent with international standards on effective ICT governance.  

1. Responsibility 

o Individuals and groups across the public sector need to understand and accept their 

responsibilities for actions in respect of both the supply and demand of whole-of-

public-sector ICT. They also need to have the authority and mandate to perform 

those actions. 

o Responsibilities need to be assigned for the development and implementation of 

whole-of-public-sector ICT plans, which set directions, and policies, which establish 

sound organisational behaviour. 

o Digital governance principles with greater management oversight and responsibility 

need to be clearly defined. 

o A high-level digital leadership committee or group needs to be in place, including 

digital engagement representatives from departments, agencies and public 

stakeholders. 

2. Strategy 

o Whole-of-public-sector ICT strategies need to take into account the current and 

future capabilities of ICT across the public sector, including privacy and security 

concerns   

o External and internal pressures across the public sector need to be considered and 

evaluated continually. 

o Digital communication plans and materials need to be developed and disseminated. 

o Repositories or platforms for sharing and exchanging better practice and for the 

easy access and transfer of digital literacy and knowledge need to be implemented. 

3. Acquisition 

o Whole-of-public-sector ICT acquisitions and procurements need to be made for valid 

reasons through appropriate and ongoing analysis, with clear and transparent 

decision-making, which balances the benefits, opportunities, cost and risks in both 

short term and long term for the public sector (see specific details below). 

4. Performance 

o Whole-of-public-sector ICT needs to be fit for purpose to support the public sector, 

and to provide the appropriate level and quality of services required, to meet 

current and future whole-of-public-sector business requirements. 

o Whole-of-public-sector ICT projects and initiatives need to be properly planned and 

managed, taking into account whole-of-public-sector impacts, operational practices 

and existing ICT systems and infrastructure. 

o A digital maturity assessment tool needs to be developed and implemented. 

o Mandated digital services standards for delivering high quality digital services need 

to be incorporated. 
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o Coordination and progress reporting processes around digital initiatives and 

activities needs to be centralised. 

 

5. Conformance 

o Whole-of-public-sector ICT needs to comply with all mandatory legislation and 

regulations. Policies and practices need to be clearly defined, implemented and 

enforced across the public sector. 

o A culture of good whole-of-public-sector ICT governance needs to be implemented 

to provide timely information, to comply with direction and to conform to good 

governance principles. 

o Whole-of-public-sector ICT performance needs to be actively monitored, through 

suitable measurement systems.  

o Whole-of-public-sector ICT performance needs to conform to whole-of-public-sector 

ICT plans and policies. 

6. Human behaviour 

o Whole-of-public-sector ICT policies, practices and decisions within the public sector 

need to demonstrate respect for human behaviour, including the current and 

evolving needs of public sector stakeholders and customers. This involves embracing 

innovation and overcoming a risk adverse culture. This might involve adopting 

“without retribution” polices for those that trial new or innovative solutions and not 

calling out failing project or perceived wastage of resources or funding without 

reasonable grounds. 

Specific actions required for effective ICT procurement  

AIIA identifies a number of government actions required in order to effectively implement best 

practice procurement:  

 Revisiting tender frameworks so that it is easier and less time intensive for firms, large and 

small, to respond to tenders when they are released. For example a one-stop pre-

qualification or certification process, where matters such as insurance certificates, 

company ownership details and ABN’s (common to all tenders) are collated so that the same 

information does not need to be repeated every time a tender is submitted. This would also 

address the issue of the multiplicity of government panel arrangements – a review of the 

AGIMO website confirms there are 50 ICT Services Panels alone. For further details see the 

attached link http://agimo.gov.au/policy-guides-procurement/portfolio-panel/it-services-

panels . This initiative could also operate across jurisdictions, federal, state and territory 

governments would then benefit from both higher levels of efficiency. 

 Providing greater clarity of the whole of government’s strategic ICT directions. In practice 

this requires eliminating the silos which currently exist at the agency level around ICT and 

ICT requirements. If industry had a better understanding of the government’s ICT and 

Business directions it would be better positioned to provide innovative ideas in a more agile 

manner and able to invest in the capabilities needed to contest future work. This would 

particularly assist local smaller businesses that need to plan and manage resource and 

capability requirements across projects. 

 Embracing the use of open competitive frameworks to innovate and drive value for money 

outcomes. The fact that many ICT projects can be multifaceted should not be used as an 

excuse for restricting tenders, instead it should be seen as an opportunity to seek innovative 

and progressive ideas from the market, including from small and large suppliers. There are 

various options for opening up tender processes including options such as a planned staging 

of ICT projects or the encouragement of joint/partnered proposals and more sophisticated 

http://agimo.gov.au/policy-guides-procurement/portfolio-panel/it-services-panels
http://agimo.gov.au/policy-guides-procurement/portfolio-panel/it-services-panels
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options such as some form of ‘package’ bidding, where process rigidity takes a backseat to 

competitive dynamics and innovation. 

 Effective industry engagement and planning to facilitate reduced procurement cycles and 

minimize the cost and risk of tender periods becoming delayed and delivery times 

condensed, risking the overall project delivering outcomes. This is a risk to small and large, 

local and overseas businesses alike. 

 Proactive industry engagement to assess, well in advance of competitive tendering 

processes, the market’s ability to deliver value for money and innovative solutions to (i) 

help inform and articulate the requirement development process, and (ii) understand the 

broader capabilities of both domestic and overseas suppliers, ensuring all relevant players 

are provided the opportunity to participate and compete. 

 Direct engagement with industry in the development of core contractual materials. This is a 

proactive process adopted in varying degrees by the State Governments in NSW, Victoria, 

Queensland and South Australia. The process identifies and resolves potential contractual 

issues from the outset and avoids the need to negotiate contracts separately and with 

individual suppliers. 

 Development of short form contracts for low value contracts and/or SME engagement to 

reduce cost and complexity for both industry and government. This is an approach adopted 

by NSW and the model could readily be adopted by the WA Government 

 Establishment of capability and capacity type registers that provide industry the opportunity 

to provide details of the scope of relevant business expertise and experience. The Victorian 

eServices Register is a good example of such a model. 

 Inclusion of Business case justification or business background when coming out to the 

market.  This provides Industry with the broader intent of the solution/project and allows 

for alignment to business outcomes and may encourage broader value-added proposals. 

 High level ownership or leadership within Government or Agencies to show commitment to 

project or ICT strategy.  All too often senior executives are not visible in their support or 

understanding of technology solutions and outcome alignment in the bigger business 

strategy.   It is important that senior executives are collaborative with internal ICT and 

Industry to ensure outcomes are articulated clearly, measurable and understood by all. 

 Ongoing review cycles and alignment to KPIs and/or measured success factors is critical to 

ensure best practices outcomes and value based deliverables. 
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4. Summary 
 

In conclusion, the Australian Information Industry Association (AIIA) acknowledge the complexity 

and opportunity that exists around many facets of ICT Procurement and Contract Management.  We 

understand and appreciate that ICT presents great opportunities for WA through new technologies 

and new service delivery models which ultimately can provide government with new ways to deliver 

services, engage with the community and save costs.   

Once again we thank you for the opportunity to provide this submission and commend the foresight 

for such an Inquiry into what we believe are highly relevant topics for WA and the WA Government. 

 


