Developing a Commercial Skills
Academy in Cambridgeshire

Appendix 1




Objectives of the Academy

Equip managers with the skills to make the correct
commissioning decisions and maximise the outcomes
from a reduced level of third-party spend

Equip managers with the skills to drive maximum value
from contracts and suppliers

Ensure the transformational change and outcomes are
sustainable and embedded within the organisation’s
people and culture

Provide further opportunities for trading and income
generation
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Components and Modules

The Engaging with Defining
Commissioning the Supplier Outcome Based
Cycle Market Requirements

Producing Critical Success Managing
Effective Factors in Performance in
Contracts Contracts Contracts

Supplier Understanding
Engagement suppliers’ value
Methodology drivers

Managing Risk
in Contracts

Negotiation Commercial
Skills Relationships
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What does the programme look like?

Opportunity to sell
programme to external
organisations

Develop
‘champions’ to
coach other
managers

Embedded into
Transformation
delivery

Specific coaching and
training linked to delivery
items within the Programme,
e.g. Supplier Engagement
Programme

Self-
assessment

Core
Commercial
Competency

Framework

Coaching on
specific activity/
contracts

Focus on target group of
managers: size of contracted
spend, forthcoming
commissioning activity

Manager
assessment/
360 degree

Delivery of
targeted
training
modules
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