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"Expert in the science of identifying, 
utilizing and automating human 

expertise"

Best Value 
Approach AI



Oops, we have a problem

COMPLEX projectsLimited resources Silo thinking

Too much focus on Costs Poor decision making Not looking into the future



Industry project management success 
rate

98%
Poor performance of projects with a 

significant percentage, maybe as high as 

98.8%.

Project management is in 
crisis

The cost of project failure across the 

European Union was €142 billion in 2004.

Europe

13,000 US IT projects found that only one in three 

were delivered on time, budget and specification. 

Only a half delivered all the required features. Cost 

overruns averaged at 43% and time over- runs 

were at 82%.

It industry

The problems project management is facing 

and the difficulties it is going through, can be 

seen in many other industries.

Other industries

References: The Standish Group (2014b), Shenhar (2008, p15) , Flyvbjerg et al., (2003b)



Coincidence and luck or... A matter of 
observation

Event

Time



Failure & success activities

Lack of advance planning

Identified Failure Activities

Optimism bias

Customer decision-making

Bonus/Malus

Technical communication

Vendor Plan

Identified Success Activities

Project planning

Risk management

Transparency

Identifying and applying expertise

Relationships between success and failure

Project 
management 

success

Project 
management 

failure

Evertz Activity Model for predicting project management failure or success 2022



Best value 
approach AI

“The science of identifying, utilizing & automating 

expertise (human intelligence)”



Because all I want 
when I buy services is 

a very smart person 

who can see 
into the 
future

Dr. dean kashiwagi



All I know 
is that I 

know 
nothing

Socrates (Athens, c. 470/469 BC – 399 BC)



it doesn’t make sense to hire 
smart people and tell them 
what to do; we hire smart 

people so they can

TELL US 
WHAT TO DO.





Minimum

Impact of minimum requirements

“This is the minimum quality I want.”
Clients:       
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Impact of minimum requirements

“This is the minimum quality I want.”
Clients:       

“This is the maximum quality you get.”
VENDORS:
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MAXIMUM



Vendor performance and risk
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Vendor centric procurement and its returns on 
performance and risks.
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Client centric procurement and its returns on 
performance and risks.
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Vendor centric procurement and its returns on 
performance and risks.



IF YOU WANT TO CLIMB MOUNT EVEREST

Would you?
… find the cheapest Sherpa
… tell him if it can be done a little faster 
… telling him which team to use



ALS JE DE MOUNT EVEREST WIL BEKLIMMEN

Would you?
… find the cheapest Sherpa
… tell him if it can be done a little faster 
… telling him which team to use

Would you get nervous if?
… He would ask how long the climb takes?



ALS JE DE MOUNT EVEREST WIL BEKLIMMEN

Zou je?
…de goedkoopste Sherpa zoeken
…hem vertellen of het wat sneller kan 
…hem vertellen welk team hij moet gebruiken

Would you get nervous if?
… He would ask how long the climb takes?

Wouldn't you much rather be?
… finding the best Sherpa
... getting him to ask the right questions
... let him select the best team



ALS JE DE MOUNT EVEREST WIL BEKLIMMEN

Zou je?
…de goedkoopste Sherpa zoeken
…hem vertellen of het wat sneller kan 
…hem vertellen welk team hij moet gebruiken

1

Would you feel better if? 
… the Sherpa will use his expertise to 
ensure that the ascent is safe

Wouldn't you much rather be?
… finding the best Sherpa
... Getting him to ask the right questions
... let him select the best team

Zou je nerveus worden als?
…hij zou vragen hoe lang de beklimming duurt?



INDUSTRy  BUSINESS MODEL

client Vendor X

Outsourcing client

Partnering client

Micromanagement client

Expert

Medior
(experienced)

Junior
(little experience)



INDUSTRY BUSINESS MODEL
Not sustainable model

client vendor X
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INDUSTRY BUSINESS MODEL
SUSTAINABLE model

client vendor X

Outsourcing client

Partnering client

Micromanagement client

Expert

Medior
(experienced)

Junior
(little experience)



value

Value = 
Human expertise to achieve our objectives

Lowest cost



Bron: www.metronieuws.nl

Bron: www.edition.cnn.com 

http://www.edition.cnn.com/


Definition

“AUTOMATION IS A SYSTEM THAT 

PERFORMS (PARTIAL OR COMPLETELY) A 

FUNCTION THAT WAS PREVIOUSLY 

PERFORMED OR COULD BE PERFORMED 

(PARTIAL OR COMPLETELY) BY A HUMAN 

OPERATOR."

Source: Parasuraman et al. (2000)



EVERY PERSON LEARNS AT A DIFFERENT PACE

Amount of information retained over time:Circle of learning:

Perceive Process

ApplyChange
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28%

Data (metrics)

Communication

Transparency

Relationships

Mimimum requirements

Thick contracts

Efficiency

Decision making

Trust

Impact AI on Procurement process
More or less



Ultimately, when 
the environment 
is conducive, 
everybody wins.

Save 10-30% of 
your costs!



BEST VALUE APPROACH AI –  four phases

PREPARATION

RFP development

Pre-bid meeting

Education of stakeholders 
and vendors

SELECTION

Selection based on 
expertise

Selection criteria:
• Scope/level of expertise
• Value added 

assessment
• Interview
• Price 
• Risk mitigation (not 

rated)
• Milestone planning (not 

rated) 

CLARIFICATION

BVA vendor clarification of 
their RMP
• Detailed 

schedule/nontechnical 
milestone (RACI)

Project management by 
BVA vendor

EXECUTION

Vendor tracks 
performance and 
mitigates risk (Vendor 
proposal form RFP)

ONE VENDORALL VENDORS

CONTRACT AWARDreference check



28%

# Description
Client Scope / 

metrics

BUYER
Ref. nr.

A B C

1 # procurement projects 6 3 10 4

2 Average time in days to execute RFP 20 days 50 18 -

3 Documentation completed (% based on internal audit) 100% 70% 100% 90%

4 Negotiations results (%) 10% - 15 10

5 Average Client Satisfaction (1 low – 10 high)​​ 8 7 8.5 -

6 Average Vendor Satisfaction (1 low – 10 high)​​ 8 4 8 -

Performance Metrics (BVA AI)
Level of expertise / scope, Which one a, b, c



Why we use performance data (metrics)

28%

Simple

Everybody understands

Accuracy 

Minimizes the need for decision making

Predicts the future

Differentiates vendors 

Creates transparency

Require clients to know less, think less, and make little to no decision

Shows expertise



Research &         
use cases



28%

# Criteria Unit
Traditional 

Procurement
BEST VALUE % Difference

1
The process minimizes the time it takes to 

deliver the project/service
1 - 10 5.0 9.0 80%

2

The process forces the supplier to pre-plan 

and identify and minimize risks before the 

project begins

1 - 10 5.8 8.8 53%

3 The process is simple and easy to implement 1 - 10 5.8 8.2 43%

4
The process is efficient (minimizes cost, time, 

and effort)
1 - 10 4.8 8.8 85%

5
The process identifies the highest performing 

and lowest costing
1 - 10 7.3 8.6 19%

6 The process minimizes risk to the client 1 - 10 7.5 9.0 20%

7 Overall satisfaction with the process 1 - 10 5.5 8.8 61%

Client project evaluation Data centre decommissioning (May 2022, N=6)

Client metrics traditional vs Best Value ai 



28%

# Criteria Unit
Traditional 

Procurement
BEST VALUE % Difference

1
The process minimizes the time it takes to 

deliver the project/service
1 - 10 5,0 7.0 56%

2

The process forces the supplier to pre-plan 

and identify and minimize risks before the 

project begins

1 - 10 2,0 9,0 330%

3 The process is simple and easy to implement 1 - 10 5,0 8,0 69%

4
The process is efficient (minimizes cost, time, 

and effort)
1 - 10 4,0 8,0 90%

5
The process identifies the highest performing 

and lowest costing
1 - 10 5,0 8,0 56%

6 The process minimizes risk to the client 1 - 10 4.0 8,0 100%

7 Overall satisfaction with the process 1 - 10 5,0 8,0 66%

Client project evaluation Medical Bucky’s project (December 2022, N=5)

Client metrics traditional vs Best Value ai 



28%

# Criteria Unit
Traditional 

Procurement
BEST VALUE % Difference

1
The process minimizes the time it takes to 

deliver the project/service
1 - 10 4,3 8,4 98%

2

The process forces the supplier to pre-plan 

and identify and minimize risks before the 

project begins

1 - 10 5,3 8,6 64%

3 The process is simple and easy to implement 1 - 10 4,8 8,4 77%

4
The process is efficient (minimizes cost, time, 

and effort)
1 - 10 4,0 9,0 125%

5
The process identifies the highest performing 

and lowest costing
1 - 10 5,8 7,0 22%

6 The process minimizes risk to the client 1 - 10 5,8 7,8 36%

7 Overall satisfaction with the process 1 - 10 6,0 8,4 40%

Client project evaluation Crew Horizon (May 2025, N=6)

Client metrics traditional vs Best Value ai 



28%

# Criteria Unit
Traditional 

Procurement
BEST VALUE % Difference

1
The process minimizes the time it takes to 

deliver the project/service
1 - 10 3.5 9.0 157%

2

The process forces the supplier to pre-plan 

and identify and minimize risks before the 

project begins

1 - 10 4.0 8.7 117%

3 The process is simple and easy to implement 1 - 10 3.5 8.7 148%

4
The process is efficient (minimizes cost, time, 

and effort)
1 - 10 5.0 9.0 80%

5
The process identifies the highest performing 

and lowest costing
1 - 10 7.5 7.7 2%

6 The process minimizes risk to the client 1 - 10 6.0 7.7 28%

7 Overall satisfaction with the process 1 - 10 5.5 9.7 76%

Client project evaluation Housing renovation project 240 apartments (September 2024, N=3)

Client metrics traditional vs Best Value ai 



28%

# Criteria Unit
Traditional 

Procurement
BEST VALUE AI % Difference

1
The process minimizes the time it takes to 

deliver the project/service
1 - 10 4,0 8,6 115%

2

The process forces the supplier to pre-plan 

and identify and minimize risks before the 

project begins

1 - 10 5,0 9,0 80%

3 The process is simple and easy to implement 1 - 10 4,5 8,8 96%

4
The process is efficient (minimizes cost, time, 

and effort)
1 - 10 4,3 8,8 103%

5
The process identifies the highest performing 

and lowest costing
1 - 10 5,3 9,0 69%

6 The process minimizes risk to the client 1 - 10 5,3 8,6 61%

7 Overall satisfaction with the process 1 - 10 4,8 9,2 93%

Client project evaluation DISCS (September 2025, N=6)

Client metrics traditional vs Best Value ai 



28%

# Criteria Unit
Traditional 

Procurement
BEST VALUE AI % Difference

1
The process minimizes the time it takes to 

deliver the project/service
1 - 10 5,0 8,5 70%

2

The process forces the supplier to pre-plan 

and identify and minimize risks before the 

project begins

1 - 10 5,0 8,5 70%

3 The process is simple and easy to implement 1 - 10 4,0 8,5 113%

4
The process is efficient (minimizes cost, time, 

and effort)
1 - 10 4,0 8,5 113%

5
The process identifies the highest performing 

and lowest costing
1 - 10 5,0 8,5 70%

6 The process minimizes risk to the client 1 - 10 4,0 8,0 100%

7 Overall satisfaction with the process 1 - 10 4,0 9,5 138%

Client project evaluation SAFe BZK (September 2025, N=4)

Client metrics traditional vs Best Value ai 



LEARNING OBJECTIVES achieved?

Predict project successHow to increase productivity

Be a visionaryCreate value Avoid poor decision making

Use performance metrics



PEOPLE LOVE SHOOTING 
DOWN NEW IDEAS



SUMMARY



Procurement professional of the future

• Win-win

• Initial conditions (observation)

• Identify und utilizise expertise

• To measure is to know (data)

• Transparency (performance metrics)

• Win-lose

• Surprises (financial)

• Micromanagement

• No transparency

• Relationship and trust

TRADITIONAL procurementBest value AI Approach 





BEST ways of learning

28%

We learn 10% of what we read

We learn 20% of what we hear

We learn 30% of what we see

We learn 50% of what we see and hear

We learn 70% of what we discuss

We learn 80% of what we experience

We learn 90% of what we practice 

We learn 95% of what we teach others



Q & A



Get in touch today

pascal@gobeyondprocurement.com

https://www.gobeyondprocurement.com/

GoBeyondProcurement

https://www.linkedin.com/company/9209442/
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