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Fig. 01: Motivation summary (own figure)
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Fig. 02: Event-based model Dutch UDM research (own figure)
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Partnering
enters Europe

Complex
interplay Trust theory

between might help to
formal and explain

informal partnering
processes

Fig. 04 Event-based model partnering research (own figure)
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Research
guestions

What are factors that promote the
emergence of partnering relations in
Dutch UDPs?

1. How is partnering constructed and
negotiated in place?

2. How does the interpersonal
learning process towards
partnering relations look like?

3. How do partnering components
interact in the informal process
towards partnering relations?

4. How are paradoxes, contradictions
and unintended consequences
managed at an interpersonal
level?




Practice-based
approach to

capture
dynamic social
world

Research method

Case study
selection with
Dutch UDM
experts

Semi-
structured
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coherent case
narrative

Fig. 05 Event-based model partnering research (own figure)
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Open book
system

Personal
interaction

Public
leadership

It [the open book system] helped
in the beginning to get the trust
towards each other

It is quite important to make a
good atmosphere to develop the
area.

He knows that, if an area is being
developed, you need to work with
the private sector. This is how he
envisions it and this is how he
executes it.
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Learning
process

Partner
selection

Joint problem
ownership

you can get top architects and top
developers but if you can’t work
together

you will
not get it done

“We tend to forget that during
the tender procedure

There you have to define
the way you want to work.

Because it feels like we are
partners and

we are both
responsible for this project.
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RQ1: How is
partnering
constructed and
negotiated in
place?

Project circumstances

Expected benefits

Individual
understanding

Negotiation and
construction of
partnering




Public manager Case A

e Transparency, no tricks and deals '-

also above finance

e People need to have a high
competence

e Good chemistry between people
e Honesty and trust

* |[n good times and bad times holding
together




Public managers Case B

e Being able to speak or at least ask
about what is below the table

e Trust

e Important to start with a neutral or
slightly positive trust level

e Openness on interests and goals




Learnings caused by
disruptive events

RQ2: How does
the interpersonal
learning process
towards a
partnering

relations look
like?




T4

Learning

e Long and short-term
e Positive starting level of trust

e First meetings and critical situations

e Positive learnings need to
overweigh considerably




RQ3: How do
partnering
components
interact in the
informal process
towards
partnering
relations?

Components selected by
public parties

Components developed
with the private parties



Stage Case A Effect Case B Effect

Partnership | Tender process based on Tender process based on| HR
formation and |soft parameters soft parameters

partner Compensations form HR [Compensation form

selection

based on open books based on open books




RQ4: How are
paradoxes,
contradictions
and unintended
consequences
managed at an
interpersonal
level?

Managed differently

Inhibiting practices

e interpersonal trust
had not yet been
developed




Management practices

Controlling Single- Explaining Joint Calling Changing
handedly and asking problem the contract
actions solving



The role of the CO n L
individual’s perception
clusion




in
dissonance

individuals understanding of partnering

explicit

influence influence

implicit

emergence of partnering relations promote

Fig- 10: The individual’s perception as key to the emergence of partnering relations (own figure)
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Fig. 11: Factors that promoted the emergence of partnering relations (own figure)
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Discussion

Dutch UDM research

e Complementary

research domain
e Challenges

Fig. 12: Discussion research (own figure)



Research

e Joining Dutch
UDM and
partnering
research

e Bigger sample
size

e Cross-cultural
study

Recommendations

Public sector

e Education on
partnering
e Reorganization

of projects and
behaviours

Private sector

e Ask for more
interaction

e Suggest
partnering in
the tender

e Engage in
networking
events

Fig. 13: Summary recommendations (own figure)

Capacity building
organisations

Introduce

partnering to
practitioners
and students

Funding strategy
Storytelling




Results

complemen-
tary to existing
research

Work for
researchers,
practitioners &
capacity
building
organisations

Small sample
poses
limitations

Fig. 14: Summary discussion (own figure)

Institutionali-
sation of
partnering
might be
within reach
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