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Three components of your success 

Team building and proposal preparation                 load-
bearing structure of the project 
 

Negotiations with the European Commission                  
shaping your future 
 

 Implementation of the project                real life .... 



Negotiating of an EU project  

  Challenge: Flexibility vs. loyalty 
to original concept  

  Get well prepared before any 
response! 

  Consult each affected partner 
to agree on a mandate 

  Issues that you are not sure of, 
ask for break for consultations  

  Do not promise things that you 
know it will be impossible or very 
difficult to achieve!!!! 

 
 



http://ec.europa.eu/research/participants/portal/page/home 



Purpose of the negotiation 

 

 

 

 

 

 

 
 

 

 

 

 

 

 

Go from the proposition to the project 
= 

Prepare the Grant Agreement 

 

What needs to be done? 
 

• Agree on the scientific/technical details of the project 

• Agree on budgetary matters 

 

• Convert your proposal into the Description of Work 

• Finalise legal aspects 

• Fill and sign administrative forms to prepare the GA 

 

• Prepare and sign the consortium agreement among 
partners 



Who will negotiate? 

– Project officers 
– Legal officers 
– Coordinators, helped by the partners 

 
The coordinator: 
– Leads the negotiation 
– Represents the consortium 
– Only one applicant can be the coordinator 
– One single person will represent the 

coordinator 
 responsible for all the contacts with the 

Commission 
 attends all the meetings 



Documents to prepare the GA 

 

 

 

 

 

 

 
 

 

 

 

 

 

 

• Content basis: 

-  Proposal  

-  Evaluation summary report 

 

• Legal basis 

-  Letter of invitation to negotiations + Negotiation 

mandate 

-  Annex II of the Grant Agreement – General 
conditions 

-  Guidance documents 

 - Guide to financial issues 

 - Negotiation guidance notes 

 



https://ec.europa.eu/research/participants/portal/page/fp7_documentation 

 check regularly for updates! 



Negotiation meetings 

• How are they decided:  
• decided by the project officer 
• may be required, depending on the size and 

nature of the project 
• communicated with the letter of invitation 
 

• Who attends: 
• the coordinator 
• a small number of partners  related costs not 

reimbursed 
• possibly external experts assisting the EC 
• possibly experts involved in the evaluation 

stage 
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Negotiation in project timing 

Work 
programme 
preparation  

Proposal 
building 

Nego- 

tiation 

Life of 
the  
project 

Publication of the call Deadline signature of GA 

evalua
tion 

Call result 

≈ 6 months        ≈ 3 to 9 months   ≈ 3 to 9 months   ≈ 2 to 5 months      



Negotiation timing 

Nego. 

letter of invitation to 
negotiations 

Negotiation  
Meeting 

signature of GA 

≈ 2 to 5 months        

Draft GA 
from PO 

• Agree with EC: Technical + financial negociation 

• complete and sign preparation forms  

• provide relevant documents:                                                                
legal entity validation / financial capacity check 

• prepare consortium agreement 

CA 
signature 

GPF +DoW      
to PO 



 

Letter of invitation to negotiations  kicks off 

negotiation  
 

together with: 
 

• the Evaluation Summary Report (ESR) 
 

• the Negotiation Mandate 
 

• the Ethical Review Report (if an ethical review 
was needed)  

 

  
 
  

Start of negotiation phase 



 sets the framework for the negotiations  
 

•  Contact details of the responsible PO & LO at the 

EC   

•  Timetable for negotiation 

– Deadline for receipt of the first draft of DoW and GPFs 
– Deadline by which time negotiations should be completed 

– Date and time of negotiation meetings (if needed) 

• Request for clarifications and changes to be made to 
the technical content (based on the ESR) 

• Maximum EC Contribution 

• Duration for the project 

 

Negotiation Mandate 



ETNA Training „How to manage FP7 projects“ 



Completion of Negotiation 

 Once agreement is reached on all technical, 
financial and legal issues a draft GA is sent to 
coordinator 

   
 

     Coordinator + EC sign GA  

The coordinator distributes a copy of the GA  
All beneficiaries sign Form A to accede to the GA 
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 Objective: agree on the final content of Annex I 

 

•  Address the comments made in the ESR 
 

•  Verify that the project objectives are SMART: 
Specific / Measurable / Attainable / Realistic / Timely 
 

•  Confirm the list of deliverables 
timing /  content /  dissemination level / needed resources 
 

•  Confirm project milestones + their assessment criteria 

•  Confirm the work described: 

    for each beneficiary / in sufficient details / proportionate to resources 
 

•  Specify the work to be carried out by each beneficiary 
 

•  Give an indicative time schedule for reviews (big projects) 

TECHNICAL negotiation 



LEGAL & FINANCIAL negotiation 
Decision upon:  

 

-  The start date/duration of the project 

-  Timing of the reporting periods (generally 12-18 months) 
 

 
-  Budget for full duration 
-  Budget breakdown per period 
-  Subcontracting and other third parties 
-  Amount of pre-financing 
- Financial capacity of coordinator and of any other participant         

with EC contribution > EUR 500.000 
- Coordinator’s commitment to open an interest-yielding bank 

account (or exemption if it fulfils the conditions) 
    

      -  operational capacity of the proposed coordinator (management   
         skills, capabilities and experience) 
      -  Any special clauses required 
      - The ‘road map’ of competitive calls, if later addition of new 

partners 
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LEGAL & FINANCIAL negotiation 

Focus on some items:  
 

• The start date/duration of the project: 3 possibilities 
- first day of the month following the entry into force of the GA 
- specific fixed date as negotiated  
- a date to be notified by the coordinator within [x] months from 
entry into force of the Grant Agreement. 
 

• Timing of the reporting periods (generally 12-18 months) 
      - adapted to project activity and lengt 
   Allows efficient follow-up BUT does not add administrative  

      burden 
 

 
• Amount of pre-financing 
     - by default = 160% of average budget for a period – 5% GF 
     - can be + or -, depending on specificities of the project 
     e.g. most important expenses in the beginning or in the end 

 



 Step 1 : turn your proposition into the DoW 
 

• Fill the EC template: 
•  Provided in Negotiation Guidance notes 
•  Similar for all funding schemes (CP, CSA) 
 

•  Same basic layout as the proposal, two parts: 
      - Part A: structured data collected in forms (through web 
interface) 
      - Part B: text document uploaded as a PDF file into the 
Negotiation Facility Tool (NEF) 

Prepare Annex I to GA: 
Create the description of work (DoW) 



 Step 2 : modify the content of the proposition 
 

• Implement recommendations from: 
-  negotiation mandate / ESR 
-  comments of the project officer during the negotiation 
 

• Pay attention to the following: 
     -  type of activity: RTD, DEM, OTHER  
        COOR (only applicable to coordination actions) 
        SUPP (only applicable to support actions) 
      ONE work package = ONE type of activity! 
       Scientific coordination = RTD 
    -  number of deliverables (and timing) 
    -  milestones 

Prepare Annex I to GA: 
Adapt the Description of Work (DoW) 



  
 
 

Step 3 :  
 

 upload the Description of Work on the NEF 
 
 prepare, print and sign the online NEF forms 

(GPF) 
 
 

Prepare Annex I to GA: 
Adapt the Description of Work (DoW) 
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The Research Participant Portal 

 
• For registered entities 

- Submission of proposals, 
- Negotiations  NEF, 
- management of projects: 

financial (FORCE) and scientific 
reporting amendments 
(SESAME). 

 
• For all 

- Legal entity registration 
(creation of an account) 

- Access to FP7 calls,  
- FP7 documentation,  
- organisation search. 

Single platform for all FP7 project related exchanges 
http://ec.europa.eu/research/participants/portal 

http://ec.europa.eu/research/participants/portal


Negotiation facility : NEF 

Objective : Easy and transparent follow-up of negotiations 
 

Used for: 

 

• Uploading the Description of Work 

• Collecting legal and financial data + background 
information on the participants 

  prepare the GPFs (Grant Agreement preparation 

forms) 



NEF: Data collected for GPF 

Information coming from the submission of the proposal 
 

 To be verified and completed 

 
• General information about the project  

– summary 
– reporting periods  
– eligible costs  

 
• Information on the coordinator 

– Including Bank account 
 

• Information on the coordinator and all the participants 
– Legal data and status  
– Authorised representatives 
– Contact persons 
– Eligible costs and requested EC contribution 



NEF: the users 
• Partners: 

– View and modify their information  
 

• Coordinators: 
– Views and verifies: his information + partners 

information 
– Adjusts the eligible cost according to the negotiation 

parameters, or makes correction of the costs; 
– Fills in: summary, timing for reporting periods and 

reviews 
– Fills in starting date 
– Responsible for submission of online forms 

 
• E.C. Officer  

– Opens the negotiation session on NEF 
– Verifies the changes  
– Make the necessary corrections if needed 

 

HELP !!!   EC-FP7-IT-HELPDESK@ec.europa.eu 
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Grant Preparation Forms (GPFs) 

Standard forms to collect info needed for the Grant agreement 

preparation 

•  Basic information from the Proposal Submission Forms will 

be uploaded to pre-filled part of the GPFs  

•  Electronic submission for the 1st negotiation round 

•  Must be completed by all applicants (even those who are 

not requesting a financial contribution) 

•  The use of Negotiation Form Facility (NEF) interactive online 

tool is mandatory 

•  Only final version is on paper with original signatures 



Project number 
(assigned by the EC)  
and Project acronym  
should appear on each  
page of the Grant 
agreement preparation 
documents  
(Part A and Part B) 

Fill in the same  
information given 
in the submitted  
proposal!!! 

GPFs (PART A) 



A2.1 
 

Legal data (address, 
legal name, etc.) 

 
 
 

Registration data 
 
 

LEAR: 
 Administrative 

contact person for 
all FP7 projects of 

the partner 
 



A2.2 
• Organization 

Legal status 



A2.3 
 

    Legal Authorised 
representatives  

=  

sign the GA  

+  

commit the 

organization 

 



A2.4 
 

Person in charge for 
Legal & Financial 

aspects in the 
project 

 (= signs the Form C) 
 
 

Person in charge for 
scientific and 
technical aspects  

(= responsible for the 
technical 
implementation of 
the project) 



A2.5 
Commitment 

 



A2.6 
      Commitment of 

the coordinator 
 



BUDGET (per partner) 



BUDGET (for the project) 



A2.4 
 

Coordinator’s bank 
account 

 
 Must be an  

interest-yielding  

bank account  

(exemption under certain 
conditions) 

 

 



Reporting periods 

 



More information on negotiation 
• Negotiation guidance notes 

ftp://ftp.cordis.europa.eu/pub/fp7/docs/negotiation_en.pdf 
 

• Model Grant Agreement and its annexes and any special conditions that could 
apply  

 http://cordis.europa.eu/fp7/calls-grant-agreement_en.html 
 
• Guide to Financial Issues relating to FP7 indirect actions 
 ftp://ftp.cordis.europa.eu/pub/fp7/docs/financialguide_en.pdf 
 
• Rules to ensure consistent verification of the existence and legal status of 

participants, as well as their operational and financial capacities 
 http://cordis.europa.eu/fp7/find-doc_en.html 

 
• Checklist for a Consortium Agreement for FP7 projects 
 ftp://ftp.cordis.europa.eu/pub/fp7/docs/checklist_en.pdf 
 
• Guide to Intellectual Property Rules for FP7 projects 
 ftp://ftp.cordis.europa.eu/pub/fp7/docs/ipr_en.pdf 
 

 
 

ftp://ftp.cordis.europa.eu/pub/fp7/docs/negotiation_en.pdf
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