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Initial RemarksInitial Remarks

•• During During thethe presentation you will see, but not always recognizepresentation you will see, but not always recognize,,
the Excel forms on the slides.the Excel forms on the slides.

•• You all have (in your You all have (in your folderfolder) a full copy of the ) a full copy of the NegotiationNegotiation
Guidelines.Guidelines.

•• I advise you to I advise you to useuse them to follow our presentations.them to follow our presentations.

•• To avoid confusion (To avoid confusion (or confuse you even moreor confuse you even more): ): 
–– Technical AnnexTechnical Annex = TA = = TA = DDescription of Workescription of Work
–– PartnerPartner = = BeneficiaryBeneficiary andand MemberMember
–– Grant Preparation FormsGrant Preparation Forms = = GPFs,GPFs, include: Legal & Financial include: Legal & Financial 

information, and distribution of budget by task and partner.information, and distribution of budget by task and partner.
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What are NegotiationsWhat are Negotiations

•• Negotiation process Negotiation process (usually)(usually) leads to the signing of a leads to the signing of a Grant Grant 
Agreement.Agreement.

•• Which means iterations until acceptance by both parties Which means iterations until acceptance by both parties 
(Consortium & Commission) on:(Consortium & Commission) on:
–– Description of work (TA), Description of work (TA), 
–– Risk mitigation (financial & coRisk mitigation (financial & co--financing) for participating financing) for participating 

beneficiaries at risk,beneficiaries at risk,
–– Grant Preparation Forms (distribution of budget by WP + by Grant Preparation Forms (distribution of budget by WP + by 

partnerpartner -- and by milestones for ID).and by milestones for ID).
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Why Request The GPFsWhy Request The GPFs

•• We are We are notnot requesting additional information & documents requesting additional information & documents 
for the for the pleasure of adding red tape.pleasure of adding red tape.

•• We intend to We intend to help consortiahelp consortia define the appropriate set up for define the appropriate set up for 
aa successful projectsuccessful project and and protect tax payersprotect tax payers’’ money from money from 
risks.risks.

•• Technical Annex (TA) is the required contractual Technical Annex (TA) is the required contractual 
commitment that a Consortium takes with the Commission.commitment that a Consortium takes with the Commission.

•• Grant Preparation Forms (GPFs) are providing the Grant Preparation Forms (GPFs) are providing the 
appropriate level of details to appropriate level of details to properly plan properly plan the budget the budget 
requirements of the project; and a basis for requirements of the project; and a basis for monitoring monitoring -- it it 
must be used as a planning tool.must be used as a planning tool.
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Risks for the CommissionRisks for the Commission

•• Through Through thethe eTEN programme, the Commission is eTEN programme, the Commission is 
coco--financing the deployment of transfinancing the deployment of trans--EU services EU services ––
a certain a certain technical risktechnical risk is acceptable, but it must is acceptable, but it must 
be be identified.identified.

•• The Commission is administrating public money The Commission is administrating public money ––
it it cannot take any risk of misusecannot take any risk of misuse or loss of the or loss of the 
funds it administers.funds it administers.

•• Thus, legal & financial + Thus, legal & financial + coco--financingfinancing capabilities capabilities 
required from beneficiaries are crucial.required from beneficiaries are crucial.
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NegotiationNegotiation GuidelinesGuidelines

•• Describe the process for the negotiation and Describe the process for the negotiation and 
preparation of a preparation of a Grant Agreement,Grant Agreement, for an eTEN for an eTEN 
costcost--share instrument leading to a Market share instrument leading to a Market 
Validation or an Initial Deployment Project.Validation or an Initial Deployment Project.

http://ec.europa.eu/information_society/activities/eten/http://ec.europa.eu/information_society/activities/eten/
library/index_en.htm#preparing_grant_agreementlibrary/index_en.htm#preparing_grant_agreement

The The ““Guidelines for the Guidelines for the ppreparation of ereparation of e--TEN Grant TEN Grant 
AgreementsAgreements”” andand thethe ““GuidelinesGuidelines for for thethe preparationpreparation ofof

thethe TechnicalTechnical AnnexAnnex”” cancan bebe foundfound atat::



Grant Agreement production

Draft Grant Agreement sent for signing 
by the Consortium (mandates)

Return signed Grant Agreement to the Commission (2 copies)

Start projectStart project

Present Consortium
Structure, TA & GPFs

Discuss
Objectives, success indicators 

& project’s output
Discuss

Budget distribution 
& Consortium financial capacity

Agreement between Consortium & Commission

Produce new TA + GPFs

Invitation Letter 

Analysis of ESR & recommendations

Collect & send all legal & financial information to the 
Commission

PO call for meetingPO call for meeting

Prepare 1st draft of Technical Annex & GPFs

NO

OVERVIEWOVERVIEW

PO observationsPO observations

YES

Grant Agreement signed by the Commission
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Stages of Negotiation Stages of Negotiation 

•• Invitation Invitation 
–– Response to Response to EvaluationEvaluation SummarySummary ReportReport ((ESRESR))
–– SendSend legal legal andand financialfinancial documentsdocuments

•• Getting startedGetting started
–– Fill in Fill in Fiches SignalFiches Signaléétiquestiques
–– Produce Technical Annex Produce Technical Annex (TA)(TA)
–– Fill in Grant Preparation Forms Fill in Grant Preparation Forms (GPFs) (GPFs) 
–– Fill in Fill in bank formbank form (Coordinator + financial institution) (Coordinator + financial institution) 

–– LetterLetter ofof CommitmentCommitment to to investinvest (Initial(Initial DeploymentDeployment onlyonly) ) 

•• Negotiation on TA, GPFs, weak finance mitigationNegotiation on TA, GPFs, weak finance mitigation

•• Grant Grant Agreement Agreement preparationpreparation

•• Signing of Grant AgreementSigning of Grant Agreement

•• Start projectStart project

ConsortiumConsortium

ConsortiumConsortium

ECEC

ConsortiumConsortium + EC+ EC

Consortium + ECConsortium + EC

ConsortiumConsortium

ECEC
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End of EvaluationEnd of Evaluation

•• All requested documents at the proposal level:All requested documents at the proposal level:

•• Proof of legal registration or existence. Proof of legal registration or existence. 

•• Last Last 2 audited2 audited financial reports for all beneficiaries financial reports for all beneficiaries 
but governmental bodies.but governmental bodies.

•• Verified Legal and Financial Viability Verified Legal and Financial Viability (LFV)(LFV) in using in using 
the accounting ratios provided for the evaluation the accounting ratios provided for the evaluation 
stage stage –– It is the CO role to make sure those ratios It is the CO role to make sure those ratios 
are correct.are correct.
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Legal Legal DocumentsDocuments

•• A A copycopy ofof anyany officialofficial documentdocument notnot olderolder thanthan 66
monthsmonths (e.g. (e.g. OfficialOfficial JournalJournal, , RegisterRegister ofof Commerce,Commerce,
etc.) etc.) showingshowing thethe BeneficiaryBeneficiary’’ss namename andand addressaddress andand
thethe registrationregistration numbernumber allocatedallocated byby thethe nationalnational
authorities.authorities.

•• A A copycopy ofof thethe VATVAT registrationregistration documentdocument ifif applicableapplicable
((ifif notnot applicableapplicable, , pleaseplease supplysupply justification).justification).

This information is required to define whether or not This information is required to define whether or not 
thethe organisation has the legal capacity to conclude a organisation has the legal capacity to conclude a 

Grant Agreement with the Commission.Grant Agreement with the Commission.
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Legal EntitiesLegal Entities

•• Be aware that the Commission ONLY recognizes Be aware that the Commission ONLY recognizes 
registered registered legal entities.legal entities.

•• Any school, association, Any school, association, …… which is not registered which is not registered 
as a legal entity as a legal entity cannot be a Grant Agreement cannot be a Grant Agreement 
Beneficiary, Beneficiary, although they might have a VAT although they might have a VAT 
number.number.
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Financial DocumentsFinancial Documents

•• The most recent The most recent auditedaudited Balance Sheets Balance Sheets 
and Profit & Loss Accounts from the last 2 and Profit & Loss Accounts from the last 2 
years.  If 2005 is not covered, add the nonyears.  If 2005 is not covered, add the non--
audited 2005 accounts as well.audited 2005 accounts as well.

•• These documents are These documents are MANDATORYMANDATORY for all for all 
nonnon--governmental beneficiaries. governmental beneficiaries. 

A financial validation will determine whether the A financial validation will determine whether the 
organization is adequately funded and financially organization is adequately funded and financially 

stable and whether it has the financial resources to stable and whether it has the financial resources to 
guarantee its share of the investment. guarantee its share of the investment. 
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Invitation Letter

Analysis of ESR & recommendations

Collect & send all legal & financial 
information to the Commission

Prepare 1st draft of Technical Annex & 
GPFs

PO calls for meeting

Phase 1 : Getting StartedPhase 1 : Getting Started

______________________________________________________________________________
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Invitation to NegotiateInvitation to Negotiate

•• Invitation letter sets the coInvitation letter sets the co--financing level and the time financing level and the time 
table for negotiation.table for negotiation.

•• Adjustment of the Commission coAdjustment of the Commission co--funding already applied funding already applied 
(ESR) provided a (ESR) provided a funding level.funding level. Budget reduction may occur Budget reduction may occur 
as part of the negotiation with the PO, if justified as part of the negotiation with the PO, if justified –– no no 
increase possible.increase possible.

•• The Coordinator is the contact point between project and PO, The Coordinator is the contact point between project and PO, 
no direct contactno direct contact with the other partners.with the other partners.

•• The Coordinator MUST collect and check information The Coordinator MUST collect and check information BEFOREBEFORE
sendingsending it to the PO.it to the PO.
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Fiche SignalFiche Signaléétiquetique

•• This form collects legal data for each partner.This form collects legal data for each partner.

•• Must be Must be signed and stampedsigned and stamped by the Authorized by the Authorized 
Representative(s) from each partner.Representative(s) from each partner.

•• Please send us both the original and the electronic Please send us both the original and the electronic 
version.version.

•• This form is This form is MANDATORYMANDATORY for all partners.for all partners.

http://ec.europa.eu/budget/execution/legal_entities_en.htmhttp://ec.europa.eu/budget/execution/legal_entities_en.htm
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Response to ESRResponse to ESR

•• The Consortium is expected to analyse the The Consortium is expected to analyse the 
recommendationsrecommendations inin thethe ESRESR and to prepare a and to prepare a 
responseresponse..

•• The response must be presented as a The response must be presented as a tabletable
showing the Consortiumshowing the Consortium’’s solutions to the s solutions to the ““ESR ESR 
RecommendationsRecommendations””..

•• ResponsesResponses must be reflected in the must be reflected in the ““Technical Technical 
AnnexAnnex”” or in the or in the financial or administrativefinancial or administrative
distribution (new partner, shift in budget, new distribution (new partner, shift in budget, new 
Work Package, etc.) Work Package, etc.) 
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Technical AnnexTechnical Annex
•• IIt is a t is a contractualcontractual document. document. 

•• AAny deviation to the ny deviation to the TA TA during the life time of the project has during the life time of the project has 
to be agreed and accepted by the EC.to be agreed and accepted by the EC.

•• Must be based on the objectives and description of the Must be based on the objectives and description of the 
proposal Part B (proposal Part B (andand the the ESRESR recommendations).recommendations).

•• It is a It is a detailed descriptiondetailed description of the work to doof the work to do::
–– What to achieve?What to achieve?

• Goals, objectives, …
–– Who is doing what? Who is doing what? 

• Activity per WP and per partner + synergies between partners
–– Timing?Timing?

• Describe a realistic time table of what should be done when
• Describe the management process and the mitigation of risks

–– Budget lines?Budget lines?
• Human and financial resources needed by partner + per WP



eTEN 2006 Call – Negotiation Process Workshop, 8 November 2006, slide 18

Technical AnnexTechnical Annex

Chapter 1:Chapter 1: Overall Project DescriptionOverall Project Description

Chapter 2: Chapter 2: Technical Approach, Description of the ServiceTechnical Approach, Description of the Service

Chapter 3: Chapter 3: Market ApproachMarket Approach

Chapter 4:  Chapter 4:  Project PhaseProject Phase

Chapter 5: Chapter 5: Financial AspectsFinancial Aspects

Chapter 6: Chapter 6: Management of the Project PhaseManagement of the Project Phase

http://ec.europa.eu/information_society/activities/eten/libraryhttp://ec.europa.eu/information_society/activities/eten/library
/index_en.htm#preparing_grant_agreement/index_en.htm#preparing_grant_agreement

TheThe ““GuidelinesGuidelines for for thethe preparationpreparation ofof thethe TechnicalTechnical
AnnexAnnex”” cancan bebe foundfound atat::
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Technical AnnexTechnical Annex

Some reminders:Some reminders:

–– Substantiate and explain in detail the budget estimations Substantiate and explain in detail the budget estimations 
(TIC)(TIC) and costs of the project provided in the GPFs. and costs of the project provided in the GPFs. 

–– The The ““Other Specific CostsOther Specific Costs”” cost category must be also cost category must be also 
reported in detail in the Technical Annex.reported in detail in the Technical Annex.

–– AC partnersAC partners are required to report the time of their are required to report the time of their 
permanent staff in the work plans, both in the Technical permanent staff in the work plans, both in the Technical 
Annex and the GPFs.Annex and the GPFs.

–– Set aside budget for Set aside budget for disseminationdissemination activities:activities:

•• Interim workshop, final workshop, + 1 additional event Interim workshop, final workshop, + 1 additional event 
organised/sponsored by eTEN (will be presented by AH).organised/sponsored by eTEN (will be presented by AH).
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Management ConsiderationManagement Consideration

•• A Coordinator is A Coordinator is NOT only a manager:NOT only a manager:
–– He/she MUSTHe/she MUST manage susceptibilities,manage susceptibilities, differences of cultures, differences of cultures, 

hidden agendas of partners,hidden agendas of partners,

–– Must make sure of the Must make sure of the commitmentcommitment of partners at the of partners at the 
appropriate level,appropriate level,

–– Must Must track work achievements,track work achievements, timing, think of plan B (critical timing, think of plan B (critical 
path analysis is a powerful tool),path analysis is a powerful tool),

–– Must have a Must have a clear roadmapclear roadmap (GANTT chart) and make sure (GANTT chart) and make sure 
everybody agrees to it,everybody agrees to it,

–– He/He/sheshe must must bebe the the dynamicdynamic forceforce of the of the projectproject, , keepingkeeping the the 
spirit and the focus,spirit and the focus,

–– And more And more ……..
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GGrant rant PPreparation reparation FFormsorms (GPFs)(GPFs)

•• TheThe GPFsGPFs provide information to prepare the budgetary provide information to prepare the budgetary 
distribution and administrative data for the Grant distribution and administrative data for the Grant 
Agreement.Agreement.

•• They provide the basic information needed for preparing the They provide the basic information needed for preparing the 
Grant agreement and the input of legal entities for the Grant agreement and the input of legal entities for the 
contract.contract.

•• Negotiation need correct and complete GPFs Negotiation need correct and complete GPFs –– all forms must all forms must 
be completed be completed –– it is the Coordinatorit is the Coordinator’’s responsibility to s responsibility to 
control and integrate them into a common file.control and integrate them into a common file.
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MembersMembers

•• Do not sign the grant agreement with Commission, but a Do not sign the grant agreement with Commission, but a 
Membership agreement with a signing Beneficiary.Membership agreement with a signing Beneficiary.

•• Fill in and sign GPFs.Fill in and sign GPFs.

•• Members are checked on their legal status, but not on Members are checked on their legal status, but not on 
financial viability.financial viability.

• Members perform the tasks assigned to them in accordance 
with the TA.

•• Members should be Members should be ONLY assistingONLY assisting the Consortium in the Consortium in 
achieving set goals and objectives.  achieving set goals and objectives.  

•• A typical role for Members is being users on test sites, but it A typical role for Members is being users on test sites, but it 
can be anything else can be anything else which is NOT core business.which is NOT core business.
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Eligible CostsEligible Costs

•• Eligible costs Eligible costs (as specified in detail in the Annex 2 to the Model (as specified in detail in the Annex 2 to the Model 
Grant Agreement) must:Grant Agreement) must:
– be necessary for the project,
– be incurred during the duration of the project,
– follow usual accounting principles and be recorded in the accounts.

•• NonNon--eligible costs are, in particular eligible costs are, in particular (non exhaustive)::
– Any profit margin, costs related to capital employed, provisions for 

possible future losses or charges, interest owed, 
– Resources made available to a Beneficiary free of charge, value of 

contributions in kind,
– Unnecessary or ill-considered expenses,
– Marketing, sales and distribution costs for products and services,
– indirect taxes and duties, including VAT,
– Entertainment or hospitality expenses, except those reasonable expenses 

accepted by the Commission as being absolutely necessary for carrying 
out the work described in the Grant Agreement.
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AC & FC Accounting ModelsAC & FC Accounting Models

•• FC FC -- Full Cost model:Full Cost model:
–– The standard model, The standard model, 
–– 50% funding of 50% funding of FULL eligibleFULL eligible costs up to the set % of the costs up to the set % of the ETIC.ETIC.

•• AC AC -- Additional Costs model:Additional Costs model:
–– Only in exceptional cases,Only in exceptional cases,
–– 100% funding of 100% funding of ADDITIONALADDITIONAL costs, costs, 
–– But But NONO funding for funding for recurringrecurring or or permanent personnel permanent personnel costs.costs.

Requirements:Requirements:
– Non-commercial or non-profit organisations established either 

under public law or private law; or international organisations,
– Must demonstrate that they do not have an accounting system

that allows to determine the share of their direct and indirect 
costs relating to the project.
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GGrant rant PPreparation reparation FFormsorms (GPFs)(GPFs)

Per Project:Per Project:
•• A1 = Information on projectA1 = Information on project
•• A3a = Cost Breakdown TableA3a = Cost Breakdown Table
•• A3b = A3b = MilestonesMilestones table (for table (for IDID only)only)
•• CoordinatorCoordinator’’s bank account (s bank account (MUST BE SIGNEDMUST BE SIGNED andand STAMPEDSTAMPED))

Per Partner:Per Partner:
–– A2a = legal information, address and authoritiesA2a = legal information, address and authorities’’ namesnames
–– A2b = Personnel costsA2b = Personnel costs
–– A2c = costs categories per periodA2c = costs categories per period
–– A2d = Financial (balance sheet + profit & Loss)A2d = Financial (balance sheet + profit & Loss)
–– A2e = certification of no bankruptcy & correctness of all providA2e = certification of no bankruptcy & correctness of all provided ed 

information (information (MUST BE SIGNEDMUST BE SIGNED andand STAMPEDSTAMPED))
–– A2f = List of all ongoing coA2f = List of all ongoing co--financed EU projectsfinanced EU projects
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A1 A1 -- Information on ProjectInformation on Project

•• This form This form MUSTMUST compile a compile a quick abstractquick abstract of the of the 
project:project:
–– Goals, objectives, description of service and success Goals, objectives, description of service and success 

indicators;indicators;
–– Duration of project and expected timing of full Duration of project and expected timing of full 

deployment;deployment;
–– Total budget and total funding from the Commission;Total budget and total funding from the Commission;
–– List of partners and contacts for the Coordinator.List of partners and contacts for the Coordinator.

•• This exercise This exercise CANNOTCANNOT exceed exceed 20020000 characterscharacters
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A2a Legal Status & Authorized PersonsA2a Legal Status & Authorized Persons

Fill up Fill up all fields: all fields: 
•• Formal legal informationFormal legal information

–– Legal name of company/organisationLegal name of company/organisation

–– Legal addressLegal address

–– Legal Status (PRC, GOV, PNP, INO, PUC, JRC, EEIG)Legal Status (PRC, GOV, PNP, INO, PUC, JRC, EEIG)

–– Authorized Representative(s) (2 is better)Authorized Representative(s) (2 is better)

•• Project relevant informationProject relevant information
–– Role: Coordinator, Beneficiary, MemberRole: Coordinator, Beneficiary, Member

–– Cost regime model (Full Costs Cost regime model (Full Costs –– FC; Additional Costs FC; Additional Costs -- AC)AC)

–– Contact personContact person
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A2b A2b –– Personnel CostsPersonnel Costs

•• Provide hourly rate per period, and per category Provide hourly rate per period, and per category 
(category = job allocated) (category = job allocated) 

•• Distinguish hourly rate from overheadDistinguish hourly rate from overhead

•• Overheads in FC modelOverheads in FC model
–– On the basis of actual cost as allowed by their accounting systeOn the basis of actual cost as allowed by their accounting systemm
–– Only eligible cost can be calculated into overheads (e.g. Only eligible cost can be calculated into overheads (e.g. no sales no sales 

& marketing cost& marketing cost),),
–– EC will ask for proof in case of high personnel cost or overheadEC will ask for proof in case of high personnel cost or overheads.s.

•• Overheads in AC modelOverheads in AC model
–– Limited to Limited to 20% of direct costs,20% of direct costs, excluding subcontracting.excluding subcontracting.
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A2c A2c –– Costs distribution Costs distribution -- CategoriesCategories

–– Durable equipmentDurable equipment (long(long--term equipment to be depreciated), term equipment to be depreciated), 
follow carefully the depreciation methodfollow carefully the depreciation method

–– SubcontractingSubcontracting, , toleratedtolerated for specific tasks for specific tasks –– follow the rulesfollow the rules

–– Travel & SubsistenceTravel & Subsistence (travel and accommodation)(travel and accommodation)

–– ComputingComputing (only for rented computing services NOT PCs or (only for rented computing services NOT PCs or 
licences)licences)

–– ConsumablesConsumables (software licences & others specific to project, (software licences & others specific to project, 
NOTNOT printer ink, CDs, printer ink, CDs, ……))

–– IPRIPR (warning if set aside the budget cannot be reshuffled) (warning if set aside the budget cannot be reshuffled) 

–– Other Specific CostsOther Specific Costs (other eligible cost not fitting in other (other eligible cost not fitting in other 
categories) categories) MUST be detailed in the TA.MUST be detailed in the TA.
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Depreciation of Durable EquipmentDepreciation of Durable Equipment

•• Depreciation period dependent on equipment cost:Depreciation period dependent on equipment cost:
–– cost < 25kcost < 25k€€ depreciation over 36 monthsdepreciation over 36 months
–– cost > 25kcost > 25k€€ depreciation over 60 monthsdepreciation over 60 months

•• Exact formula is in Exact formula is in general conditions (Annex 2 general conditions (Annex 2 –– read it!)read it!)
of model grant agreement, takes also percentage of of model grant agreement, takes also percentage of 
usage for project into account. usage for project into account. 

•• Purchase before start date possible (max. 6 months),Purchase before start date possible (max. 6 months), BUT BUT 
depreciation starts at project starting date!depreciation starts at project starting date!
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SubcontractingSubcontracting

•• Subcontracting Subcontracting toleratedtolerated under specific under specific 
circumstances:circumstances:

–– Must be a service Must be a service clearly definedclearly defined in scope and time, in scope and time, 

–– Must be a service that Must be a service that no partner can do,no partner can do,

–– Cannot be a Cannot be a main comain corree task,task,

–– Cannot be Cannot be coordination,coordination,

–– Cannot be done by Cannot be done by outside EU companyoutside EU company unless specific unless specific 
reason (i.e. no EU company qualified for a specific reason (i.e. no EU company qualified for a specific 
job).job).
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A2d A2d –– Financial StatementFinancial Statement

•• Provide balance sheets for Provide balance sheets for 
the last 2 audited yearsthe last 2 audited years

•• Provide profit & loss for the Provide profit & loss for the 
last 2 audited yearslast 2 audited years

•• Required from all Required from all 
Beneficiaries, but gov. org.Beneficiaries, but gov. org.

•• Not required fNot required foror MembersMembers

•• Please check for correctnessPlease check for correctness

20

1
2
2,1
2,2
2,3
3
3,1
3.2.1
3.2.2
3,3
3,4

4
4,1
4,2
4,3
4,4
5
5.1.1
5.1.2
5.2.1
5.2.2

6
7
8
9
10
11
12
13
14
15
16
17

COMMISSION OF THE EUROPEAN COMMUNITIES A2

Project Nb: 0 Acronym: 0

Financial Information
Short Name: #REF!

Closing date t0: Duration t0 (months):
Nb Employees: Currency:

Is the organisation a Small or Medium-sized Enterprise (SME) ?
if no, please explain:

Less than 3 annual balance sheets ?
Comments on financial results:

Balance sheet t0 t+1
Assets

Subscribed capital unpaid:
Fixed assets 0
Intangible fixed assets
Tangible fixed assets
Financial assets
Current assets 0
Stocks
Debtors due within one year
Debtors due after one year
Cash at bank and in hand
Other current assets

Total Assets 0
Liabilities

Capital and reserve 0
Subscribed capital
Reserves
Profit and loss brought forward (enter sign)
Profit and loss brought forward for the financial year (enter sign)
Creditors 0
Long term non-bank debt
Long term bank debt
Short term non bank debt
Short term bank debt

Total liabilities 0
Profit and Loss

Turnover
Variation in stock
Other operating income
Costs of material and consumables
Other operating charges
Staff costs
Gross operating profit 0
Depreciation and value adjustments on non-financial assets
Net operating profit 0
Financial income and value adjustment on financial assets
Interest paid
Similar charges
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A2e A2e -- CertificationCertification

•• Must be signedMust be signed and stamped and stamped byby each Beneficiary each Beneficiary 
and Member.and Member.

•• SigningSigning certifies that certifies that all A2 formsall A2 forms’’ information is information is 
correct and accurate.correct and accurate.
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A2f A2f -- Other EU funded projectsOther EU funded projects

A2f.

1 0

eTen 0 0 Negotiated 0 #VALUE!

COMMISSION OF THE EUROPEAN COMMUNITIES
Directorate-General Information Society 
Communication Networks. Applications
eTen

Other Projects running or in negotiation for 

Status Actual 
Start Date

Beneficiary 
Cost

Participant EC 
funding

DurationProgram Reference Acronym

Add
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A3a A3a –– Costs BreakdownCosts Breakdown

#REF! #REF! #REF! #REF! #REF!

1 CO 2 #REF! 3 #REF! 4 #REF! 5
#REF! #REF! #REF! #REF! #REF! #REF! #REF! #REF!

(a)

(b)

(c)=(a+b)

difference (c - i
(d)
(e)
(f)

(g)=(o)
(h)

(i)=(d+e+f+g+
h)

(k)
(l) = (k*a)-(h)  

#REF!
#REF! #REF!

(p)=min (l), (o)

#REF! #REF!

1.
2.

I.  Beneficiary information
Total #REF!

Acronym: 0 Contract Nb: 0

#REF! #REF! #REF! #RE

Beneficiary Number (1) and Role (2) all amounts in euro
Cost Regime (3)
Number of person hours #REF! #REF! #REF! #REF! #REF!

II.   Estimated eligible costs 
Personnel #REF! #REF! #REF! #REF! #REF!
Durable equipment #REF! #REF! #REF! #REF! #REF!
Subcontracting #REF! #REF! #REF! #REF! #REF!
Travel and subsistence #REF! #REF! #REF! #REF! #REF!
Consumables #REF! #REF! #REF! #REF! #REF!
Computing #REF! #REF! #REF! #REF! #REF!
Protection of knowledge #REF! #REF! #REF! #REF! #REF!
Other specific costs #REF! #REF! #REF! #REF! #REF!
Overheads #REF! #REF! #REF! #REF! #REF!
Total estimated eligible costs : #REF! #REF! #REF! #REF! #REF!

III.  Non-eligible(4) costs :
Permanent Personnel (only for AC beneficiaries) 0
Other non-eligible costs 0
Total estimated non-eligible costs : #REF! #REF! #REF! #REF! #REF!

IV.  Total estimated cost of the project: #REF! #REF! #REF! #REF! #REF!

V.  Financing Plan #REF!
Direct income expected from the project 0
Contributions by contractor or member 0
Contributions by other private organisations 0
eTEN contribution (detailed calculation below) #REF! #REF! #REF! #REF! #REF!
Other public contribution 0
Total of receipts (should be same as (c)) :  #REF! #REF! #REF! #REF! #REF!

VI.  Calculation of Community contribution
Full advance ? Yes Yes Yes Yes Ye
Max Commission Contribution% #REF! #REF! #REF! #REF!
Max. Community contribution #REF! #REF! #REF! #REF! #REF!
ETIC
ETIC % #REF! #REF! #REF! #REF! #REF!

Max. Community contribution : #REF! #REF! #REF! #REF! #REF!

Max. Community pre-financing : #REF! #REF! #REF! #REF! #REF!

Participant Number : Contractor n° or Member linked to Contractor n°
Participant Role Codes :  CO (Co-ordinator);  CR (Contractor);  MB (Member)

•• Must check all entries per Must check all entries per 
partner (filled up automatically partner (filled up automatically 
A2b to A2f)A2b to A2f)

•• Permanent staff for AC provide Permanent staff for AC provide 
an estimatean estimate

•• NonNon--eligible costseligible costs

•• CoCo--funding depends on the funding depends on the 
total eligible coststotal eligible costs ((maxmax
ID:30% ID:30% oror MV:MV:50%) AND on 50%) AND on 
the Estimated Total the Estimated Total 
Investment Cost Investment Cost (ETIC)(ETIC) ((max.max.
ID:30% ID:30% oror MV:MV:10%)10%)
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A3b Milestones A3b Milestones –– ID ONLYID ONLY

0
1 2

Due month Due  month

## 1

## 2

## 3

## 4

## 5

## 6

## 7

## 8

## 9

## #

## #

## #

## #

## #

## #

## #

## #

## #

## #

## #

0 0 0Total :   

#REF!
Acronym: 0
Contract Nb: 0

•• Initial Deployment projects Initial Deployment projects 
must set milestones for must set milestones for 
achievements achievements 

•• Will be reviewed and paid as Will be reviewed and paid as 
per achievements at per achievements at 
milestonesmilestones

•• PrePre--financing is provided also financing is provided also 
on milestone basis (shall not on milestone basis (shall not 
exceed 50 % of the 1st annual exceed 50 % of the 1st annual 
milestone)milestone)

•• Good practice is to design Good practice is to design 
project as series of small project as series of small 
projects between milestones projects between milestones 
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Bank AccountBank Account

•• CoordinatorCoordinator’’s bank account s bank account 
informationinformation

•• Must be signed + stampedMust be signed + stamped by by 
both both bank & companybank & company

•• AccessibleAccessible atat: : 
http://ec.europa.eu/comm/budget/
execution/ftiers_fr.htm

FINANCIAL IDENTIFICATION
UNITED KINGDOM 

PRIVACY STATEMENT

ACCOUNT HOLDER

NAME

ADDRESS

TOWN/CITY POSTCODE

COUNTRY VAT NUMBER

CONTACT PERSON

TELEPHONE FAX

E - MAIL

BANK

BANK NAME

BRANCH ADDRESS

TOWN/CITY POSTCODE

SORT CODE ACCOUNT NUMBER

IBAN G B

REMARKS :

BANK STAMP + SIGNATURE OF BANK REPRESENTATIVE DATE + SIGNATURE ACCOUNT HOLDER :
(Both Obligatory)(1) (Obligatory)

http://europa.eu.int/comm/budget/execution/ftiers_fr.htm
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Letter of Investment Commitment Letter of Investment Commitment 
((Initial Initial Deployment Projects Only)Deployment Projects Only)

•• ReRequired from quired from all Beneficiariesall Beneficiaries to to 
demonstrate their longdemonstrate their long--term term 
commitment to the project.commitment to the project.

•• The Authorized Representative(s) The Authorized Representative(s) 
of the company or administration of the company or administration 
must must sign sign and stampand stamp this letter. this letter. 

•• This commitment will be part of This commitment will be part of 
the Grant Agreement.the Grant Agreement.

•• ModelModel inin thethe AnnexAnnex 2 2 ofof thethe
““NegotiationNegotiation GuidelinesGuidelines””

DRAFT 
 

TO BE PRODUCED BY ALL PARTICIPANTS IN 
DEPLOYMENT PROJECTS 

 
 

LETTER OF INVESTMENT COMMITMENT 
 
 
<Name of beneficiary organization3>, represented by <Authorized 
Representative4> in his/her position of budgetary authority, as 
<position of Authorized Representative5>, declares to take up the 
following commitments in the framework of the <Project 
Acronym1> Deployment eTEN Project number <Grant Agreement 
number2,> : 
 
- <definition of the investment components, where the beneficiary 
will invest> 
 
as per the following Investment Plan: 
 
Milestone Milestone title Date Amount in EURO 
Milestone 1 <to be defined on the 

base of the Technical 
Annex> 

<to be defined on the 
base of the Technical 
Annex> 

<to be defined on the 
base of the Technical 
Annex> 

……….    
Milestone n    
  TOTAL <total investment> 
 
 
Yours Truly, 
 
 

On behalf of <name of 
Beneficiary3> 
 
Date6 
Name4 
Title5 
Signature7 
 
<Stamp>8 
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NegoNego Guidelines Guidelines -- Checklist of Required DocsChecklist of Required Docs
Proposal "name" - N° "number"

DOCUMENTS
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Role : 1-CO 2-CR 3-CR 4-CR 5-CR 6-CR 7-CR 8-CR 9-MB 10-MB 11-CR
Technical Annex
Replies to Evaluators Comments

GPFs
Banking Information Form (A4) (signed and stamped)
Participant Information Forms (signed and stamped) (A2a)
Details Personnel Costs (A2b)
Details of Cost Categories (A2c)
Details of Coordinators Costs (A2b.CO & A2c.CO)
Budget Table (& Milestones breakdown)
Financial Data Form (A2d) Not for GOV
Declaration of Partner Legal and Financial Integrity (signed) A2e
Other Projects Running or in Negotiation (A2f)

Legal and Financial Official Docs/Certificate:
Establishment of Organisation (certified as original)
VAT Number
Official financial data: Balance Sheet and Prof it  & Loss Account (certif ied 
as original) Not for GOV
Subcontractor profile

Mandates:
Mandates to "COORDINATOR" to negotiate
Acceptance of Mandate from  "COORDINATOR" to negotiate
Mandates to  "COORDINATOR" to Sign Contract
Acceptance of Mandate from  "COORDINATOR" to sign contract

Withdrawal:
Withdrawal of one participant (add a column) 
Acceptance of withdrawal from "COORDINATOR"

Letters of Investment Commitment (deployment projects only)
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From GPFs to Project StartFrom GPFs to Project Start

•• LFV checking with possible mitigation (e.g. bank guarantees) LFV checking with possible mitigation (e.g. bank guarantees) 
next presentationnext presentation

•• Agreement on Description of Work (TA)Agreement on Description of Work (TA)
•• Drafting of Grant AgreementDrafting of Grant Agreement
•• eTEN sends a draft Grant AgreementeTEN sends a draft Grant Agreement
•• Consortium review and send comments ASAPConsortium review and send comments ASAP
•• Commission sends grant agreement electronically Commission sends grant agreement electronically 
•• Consortium prints and signs (possibly with mandates)Consortium prints and signs (possibly with mandates)
•• Commission signsCommission signs
•• Consortium starts projectConsortium starts project
•• Membership Agreements are signedMembership Agreements are signed
•• PrePre--financing is paidfinancing is paid
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LLegalegal & Financial & Financial ViabilityViability (LFV)(LFV)

•• Legal & Financial Viability Legal & Financial Viability 
of partners is key, prior to of partners is key, prior to 
any further negotiationany further negotiation

•• Financial information is:Financial information is:
–– The last 2 consecutive The last 2 consecutive 

audited yearsaudited years’’ reportreport
–– The A2d form of GPFsThe A2d form of GPFs
–– TheThe A2f A2f formform ofof GPFGPFss

20

1
2
2,1
2,2
2,3
3
3,1
3.2.1
3.2.2
3,3
3,4

4
4,1
4,2
4,3
4,4
5
5.1.1
5.1.2
5.2.1
5.2.2

6
7
8
9
10
11
12
13
14
15
16
17

COMMISSION OF THE EUROPEAN COMMUNITIES A2

Project Nb: 0 Acronym: 0

Financial Information
Short Name: #REF!

Closing date t0: Duration t0 (months):
Nb Employees: Currency:

Is the organisation a Small or Medium-sized Enterprise (SME) ?
if no, please explain:

Less than 3 annual balance sheets ?
Comments on financial results:

Balance sheet t0 t+1
Assets

Subscribed capital unpaid:
Fixed assets 0
Intangible fixed assets
Tangible fixed assets
Financial assets
Current assets 0
Stocks
Debtors due within one year
Debtors due after one year
Cash at bank and in hand
Other current assets

Total Assets 0
Liabilities

Capital and reserve 0
Subscribed capital
Reserves
Profit and loss brought forward (enter sign)
Profit and loss brought forward for the financial year (enter sign)
Creditors 0
Long term non-bank debt
Long term bank debt
Short term non bank debt
Short term bank debt

Total liabilities 0
Profit and Loss

Turnover
Variation in stock
Other operating income
Costs of material and consumables
Other operating charges
Staff costs
Gross operating profit 0
Depreciation and value adjustments on non-financial assets
Net operating profit 0
Financial income and value adjustment on financial assets
Interest paid
Similar charges

A2f.

1 0

eTen 0 0 Negotiated 0 #VALUE!

COMMISSION OF THE EUROPEAN COMMUNITIES
Directorate-General Information Society 
Communication Networks. Applications
eTen

Other Projects running or in negotiation for 

Status Actual 
Start Date

Beneficiary 
Cost

Participant EC 
funding

DurationProgram Reference Acronym

Add
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MandatesMandates

• Optional form mandating the Coordinating partner to sign the 
Grant Agreement on behalf of one or more Beneficiaries.

• For a large Consortium, mandates can speed up the signing 
process.

• The Coordinator must send an “acceptance of mandates” letter 
to the Commission together with the original mandates. 

• Mandates must be signed by one of the authorized 
representatives of the organization (form A2a).

• Templates for the “Mandate” and the “Acceptance of a Mandate”
are given in Annex 3 of the Negotiation Guidelines (Negotiation Guidelines (““Guidelines Guidelines 
for the Preparation of efor the Preparation of e--TEN Grant AgreementsTEN Grant Agreements ””).).
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Grant SigningGrant Signing

•• Coordinator receives Grant Agreement as Coordinator receives Grant Agreement as .pdf file.pdf file
•• Coordinator Coordinator forwards pdf fileforwards pdf file to Beneficiaries.to Beneficiaries.

•• Each Beneficiary signs his Each Beneficiary signs his 2 pages2 pages and sends them back to the and sends them back to the 
Coordinator together with a Coordinator together with a cover lettercover letter stating that no change or stating that no change or 
alterationalteration has been made. has been made. 

•• DO NOT DATE THE SIGNED PAGESDO NOT DATE THE SIGNED PAGES

•• The Coordinator collects all signed pages, checks for The Coordinator collects all signed pages, checks for correctness,correctness,
signs the ones he has signs the ones he has mandatesmandates for.for.

•• When it is all done correctly, the Coordinator sends When it is all done correctly, the Coordinator sends all pages and all pages and 
cover letters, including his own, back to the POcover letters, including his own, back to the PO, together with the , together with the 
rest of the Grant Agreementrest of the Grant Agreement, , plusplus aa presspress release.release.

•• The Commission counterThe Commission counter--signs all pages and signs all pages and sends 1 original Grant sends 1 original Grant 
Agreement back to the Coordinator.Agreement back to the Coordinator.

•• The The project can start on the 1project can start on the 1stst of the month following theof the month following the signing signing 
of the Commissionof the Commission, unless otherwise specified., unless otherwise specified.



eTEN 2006 Call – Negotiation Process Workshop, 8 November 2006, slide 44

Membership AgreementMembership Agreement

• A Member cancan only benefit from a Grant 
Agreement when his Membership Agreement has 
entered into force.

• He receives his share of the Community financial 
contribution in accordance with the conditions of 
the Membership Agreement.

• Pre-financing will ONLY be released when all
Memberships Agreements have been signed and 
sent to the Commission.
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RoadmapRoadmap

•• November 8, November 8, 20062006 : : Workshop & Workshop & deadline for deadline for 
providing all requested docsproviding all requested docs

•• November 23,November 23, 2006: 2006: Start negotiation for 1Start negotiation for 1stst batchbatch

•• December 15,December 15, 2006: 2006: End evaluation End evaluation -- eligibilityeligibility

•• JanuaryJanuary (end)(end) 2007: 2007: Negotiations finalised 1stNegotiations finalised 1st
batchbatch

•• February (end)February (end)2007: 2007: 1st1st batch projects can startbatch projects can start

•• March (end)March (end) 20072007 :: End of all negotiations !End of all negotiations !

•• AprilApril 20072007 :: All remaining projects startAll remaining projects start
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Thank You!Thank You!

Any questions?Any questions?
http://ec.europa.eu/etenhttp://ec.europa.eu/eten

http://ec.europa.eu/information_society/activities/eten/lhttp://ec.europa.eu/information_society/activities/eten/l
ibrary/index_en.htm#preparing_grant_agreementibrary/index_en.htm#preparing_grant_agreement

contacts:
General aspects pascal.collotte@ec.europa.eu

caroline.loquerie@ec.europa.eu
Specific aspects your Project Officer

mailto:caroline.loquerie@ec.europa.int
mailto:pascal.collotte@ec.europa.int
http://ec.europa.eu/eten
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