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Proposal Time Scale

Proposal

Evaluation

Negotiation

Contract

Project Duration

Final Payment

Audit

3M

6M

3-5M

12-48M

~12M

max 5Y

The proposal evaluation lasts a day, but to due to the total number of proposals 
and the internal EC procedures, the final decision may take up to 6 months.



Invitation to Negotiations

Following the positive evaluation of a proposal and the decision of 
Commission’s maximum financial contribution, the coordinator is invited 
by letter to commence negotiations

The invitation is accompanied by the “independent experts” advice: 
Evaluation Summary Report; and (if applicable) an Ethical Review
Report 

Negotiation Mandate: This document is the guide for the expected 
changes

The name and contact details of the Commission’s Project Officer(s) which 
will be indicated 

The letter of invitation shall also indicate the deadlines for the submission 
of the first draft of ANNEX 1 and for the conclusion of the negotiations

The negotiation process comprises of 2 distinct procedures

The Legal and Financial Negotiations

The Technical Negotiations
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Negotiation Process (1)

Step 1: Results of the Evaluation
The coordinator receives the Evaluation Summary Report containing the comments 
of the evaluators and a list of recommendations for negotiation

Step 2: Invitation to negotiate – Negotiation Mandate
1-2 months after the evaluation the project officer invites the coordinator for 
negotiations

Step 3: First round of negotiations
Based on the Negotiation Mandate the coordinator proceeds with amendments 
related to the technical and financial aspects of the project 

Step 4: Second round of negotiations
Creation of the GPFs by the commission and the coordinator

Step 5: Contract Awarded
The Coordinator downloads the final version of the grant agreement and finalises it 
(signs it) along with the other beneficiaries



Negotiation Process (2)

Technical 
Negotiations

Validation of 
new Annex 1

Budget 
N
E
F

Signature of 
Grant 

Agreement

The Technical Negotiations take place with the Scientific Project Officer 
through emails and phone calls. 

The Legal Negotiations take place with the Legal & Financial officer mainly 
using the NEF tool.

A signed consortium agreement is mandatory before the signature of the GA, 
unless specifically excluded by the terms of the call for proposals (e.g. INCO)
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Legal & Financial Negotiations

The negotiations are performed through the NEF tool

Legal negotiations include the analysis and review of the legal
status of the applicants and the final composition of the consortium

Financial Negotiations focus mainly on budgetary matters

Both Legal and Financial negotiations are performed by the LEAR: 
Every organisation appoints a so-called LEAR – Legal Entity Appointed 
Representative who is the correspondent towards the Commission on all issues 
related to the legal status of the entity, providing up-to-date legal and financial 
data (including supporting documents, where necessary) and commits to maintain 
the information up-to-date, enabling future use for grants between the entity and 
the Commission research (and other) programmes.



Legal Negotiations

The main aspects to be resolved during this session are:

Issues Coordinator Project Officer

Change of 
Coordinator/partner

Request a written approval by all the 
beneficiaries

Approve and validate the 
requested changes

Change of the Legal Status of 
a partner

Communicate to the LEAR the 
changes that need to be done

Verification and Validation by the 
Central Validation Team.

Coordinator assessment Demonstrate management skills, 
capabilities & experience. 

Approval of coordinator

Method for calculation of 
indirect cost

Check with partners and if wrong 
inform LEAR and Validation Unit

Validation

Consortium Agreement (CA) Prepare and conclude the CA Checking that a CA is in place

Start Date/duration, Timing of 
Reporting periods

Negotiate start date Reach an agreement

Inclusion of special clauses Agree on the inclusion of special 
terms (e.g. on ethical issues)

Reach an agreement

Partner Signatures Collect signatures on A2 forms & 
Signature of GA (initials on every page)

Validation of A2 forms& 
preparation of GA



Financial Negotiations

Financial negotiations focus on:

The total costs, total eligible costs and maximum EC financial 
contribution. Usually reduced

The method for calculation of indirect costs should be clarified.

A table of the estimated budget breakdown per WP & per beneficiary (A3 
form) will be established

The amount of pre-financing will be established (usually 160% of 
average period funding)

Any subcontracting or third party issues will be clarified. Additional info 
on subcontracts may be requested

The financial viability of the coordinator and any other applicant with EC 
contribution exceeding 0,5m€ will be assessed

!



Grant Agreement Preparation Forms 
GPFs

The Grant Agreement Preparation Forms (GPFs) (similar to the proposal A2 
forms) help identify the beneficiaries who will sign the Grant Agreement and 
to determine the eligible costs and EC contribution

The GPFs are available in electronic format through an online tool, called 
NEF, and should be completed by the coordinators on behalf of all applicants 
(this is not applicable for the Legal Status and the Organisational Status which are performed by the 
LEAR and the Validation Unit).





















NEF (1)

NEF (Negotiation Forms) is the online mandatory tool for 
the Legal and Financial negotiations

It allows the coordinators to establish a complete set of GPFs for 
each individual applicant and for the project as a whole

The tool (NEF) is accessible by invitation only

Have in mind that the invitation is usually sent to the indicated 
contact person for Legal & Financial aspects of the coordinator.

The data collected includes:
– General Information about the project (A1)
– Information on the coordinator & participants - legal data 

(A2.1), organisation status (A2.2), authorised representatives 
(A2.3), contact persons (A2.4)

– Eligible costs & budget (A3.1) & total project budget (A3.2)
– Coordinator’s bank account (A4)
– Reporting periods (A5) 
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NEF (2)

The negotiation with NEF proceeds in  series of “negotiation 
sessions”. Each session is opened by the EC, and will trigger an email 
to the coordinator to provide information through the NEF system

Before entering NEF the coordinator should verify the accuracy of the 
submitted info. The coordinator has access to the system when a 
“negotiation session” is open

A simple correction means asking the EC to open a new negotiation 
session and send a new password.

Collect the information in .doc form or through email and stress the 
importance to carefully fill the forms.
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NEF process



NEF process



NEF process



NEF hints

Even a simple correction needs to open a new negotiation session
and request a new password by the EC

NEF does not incorporate a track changes tool, so the Commission
can not follow the submitted changes. To facilitate the process send 
an email to the EC indicating all the performed changes in the GPFs

3 forms have to be signed: 
– form A2.5: “Our Commitment” – by the coordinator & 

participants.
– form A2.6: “Data protection & Coordination role” – by the 

coordinator.
– form A4: “Bank Account” – by bank and account holder.

Forms can be sent by regular mail)



Technical negotiations

The aim is to agree on the final content of Annex I (description of 
work) to GA. During this part of the negotiation process:

The full work plan of the project needs to be defined in sufficient 
detail and according to the negotiation mandate

The work to be performed by each beneficiary will need to be 
defined in sufficient detail

An indicative time schedule for project reviews needs to be 
established – usually synchronised with the reporting periods

At this stage the Commission will also assess whether the 
coordinator has the required management skills, capabilities and
experiences to carry out the coordinator’s tasks. 



Problems/Hints (1)

Have a detailed understanding of the comments from the proposal 
evaluation

- The comments written by the evaluators are the basis for the 
recommendation by the EC. It might be a good idea to make a 
short report for every comment. Sounds bureaucratic but 
facilitates the negotiations

Follow the GPFs in precise detail
- Every question and box must be completed

Technical Annex Preparation
- The Technical Annex contains the exact work to be done. 
Describe specific issues in as much detail as possible



Problems/Hints (2)

Unclear or irrelevant Deliverables
The contract between the EC and the consortium defines the 
“deliverables” as the contractual output of the project. The contract 
is not about science, it is about deliverables.
EC prefers deliverables that are easy to monitor, for example:
– A meeting
– A report on a prototype (not the prototype itself)
– A conference
– etc

Workplans not clear or stable
If there are significant comments in the evaluation report or 
specific requests by the EC, there might be the need to adapt or
even completely change the workpackages and the work 
description.



Problems/Hints(3)

Time Pressure- Lack of urgency 
EC may neggotiate thousand of contracts at the same time and a 

Project Officer (PO) may be in charge of up to thirty contracts. During 
this time the PO, is under considerable pressure and sets strict
deadlines

One of the most important task of the coordinator is to create a 
sense of urgency through two different ways:

– Deadline setting
– Be specific and clear with well documented requests

Dissatisfied Partners
Partners may complain about the lack of communication during the 

negotiation phase 
Every time a significant change is performed send an email to all 

partners



Thank you 

Constantine Vaitsas, vaitsas@help-forward.gr
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