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TNE Ground Rules Checklist (T4)
1. Trust Damagers: What will damage trust? 
2. Trust Destroyers: What will destroy trust? 

3. Conflicts of Interest: The most likely 
scenarios to arise and to how handle? 

4. Team Boundaries/Member Types: What 

are the boundaries of the team and types 
of member participation (e.g., Core, 

Reviewer, Expert..)?
5. Information Sharing: Where to be 

transparent and where to be private?
6. Issue/Conflict Resolution: How will we 

resolve issues/conflicts, and what will be 

the main stages?
7. Decision-Making Practices: How will we 

make decisions in the main categories: 
Strategic: Wide Operational (affects most 
project members), Narrow: Operational?

8. Meetings: What will be the team 
meetings? Purpose, frequency, attendees 

and channels (face to face, phone, online)?
9. Induction/Mentoring/Buddying: How will 

we handle new team members joining?
10. Communications Tools: Which tools will 

we use for which type of communications 

(urgent, important), and  “Reply by” Times?
11. Sanctions: What sanctions will we employ 

and how will we agree on them? Red 
Card/Yellow Card or Penalty Points?
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Develop effective TNE 
Ground Rules, to guard 

against  freeloaders &

“bad apples”

T4 – TNE Ground 
Rules

Identify right strategic 

customers for TNE. 
T8 - Opportunity-

Led TNE 
Development

Establishing TNE 
collective capabilities for 

business development,  

new member and partner 
development. 

T7 – TNE Capability 
Heatmap

Expose critical

behavior dilemmas in 

TNE, which if not 
discovered, would 

threaten its success. 

T6 – TNE Behaviors 

Determine TNE Karma, 

what members want and 

what they will contribute 
to get it. 

T5 - TNE Karma 

Identify the required TNE 
stakeholders and  actions 

needed to be taken to 

engage them. 

T3 – TNE 
Stakeholder 
Engagement

Discover TNE critical 

synergies at the start of a 
collaboration more 

effectively  than 

“creeping death”

T2 – TNE Synergy 
Discovery

Correctly configure TNE 
with the best chance of 

success.

T1 – TNE Scoping
and Configuration

ObjectiveTechnique  

TNE Stakeholder Engagement (T3)
1. Define TNE Offer to the Market: 

1-liner elevator pitch
Key Supply Chain Roles 

Competition
Unique Sales Propositions

Weaknesses
2. Identify the Strategic Customers:

Names of the Top 10

Brokers
“Friendlies” and Quick Wins 

3. Identify the Big Players:
What roles will they play?
Identify/manage potential conflicts of 

interest?
4. Assess TNE Supply Chain:

Who have we got (in what role)?
Who are we missing (in what role)?

5. Identify other Key Supporting Players
What help do we need from whom?

TNE Capability Heatmap (T7)
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