1 Why are we organising a market dialogue? 
2 Who do we wish to speak with?
3 How should the market dialogue be carried out?
4 How to mobilise for broad and relevant participation?
5 Who from your organisation should participate?




Technical staff, procurement staff, relevant leadership, legal?         

How will you reach out to relevant companies? Social media, email, professional networks? What’s in it for the participants?    
What activities? When and where? How do people sign up?






















What are the needs, and why is a market dialogue necessary to meet those needs?         





























Who are relevant and how do we keep it open to new and perhaps unexpected companies? What is the market potential?



Next steps? What does the dialogue participants expect to happen?        




























Pre-commercial procurement? Innovation friendly procurement?



























Your plan for how to capture, systematize and share knowledge and Q&As after the session. Who is responsible?




























Make a plan for this scenario. Do you develop something new or adapt and existing solution to fit the context?




























6 How to ensure equal treatment? 
7 What if the optimal solution does not exist?
8 What type of competition and contract strategy will you use?  
9 What happens after the market dialogue? 
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