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Consultancy to assess the opportunities and potential related to government tendering

Summary
This exercise is intended to inform HelpAge and Sightsavers of the potential for government (bilateral and multilateral) tendering to be a complementary income source for meeting their strategic objectives.  
Findings and recommendations will inform future investment decisions.

Background
The traditional income streams for HelpAge and Sightsavers are quite different.  The former has grown quite a significant base of ‘institutional’ donors and has operated in a relatively competitive environment, reacting to calls for proposals and proactively developing donor relationships that ultimately turn in to funding relationships.  Sightsavers, on the other hand, has built up a significant base of individual (public) and corporate supporters and, in recent years, has placed more emphasis on growing its institutional funding base.
Both organisations recognise the need to adapt to a rapidly changing funding environment.  HelpAge, for example, has made a strategic decision to continue to implement programmes of work in middle income countries and, therefore, feels vulnerable to the shift in donors’ attention to low income and fragile states.  
Likewise, Sightsavers sees opportunities to grow and diversify its funding base of institutional donors and  attract more diverse funding for areas of work, e.g. in the field of neglected tropical diseases, from donors other than those that make up their traditional funding base.



Tendering (i.e. responding to opportunities to bid for work against donor-defined TOR, as opposed to grant funding) has been identified by both organisations as a potential new income stream, but one that would require both different ways of working and different skills and expertise.

Experience to date
HelpAge has responded to a limited number of calls for proposals, e.g. for work in Kenya as part of a DFID funded programme (HSNP), in Myanmar in response to a World Bank call and in Laos, as a partner of Maxwell Stamp. Sightsavers on the other hand has recently had a success with its first tendering contract.

Terms of reference for the consultancy
· To inform how other similar organisations are moving in to the tendering sector and their primary motivations
· To understand how governments see the future role of NGOs in responding to and delivering programmes under tendering conditions
· To assess the potential niche for both organisations and where the potential opportunities are
· To assess the potential of tendering as an alternative and manageable funding source, particularly for work in middle income countries
· To recommend intervention mechanisms for entry in to the tendering market
· To advise on how internal skills, systems, processes and working practices would need to be adapted to respond to and manage government contracts
· To recommend the type and level of investment needed to enable both organisations to be better able to respond to and manage tendering opportunities, including potential financial return on investment



Scope and methodology
The assignment will focus primarily on the tendering practices and opportunities via a range of potential sources, e.g. DFID, EC, World Bank, USAID and possibly other European and non-European governments (the latter to assess potential to respond to opportunities as a UK NGO).  These will be agreed with the consultant prior to commencement of the assignment.
It is expected that the consultant will need to undertake:
· interviews with a range of INGOs and niche consultancy groups already involved in the tendering business
· Interviews with a selection of government donors
· Interviews with private sector companies, e.g. PWC, KPMG, Crown Agents 
· Discussions with relevant London and international office staff
· Internal skills and competencies audit
· Internal discussion on implications of securing and managing tenders on existing organisational business/operational models

Output
· Narrative report with Executive Summary and specific focus on recommendations related to the way forward and associated implications (maximum ten pages with appendices)

Timing
10 days.
ASAP.

Consultant specification
· Direct knowledge and practical experience of government tendering
· Direct knowledge and practical experience of tendering for international development programmes
· Expertise in strategic/NGO organisational development
· Expertise in organisational cost and charging structures, particularly related to commercial activities
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