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INTRODUCTION

Extending the Impact of Government, Business, Civil Society

More effective use of US foreign aid creates stability and opportunities for citizens in developing countries, while increasing the security of US citizens. Within USAID an important new initiative known as the Global Development Alliance (GDA) mobilizes the ideas, efforts and resources of governments, businesses and civil society to stimulate economic growth, develop businesses and workforces, address health and environmental issues, and expand access to education and technology. Announced by Colin Powell in May 2001 and launched in January 2002, GDA works to increase the impact of the public and private sectors by combining the strengths of a multiplicity of stakeholders — businesses, trade groups, foundations, universities, multilateral donors and government agencies — to focus on mutual development challenges. 

Weaving Ideas, Resources, Efforts

Alliances incorporate a breadth of USAID and partner resources to arrive at solutions only available through pooled efforts. The resources united are as diverse as the alliances themselves, including technology and intellectual property rights, market creation, best practices, policy influence, in-country networks, and expertise in development programs ranging from international trade to biodiversity protection. Together, the combination of complementary assets has encouraged innovative approaches, more effective problem solving and deeper impact. Importantly, public-private sector conversations almost always beget a better understanding of the challenge. 

The juncture for collaboration becomes even clearer as foreign investment flows shift: In the 1970s, 70 percent of resource flows from the United States to the developing world were from official US development assistance, and 30 percent were private. Today, 80 percent of flows are private, and 20 percent are public, underscoring the opportunity to work in confluence on common objectives.

Supporting Innovative Government

Common to each alliance is a shared belief that an alliance will be more effective than any approach taken alone, joint definition of the problem and its solution, shared commitment of resources, as well as shared risks and rewards. The nature of public-private alliances denotes a changed role for USAID, shifting it from managing government resources to managing relationships — from implementer to catalyst, convener and dealmaker. It also denotes a changing model for international development, as donor organizations, private companies and others increasingly work together to accomplish more in concert than can be accomplished individually.

In its opening year, 2002, USAID entered into over 75 alliances worldwide, leveraging $1.6 billion in cash and in-kind resources to USAID’s $336 million. Partners ranged from host-country ministries and small businesses to corporations, such as Cisco, Hewlett-Packard, Proctor & Gamble, Microsoft, Coca-Cola and ChevronTexaco. 

1. DEFINING AN ALLIANCE

Is an Alliance Appropriate?

The purpose of a public-private alliance is to bring about greater development impact through the combined strengths of a multiplicity of stakeholders in a development problem. An alliance should be considered when it supplements and deepens the impact of a Strategic Objective, planned results or activities. 

The checklist below is meant to provide you with criteria for deciding whether or not an alliance is a good way of identifying and solving a development problem, before too much time and energy are devoted to the process.

To be effective, completing the checklist requires open-minded inquiry without an inclination toward the solution of a development problem. It also requires that you proactively seek the information required — if you think an alliance might be the best way to meet a development challenge, get out and find out… don’t wait for the alliance to come to you. Alliances are quite different from the usual USAID partner arrangements wherein USAID’s strategic objective team decides the problem and solution, and the development partner is sought through conventional implementing mechanisms, such as a grant or contract.

Preconditions for Success: An Alliance Checklist

· Common cause:  The issue to be addressed by the alliance is important to prospective alliance members. It is clear why forming an alliance is advantageous as a way to treat the issue.

· Belief in alliances as a strategy:  Prospective alliance members believe that this approach can solve problems better than the status quo. Alliance members are willing to treat each other as equal partners.

· Presence of a convener:  At least one prospective alliance member (it might be you) has the standing to call the other alliance members to the table.

· Principled Behavior:  It is critical that USAID aligns itself with private sector entities whose interests are compatible with USAID’s and whose business practices do not pose reputation risks for the alliance or for USAID. Look for ‘evidence’ that the proposed partners’ operational practices incorporate, for instance, commitment to human rights, decent work conditions, environmental protection, and community involvement.

· Resources:  Financial and human resources to support the alliance are available.  Each member is willing to commit the particular resources that it is able to share.

· Willingness to explore opportunities:  Alliance members are willing to take risks together that individually they might not be willing to take; and they’re willing to work creatively together in doing so.
Don’t feel that you have to work in isolation as you complete the checklist. Many other organizations — other donors, NGOs, companies — already have a wealth of experience in establishing and using alliances. 

The following four key characteristics, known as the Alliance Precepts, are present in successful alliances:

· Joint definition of the development problem and its solution by all development partners in the alliance.

· Agreement between the development partners to share resources, risks and results in pursuit of an objective that can be better obtained with a joint effort.

· Looking toward new partners (or existing partners in new ways) for innovative approaches to get the job done.

· Leveraging significant resources that may include financial resources, in-kind contributions and intellectual property.

2. ENGAGING NEW PARTNERS

Identifying Mutual Interests, Capabilities

The process for determining alliance partners is shaped by the desired development impact and the stakeholders that may influence the successful or negative outcome of that impact. It is therefore important to incorporate stakeholders in the alliance discussion, and they should be considered as potential partners. Partners can be as diverse as the alliances themselves, including NGOs, foundations, universities, associations, small and large businesses, multilateral or bilateral donors and governments. They may be located in the US, the host country or a third country. As NGOs and the non-profit community represent a familiar community to USAID, this section focuses on the less traditional audience of the private sector, particularly private businesses and associations, to serve as a resource for USAID officers.
Early steps for identifying the right partners might include determining the organizations that make the largest investment in the sector or region; speaking at Chambers of Commerce or industry events; hosting a forum for potential private sector partners; or conferring with Embassy Commercial Attaches or Ministries of Commerce.

Resources

Several resources can help locate organizations in a particular sector and/or region of interest:

Internet Searches
Searches on sites such as Google.com may be the first start in locating relevant resources, including business directories, industry associations and news items. Including the sector, object and region in the search term will help refine the results. For example, the search string: “Technology Companies, Directory, Ghana,” on Google calls up several directories for host- and non-host country businesses.

Associations
Associations serve as an industry focal point and often stand to represent key organizations within a particular industry. They may provide one of the best networking opportunities, as they work closely within and across industry stakeholders to advance the common, collective interests of member organizations. Associations may help to make contact with member companies, often produce directories that index member and industry organizations, may serve as a conduit for alliance ideas with member contacts and often, themselves, are excellent candidates for alliances.

Associations may be most simply located through an Internet search. For example, the search string: “Association, Fruit Producers, Latin America,” on Google pulls several listings as well as news articles that cross reference US-based associations, such as the National Fruit Producers’ Association. US-based associations are likely resources for identifying international groups, as they commonly interface on international issues such as commerce and trade. 

Also helpful may be the Membership link on the Web site of an association or industry group. Such sites often provide member listings that link directly to the member company. For example, the International Chamber of Commerce, http://www.iccwbo.org/index.asp, offers a long hyperlinked list of member international businesses.

GDA Secretariat

Through its concentration of work on alliances and Corporate Social Responsibility (CSR), the Secretariat has met and networked with hundreds of organizations, from private sector companies to foundations. The Secretariat may be a direct help in finding or contacting a potential partner.

Additionally, the Secretariat hosts a due diligence database that can search a company based on its social contributions, legal filings and public records, ethics standing and performance. This is recommended once a partner is identified and alliance talks are underway.

Additional Resources

Foundation Center Library

http://fconline.fdncenter.org
1. Funding Guide for International and Foreign Programs 

2. International Grantmaking 

3. Grants for Foreign and International Programs 

Private Foundations and Corporate Grantmakers in Africa

http://www.usaid.gov/regions/afr/pubs/docs/grantmakers.pdf
Council on Foundations

http://www.cof.org
A full list of resources on alliances and corporate social responsibility is available in Appendix E.

Making Contact

The Government or Public Affairs representatives of a company or association provide excellent points of entrée. Within a company, they are often the most familiar with government agencies and may be the contacts with which USAID’s calling card carries the most weight. They often report directly to executive management and are able to bridge the parameters of the private and public sectors. Email and phone contact may be the best form of introduction; postal mail may risk being overlooked. 

Multiple Company Representatives


Identifying more than one point of contact at a company may be helpful. If an alliance idea does not progress within a large corporation, it may be that it does not match directly with the objectives of one particular group; however, a few contacts within a company may help find the right traction for an alliance. Depending on the size, location and ‘climate’ of the company, dynamics may exist between its headquarters and field operations, which may affect decision-making. For example, at Motorola, field personnel manage and implement programs; however, key decisions often require headquarters’ approval.

Collaborating: Contacts, Alliances

With USAID’s decentralized structure and several thousand staff, officers should be aware of coordinating communication with private sector players, particularly those with highly visible CSR programs, such as Microsoft, AOL or Coca-Cola. The following options can help coordinate USAID contacts:

· The GDA listserve, mentioned above, will facilitate intra-Agency dialogue by providing a venue for exchanging information on existing USAID alliances and partner contacts. 

· The GDA Secretariat tracks alliances across the Agency. The Secretariat may be able to report whether an alliance with the organization exists; reference other USAID staff that have worked with the organization to provide background; and/or help make contact directly with the organization. 
· Existing alliances: The GDA Secretariat has developed a database of existing USAID alliances. The database indexes and makes searchable the breadth of information that is available on alliances formed in FY ’02. A user would be able to search, for example, all information technology alliances in ’02, the amount leveraged, alliance partners, countries of operation, and estimated development impact.
Private Sector Dynamics

Partnerships are common among businesses, which often pursue their objectives through a host of partners. Business professionals are accustomed to cold calls and are generally receptive to being approached.
Stakeholders

One of the most palpable differences between the private and public sectors lies in stakeholders. A company exists by financial gains or losses. If its programs are unsuccessful or products are late, organizational and personal financial stakes are at risk. For personnel, this translates to pressures for time and results, and pressure to produce — effects that may transfer to correspondence, meetings, decision-making, timing, program management, or results reporting. 

Decision-Making

A company’s portfolio of activities must, by accountability to stakeholders, advance the company’s commercial interests — market share, supply chain, regulatory policy, workforce development, and research and development as well as reputation and social responsibility.

 

Culture

Without the same parameters of government protocol, culture may present subtle considerations for alliance discussions, depending on the style of the organization. Such considerations may include informality in process, directness, or relatively fewer internal procedures. 

Given USAID’s mechanisms for contracts and procurement as well as decentralized structure, decision-making and timing may present the most significant opportunities for travel to common ground. As always, staff must be mindful of conflict of interest and transparency issues. While this should not serve as a disincentive to pursue public-private alliances, it reinforces the importance of early consultation with cognizant legal and procurement officials.

Regardless of alliance or partner, relationships will prove one of the most important factors. The most successful relationships are those built over time and a shared history of successful outcomes.

Due Diligence

Once you have an idea of whom your alliance partners might be, assess its past performance, reputation and future plans with regard to various business principles and practices.

A due diligence investigation is a well thought out inquiry of a prospective partner that must be carried out prior to engaging in alliance negotiations. While a due diligence exploration can take many forms and range from quick and simple to long and complicated, its essence is to investigate what is often called the “triple bottom line,” i.e., Is the prospective partner socially responsible, environmentally accountable and financially sound?
  To assist you, a guide to conducting the due diligence investigation is found in the appendix. The guide features key questions and references to important web sites that will be of use to you.  As you browse the guide, keep in mind three things:  First, it may not be necessary to investigate every possible avenue of consideration.  For most transactions that you might consider, it would be too costly and too time consuming.  Particularly for small alliances, too much due diligence can kill the transaction. Note also that due diligence, once beyond an initial phase, is an ongoing process. Finally, note that it is not a requirement that a prospective alliance partner must have adopted any one or more of the several sets of international principles referred to in the guidance. Rather, a prospective partner’s adoption of such principles is a factor for USAID to consider in making an informed decision about whether a company would be an appropriate alliance partner.


Given USAID’s increased emphasis on public-private alliances, USAID Operating Units (OUs) are encouraged to actively consider the feasibility and desirability of building alliances directly into strategic plans and planning selected Strategic Objectives (SOs) or Intermediate Results (IR) in an alliance mode. In cases where this is appropriate, the key decisions concern how early and in what ways to involve potential alliance partners in the analysis of the problem and the formulation of strategies to address it.
In some cases, entire SOs may be framed in the form of public-private alliances; in other cases, alliances are relevant at the IR level, but not for the SO as a whole; most often, public-private alliances will be suitable at the sub-IR level. See GDA Inserts to the ADS on the CD for further guidance on incorporating alliances into a strategic planning review.
SO Level

An example of this is in Nigeria, where oil companies are the mainstay of the economy. The mission is beginning its strategic planning process with a series of conversations with the oil companies, before it defines individual SOs. Countries with significant HIV/AIDS issues might similarly begin their process by engaging pharmaceutical companies.
USAID/Mali realized a unique situation in having its strategy come to a close with the entire portfolio open to reassessment in developing a new strategic plan. Starting with a clean slate, the mission incorporated language that encourages alliances into all of its solicitations.
IR, Activity Levels

A strategic plan that doesn’t articulate alliances does not at all preclude alliances. Alliances are a ‘how,’ not a ‘what.’ They are a means to accomplish a greater result than would have otherwise not been possible. The key is a change in the shaping and framing of the discussion. 

Alliances Under Fully Mortgaged Budgets

Rationale for Alliances Under Budget Constraints

Alliances are a return on investment of time and budget. Though initial outreach and consultation may involve discussions beyond the typical planning process, alliances ultimately produce more attention and resources for development objectives:

· Alliances present an opportunity to more than double program resources.

· By working across stakeholder interests, USAID officers can help focus those groups that influence a program’s results.

· Alliances increase the human resources committed to an objective — the commitment is greater because the investment of real resources and shared risk are tied to core interests. 

· The solution to a development challenge may be available only through an alliance. For example, the Sustainable Forest Products Alliance incorporates points of interest in a product supply chain: World Wildlife Fund, Certified Forest Product Council, Home Depot and Ikea. By ensuring the purchase of only sustainable, environmentally harvested timber, Home Depot and Ikea protect their long-term supply and benefit from increased consumer confidence. The alliance creates markets for certified timber, combats illegal logging and influences policy reform. USAID contributed $2.5m and leveraged $10m from partners, a ratio of 1:4.

Since alliances are a tool to accomplish an objective, the priority remains on forming alliances where it makes developmental sense. As a result, an alliance is an important consideration midstream, even against a fully mortgaged budget. Special attention should be given to joint planning, a key characteristic of a mature alliance. 

Operational Considerations

Policy programming considerations

How and when is it possible to adjust existing strategies for alliance opportunities? The ADS and managing for results are designed to be flexible. Incorporating and building alliances boils down to the creative management of an OU’s program portfolio. Alliances are tactics that can be used to contribute to previously approved SOs, without seeking prior approval. For alliances planned at the SO level, there is discretion within the SO to allocate funds from one activity to the other. For alliances planned at the activity level, adjustments can be made, if necessary, to accommodate an alliance approach. One example is where existing grants or contracts are not producing the desired effort and changes through amendment are necessary. 
Programming options

Below is a menu of programming options for incorporating alliances midstream and under fully mortgaged budgets:

1. Use Incentive Funds to create a new activity or scale up existing activity supporting an existing SO.

Pros: 
Additional resources



Clean start – permits competition, joint planning, clear partner relationships


Cons:
Not available to all

If a mission identifies an opportunity to build an alliance in support of their existing program, but cannot free up adequate budget resources, there are limited resources within the GDA Secretariat or perhaps through a mission’s parent bureau. 
2. Use pillar bureau buy-in mechanisms (or other vehicles) to create a new activity within an existing SO.

Pros:
TA and procurement support from pillar bureau

US partners identified and partner relationships in place

Cons:  Does not necessarily resolve funding constraints

Example:  Alliance in Youth Development, Marcia Glenn, EGAT/ENV/UP


The office is in the process of broadening activities focused on HIV/AIDS, employment, and conflict mitigation to a planned EGAT-AFR alliance to support youth development. ENV/UP staff, in collaboration with AFR, is developing a joint EGAT-AFR alliance, which builds on an existing Leader and Associates agreement and ENV/UP’s on-going, separately funded, alliance relationships with IYF and Rotary International.  The EGAT-AFR plan is to offer the resources available under these programs — both technical assistance and access to the leveraging potential— to any Africa mission that wishes to develop an activity in support of youth development. Strong interest in this option has been demonstrated by missions with SOs in HIV/AIDS, employment, and conflict mitigation, given the central role that youth plays in all three sectors. The alliance plans to afford mission support under this arrangement without requiring funding in the initial year, making it an attractive avenue for resource-short missions interested in alliance-building.
3. Build alliances around existing grants/contracts to provide TA support for alliance activity, in parallel with contributions provided by outside partners; partners can be brought in for collaboration and agreement without co-mingling resources or redirecting existing work

Pros:
TA services already in place

Cons:
Restricted scope for joint planning

May need to amend grant/contract

May need to redefine roles and relationships to reflect new partner

This could be in the form of adding new partners that bring their own funding for new program components. Partner contributions might include foreign direct investment; purchasing power; lessons learned; combined political influence; proprietary products, intellectual property; complementary skills, services; volunteerism; and, increased problem solving and reach. 

Example: Indonesia Illegal Logging and Biodiversity Alliances, Fred Pollock, Indonesia/REM

The mission used existing grants and contracts to support alliance opportunities that contributed to mission priorities — in fact, it may help to start with an existing program. While the mission’s resources were committed under several sectorally focused SOAGs, these did not require amendment or renegotiation since the alliance activities were entirely consistent with the objectives defined in them. Rather, a coordinating mechanism was needed within the mission to ensure management of activities by individual SO Teams was sufficiently integrated to support the cross-sector alliance program. Where contract or grant amendments were required, contractors were responsive and more than willing to cooperate, as they saw the benefit to the program of mobilizing additional resources under the proposed alliance.
4. Reallocate resources within a SOAg to fund new grant/contract support for alliance work.

Pros:
Clean start — permits competition, joint planning, clear partner relationships

Cons:
May need to renegotiate with host country government partner

5. Seek out partners that can bring their own funding.

Pros:   High return on investment of staff time.

Cons:
May not find suitable partners; requires commitment of staff time

This is not just a theoretical point, but builds on what is routinely practiced by many USAID missions in their donor coordination work. When this concept is broadened to embrace privately funded development programs and is done with focus and continuity, it can produce significant results, as is illustrated by a case in Brazil. A USAID officer successfully “leveraged” the activities of other bilateral and multilateral donors and private foundations to support local USAID objectives by regularly convening consultative donor meetings and advocating greater coordination in support of specific sectoral goals. 


Solicitations provide a second point of entry, aside from the strategic planning process, by which alliances can be incorporated into programmatic work.

RFAs and RFPs

The Mali mission put itself forward as a GDA laboratory for incorporating alliances into competitive solicitations. In late FY 02 and early FY 03, USAID/Mali was beginning a new strategy period and was in a position to re-compete it’s entire portfolio by issuing a series of RFAs and RFPs. The mission incorporated language that encourages public-private alliances into these solicitations. The language outlines why USAID emphasizes public-private alliances as a new business model, and encourages applicants/offerors to seek out private funding partners and utilize this approach in planned activities. The language encourages but does not require public-private alliances when submitting a proposal. The mission believes this approach is bringing in significant new ideas and resources. (See Appendix D.)

GDA Annual Program Statement (APS)
The GDA APS is an open solicitation being field tested by the GDA Secretariat as one way to draw forth groups with which USAID does not normally do business. The APS covers all regions and countries where the Agency operates and all sectors that USAID has identified as a priority for sustainable development programs. Three separate windows were provided for submitting concept papers to enable potential partners to consult with others.
The APS allows for an open competition process by inviting all audiences to submit a brief concept paper on a promising alliance concept.
· The APS helps to structure conversation with outside entities worldwide. Under the original APS, more than 350 concept papers were received. The Secretariat conducts the initial screening and forwards those that qualified to relevant operating units (OUs). Full proposals are invited from those whose concept papers are found to be of potential value by relevant OUs. Based on technical merit, availability of funding, and other factors, a number are being adopted by OUs for award and implementation.  
Another USAID/W approach: Due to significant funding constraints, the EGAT’s Urban Programs office relies almost solely on private-public sector partnerships. For example, the Making Cities Work Partnership Grant Program was created to assist USAID missions to address urban issues through partnerships, thereby leveraging benefits in multiple sectors. The program uses core funds to match mission contributions up to $100,000. 

3. CONSTRUCTING, NEGOTIATING ALLIANCES

Convening Partners

The first meeting of prospective alliance members is exploratory; generally, the partner that is initiating the alliance will take this step. Its goal is to build enough trust and commitment to meet again. Here are some tried and true meeting tips for you to consider:

· Who convenes?  It is important to identify an individual or organization that is well regarded by all parties to call meetings. The convening individual or group needs to have credibility with all the prospective alliance members.

· Who attends?  It is also important that those with appropriate professional responsibilities attend the meetings. Oftentimes, such meetings require attendees possessing clear authority to speak on behalf of their organizations. 

· Where?  The actual meeting location must also be considered.  For an initial few meetings, it may be best to identify some neutral ground. This prevents the meeting from being perceived as under one organization’s control.

· Who moderates?  If choosing a moderator for the initial meetings, find a facilitator who allows alliance members to raise issues without getting bogged down in unproductive discussions.

· What is discussed?  An agenda for the first meeting might simply focus upon two things: personal and organizational introductions and a sharing of viewpoints about the common cause or issue that has brought the alliance together. If the organizations have not had a history of interaction, the meeting might end right there with a summary of viewpoints written for distribution.  

If the meeting members already know each other, they might move directly to determining their collective vision of the problem and its solution, which would otherwise be a topic for a second meeting.

Setting Direction

Alliances often encourage looking at old problems in new ways, bringing energy and creativity along with shared solutions. This happens most easily if the alliance members begin with a shared understanding about the nature of the problem and ideas about possible solutions. Steps you might take together include:

Defining the Problem

Successful problem definition involves identifying a meaningful junction of the interests and needs of alliance members. Enjoining representatives of all interested parties at the table during this discussion on setting directions is highly desirable. 

Equally desirable is for the alliance members to seek out and bring to the discussion the positions and strengths of those who might oppose the work of the alliance so that issues can be addressed. Some questions to answer are: 

· What is the nature of the problem that this alliance might solve?

· Why is it advantageous to organize an alliance to solve it? 

· How are the stakeholders affected by the problem?

Brainstorming Solutions

Noting the importance of having the beneficiaries’ support, describe each member’s stake in the problem and identify solutions to it (without getting bogged down in tasks, resources, personalities and histories). This is the time to clarify the vision of the alliance, its goal and strategic objectives, and establish a climate of hope and a willingness to work together. Some questions to answer are:  To what extent are resources from different alliance members required? What skills, human and/or material resources does each member have that could help solve the problem? Is there another organization that should be brought into the alliance?

Identifying Local Allies

For mission-level alliances in particular, there are often local organizations already active in solving the problem. They may already be working in partnership with other public or private entities. In the public sector, different agencies at various levels of government often collaborate to address a particular issue, based upon their mandate, interests and resources. In business, joint ventures, trade associations, and federations are common. And in civil society, NGO coalitions are often formed around common issues or relationships to more effectively utilize resources. Some questions to answer: What are the local organizations active in solving the problem (and who are the key actors in the organizations)? Among these, are there organizations with the capacity to become members of the alliance? Are there organizations with the capacity to become implementing partners?


In subsequent meetings the alliance can develop its goal and objectives into an initial action plan. When developing the action plan, keep in mind the ground rules of effective collaboration. Key questions that the alliance needs to answer at this point are:

· How should actions be implemented?  Open lines of communication are vital, as are clearly defined planning rules (e.g., something akin to the logical framework which helps the alliance set lower order outcomes and outputs, and roughly identify inputs and cost estimates). The implementation of major action plans may involve recruiting new alliance members (or implementing partners) that may not have been part of earlier problem-solving discussions.

· How will resource allocation take place?  Each member has distinct financial, human resource and technological capabilities.  This issue often becomes a sticking point during the implementation process.  Alliance members need to discuss resources continuously—i.e., who’s providing what—in order to ensure that the issue remains well understood from the outset.

· How can alliance members implement detailed plans in ways that respect their particular interests?  Action planning may bring out further points of difference between the alliance members.  It is important to respect these differences at all times.  Differences exist in every alliance and accommodating them is a necessary component of successful alliances.

Agreement: Memorandum of Understanding (MOU)

At this point, alliance members should undertake some formal codification of their collaboration. This might take the form of a MOU or letter of intent, that — while not legally binding — commits the alliance members to the agreed upon course of action. Although the Agency has no set format for such an agreement, and they will vary greatly in degree of specificity, the following elements should be considered:

Partner organization details: The name of each alliance partner, the contact person and her or his contact details, and a very brief description of the organization.

Goal and objectives: A description of the problem the alliance was formed to solve and why the alliance is a good way to address the problem, what the alliance’s goal is in solving the problem, and what the alliance strategies are for reaching the goal.


Operating principles: Alliance members must have a general understanding of how the alliance will manage its program. This includes:

· A description of any special administrative structure required by the alliance (including anticipated working groups and committees)

· How decisions will be made

· How conflict will be resolved

· How the agreement can be renewed, modified or terminated

· The end date for the agreement

Responsibilities of alliance members:  Describes what each member gives to and gets from the alliance; provides a preliminary view of the resources that each member will commit—core resources, program and/or project resources (financial and non-financial); and sets out the alliance’s implementation timeline.

Accountability: Notes how the program performance of the alliance is expected to be measured, whether an independent audit of the alliance’s financial arrangements will be undertaken, and how adjustments will be made to the alliance.

Disclaimer: The agreement should include a statement akin to: “This is a working agreement only and shall not be legally binding on either USAID or the partners without further documentation.”

In addition to setting out the operational framework for the alliance, an agreement of this nature can be an important document because it conveys the objectives and intent of the alliance and may be used to explain the alliance to others and potentially leverage increased resources. 

In considering and negotiating MOUs and similar agreements, you will of course need to prepare documents that meet the needs of your specific alliance. GC or RLA assistance should be sought in negotiating and drafting the MOU or similar document. While an MOU itself is not an obligating document, it may contemplate a future grant or contract award by USAID. If this is the case, M/OP or RCO assistance should be sought with respect to the choice of instrument and the procedures to be followed.

USAID Statutory and Policy Requirements

At this stage, you should address the normal list of statutory, regulatory and policy requirements that apply to USAID-funded activities. For instance, USAID’s environmental review requirement will need to be addressed in accordance with USAID Reg. 16. In general, as with any activity, the items listed in the country and activity checklists that are updated annually by GC should be addressed and complied with. You will need to consider the applicability of the Agency’s policy determinations and statements on various subjects that are included as references to the ADS 200 series. This assumes that USAID will be providing financing for the alliance. In some situations, USAID may simply play a matchmaker role or may provide in-kind resources rather than direct funding.

Conflict of Interest Considerations

Planning collaboratively with alliance partners, one or more of who may well become USAID’s implementing partners or otherwise receive USAID funds, requires your careful attention to organizational conflict of interest (OCI).  The Supplementary Reference to ADS 201 and 202, Legal and Policy Considerations When Involving Partners and Customers On Strategic Objective Teams and Other Consultations, discusses what constitutes OCI and what restrictions must be placed on partners to avoid it. In brief, OCI restrictions do not apply when outside organizations participate in:

1. Discussions regarding concepts, ideas or strategies, i.e., the stage prior to identifying possible implementation instruments

2. Discussions regarding ongoing and completed activities (whether under contracts or assistance instruments)

3. Matters involving only assistance (not contract) instruments, both during the competition stage and once the activity is in progress

In discussions regarding concepts, ideas and strategies, the key question is the extent of association with a specific procurement, e.g. Does the discussion of concepts, ideas and strategies spill over into decisions about the implementation instrument to be used and/or details that will be written into the statement of work?  OCI does not exist in the abstract.  If one cannot identify a procurement that would be compromised by discussions with outside organizations, then there is no OCI under the federal standard.

The overarching principle for both contracts and assistance is fundamental fairness.  In contrast to the contract context (which is more heavily regulated by laws and Agency policies), there are no specific legal or Agency-level restrictions on participation of outside organizations when only assistance instruments (grants and cooperatives agreements) are involved. However, in view of the fairness concern as well as to ensure that the Agency receives the best services or products available, Strategic Objective Teams are encouraged to review assistance competitions case-by-case to consider whether certain restrictions make sense under the circumstances.

Financing: Parallel or Pooled
In most situations, existing instruments can be used to support an alliance. In some cases, the conventional form of contract, grant or cooperative agreement may not be appropriate for the planned relationships. This approach requires creative thinking by all parties involved, and the early involvement of the Office of General Counsel and Office of Procurement.

In some instances, the use of a new approach could mean that you’ll have less direct control over the direction of a program that USAID funds. New approaches will require you to focus on relationships and agreements that address effective governance, operational capacity and accountability requirements — requirements that are essential both to the success of the development program and the protection of USAID’s financial and programmatic interest in the alliance.

There are a number of options when considering approaches to establishing alliances.  These can be placed into two broad categories:  a) parallel financing and b) pooled resources.

Parallel Financing

Under this approach, the alliance partners reach agreement on how to work together to address a development problem, with each partner establishing a separate mechanism, such as a grant, contract or cooperative agreement, through which to provide resources (financial or in-kind) to support the alliance’s work. Alliance partners work together — but independently — toward the alliance goal, without the need of a separate entity to implement the work, as with pooled resources, below. 

In addition to each partner’s own funding mechanism, this approach typically involves an MOU, letter of intent or similar document that lays out the common agenda and the specific responsibilities of each party. Though not binding, this document sets forth the intent of the partners to work collaboratively. As an MOU does not obligate funds, a bureau or mission official may sign the document. GC or the appropriate Regional Legal Adviser should assist with the negotiation and drafting of the MOU. The procurement officer also should be involved in the preparation of the MOU if you intend to award a grant or other instrument in support of the alliance. This will require your attention to the question of whether competition is appropriate or an exception to competitive procedures is called for.


In this type of alliance, USAID awards a grant or cooperative agreement to an NGO (or a contract to a firm) that is supporting or participating in the alliance. While there will be situations in which contracting for services in support of alliances is appropriate (or issuing task orders under existing Indefinite Quantity Contracts), it is anticipated that USAID will rely significantly on grants and cooperative agreements to provide financial support to public-private alliances.

Pooled Resources

Pooled resource alliances can be arranged in several different ways, and include the following:

USAID and its partners establish an alliance governance structure for the purpose of attracting resources and making joint program decisions. This approach may involve the formation of a new legal entity, such as a U.S. NGO that secures 501(c)(3) status under the Internal Revenue Code to facilitate tax-advantaged private contributions. Or the alliance members may agree to operate as an informal partnership to direct the policies and programs of the alliance.

The structure generally includes a technical expert committee to support the board of directors of the alliance and the development of clear operating procedures for the alliance’s program. Under this general approach, whether or not a new legal entity is established, the alliance enters into an agreement with a Public International Organization (PIO), such as UNICEF or the World Bank, to manage the alliance’s resources as a trustee or fiduciary agent. In some circumstances it may be possible for other types of financial institutions to play this role. One or more additional agreements with existing organizations may be entered into to provide administrative and other services to the alliance program. 

For this type of alliance, USAID support typically takes the form of a grant to the NGO established by the alliance, or to the PIO or other financial institution that serves as trustee for the alliance’s resources. When managed by a PIO, USAID grant funds may be commingled with the funds of other contributors and managed collectively. USAID will use a tailor-made and generally streamlined form of grant agreement that requires an approved exception to the general requirement of competition, as well as deviations under ADS Chapters 303 and 308. In addition to the grant agreement, substantial effort generally will be required in connection with the negotiation of the alliance’s corporate charter, by-laws, trust agreement, operating procedures and other documents necessary to establish its operational structure.

A simpler version of the above, with which USAID has considerable experience, is the direct use of a PIO to manage a multi-donor program initiative. Typically this approach has involved only donor government funding, but could include private contributions. The key distinction between this example and the first example above is that in this case, the alliance is essentially a financing mechanism for a special PIO program, rather than an independent collaborative effort that relies on a PIO’s financial and administrative services. Under this approach, USAID’s grant is made to the PIO following ADS Chapter 308 direction. Deviations may need to be approved, depending on the details of the individual alliance.

In appropriate circumstances, USAID may make an endowment grant to a private, non-governmental organization to capitalize a fund that will generate income to maintain activities of the NGO that are consistent with the alliance purpose. An endowment grant to an NGO participating in an alliance may be just the right tool for the alliance to develop a long-term funding plan for a long-term financial requirement. USAID and other donor resources are pooled in the sense that they are consolidated in the grantee’s endowment fund. Current USAID policy requires that USAID grant funds be accounted for separately. However, this requirement has not been an impediment to successful endowment grants. USAID’s Policy Determination #21, Guidelines: Endowments Financed with Appropriated Funds, provides guidance on making endowment grants. Model grant formats are available from OP and GC. Depending on the circumstances under which an endowment grant is planned, a competitive process may be appropriate. If an endowment is proposed for a multi-party alliance with a special governance structure, the considerations and approvals described above will need to be attended to.

Still another possible pooled resource approach is a jointly funded USAID grant, cooperative agreement or contract that accommodates donations to USAID following the procedures set forth in ADS 628. (Note that contributions to the U.S. Government by individuals and corporations are considered to be tax-deductible charitable contributions under Section 170 of the Internal Revenue Code.) This approach would, in effect, have USAID serve as the trustee for the management of contributions by other alliance members. In its simplest form, this approach might involve the donation by a single company to USAID to expand an existing USAID program (e.g., increasing the funding for an already-awarded assistance instrument). USAID and alliance members also could use this approach to jointly design and fund a new grant, cooperative agreement or contract to implement the alliance’s program.

Funding Instruments

Grants, Contracts, Cooperative Agreements

Often, alliances are supported with existing policy and traditional grant mechanisms. The process of identifying partners and jointly defining problems and their resolution may be conducted as part of a competitive grant-making process. Alternatively, if multiple alliance ideas in a sector, region or country are being informally discussed, but no formal ideas have been presented, you could consider holding a conference specifically to encourage and develop innovative ideas. The result of this conference could form the basis for a Request for Applications (RFA) or Annual Program Statement (APS) incorporating some of the alliance ideas discussed at the conference, or it might stimulate the submission of proposals to USAID.

Use of Competitive Solicitation to Seek Innovative Approaches

Using either an RFA or APS, you can issue a solicitation that clearly identifies the resulting award as being made to support a public-private alliance. If alliance members agree, the solicitation can include the names of alliance partners and the resources that they will be supplying (money or in-kind support).

Another approach would be for your solicitation to challenge prospective applicants to identify and include new and unique resources (technical and/or financial) in their proposal. Applicants could be instructed to factor these resources into their application and overall program as part of their cost share. Technical evaluation criteria in the solicitation may include points for the best-proposed use or integration of alliance partners, whether those partners were identified in the solicitation or discovered and cultivated by the applicant.

In general when using competitive solicitations that will result in a grant or cooperative agreement award to NGOs or educational institutions for public-private alliances, the solicitation documents should specify that the recipient is required to independently negotiate appropriate agreement(s) with all proposed alliance partner(s). In cases where USAID enabled the relationship by identifying in the solicitation the alliance partner(s) to be used or by suggesting possible alliance partners, it also should specify that USAID has no direct relationship with such alliance partner(s).

Matching Funds

USAID can assist existing or potential USAID-funded NGOs to maximize cost-share resources, thereby expanding the overall resources available to a program, by actively ‘marketing’ for outside contributions. There are some important issues to consider:

· First, the proposed alliance member that will provide the funding, such as a corporation or foundation, must be willing and able to participate in an USAID alliance through the partner NGO

· Second, this approach assumes that you’ve already obtained agreement to participate from the recipient organization

· Third, you should give careful consideration to which programs actually make good candidates for this type of solicitation

· Finally, contributions from potential funding partners should reflect a mutuality of purpose between the objective of their contribution and the objectives of your existing USAID- funded program

This approach uses established ADS Chapter 303 procedures and Standard Provisions. The business and programmatic risks are therefore low or equivalent to the risks we normally encounter in our grants and cooperative agreements and the process by which we make these awards.

This approach might work as follows:  First, satisfy that the program in which USAID and the funding organization are interested would be specifically related to the program in the existing grant or cooperative agreement that is being proposed as a “match” mechanism. Then introduce the prospective funding partner to the NGO that has the existing USAID grant or cooperative agreement. The USAID recipient would freely agree to the proposed arrangement and the funding partner and the recipient would independently negotiate an agreement. (While you may initiate the potential match, you’ll have no further direct relationship with this transaction.) That agreement could then, if necessary, be negotiated into the USAID grant or cooperative agreement. Monies or other in-kind resources received from the partner would then be reflected as cost share.

Use of Pre-Qualification Rounds

The pre-qualification competition permitted in ADS Chapter 303.5.5a(4) may be used in lieu of a traditional full and open competitive procedure. To utilize this method, your Strategic Objective Team, with the approval of the Agreement Officer, would establish a two-tiered (or more) competition system. For the first tier, competition would be used to solicit brief concept papers in which applicants would be asked to outline their approach and their use of either self-proposed or USAID prescribed alliance partners. Technical evaluation criteria would be used to select the best applicants from the first round for a more intensive competition and evaluation.  Some suggested technical evaluation criteria could include: 

· An emphasis on those alliances involving local leadership and local beneficiaries to ensure sustainability

· A preference for those proposals that involve the greatest leveraging of outside resources and address an important development problem

Use of Exceptions to Competition

You are encouraged to use the exceptions to competition specified in ADS Chapter 303.5.5d, to the extent that the exceptions are necessary to facilitate the formation of an alliance. Some exceptions which might be particularly relevant to entering into and providing grant support to alliance relationships are: “Amendments and Follow-Ons,” “Unsolicited Applications,” or “Predominant or Exclusive Capability.” In all instances, coordinate any envisioned non-competitive approach with your Cognizant Agreement Officer early in the planning phase. Also, while you’re encouraged to use the available exceptions to competition where called for in order to meet development objectives, remember that the exceptions must still be documented and justified.

Fundraising

USAID’s General Counsel advises that USAID officials may seek contributions from individuals, corporations and foundations for USAID projects and activities, or for the projects and activities of other organizations. However, a number of conditions need to be met in order to avoid potential conflict of interest problems. GC has prepared guidance that outlines procedures for officers who may wish to undertake solicitations for contributions to USAID's or other organizations' projects and activities. Note that these procedures do not apply to donor coordination efforts or requests for cost-share contributions, and in general do not apply to instances in which USAID does not initiate the fundraising activity. (Agency guidance regarding receipt of donated funds can be found in ADS Chapter 628, Gifts and Donations and Dollar Trust Fund Management.)

4. MANAGING ALLIANCES

The goal and objectives for your alliance should be, by now, established with alliance partners up front. Set realistic, time-certain and measurable criteria by which to gauge and later evaluate the progress of your alliance, charting the course of the alliance by visible results. The results will later provide a platform from which to communicate the alliance’s success. These results will contribute to the alliance’s goal, or the desired development impact, such as the number of households, number of participants, or the population to be addressed. 
Intra-Agency, Partner Coordination

Washington’s role has often been to provide outreach and to introduce potential alliances to the field. Many partners may not be located in the field, so the discussion can be pushed upstream to Washington and coordinated with the field. 

Governance Structures

Management of an alliance will be greatly facilitated when the governance structure that you established with the MOU is clearly defined. 

Conflict Resolution

Though conflicts among partners in an alliance are an exception, rather than the rule, it will serve you to be aware of potential sources of conflict so as to be able to anticipate and mitigate any issues in advance. A key reason for the lack of productive interaction among alliance members is that the missions and cultures of the organizations are different.

Investigate particular sources of potential problems: Organizational representatives must be able to address the focal issue of the alliance from the viewpoint of their constituents, even while they may have substantial disagreements over other related issues. Some questions to answer: What is the history of the organization’s relationships with other prospective members of the alliance? How much tension, if any, must be overcome to make cooperation possible?

Be aware of typical organizational strengths and potential areas for concern: 

· Government strengths include the ability to improve the enabling environment, public accountability and adjudicative functions. Potential areas of concern with the government sector include inertia, micro-management, exhaustion from an ongoing tension between demands and resources, and a bureaucratic culture.

· Business strengths include access to production facilities, technical expertise, and a market culture that promotes efficiency, innovation, entrepreneurship, competition and a strong client orientation. Potential areas of concern with the private sector include distrust of collective action, inability to deal with externalities, lack of transparency, and emphasis on short-term results.

· NGO strengths include a volunteer culture sensitive to members' needs and values, and organizations that tend to be smaller and more flexible than the other alliance members. Potential areas of concern with NGOs include chronic under-funding, focus on process rather than product, lack of experience in working with government and private business, as well as various management and organizational weaknesses.

Overall, it’s important to realize that effective organizations learn how to deal with these issues, but may never really get over them completely. However, effective organizations manage to affirm the collective interest and provide a base for action with others. Some questions to answer: To what extent is the issue so widely perceived as a crisis that otherwise reluctant organizations might be willing to try something new? Which prospective alliance members are ready for collaboration?  Which are not? What are the impediments to a strategic alliance?




Monitoring and evaluation criteria and benchmarks should be established with the alliance partners; set your expectations up front. If USAID funding is involved in the alliance you would manage those funds and report on their use as with any activity, i.e. your Strategic Objective Team would continue to measure strategic objective results achievement with its agreed-upon indicators. The principal management differences come in the way you’ll monitor and report alliance progress. To be sure, alliance governance is an ongoing and dynamic process that requires everyone’s full engagement.

The FY 2002 Annual Reports set the baseline for the Agency to use in measuring its progress in developing alliances. You are required to report on the indicator: “Did your operating unit achieve a significant result working in alliance with the private sector or NGOs?”

In addition, your OU is required to report on how many alliances you have implemented in that year, and how many you plan to implement in the next year.

Although it’s not been completely settled, it’s expected that in subsequent years you will continue to report in the same way.

The prototypical development alliance can be characterized by the following: 

· It involves joint development of objectives and activities with outside partners.

· It brings new partners to the development challenge or significantly expands an alliance with existing partners.

· Significant resource mobilization (i.e., leveraging) is included — this would mean greater than 1:1 and can include funds, in-kind contributions and intellectual property.

It’s important to note that in instances where you’ve been instrumental in fostering an alliance between outside groups that promotes the achievement of your strategic objective (e.g., helping to build a consortium of international wildlife conservation organizations that contributes to the achievement of a natural resources strategic objective), but have not used USAID programming resources to do so, it does not qualify as an alliance for reporting purposes.  However, be sure to mention it in your Annual Report (or in its cover letter) at an appropriate point if you want readers to know about USAID’s role in facilitating the alliance.


To be reported as a Global Development Alliance, an activity must meet the following threshold criteria:

· It must be a public-private alliance in which the total of USAID resources (from all sources) committed over the life of the alliance activity is leveraging at least an equal or greater amount of total partner resources

· Beginning in FY03, this partner contribution must include private funds at least equal to 25% of the value of the expected USAID resources

In addition to these leveraging criteria, GDA alliances should also exhibit the following characteristics: 

· Joint planning and problem definition

· Shared risks and responsibilities

· Ideally, though not necessarily, new partners and/or innovative approaches.

The resource contributions expected from GDA partners may include both public and private funds, and may be provided in cash or in-kind contributions. Public resources contributed to an alliance may come from other USG agencies, state and local governments or governmental agencies, bilateral and multilateral institutions, and foreign governments or governmental agencies. Private resources would include contributions from private companies, foundations, universities, NGOs (if raised from non-public sources), private individuals, and any other non-public source.  

Results and impact reporting on GDA activities has been incorporated into the Agency’s Annual Performance Report. Guidance on how to report on GDA activities for this report is issued as part of the annual Agency guidance prepared by PPC and issued in the first quarter of each new FY.  

In addition, the GDA Secretariat is maintaining a database on GDA alliances for which USAID has obligated funds beginning in FY02. This database is designed to track alliances from the planning stages through to implementation, as a basis for reporting to the Administrator and a diverse range of external audiences on the extent to which alliances are being used in USAID programs, the numbers and kinds of alliance partners USAID is working with, and the value of partner contributions. The summary matrix and the full database are available from the GDA Secretariat.

APPENDICES

USAID, Retailers, Conservationists Seed Markets for Responsible Forest Products, Protect Environment

CHALLENGE


Forests are a key natural resource that provide sustenance and

income to more than 1.6 billion of the world’s poor. In addition to

providing valuable wood and non-wood products, forests provide

watershed protection, habitat for critical animal and plant species

and carbon storage. Forests and ecosystems around the world are

being destroyed at unprecedented rates from unsustainable forestry

practices, destructive and illegal logging and conversion to other

land uses. At least one-half of all logging activities in regions such

as the Amazon Basin, Central Africa and the Russian Federation

are estimated to be illegal. The World Bank projects the loss of

revenue to governments is $5 billion annually, with a further

$10 billion lost to the economies of less-developed countries.

INITIATIVE

USAID, retail businesses, NGOs and government agencies are

partnering under the Sustainable Forest Products Global Alliance

to encourage sustainable forestry practices and conservation and

reduce illegal trade by connecting producers of responsible forest

products in the developing world to buyers in the developed world.

Through the nearly $8 million program, NGOs World Wildlife

Fund and Metafore, with partners such as the Home Depot, NGO

Forest Trends and the USDA Forest Service, are working with

USAID to increase demand for certified timber, increase supplies

of legally sourced certified products in key producing regions and

improve access to technical approaches and market intelligence

about sustainable forestry.

RESULTS
	� Brazil: Building a new

Forest Management

Training Center in the

Amazon, as demand for

trained foresters outstrip

availability
	� Congo Basin: Improving

practices to counteract

deforestation and biodiversity

loss; conducting

training workshops

for responsible forestry

managers


	� Mexico: Assisting Mexican

communities to improve

their resource management,

forest products and access

to higher-paying markets
	� Peru: Testing new tree

species to substitute for

high-value woods


 L T 


USAID, Foundations, NGOs, PIOs, Associations, Universities Work to Clean Water in West Africa
CHALLENGE

Nearly 20 percent of the world’s population, 1.2 billion people, lack access to clean drinking water, and 2.4 billion need access to adequate sanitation. In 2000 alone, 1.3 million children under age 5 in developing countries died from diarrheal diseases caused by unsafe water and sanitation. People suffer from easily prevented water-related diseases, including guinea worm, river blindness and trachoma, the world’s leading cause of preventable  blindness. In the poor and vulnerable rural communities of Ghana, Niger and Mali, health and livelihood issues associated with water resources are critical. Food security and the health of ecosystems, upon which all life depends, require sustainable sources of clean water.

INITIATIVE

Inspired by their successful work in Ghana and other countries, the Conrad N. Hilton Foundation invited USAID and several other international organizations to form a $41 million alliance, the West Africa Water Initiative (WAWI), with partners including public international organization (PIO) UNICEF, faith-based NGO World Vision, service organization Lions Clubs International Foundation, UK-based NGO WaterAid, Desert Research Institute, and the World Chlorine Council. The alliance provides water supply, sanitation and hygiene services, and supports integrated water resources management in Ghana, Mali and Niger. Partners are working with governments and communities to increase the level of access to safe water and sanitation among poor and vulnerable populations, reduce water-related diseases and ensure ecologically and financially sustainable management of water quantity and quality. Partners plan to replicate the alliance’s work in other countries.

RESULTS
� By 2008, a minimum of

825 boreholes, 100 alternative

water sources for

income generation, and

9,000 latrines are anticipated,

reaching more than a

450,000 people

� Thousands of adults, children

and teachers will be

instructed in safe hygiene

and sanitation practices

$300,000

$300,000



USAID, US and Local Businesses, Government, NGOs 

Build Scholarships For Girls’ Success in Morocco

CHALLENGE

Only 7 percent of rural girls in Morocco currently reach middle school. The national illiteracy rate for women is 64 percent but can be as high as 88 percent in rural areas. Cultural bias in extremely poor, remote areas asserts that scarce funds are wasted on girls’ schooling, and funding is reserved for boys. Middle schools are often located in urban settings, far from villages, with little housing for girls. Daughters’ parents are dependent on city friends or family to house girls, but this option is often unavailable. Once set, the rural-urban divide continues throughout a girl’s lifetime.

INITIATIVE

USAID, US and local businesses, NGOs, local government, and foundations are working to assure girls’ attendance at middle school. Coca-Cola, Motorola, diplomat-funded foundation Cercle Diplomatique, Afriquia Oil Company, women’s magazine Femmes du Maroc, Foundation Hassan II, producers of the annual Caftan fashion show and the Government of Morocco joined in the Scholarships for Success Alliance. The program raises awareness and support for girls’ education and contributes to the Rural Girls’ Educational Support Committee (CSSF), an NGO that provides scholarships and safe housing. Morroco’s Ministry of National Education and Youth committed to granting the scholarship graduates with an ongoing scholarship for high school, and the Ministry of Health committed full medical coverage of the scholarship recipients during the three-year period.

RESULTS

� The number of girls

enrolled in the scholarship

program quadrupled from

112 to more than 400, and

girls’ housing was expanded

from 7 to 15 homes




GLOBAL DEVELOPMENT ALLIANCE

Legal FAQs 

1.   Do we need to follow a formal competitive process to do outreach to potential alliance partners?  

No.  Looking for alliance partners who will bring their own resources to the alliance is a different proposition than the processes USAID must follow to award Federal contracts or Federal grants for the implementation of alliance-supported programs.  However, fairness and transparency should be maintained as overarching principles in conducting outreach efforts and forming alliances. Exploration of possible alliances should take place in a transparent manner and generally should involve wide consultation with possible partners. Particularly in instances in which USAID initiates a proposed alliance, we must be certain that our planning identifies and reaches out to the full range of possible partners, taking into consideration the expected purpose and scope of the alliance. At the same time, we should remember that complexity increases with the number of partners, and make every effort to agree on an alliance whose size and governance structure are manageable. In general, alliances that are expected to include one or more commercial firms should consider offering the opportunity for participation to additional interested commercial firms.  

Note that when the plan is for an alliance, once formed, to implement activities of the alliance through a USAID awarded contract or grant/cooperative agreement, USAID must follow contract (Federal Acquisition Regulation) or assistance (ADS 303) rules in connection with the making of such awards.  

2.   Should a USAID employee who is trying to put together an alliance with private firms be concerned with the application of the Standards of Conduct concerning conflicting financial interests (18 USC 208) if that employee has a financial interest in one of the firms being considered for the alliance?

Maybe, but probably not in most situations.  As is always the case in applying 18 USC 208 to a specific situation, the details are very important and the advice of GC or an RLA is helpful.  The statute prohibits an employee from participating personally and substantially in an official capacity in any particular matter in which, to his knowledge, he or any person whose interests are imputed to the employee has a financial interest, if the particular matter will have a direct and predictable effect on that interest.

So, take the example of a Mission Director in Country X who is trying to facilitate the formation of an alliance among US and local businesses to support youth training initiatives.  The alliance will be of the “parallel financing” sort (see discussion below) and will be documented in a broadly stated non-obligating Memorandum of Understanding (MOU) which outlines and coordinates the individual contributions of the various alliances members.  That is, while the alliance as a whole will have a coordinated discussion of the development results they are trying to achieve, each alliance member is responsible for spending its own resources for the portion of the alliance’s work that they agree to take on.  The Mission Director owns stock in one of the US corporations that is a member of the alliance.  Does the Mission Director have a conflicting financial interest within the meaning of 18 USC 208?  No.  We would not consider the MOU to be a “particular matter” within the meaning of the statute because the nature of the MOU is a non-legally binding document that does not obligate USAID funds.  Further, it is questionable whether the alliance reflected by the MOU, while being of general benefit to the US corporation (otherwise they would not be a member of the alliance) could be deemed to have a “direct and predictable” effect on the financial interest of the corporation or the employee who owns stock in the corporation.


In a different alliance situation, this analysis might change.  For example, if a USAID project officer in Country Y is helping put together an alliance with a single or small group of US firms to help the firms commercialize their otherwise non-commercially viable health products, there might be issues under 18 USC 208 if the USAID officer owns stock in the US firm.  For instance, the MOU, rather than a broad umbrella document, might be more specifically focused on the work plan to achieve commercialization and might refer to USAID implementing instruments that will deliver specific assistance to the effort.  Thus, the MOU and overall arrangements, even if the MOU itself is a non-obligating document, would need to be evaluated to reach a conclusion as to whether or not it is a “particular matter”.  Also, since the nature of the alliance is to promote the commercialization of products, the USAID officer’s role in arranging assistance for the project would need to be reviewed to reach a conclusion as to whether it has a “direct and predictable effect” on the financial interests of the US firm.     

Please consult with GC or your RLA for further advice on this issue.

3.   What about organizational conflicts of interest (OCI)?

OCI can occur in situations in which a firm or organization that is involved in the planning or design of a program also could be awarded a contract to implement the same program. Thus, OCI may be an issue when planning collaboratively with alliance partners, if one or more of these partners also has the potential to be awarded a contract (rather than a grant or cooperative agreement) to carry out work under or related to the alliance.  In brief, OCI restrictions are not required when outside organizations participate in:

4. Discussions regarding concepts, ideas or strategies, i.e., the stage prior to identifying possible implementation instruments.

5. Discussions regarding ongoing and completed activities (whether under contracts or assistance instruments).

6. Matters involving only assistance (not contract) instruments, both during the competition stage and once the activity is in progress.

In discussions regarding concepts, ideas and strategies, the key question is the extent of association with a specific procurement—e.g., does the discussion of concepts, ideas and strategies spill over into decisions about the implementation instrument to be used and/or details that will be written into the statement of work.  OCI does not exist in the abstract.  If one cannot identify a procurement that would be compromised by discussions with outside organizations, then there is no OCI under the federal standard.

The overarching principle for both contracts and assistance is fundamental fairness.  In contrast to the contract context (which is more heavily regulated by statutes and Agency policies), there are no specific legal or Agency-level restrictions on participation of outside organizations when only assistance instruments (grants and cooperatives agreements) are involved.  However, in view of the fairness concern as well as to ensure that the Agency receives the best services or products available, USAID staff who are attempting to put together alliances are encouraged to review assistance competitions case-by-case to consider whether certain restrictions make sense under the circumstances.


GC and OP can provide additional guidance on this subject.

4.  What governance structure should an alliance have?

This will depend on the purpose of the alliance and decision made by the members with respect to governance arrangements.   We have generally discussed alliance structures in terms of two broad categories: (a) parallel financing; and (b) pooled resources.

Parallel Financing
Under this approach, the alliance partners reach agreement on how to work together to address a development problem, with each partner establishing a separate mechanism (e.g., grant, contract) through which to provide resources to support the alliance’s work (financial, human, and/or in-kind).  The coordination and management of parties’ inputs require negotiation of the respective roles and resource contributions of each party.  In addition to each alliance member’s own funding mechanism, this approach typically involves a Memorandum of Understanding (MOU), letter of intent or similar document among the alliance partners that lays out the common agenda and the specific responsibilities of each party.  Though not binding, this document sets forth the intent of the partners to work collaboratively in pursuit of a shared goal.  As an MOU does not obligate funds, a Bureau or Mission official may sign the document.  GC or the appropriate Regional Legal Adviser should assist with the negotiation and drafting of the MOU.  It will be especially important for USAID and the other parties to the MOU to understand and to the extent possible clarify the anticipated role and type of contribution of each party as well as the process for reaching implementation decisions.  In some early stage alliances, the MOU will only generally address these matters. For other alliances that are further along in development, more specific working arrangements can be outlined.  In addition, OP also should be involved in the preparation of the MOU if you intend to award a grant or other instrument in support of the alliance.  This will require your attention to the question of whether competition is appropriate or an exception to competitive procedures is called for.  

In this type of alliance, USAID typically might award a grant or cooperative agreement to an NGO that is supporting or participating in the alliance.  There will be situations in which USAID will award a contract for services or goods in support of an alliance (or issue a task order under an existing Indefinite Quantity Contract).  Recently, some missions have been exploring how public-private alliance concepts might be incorporated into contract solicitations. However, in general, it is anticipated that USAID will rely significantly on grants and cooperative agreements to provide financial support to public-private alliances.

Pooled Resources

Under this approach, USAID and its partners establish a formal alliance governance structure for the purpose of attracting resources and making joint program decisions.   These alliances may involve fairly complex organizational structures and legal documentation.  Alliances of this type may involve the formation of a new legal entity, such as a U.S. NGO that secures 501(c)(3) status under the Internal Revenue Code to facilitate tax-advantaged private contributions.  Or the alliance members may agree to operate as an informal partnership to direct the policies and programs of the alliance.  The structure may include a technical expert committee to support the board of directors of the alliance and the development of clear operating procedures for the alliance’s program.   Under this general approach, whether or not a new legal entity is established, the alliance enters into an agreement with a Public International Organization (PIO), such as UNICEF or the World Bank, to manage the alliance’s resources as a trustee or fiduciary agent.  In some circumstances it may be possible for other types of financial institutions to play this role.  One or more additional agreements with existing organizations may be entered into to provide administrative and other services to the alliance program. The specific role(s) played by the PIO or other institution may vary from alliance to alliance.


For this type of alliance, USAID support typically takes the form of a grant to the NGO established by the alliance (if deemed grant-worthy), or to the PIO or other financial institution that serves as trustee for the alliance’s resources.  When managed by a PIO, USAID grant funds may be commingled with the funds of other contributors and managed collectively.  USAID will use a tailor-made and generally streamlined form of grant agreement that requires an approved exception to the general requirement of competition, as well as deviations under ADS Chapters 303 and 308.  In addition to the grant agreement, substantial effort generally will be required in connection with the negotiation of the alliance’s corporate charter, by-laws, trust agreement, operating procedures and other documents necessary to establish its operational structure. Among other things, it will be necessary to specifically address the manner in which USAID’s interests will be represented in the alliance entity’s governance structure.  For instance, this may involve USAID (or in some instances other USG) representation on the entity’s board of directors, donor advisory committee and/or technical working groups.  (Note that if it is proposed that a USAID official would serve on the board of directors, there are conflict of interest issues under 18 USC 208 that will need to be resolved.)  GC or RLA advice should be sought early in the process of considering this type of alliance structure.  Examples of this type of alliance include the Global Alliance for Vaccines and Immunization (GAVI) and the Global Alliance for Improved Nutrition (GAIN).   

A simpler (and more common) “pooled resource” approach is when USAID makes a grant to an existing NGO, quite possibly a traditional USAID implementing partner, that is also receiving and managing contributions from other parties.  In this case the USAID grant is accounted for in the same manner as typical USAID grants under ADS 303 and 22 CFR 226, but USAID funds and those of the other contributors are “pooled” in the sense that they all are managed by the same implementing NGO.  Similarly, in situations in which USAID receives a donation from an outside party (see question #9 below), the donated funds are accounted for separately from USAID appropriated funds but are “pooled” in the sense that they are managed by USAID in conjunction with appropriated funds for a designated program.   

5.  Is there a model MOU document? 

There are useful examples, but no model.  GC is collecting copies of MOUs for existing alliances (and for alliances now under development) that are available for review.  In considering and negotiating MOUs and similar agreements, you will of course need to prepare documents that meet the needs of your specific alliance.  Topics covered in your alliance MOU may differ from those of other alliances.  GC or RLA assistance should be sought in negotiating and drafting the MOU or similar document.  While an MOU itself is not an obligating document, it may contemplate a future grant or contract award by USAID.  If this is the case, M/OP or RCO assistance should be sought with respect to the choice of instrument and the procedures to be followed, and the question of competition (or waivers of competition) should be addressed.

MOUs can be used at different stages of the process of building an alliance relationship with companies, foundations or other institutions.  An early stage MOU may serve the purpose of indicating the agreement of USAID and other parties to discuss and where possible collaborate on development issues of mutual interest.  A more developed MOU might identify a specific focus for the alliance, establish a basic alliance decision-making structure and discuss implementation understandings (to be undertaken by USAID and other alliance members through the award of separate contracts or grants).  Thus, in all instances, care should be given to the preparation of MOUs, to be sure they accurately reflect the purpose of the document, the roles that the parties plan to undertake, the understandings that have been reached and the process for reaching any further agreements contemplated with respect to implementation.

Who can sign a non-obligating MOU of the sort described above?  They may be signed by Assistant Administrators and their designees in USAID/W and by Mission Directors and their designees in the field.  Who should sign them?  This is a judgment call for the head of the relevant operating unit, but in most cases alliance MOUs probably should be signed at no lower than the Assistant Administrator or Mission Director level.  In some instances, for alliances that involve more than one program bureau or which are especially significant because of the subject matter of the alliance and/or the alliance partners involved, it will be appropriate to consider whether the Administrator or Deputy Administrator should sign for USAID. 

6.  What about “due diligence”? 

A “due diligence” investigation is an inquiry about a prospective alliance partner that should be carried out prior to engaging in alliance negotiations.  While a due diligence exploration can take many forms and range from quick and simple to long and complicated, its essence is to investigate what is often called the “triple bottom line”—i.e., is the prospective partner socially responsible, environmentally accountable and financially sound.   The GDA secretariat can provide assistance by accessing certain corporate information databases and other resources.   As you consider the type and extent of due diligence review that may be appropriate with respect to particular alliance opportunities, please keep three things in mind.   First, it may not be necessary to investigate every possible avenue of consideration.  For most transactions that you might consider, it would be too costly and too time consuming.  Particularly for small alliances, too much due diligence can kill the transaction.  Note also that due diligence, once beyond an initial phase, is an ongoing process.  Indeed, alliances take time to develop, implement and manage.  As a final point, note that it is not a requirement that a prospective alliance partner must have adopted any one or more of the several sets of international principles referred to in the guidance.  Rather a prospective partner’s adoption of such principles is a factor for USAID to consider in making an informed decision about whether a company would be an appropriate alliance partner.  The main point is that we should make conscious and informed, not random, decisions when conducting due diligence.


Please contact the GDA Secretariat should you require further assistance or need additional information.   

7.   Can traditional Grants and Cooperative Agreements be used to Support alliances?

Yes, while some alliance arrangements may require deviations from existing policy and new, streamlined forms of grant documents, in most situations alliances may be supported with existing policy and traditional grant mechanisms.  The following summary is not exhaustive and all alliances should be considered individually with cognizant legal, procurement, and/or GDA Secretariat assistance as needed.

The process of identifying partners and jointly defining problems and their resolution may be conducted as part of a competitive grant-making process.  Alternatively, if multiple alliance ideas in a sector, region or country are being informally discussed, but no formal ideas have been presented, you could consider holding a conference specifically to encourage and develop innovative ideas.  Such a conference could be widely advertised to potential partners and posted on the Global Development Alliance web site (and/or others, as applicable).  The result of this conference could form the basis for a Request for Applications (RFA) or Annual Program Statement (APS) incorporating some of the alliance ideas discussed at the conference, or it might stimulate the submission of proposals to USAID.
Use of APS or RFA to Seek Innovative Approaches.  Using either an RFA or APS, you can issue a solicitation that clearly identifies the resulting award as being made to support a public-private alliance.  If alliance members agree, the solicitation can include the names of alliance partners and the resources that they will be supplying (money or in-kind support).

Another approach would be for your solicitation to challenge prospective applicants to identify and include new and unique resources (technical and/or financial) in their proposal.  Applicants could be instructed to factor these resources into their application and overall program as part of their cost share.  Technical evaluation criteria in the solicitation may include points for the best-proposed use or integration of alliance partners, whether those partners were identified in the solicitation or discovered and cultivated by the applicant.

In general when using competitive solicitations that will result in a grant or cooperative agreement award to NGOs or educational institutions for the purpose of supporting public-private alliances, the solicitation documents should specify that the recipient is required to independently negotiate appropriate agreement(s) with all proposed alliance partner(s).  In cases where USAID enabled the relationship by identifying in the solicitation the alliance partner(s) to be used or by suggesting possible alliance partners, it also should specify that USAID has no direct relationship with such alliance partner(s).

Use of Exceptions to Competition.   Exceptions to competition specified in ADS Chapter 303.5.5d are available to the extent necessary to facilitate the formation of an alliance.  Some exceptions which might be particularly relevant to entering into and providing grant support to alliance relationships are: “Amendments and Follow-Ons,” “Unsolicited Applications,” or “Predominant or Exclusive Capability.”  In all instances, coordinate any envisioned non-competitive approach with your Cognizant Agreement Officer early in the planning phase.  Also, while you are encouraged to use the available exceptions to competition where called for in order to meet development objectives, remember that the exceptions must still be documented and justified.  Note that if you approve and fund a proposed alliance under the framework of an APS, it is not necessary to rely upon an exception to competition – the APS process is a competitive one.  

8.  Do USAID officers have the authority to engage in fund-raising?
Yes. But first it is useful to distinguish traditional fund-raising campaigns from the collaborative alliance building efforts that are the main focus of GDA.  In general, a fund-raising campaign suggests that the contributor of funds will have a passive role with respect to the organization or project they are supporting.  The contributor does not help define the development problem and how it might be resolved; rather the contributor donates money or property for an already defined purpose.  On the other hand, in general, GDA’s focus on public-private alliances emphasizes a collaborative alliance building effort in which USAID seeks to jointly define, with private alliance partners, development problems and appropriate interventions.

GC has prepared guidance that clarifies the conditions under which USAID officials may engage in traditional fund-raising, i.e., solicit contributions from individuals, corporations and foundations for USAID projects and activities, or for the projects and activities of other organizations.  The guidance sets forth procedures to be followed to ensure potential conflict of interest problems are avoided and for USAID officials to receive Assistant Administrator level approval before undertaking solicitations.  A key requirement is that the solicitation must be structured to avoid any appearance that a contributor will receive preferential treatment in its dealings with USAID (or would receive any discriminatory treatment if it declines to contribute).  The procedures do not apply to public and private donor coordination efforts, or requests for cost-share contributions, and in general do not apply to instances in which USAID does not initiate the fundraising activity.   

The collaborative efforts of USAID officials to jointly establish and fund alliances are more akin to donor coordination than they are to the traditional solicitation of funds.   Thus, the procedures for approving the involvement of USAID officials in traditional solicitation campaigns need not be followed in connection with efforts by USAID officials to form public-private alliances. However, the basic concept behind that guidance also applies in the alliance building context: USAID officials should conduct themselves in a way to avoid any appearance that a potential alliance partner by joining an alliance will receive preferential treatment in its other dealings with USAID (or would receive any discriminatory treatment if it declines to contribute).  Also, note that in some situations, a collaboratively developed public-private alliance in which USAID participates also may have a traditional fund-raising component, to which the procedures in the GC guidance memorandum would apply if USAID officials wish to engage in a solicitation campaign for the alliance. 

Please contact GC or your RLA with any questions.

9.   Does USAID have the authority to accept cash and in-kind donations from governments as well as private parties?

Yes.  Section 635(d) of the Foreign Assistance Act provides this authority to USAID.  ADS Chapter 628 describes the procedures for accepting and accounting for donations.  GC can provide examples of situations in which companies or other governments have chosen to contribute resources to USAID following these procedures.  (Note that contributions to the U.S. Government by individuals and corporations are considered to be tax-deductible charitable contributions under Section 170 of the Internal Revenue Code.)  This approach would, in effect, have USAID serve as the trustee for the management of contributions by other alliance members, and thus amounts to a simpler version of the “pooled resources” structure discussed under question #4 above.   In its simplest form, this approach might involve the donation by a single company to USAID to expand an existing USAID program (e.g., increasing the funding for an already-awarded assistance instrument.)  USAID and alliance members also could use this approach to jointly design and fund a new grant, cooperative agreement or contract to implement an alliance’s program. 

Note that a proposal to accept in-kind donations (for instance equipment or other property) from outside parties will present special issues, including valuation, titling and potentially storage/delivery arrangements.  Given these administrative requirements, USAID generally prefers not to directly receive in-kind donations.  Rather, we typically have encouraged potential donors of property to work with NGOs that have established procedures for accepting such donations.   

10.   Do USAID usual legal and policy requirements apply to public-private alliances that USAID supports?

Yes.   During the planning stages of a potential alliance, the normal list of statutory, regulatory and policy requirements that apply to USAID-funded activities should be reviewed.  For instance, USAID’s environmental review requirement will need to be addressed in accordance with USAID Reg. 16.  In general, as with any activity, the items listed in the country and activity checklists that are updated annually by GC should be addressed and complied with.  In addition to these checklists, you will need to consider the applicability of the Agency’s policy determinations and statements on various subjects that are included as references to the ADS 200 series. This of course assumes that USAID will be providing financing for the alliance.  In some situations, USAID may simply play a matchmaker role, or may provide in-kind resources rather than direct funding.
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GLOBAL DEVELOPMENT ALLIANCE

Procurement FAQs
1. How can bureaus and missions utilize the Annual Program Statement (APS) issued by the GDA Secretariat?

The APS was issued by the Secretariat to serve as an Agency-wide tool to approach potential alliance partners and to reduce the number of noncompetitive approaches to alliances.  The APS is unique in that it covers all Agency programmatic areas and can be utilized by any bureau or mission as a competitive means of considering alliance applications.  The APS may be used by missions and bureaus by referring potential applicants to submit under this announcement either to the GDA Secretariat or directly to the mission or bureau.  Missions and bureaus may: a) refer potential partner to the GDA Secretariat, b) utilize the same process for directly submitted proposals, c) advise interested applicants of an alternate process for any direct submittals to them, or d) develop an entirely separate process for development of public-private alliances.  Alliance activities eligible for specific bureau/mission funding may require different criteria than those listed in the GDA APS.  Missions and bureaus may also issue solicitations for their particular alliance building activities.

2. How should a bureau or mission design a solicitation to attract applications with alliance partners?

There is no set method for designing such solicitations, but there are a variety of items one should consider in designs.  First, one needs to determine whether a request for applications will be limited to only those that include alliances and whether there be a set limit on the amount of leveraging to be included in applications.  Secondly, one should indicate in the solicitation the type of information applicants need to submit in support of the alliance portion (e.g. signed memoranda of understanding from proposed alliance partners, information on the responsibility and reputation of alliance partners, etc.)  Thirdly, one needs to indicate the method in which potential alliances will be evaluated (e.g. feasibility of the alliance, broader programmatic impact with alliances, etc.).  Finally, one needs to indicate the manner in which leveraging needs to be demonstrated (e.g., memoranda of understanding, a traditional cost-share/matching approach, inclusion in overall program budget with anticipated timeframes for leveraging inputs and programmatic impacts associated with leveraging, etc.)  One also needs to be mindful of the revised guidance on cost-share/matching as found in AAPD 02-10.  The above is not intended to be an exhaustive list, but rather examples of base information that should be in solicitations.
3. How do leveraged contributions from alliance partners become incorporated in USAID assistance awards?

There is no one method in which to address leveraged contributions from alliances in awards.  Leveraging may represent monetary contributions or a range of other in-kind contributions similar to those that are allowed for in the definitions of matching/cost-share as found in 22 CFR 226 and in our traditional USAID grants and cooperative agreements.  The pragmatic concern in this area is striking a balance between attracting potential alliance partners and fostering incentives or assurances that partners will come through with their alliance pledges during implementation.  One can consider treating leveraged contributions under cost-share/matching regulations/provisions, however, there is concern that such an approach may have a chilling effect on attracting alliance partners as corporations, etc. are not familiar with federal regulations and may not want to become tied to those regulations.  Alternatively, one can consider identifying leveraged contributions under memoranda of understanding which represent the intent of the parties, but are not legally binding.  Under this latter approach, one could also include indication of the leveraged sources of funds, expected programmatic impacts, etc. within the USAID award, but not have them subject to the cost-share/matching regulation/provision.  The concern under this latter approach is that it largely limits remedies if leveraged funds do not materialize during implementation.  However, given that most USAID programs are multi-year ones that are incrementally funded on an annual basis, one can monitor the program under this latter approach by tying additional USAID funding in full or in part on the extent to which leveraged contributions are forthcoming under the implementation plan.

It is important that one remain flexible and reasonable in consideration of the above approaches.  Public-private alliances are being emphasized by the Agency in recognition of the greater amount of resources the private sector is contributing to developing countries, and we are experimenting with different methods to bring about more effective implementation of foreign assistance programs from a combination of resources.

4. Can alliances be solicited and structured in contractual mechanisms?

We currently have very limited experience with alliances in the contracting arena.  One can envision parallel types of situations in which a potential alliance entity desires to fund or support a particular development activity and the Agency wants to contract with some separate entity to implement a related aspect of the development activity.  This is more akin to donor coordination as USAID is planning to fund one aspect of an activity and the alliance entity is funding another aspect with no binding relationship between USAID and the alliance entity.  There may be some existing contract vehicle (e.g., an Indefinite Quantity Contract/IQC within the Agency or the General Services Administration/GSA) in which USAID contracts for the specific services it is supporting, while the alliance entity separately supports another aspect of the activity.

It is possible for the Agency to design a solicitation/contract in which the alliance entity is party to the contract, but there are a number of factors to consider in such a design.  The FAR has provisions for a cost-share type contract, but these are traditionally utilized in research and development type programs in which the contractor does not charge a fee and accounts for its contributions under the contract.  The situation usually involves the design of some product in which the contractor is willing to cost-share the contract in hopes that it would have certain rights with the final product that could bring it separate revenue after the contract is completed.  This is not the typical alliance situation we have been considering to date.  However, there still may be alliance entities that want to support programs for corporate/social responsibility purposes.   One must consider whether a cost-share type contract is desirable and plausible under the circumstances.  If one pursues a cost-share contract approach, the information offerors need to address, the manner in which it will be evaluated and the means it will be structured into the contract should be worked out in the solicitation.  If one considers a memorandum of understanding (MOU) approach in a contractual arena, greater concern needs to be taken given the non-binding nature of MOUs.  Further consultations with OP and RLAs/GC should be pursued under contractual approaches.

5. Are due diligence considerations for alliance partners part of the Grant/Agreement Officer’s responsibility determination?

ADS 303 provides the areas of consideration the Grant/Agreement Officer needs to take into consideration in determining an applicant responsible.  One area of responsibility is a satisfactory record of integrity and business.  Due diligence concerns with alliance partners can be viewed as an outgrowth of traditional responsibility concerns.  There may be no concern with the prime implementing partner, but a concern may exist with one or more of the alliance partners that are bringing forth the additional resources.  The GDA Secretariat can provide assistance with due diligence concerns.  To date, due diligence checks have usually been undertaken by the program/technical office.  The Grant/Agreement Officer should ultimately determine the appropriate course of action in any situation in which a due diligence concern arises in order to ensure that the matter is addressed in a fair and reasonable manner.

6. When should one consider deviations to standard provisions?

One should review closely the particular nature and structure of an alliance for consideration of deviations.  Deviations are not the norm in designing public/private alliances, but some structures tend to gravitate towards deviations.  One such structure is when USAID funds are being given to a non-profit organization, but those funds are subsequently being directed to a trust fund or other arrangement overseen by a Public International Organization/PIO (e.g. the World Bank, UN, WHO, etc.).  Under this type of arrangement, deviations have been approved in which the standard provisions for PIO grants have been applied even though the award is not directly to a PIO.  The rationale for approving such deviations has been that the program is ultimately being implemented under the auspices of the PIO in their role to oversee the particular trust fund or other arrangement.  One may wonder why USAID is going through a non-profit organization when it can undertake awards directly to PIOs.  In the situations to date, award through the particular non-profit has been desirable due to either the additional resources the non-profit contributes (e.g. United Nations Foundation match), or to encourage other donor contributions and foster support for the particular non-profit program (e.g. Vaccine Fund).  Please refer to OP/Policy on the deviations that have been approved to date in the area of public/private alliances.

7. What amount of substantial involvement/collaboration should be anticipated in public-private alliances?

The amount of involvement varies with the nature of the alliance, the track record of the partners and the stage of the alliance relationship.  Substantial involvement should be limited to the extent necessary under Cooperative Agreements.  Cooperative Agreements differ from contracts and by their nature should not involve the level of management control/oversight associated with contracts.  Thus, one needs to be mindful about the level of involvement.  On the other hand, substantial involvement may be an appropriate means to document the partnership arrangement, the fact that all partners bring something of value to the relationship, and each member’s willingness to share risks, responsibilities, and rewards.  The risks associated with the particular alliance and the stage of the alliance formulation at the time of award are factors to consider in the amount of involvement.  These factors may call for greater substantial involvement/collaboration beyond the traditional low end of involvement relating to review of implementation plans and key personnel.  While USAID’s direct relationship is with the prime awardee, the award in part should foster collaboration among all partners (USAID, the awardee and other alliance members).
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GLOBAL DEVELOPMENT ALLIANCE 

Gifts and Donations FAQs

1.  Can the Agency accept gifts and donations as an alliance partner’s contribution to a GDA alliance?  

Yes.  USAID has the authority to accept gifts and donations, as either cash or in-kind gifts, for carrying out its official functions.  Section 635(d) of the Foreign Assistance Act of 1961, as amended (FAA), the Agency’s principal gift authority, provides that the Agency can "accept and use in furtherance of [the FAA], money, funds, property, and services of any kind made available by gift, devise, bequest, grant or otherwise for such purpose."  

“Gifts” as nonreciprocal, voluntary transfers of assets from foreign governments, private organizations, individuals, or others to USAID.  “Donations” as monies and materials given by private persons and organizations to USAID without receiving anything in exchange.  Both terms are defined in the Agency’s Automated Directive System (ADS) Glossary, and the term “donation” is used interchangeably with the term “gift” for the purposes of ADS Chapter 628 (Gifts and Donations and Dollar Trust Fund Management) and in this document.

Gifts can only be accepted by Agency officials who have been delegated the authority to accept them.  See ADS Chapter 103 (Delegations of Authority) for the list of officials authorized to accept gifts on behalf of the Agency.  Such officials are responsible for ensuring, prior to acceptance of a gift, that it will be used in furtherance of the purposes of the FAA, and that other criteria applicable to its acceptance have been met.   See question 2 below for information regarding the Agency policy and procedures for accepting gifts.

2.  What is the Agency procedure for accepting gifts and donations?  

ADS Chapter 628 sets forth the Agency policy and procedures for acceptance of gifts and donations, including the criteria that must be satisfied prior to their acceptance as well as the financial management rules and procedures that apply to gifts.   ADS 628 also includes a sample gift acceptance letter and a suggested format for receipt of in-kind gifts. 

For questions regarding a specific gift, please consult with your Regional Legal Advisor or your legal backstop in the Office of General Counsel.  For questions related to the financial management rules and procedures applicable to gifts, please contact the Financial Management Office.

3.  How does the Agency define or categorize gifts?

ADS 628 divides gifts into the following three broad categories and sets forth the criteria for accepting each type of gift.  Briefly summarized, the categories include:  

1) Conditional gifts:  gifts made for a specific purpose or with conditions on their use.  Before accepting a conditional gift, the Agency official delegated to accept the gift must ensure that specific criteria for accepting the gift have been met.  The criteria are set forth at question 4, below.  

2) Unconditional gifts:  gifts made with no conditions on their use, which therefore can be used for any purpose authorized in the FAA.  Before accepting an unconditional gift, the Agency official delegated to accept the gift must ensure not only that the gift will be used in furtherance of the FAA, but that acceptance of the gift will not result in, or create the appearance of, a conflict of interest.   

3) In-kind gifts: gifts of property or materials other than cash.  Before accepting an in-kind gift, the Agency official delegated to accept the gift must ensure that the criteria for accepting the gift – which mirror those criteria for conditional gifts, outlined a question 4, below- have been met.   The Agency official delegated to accept the gift must determine its fair market value (FMV) and report the value to FM.  (Note that a proposal to accept in-kind donations (for instance equipment or other property) from outside parties will present special issues, including valuation, titling, and potential storage/delivery arrangements.  Given these administrative requirements, USAID generally prefers not to directly receive in-kind donations.  Rather, we typically encourage potential donors of property to work with NGOs that have established procedures for accepting such donations.  

4.  Can a donor impose conditions on the Agency for use of its gift or donation

and can the Agency agree to such conditions?

Yes to both.  A donor can impose conditions on its gift to the Agency, which conditions can be accepted by the Agency if the Agency official delegated authority to accept the gift determines that the conditions can be agreed to by the Agency.   Acceptance of conditional gifts imposes a fiduciary responsibility on the Agency to ensure that the funds are used for the purpose(s) for which they were given.   Therefore, before accepting a conditional gift, an Agency official delegated authority to accept it must ensure that the gift can be obligated (if a gift of cash) and will be used in accordance with the terms and conditions of the gift.  Additionally, before accepting a conditional gift, the Agency official delegated authority to accept the gift must certify that the following criteria have been met: 

1,  the Agency can comply with conditions of the gift and still use the gift in furtherance of the FAA;

2.  the Agency can comply with conditions of the gift in a reasonable and cost efficient manner; and,

3.  acceptance of the gift will not result in, or create the appearance of, a conflict of interest.  

The accepting official should document the decision as to whether USAID accepts the conditions and inform the donor in writing of the decision.    

See ADS 628 for specific guidance on conditional gifts and contact your Regional Legal Advisor or legal backstop in the Office of General Counsel for guidance regarding a specific gift. 

5.  Are cash gifts and donations subject to apportionment?

Yes.  Cash gifts and donations are subject to apportionment under OMB Circular A-34.  However, such gifts are not appropriated funds and therefore are not subject to the legislative and regulatory requirements applicable to appropriated funds. 

6.  What affect do gifts and donations have on a Mission’s appropriated operating year budget (OYB)?

None.  As noted in question 5, above, cash gifts and donations are not appropriated funds and therefore are not subject to the legislative and regulatory requirements applicable to appropriated funds.  Gifts and donations do not offset appropriated funds, are not subject to OMB “scoring,” and do not impact a Mission’s OYB.

7.  Are gifts and donations to the Agency tax deductible by their donors?  

Gifts and donations to the Agency by individuals and corporations are considered to be tax-deductible charitable contributions under Section 170 of the Internal Revenue Code. Please note that donors are solely responsible for determining the tax consequences of their cash gifts and donations to the Agency, and for claiming any tax benefit available under the Internal Revenue Code for making a gift or donation. 
8.  Have gifts and donations been used as an alliance partner’s contribution under GDA or other Agency alliances? 

Yes.   Here are two examples.

1. Under the ChevronTexaco (CT)-USAID Enterprise Development Alliance in Angola, CT endeavors to contribute up to $10 million to the alliance through the donation of conditional gifts to the Agency that will support the implementation of specific activities in Angola.   The first alliance activity, the Development Relief Activity (DRA), seeks to assist at least 150,000 families that have been affected by the civil war (demobilized soldiers and internally displaced persons) to increase agricultural production in the provinces of Benguela, Bie, Huambo, Huila, Malanje, and Kwanza.  DRA will also expand rural household incomes and develop small and medium productive enterprises. CT has donated $2 million of a planned $4 million gift to the Agency as a conditional gift to support DRA.  

b) British Petroleum (BP) donated $1.5 million to the Agency as a conditional gift to support USAID/Georgia’s Winter Heat Assistance Program.  The program provides a stipend to low-income Georgians to assist them in paying their electricity bills, and in part, to offset increased prices resulting from USAID-sponsored privatization.  The program, implemented through a USAID-funded instrument to which BP has donated, identifies qualifying Georgian citizens, verifies that they have received service and in what amount, and then computes the service charges which are payable to the service provider under the program.

9.  Can the Agency solicit gifts or donations to support alliances?

Yes.  USAID has the authority to solicit contributions on its own behalf under its gift authority, Section 635(d) of the FAA, and under Section 25 of the Department of State Basic Authorities Act of 1956, as amended, 22 U.S.C. Section 2697.   In addition, Agency officials have the authority to engage in fundraising for USAID or others under certain provisions of the FAA which establish U.S. policy to encourage the participation of the private sector in the development process.  

However, there are a number of restrictions or conditions that apply to such fundraising.  

1. the agency may not solicit contributions for the travel expenses of Government employees; 

2.  solicitations must be for funds to be used in connection with the agency’s authority (e.g., funds solicited under the FAA must be used for agency programs or the foreign assistance programs of other organizations); 

3.  solicitations must be structured to avoid any appearance that a contributor will receive preferential treatment in its dealings with USAID (or would face any kind of discriminatory treatment if it declines to contribute); 

4.  the solicitation must not include covert or deceptive activities.

The Office of General Counsel has issued an opinion on soliciting funds entitled “USAID Solicitation Campaigns for Agency Programs or the Foreign Assistance Programs of Other Entities” which provides a detailed explanation of the legal parameters for soliciting gifts. This opinion is included in Attachment C to the GDA guidance document entitled “Tools for Alliance Builders.”  It is strongly recommended that you consult with your Regional Legal Advisor or legal backstop in the Office of General Counsel for advice and counsel regarding specific situations, or to answer any questions you may have regarding the referenced legal opinion.
Revised 2/14/03


GLOBAL DEVELOPMENT ALLIANCE

Remittances FAQs 

1.  What are Remittances?

“Remittances are the money that foreign-born workers send to their relatives and/or communities abroad.  They are not tax exempt and are only sent after all payroll taxes have been collected.” (Immigrant Remittances, Jeffrey Hsu)

2.  What are the Scale and Scope of Remittances?

Most development professionals are now aware that remittances represent a significant resource flow to developing countries.  One author reported that worldwide the flow of remittances exceeds $100 billion per year with more than 60 percent going to developing countries. Many experts posit that these estimates under-represent the scale of remittances since many countries have inadequate processes for estimating or reporting on the funds remitted by foreign workers.

USAID’s Bill McCormick estimates that personal remittances in 2000 from ethnic diasporas in the United States back to Part I and Part II countries (as defined by the Development Assistance Committee) was over $18 billion dollars compared to $12.4 in official development assistance from the US to those same countries.  In other words, personal remittances are a large resource flow and have been overlooked in the past.

3.  How are remittances used?
Focus groups in Latin America revealed that remittances are primarily used for consumption goods (82-85% of remittances were used for this); however, some remittances have been and more could be used for investment purposes in developing countries (5-6% of remittance flows).  If we imply that 5% of the $18 billion sent from the US back to home countries in 2000 were used for investment purposes, we are presuming almost $1 billion in investment capital for small and medium sized enterprises.  In addition, remittances are also used for children’s health and education (4-8%).

In general, remittances account for 15% of a permanent emigrant’s salary and 50% of a temporary emigrant’s salary. 
4.  Why are remittances important to USAID?

Previously, governments paid little attention to remittances as a tool for economic development.  This has recently changed because rapid social and economic transformations associated with globalization have led to a growth in remittances. 
In the past, researchers did not have a positive image of remittances: they associated remittances primarily with consumption goods.  Current research, however, indicates that remittances have an important role to play in the development of communities.  This is demonstrated by the creation of hometown associations and collectives.

5.  How can USAID create development interventions around remittances?
Remittances are a personal decision with monies sent from one family member to another.  Some identified promising policy interventions include:

· Reduce the Transaction Costs of Remittances

· “Channel” Remittances to Development Objectives
· Support Alternative Delivery Methods
· Increase the Volume of Remittance Flows

6.  What is the size of US Originating Remittances by Selected Country of Origin?

The summary data below show remittances originating in the US by receiving country.  From the table below, one can conclude that the US sends a large portion of remittances to Latin America, especially to Mexico.  (Note: the data below is only a partial list of countries and does not equal USAID’s estimates.)


7.  What methods are used to send remittances?

Traditionally, remittances have been hand-delivered or sent by transfer companies like Western Union in which case transaction costs are high.  Many migrants still use informal sector to send money home because they fear fraud.   Recently, bank and credit unions have solved some of the problems associated with remittances by somewhat reducing the high transaction costs and allowing for better measurement of these funds.  Most Latino immigrants send family remittances through international money transfer companies such as Western Union and MoneyGram. (Source: MIF Survey of Remittance Senders)  Overall, countries have varying preferences about how to transmit remittances.  (Meyers 1998, p.3).

Methods of Sending Remittances

	Methods of Sending Remittances
	% Respondents

	Western Union
	30%

	People Travelling
	15%

	Mail & Money Orders
	14%

	Bank
	14%

	MoneyGram
	11%

	Credit Union
	6%


Source data: IDB’s MIF Survey of Remittance Senders: US to Latin America Nov/Dec 2001 (Administered by B&A, Bendixen & Associates)

8.  How has USAID used Remittances to Date?

A. Pan-American Development Foundation: Working with Trusted Intermediaries-Hometown Associations

USAID is supporting Hometown Associations through a public-private alliance sponsored by the Bureau for Latin America and the Caribbean (LAC) in collaboration with the Pan-American Development Foundation.  The LAC Bureau contributes $300,000 to activities taking place in Haiti, Mexico, and El Salvador.  The alliance activity consists of an innovative set of pilot projects to be implemented with migrant associations, more commonly known as “hometown associations” (HTAs).  HTAs raise funds from members for local development projects in their communities of origin.  This phenomenon, called collective remittances, has received little attention by donor agencies and host governments to date.  USAID has previously funded research in this area, but the proposed program is the first of its kind for the Agency.  

The activity consists of an eighteen-month program to transfer capacity to three immigrant groups in the US: the National Organization for the Advancement of Haitians (NOAH), Comunidades Unidas Salvadorenas (CUS), and the Federación Oaxaqueña de Comunidades y Organizaciones Indígenas de California.  These immigrant groups will implement three pilot community economic development activities—one each in Haiti, El Salvador, and Mexico, and will engage in a series of training sessions and monitoring trips with PADF.  The three groups and PADF will also partner with in-country NGOs and the private sector to increase and better target community remittances for local economic growth in the region.  The $300,000 USAID contribution generates an additional $150,000 in matching funds from various sources.  The main project goal is to build and transfer capacity of US-based HTAs to support development projects in their home countries.

B. WOCCU Partnership: Lowering Remittance Transaction Costs

The LAC Bureau is working with the World Council of Credit Unions, Caja Popular Mexicana, and the credit unions in Texas and California to leverage remittances for economic growth. The LAC Bureau contribution for this alliance is 660,000.  This activity takes place in Mexico and focuses on economic growth.  Mexican migrants and Mexican Americans sent home about $9 billion last year -- more than official development assistance, twice as much as Mexico's agricultural exports, and about half of its oil revenue.

Sending money home so that it can fuel development is expensive. Steep cash transfer fees, a lack of bank accounts and identity documents, or corrupt and unscrupulous middlemen have drained much of the value of those remittances.

Recognizing that the flow of cash back to Mexico and other Latin American countries is an important source of development income, USAID provides $500,000 to support the creation of an innovative new program to facilitate the flow of remittances to Mexico.

“USAID will work with credit unions in Mexico and the US to offer low-cost money transfer services," said Adolfo A. Franco, Assistant Administrator of the Latin America and Caribbean Bureau, at a September announcement ceremony in the Latino Community Credit Union in Durham, North Carolina.

"The program will also promote savings and investment by offering attractive, safe, and convenient methods for saving money or investing.  In many cases, financial services – savings, credit, mortgages – will be provided to families that have never had them before,” said Franco.            


WOCCU provides training, technical assistance, and technology to ensure the success of this effort.  In addition, WOCCU has enlisted the assistance of the Texas and California credit union leagues, which provide additional training and internship opportunities for staff from Mexico.

9.  Where can I learn more?
Visit the GDA website at www.usaid.gov/gda/remittances to read two white papers: The GDA’s “Remittances as a Development Tool” and Jeremy Smith’s “Remittance Flows for Development: Policy Options”.

GDA Secretariat: Drafted 2/28/03

1:1 Leveraging Under the GDA APS

The GDA APS provides that in order “to qualify for USAID funding under this APS, an alliance must demonstrate that partners are able and willing to collectively contribute significant resources to the proposed program that are at least equal to  the level of resources sought from USAID.”  The purpose of this qualifier is to bring significant resources to international development issues.


The decision to fund a particular activity is partially based on the collective resources that constitute the 1:1 leveraging.

USAID traditionally uses “cost share” to ensure the commitment of pledged resources.  Cost share is defined as the portion of the program costs not borne by the Federal Government.  Cost share is legally binding under the cooperative agreement and might be appropriate in some instances.

In public-private alliances, there are alternative ways to demonstrate that commitment of resources.  For example, a letter of intent or memorandum of understanding may be more appropriate depending upon the respective and/or collective situations of the alliance members.   

The decision as to whether the collective resources will be treated as cost share and/or leveraging as pledged by letters of intent or memoranda of understanding will be discussed among the alliance members including the cognizant Mission/Pillar that intends to manage the activity prior to finalizing the award. 

In some cases, cost share may not be appropriate at all, given the manner in which the alliance was (or is being developed); in some  cases, a split between  binding cost share and intended-but-not-binding leverage may be appropriate; in some  instances most or all of the contributions may be treated as cost share. 

The GDA Secretariat requests that the GDA representative in the cognizant  Mission/Pillar coordinate the Secretariat's review of leveraging decisions for the first few alliances established in each Mission/Pillar in an effort to facilitate the understanding of the leveraging qualification.

[3/4/03 revision of draft  prepared by Natalie Freeman, GC, as amended by Mark Walther, OP, and cleared by Holly Wise, GDA]

MEMORANDUM OF UNDERSTANDING

BETWEEN THE
UNITED STATES AGENCY FOR INTERNATIONAL DEVELOPMENT

AND

NEUMANN GRUPPE GMBH


PURPOSE AND SCOPE

The United States Agency for International Development (“USAID”) and Neumann Gruppe GmbH (“NKG”), collectively called “the Parties”, share the goal of developing and promoting sustainable coffee systems (e.g., economically viable, socially responsible and environmentally sound) for coffee farmers and enterprises in Africa, Latin America and the Caribbean, and Asia.  Achievement of this goal will help to reduce poverty in producer countries and ensure an adequate, sustainable supply of coffee in the range of qualities demanded by consumers.   The Parties recognize the benefits of public/private alliance approaches in advancing this goal.

Consistent with the above goal, to the extent practicable, the Parties will support enhanced investments, policy reform, technical assistance, market access, and/or capacity building in some or all of the following illustrative areas:

· enhancement of the quality of coffee produced for export;

· improvement in the efficiency of production and processing methods;

· modernization of marketing systems;

· value-added coffee transformation in producing countries;

· adoption of sound environmental techniques and management practices;

· adoption of internationally recognized product certification systems;

· consumer education and market promotion;

· alternative economic uses of coffee triage and coffee by-products; and,

· agricultural enterprise diversification.  

The purpose of this Memorandum of Understanding (“MOU”) is to set forth the understandings and intentions of the Parties with regard to these shared goals.  The Parties specifically acknowledge that this MOU is not an obligation of funds, nor does it constitute a legally binding commitment by any Party.  

IMPLEMENTATION

To achieve the purposes of this MOU, the Parties, individually and subject to the availability of funds, will jointly cooperate on technical assistance, technology transfer, research, and other investments that benefit coffee farmers and enterprises in developing countries. 
Specific joint efforts of the Parties will include:

· Mutual exchange of information and data on specific sectorial activities – except that deemed privileged or proprietary;

· Support for the adoption of technologies and practices to improve product quality, farm and enterprise productivity, and environmental management;

· Support for the development of market systems that enable producers to market higher value products efficiently and reduce price risk.

· Coordination of technical assistance, research and other activities involving eligible beneficiaries’ coffee production, handling, processing and marketing;

· Meeting periodically at the request of either Party to share experiences and lessons learned, and facilitate the transmission of best practices;

· Testing and implementation of verification and certification systems to monitor and measure the impact, effectiveness and sustainability of activities; and
· Sharing information on opportunities that may arise for collaboration with other donors and entities that may leverage resources invested by the Parties.
IN WITNESS WHEREOF, the undersigned Parties have agreed:  

Neumann Gruppe GmbH:



USAID:

___________________________

_______________________________

______________________, Date

__________________________, Date

Mali RFA

Alliance Language
In recognition of the many changes in today’s development assistance environment, and in the context of USAID’s new Global Development Alliance (GDA), USAID/Mali strongly encourages (but does not require) the formation of public-private alliances in the implementation of its programs.  Official U.S. Government assistance now accounts for only a minority share of the flow of resources from the United States to developing countries.  Foundations, private companies, non-governmental organizations (NGOs) and others entities have become increasingly active in financing development efforts in West Africa and elsewhere, and they are often looking for synergies with other similar programs.  

 

The U.S. Government believes the pending solicitation may offer just such an opportunity and is therefore specifically requesting comment on the feasibility of possible public-private partnerships for this activity. 

 

Organizations reviewing the draft Solicitation and considering submitting proposals in response to the final Solicitation when issued are specifically encouraged to comment now on potential public-private alliance approaches.  By “public-private alliance” USAID means proposals with material and significant non-federal resources offered in their proposals, in order to more fully address the development challenges in Mali as outlined in the solicitation.  One criteria that the GDA Secretariat uses to define a “public-private alliance” is a least one-to-one leveraging of USAID’s resources with additional non-federal resources.  While it is not possible to apply this standard to all activities to be funded by USAID/Mali, it is preferable whenever possible.  Potential offerors are strongly encouraged to think innovatively and creatively about ways to draw forth significant non-federal resources, be they in cash or in kind, and to incorporate commitments to such resources into their proposals to USAID. Public-private alliances are expected to bring together a coalition of organizations and individuals who will jointly define a problem, situation, and solution, thereby capitalizing on the combine knowledge, skills and expertise of all partners.  

More information about USAID’s Global Development Alliance can be found at www.usaid.gov/gda and more about the specific USAID objectives in Mali may be found at http://www.usaid.org.ml/ 

This RFP in no way obligates USAID to award a contract nor does it commit USAID to pay any cost incurred in the preparation and submission of a proposal. Notifications of receipt and questions concerning this RFP must be directed to the Contracting Officer via either the internet email address or facsimile numbers listed above.

Sincerely,

Marcus A. Johnson, Jr.

Regional Contracting Officer 

L.9  INSTRUCTIONS FOR THE PREPARATION OF THE COST PROPOSAL


(a) Each offeror shall provide a budget in the same format and content as stated in Section B.  Supporting information should be provided in sufficient detail to allow a complete analysis of each of the costs proposed.  This is to include a complete breakdown of the cost elements associated with any subcontract.

(b) If the contractor is a joint venture or partnership, the business management proposal must include a copy of the agreement between the parties to the joint venture/partnership.  The agreement will include a full discussion of the relationship between the firms including identification of the firm which will have responsibility for negotiation of the contract, which firm will have accounting responsibility, how work will be allocated, overhead calculated, and profit shared, and the express agreement of the principals thereto to be held jointly and severally liable for the acts or omissions of the other. (NOTE: Public Private Partnerships. A partnership is not simply an expression by an offerors of its intention to seek third party partnerships that are not yet formed. Evidence of public-private partnership commitments and roles must be articulated in the form of agreement document(s) signed by authorized corporate agents/officers of all parties involved.)
___________________________________________________________________

COST SHARING.  “Cost- sharing” means the application presents cash from non-US Federal sources which the offeror will use in the performance of the award. “Matching-Arrangement” means the application presents cash from non-US Federal sources which will be provided at a set ratio (e.g. for every 2 dollars USAID obligates the recipient will provide 1 dollar.)  “In-Kind Contribution” means the donation of tangible property (such as computers, medical and lab equipment, intellectual property rights, technology transfer, but excluding real) or services (such as rent, utilities, etc.) provided by the recipient to the Government. 

Alliance Resource List

Note: This document contains Web links, which can be accessed when opened electronically and connected to the Internet.
Resources and Web Sites on Corporate Social Responsibility

· Business Ethics Corporate Social Responsibility Report: www.business-ethics.com
· Business for Social Responsibility: www.bsr.org
· Corporate Social Responsibility: www.csrwire.com
· The Global Reporting Initiative: www.globalreporting.org
· Global Ethics Monitor: www.globalethicsmonitor.com 

· Resources for Promoting Global Business Principles and Best Practices, Michael Kane, EPA: (sample is included on your CD) http://www.undp.org/ppp/library/publications/gbpmaster.pdf
· SustainAbility’s searchable database: www.sustainability.com/developing-value
· Calvert Online. Socially responsible investment fund; due diligence research (available through the GDA Secretariat): http://www.calvertgroup.com/ 

· AccountAbility – institute of social and ethical accountability: http://www.accountability.org.uk/
· Global Sullivan Principles of Social Responsibility: http://globalsullivanprinciples.org/principles.htm
Business Coalitions and Organizations

· Global Business Coalition on HIV/AIDS: www.businessfightsaids.org
· Business Action for Sustainable Development

· The Millennium Alliance: www.millennium-alliance.org
· Prince of Wales International Business Leaders Forum: www.iblf.org
· United Nations Development Programme: www.undp.org
USAID Documents

· Automated Directives System (ADS) 200-203: http://www.usaid.gov/pubs/ads/
· GDA Annual Program Statement

· Guidance on consultation and avoidance of unfair competitive advantage, U.S. Agency for International Development 

Recommended Readings: Select Books

· “Corporate Social Responsibility: Implications for Small and Medium Enterprises in Developing Countries,” Peter Raynard and Maya Forstater in cooperation with United Nations Industrial Development Organization.

· George Soros on Globalization, George Soros

· The Lexus and the Olive Tree, Thomas L. Friedman

· The Guiding Hand: Brokering partnerships for sustainable development, Ros Tennyson and Luke Wild, The Prince of Wales Business Leaders Forum and the United Nations Staff College

· Everybody’s Business: Global perspectives on corporate social responsibility, David Grayson and Adrian Hodges

· People and Profits?: The Search for a Link Between a Company’s Social and Financial Performance, Joshua Daniel Margolis and James Patrick Walsh

· Business & Sustainable Development, edited by Richard Starkey and Richard Welford

· Meeting the Collaboration Challenge: How Non-Profits and Businesses Succeed Through Strategic Alliances, James E. Austin (See Dr. Austin’s Presentation at AID/W, CDIE Summer Seminar, October 8, 2002) 

· Developing Value: The Business Case for Sustainability in Emerging Markets, available at www.worldbank.org/publications
· “Putting Partnering to Work”, Business Partners for Development. 1998-2000, Tri-Sector Partnership Results and Recommendations.

· “Business & Biodiversity: The Handbook for Corporate Action.” World Business Council for Sustainable Development, 2002.

· Empires of Profit: Commerce, Conquest and Corporate Responsibility, Daniel B. Litvin

· Globalization and NGOs: Transforming Business, Government, and Society, Jonathan P. Doh, Hildy Teegen

· Revolution of the Heart: A New Strategy for Creating Wealth and Meaningful Change, Billy Shore of Share Our Strength

Other Readings: 

· “Business and the developing world need each other”, International Herald Tribune Article, Mark Mallock Brown, http://www.iht.com/articles/76583.html
· “International Development Assistance: Taking the Full Measure into the Future” and “America’s Helping Hand”, Wall Street Journal Articles – both by Carol Adelman, Hudson Institute 

· CDIE Summer Series, October 8, 2002 PowerPoint Presentation by J. Austin, Author of Meeting the Collaboration Challenge and a summary of his book, http://www.pfdf.org/collaboration/challenge/
· Newsweek Article on the Bill and Melinda Gates Foundation

· NPR Transcript with Ted Turner on the growing influence of New Wealth Foundations

· Boston Globe Article – “The World’s Business”

· Address by Asst. Secretary of State for Democracy, Human Rights, and Labor, Lorne W. Craner on “Promoting Corporate Social Responsibility Abroad: The Human Rights and Democracy Perspective”, http://www.state.gov/g/drl/rls/rm/11405.htm
Due Diligence Guide

Due Diligence for Private Enterprise

Listed below are the four essential areas for investigation—corporate image, social responsibility, environmental accountability and financial soundness—that comprise the minimum requirements for responsible due diligence.  Since due diligence is such a crucial part of the partnering process, serious attention must be given to the topic before embarking on a strategic alliance.  Therefore and where possible, it is recommended that a more comprehensive due diligence investigation be undertaken to enable the Agency to make the right decision on whether to partner with a particular firm.  The GDA Secretariat can assist Agency OUs to conduct due diligence using the software by Calvert Social Research also known as ICIT. 

Remember, though, that it may not be necessary to investigate every possible avenue of consideration.  For most transactions you might consider, it would be too costly and too time consuming.  Particularly for small alliances, too much due diligence can kill the transaction.  The guide is meant as a menu of items to choose from.  Use the menu to select what you want to investigate and what you will overlook.  Make conscious and informed—not random—decisions of the possible lines of investigation.  A way to do this is to develop a due diligence strategy considering the following factors:

1. What’s important to the Agency?  What isn’t?

2. Which problems will be costly?  Which ones will be minor?

3. Where are you likely to find problems?  Where are you unlikely to find problems?

4. What is the type of transaction you are expecting?  How large or small is the transaction?  How complex?  What will the investigation cost in time and in money?

5. What is the risk to the Agency if the unexpected causes the transaction to go bad?

6. How much time do you have?  What do you have to lose by delay?  What does the potential partner have to lose?  How badly does the Agency need the alliance?  How badly do the potential partners?

Practical tools for obtaining due diligence information

Note first that the GDA Secretariat subscribes to the Inter-Agency Corporate Information Tool, a database developed by the World Bank and UN agencies that already contains extensive reviews for thousands of companies.  It is managed by Calvert, one of the pioneer’s of socially responsible investing.  If a particular company is not already in their database, they will conduct a new search for an additional modest fee. Contact the GDA Secretariat if you wish to make use of this important service. 

In addition, there are a number of business-oriented resources available that can help you find answers to the questions below.  Dun & Bradstreet reports primarily on publicly-traded companies, while coverage of private companies may be limited.  The SEC provides basic corporate and financial information on US companies with more than $10 million in assets and at least 500 shareholders.  A Lexis-Nexis search can be used for gathering news stories about a company within a specific timeframe.  This may be a good place to start when researching private companies.

To order a report by Dun & Bradstreet or conduct a Lexis-Nexis search, contact Leah Molyneu (202-712-0579; or mailto:lmolyneu@dis.cdie.org) of USAID’s Center for Development Information and Evaluation (CDIE).  

A number of “watch dog” organizations also provide information on companies.  However, be aware that such information may reflect a particular point of view and require appropriate filtering.  One group, CorpWatch, provides hyperlinks to other sites in a step-by-step guide to researching backgrounds of companies.  Other groups include Corporate Watch (the UK’s version of Corpwatch), the Public Information Network, Public Citizen and Corporate Governance. 

In addition, there are a number of other organizations that charge a subscription fee for information that the GDA Secretariat or CDIE may be able to access.

Essential areas of investigation:

A. Corporate image

1. What is the company’s public image?  Have there been any tensions between the community and the company?

2. Has there been anything in the media that would reflect negatively upon the company?  If so, how has the company dealt with significant negative publicity?

3. Are there any pending lawsuits against the company?

4. Is the company looking solely for PR opportunities by aligning itself with USAID?

5. Is the company only or primarily looking for procurement opportunities or money from USAID?

6. Is the company willing to engage with USAID in a transparent manner without expecting an exclusive relationship (i.e., barring competitors)?

7. Is the company willing to accept limitations on the publicity (i.e., press and media coverage) of the alliance so as to ensure that USAID is not perceived to be endorsing the company or its products and services?

B. Social responsibility

1. Is the company primarily involved in the manufacture or sale of firearms or narcotics, i.e., involvement in these activities constitutes a significant share of company’s total portfolio?

2. Does the company have a good reputation (no serious red flag issue areas), especially in areas of corporate social responsibility (CSR)? In the case of new companies or companies with past CSR troubles, are they committed to instituting/improving a sound CSR policy?

3. Does the company have policies barring harmful child labor or forced labor?

4. Does the company have a non-discrimination policy governing the hiring and promotion of minorities, women?

5. Is the company accepting of unions or attempts to organize a union? 

6. Does the company have a health and safety action plan for workers, including the handling of hazardous materials and the prevention of environmental accidents? 

7. Does the company have a policy for codes of conduct, labor standards?

C. Environmental accountability

1. Does the company collect and evaluate adequate and timely information regarding the environmental, health, and safety impacts of their activities?

2. Does the company set targets for improved environmental performance, and regularly monitor progress toward environmental, health, and safety targets?

3. Does the company assess, and address in decision-making, the foreseeable environmental, health, and safety-related impacts associated with the processes, goods and services of the enterprise over their full life cycle?  And provide the public and employees with adequate and timely information on the potential environment, health and safety impacts of the activities of the enterprise?

4. Does the company maintain contingency plans for preventing, mitigating, and controlling serious environmental and health damage from their operations, including accidents and emergencies; and mechanisms for immediate reporting to the competent authorities?

5. Does the company continually seek to improve corporate environmental performance, by encouraging, where appropriate, the adoption of technologies and operating procedures in all parts of the enterprise that reflect environmental best practices? Are its products or services designed to have no undue environmental impacts, be safe in their intended use, and be efficient in their consumption of energy and natural resources?  Can they be reused, recycled, or disposed of safely?

6. Does the company have a green audit for environmental performance? 

7. Is the company ISO certified?

8. Does the company have a natural habitats policy?  A forestry issues policy?

9. Is the company free from regulatory lawsuits? 

D. Financial soundness

1. Is the company a publicly traded company?

2. Does the company publish an annual report? 

3. Does the company have audited financial statements? 

4. Has the company been in business for several years? 

Due Diligence Guide for Non-Profit Organizations

Depending on the situation and potential partners, some of the questions pertaining to private enterprise may also apply to other partners, while other questions will not be so appropriate.  Just as you would for other activities, when contemplating forming an alliance exercise common sense, good judgment, and follow established procedures and guidelines to avoid situations that may result in embarrassment to the Agency or ineffective development investments.

USAID has a long history of working with non-profit partners, and has well established "due diligence" procedures.  The Office of Private and Voluntary Cooperation’s Registration Policy sets out the basic areas for you to explore.  However, as with private companies and depending on the alliance and USAID’s history of working with the particular non-profit, you may need to undertake a more comprehensive due diligence investigation to enable the Agency to make the right decision on whether to partner with that organization.

Overview of the Federal Advisory Committee Act (FACA)

In connection with the development and implementation of the Global Development Alliance (GDA), USAID proposes to consult with and seek the views of a range of outside parties.  These consultations will be initiated by the GDA Secretariat as well as program Bureaus and Missions.  Whenever USAID seeks the views of outside parties, consideration should be given to the potential application of FACA. 

FACA (and GSA's implementing regulations) require that certain "advisory committees" be chartered, approved by OMB and GSA, give advance notice of meetings, have open meetings and publish minutes and comply with other public access requirements.

Generally speaking, an "advisory committee" under FACA is any group not composed entirely of full-time federal employees.  However, FACA does not apply to committees that are established overseas and include non-US citizens.  

One often hears that FACA does not apply to "one-time" meetings.  There is no exemption under FACA for “one-time” meetings.  Such meetings are usually justified on the grounds that individual, not consensus, views are being sought.

FACA only applies where the group is:

- not composed entirely of full-time government employees,

- established or utilized by the agency, and 

- giving "consensus" advice, as opposed to individual views, to agency officials.

Thus, groups with private members (both established agency advisory committees and ad hoc groups) can meet with agency officials without having to comply with FACA to:

- receive information or advice;

- discuss internal scheduling and other non-advice matters; and 

- discuss substantive matters and even proposed recommendations and advice, 

provided:

- such advice and recommendations are aired at a later public meeting of an advisory committee; or
- only individual views are sought from the public attendees and not a group consensus.

The more times a group meets the harder it is to argue that consensus 

advice is not being sought.  If there is a need for a continuing dialogue on a particular subject, one approach is to create a subcommittee of an existing committee established under FACA.  The membership of the subcommittee can be completely different from that of the parent.  The subcommittee can meet without complying with FACA as long as the matter is finally considered by the parent committee at a public meeting.   

Guidance Memorandum on Solicitations

MEMORANDUM

TO:

Deputy GC, Patricia Ramsey

FROM:
GC/LP, Jan Miller, GC/G, Susan Pascocello

SUBJECT:
USAID solicitation campaigns for Agency Programs or the Foreign Assistance Programs of Other Entities 

ISSUE:  Whether it is permissible for USAID officials to engage in solicitation campaigns seeking contributions to USAID or other organizations for development projects or activities from individuals, foundations and U.S. based corporations.  

CONCLUSION:  Such solicitation campaigns are permissible, but only if a number of conditions are met.  In the absence of a specific USAID procedure for solicitation campaigns, we advise that the USAID officials take certain steps to avoid potential conflict of interest problems.   

This memorandum provides initial guidance regarding solicitation campaigns from a legal perspective, but ideally ADS guidance would be developed to reflect both legal requirements and USAID policy considerations.

EXCLUSIONS:  This memorandum does not apply to donor coordination
 or requests for cost share or matching fund contributions
, and in general does not apply to instances where USAID does not initiate the fundraising activity.   

USAID employees would not need to follow the procedures outlined in this memorandum if they are coordinating assistance or contributions of goods and services with other donors, both governmental and private.  For example, a health officer in the field could coordinate with other donors for the provision of commodities to a health clinic without following the procedures outlined herein.   

In general, this memorandum does not apply to instances where a USAID employee is contacted by a potential donor about contributing to a USAID program or asks for USAID’s guidance on how to spend its funds in a particular country or region.  Rather, this memorandum addresses situations in which a USAID official plans to contact potential donors in a solicitation campaign.   There may be instances where it is difficult to ascertain whether USAID or another donor initiated the fundraising efforts.  Questions regarding the applicability of this memorandum to a particular situation should be directed to GC.   
DISCUSSION: As a general rule, specific authority is needed for government officials to solicit funds.  This is reflected in the government-wide Standards of Conduct for Employees of the Executive Branch that permit fundraising in an official capacity if, in accordance with statute, Executive Order, regulation or otherwise as determined by the agency, the employee is authorized to engage in fundraising as part of his or her official duties. 
  For government officials to solicit contributions for a particular project or activity, the agency must determine whether it has the authority to do so and whether such fundraising activities are appropriate.  Once these points are confirmed and it is clear that the fundraising is part of the government employee’s official duties, we recommend that such activities be formally approved by the Agency pursuant to the procedures outlined below.


USAID has the authority to solicit contributions on its own behalf under its gift authorities, Section 635(d) of the Foreign Assistance Act of 1961, as amended (“FAA”), and Section 25 of the Department of State Basic Authorities Act of 1956, as amended, 22 U.S.C. Section 2697.
  In addition, USAID officials have the authority to engage in fundraising for USAID or others under certain provisions of the FAA which establish U.S. policy to encourage the participation of the private sector in the development process.
 

There are a number of conditions on such fundraising.  They include: (a) the agency may not solicit contributions for the travel expenses of Government employees; (b) a solicitation must be for funds to be used in connection with the agency’s authority (e.g., funds solicited under the FAA must be used for agency programs or the foreign assistance programs of other organizations); (c) a solicitation must be structured to avoid any appearance that a contributor will receive preferential treatment in its dealings with USAID (or would face any kind of discriminatory treatment if it declines to contribute); and (d) the solicitation must not include covert or deceptive activities (emphasis added)
.  

In order to meet these conditions, especially (c), we recommend that USAID officials take certain steps to avoid potential conflict of interest problems.  The State Department procedures described in Attachment A provide a basis for such steps.  However, the State Department procedures have been modified because USAID, unlike State, has business relationships with a large number of entities through USAID’s acquisition and assistance programs and because the Agency actively seeks to promote private sector involvement in development through the Global Development Alliance.   
General Guidance and Suggested Actions for USAID Officials Undertaking Solicitation Campaigns 

(i)
Potential donors

Participation should be as inclusive as possible and offered to a large number of entities in a given category to avoid showing preference to one or more firms.  Any solicitation should note the effort to gather support from a broad number of firms, institutions, or persons.  

(ii)
Types of donors

Foundations – As a general matter, foundations are part of the donor community.  Therefore, solicitations of foundations are not problematic from a conflicts perspective because of the nature of their work and the fact that a typical foundation is not seeking any business, benefit, or assistance from the USG.  In many cases we are already working with certain foundations as partners on development projects.  

However, certain foundations may be related to companies or other entities, and that relationship may pose conflicts issues.  For those foundations, a review should be made to ascertain how the foundations are structured and how decisions to fund certain projects are made in order to assess possible conflicts.  


Fortune 500 Companies – To the extent that USAID does business with these companies, more than likely it accounts for only a small percentage of their income.  For that reason, from a conflicts perspective, solicitations of these companies are not generally problematic if a basic conflicts analysis is completed prior to the solicitation and the solicitation is made to a wide number of companies. Companies in a particular sector may require additional analysis because of the direct connection between the activity for which funds are being raised, USAID’s activities in a particular area, and these companies.  For example, if USAID were soliciting contributions for an HIV/AIDS activity, pharmaceutical companies would require additional conflicts analysis due to their direct connection with USAID’s HIV/AIDS activities.  

Other USAID Contractors and Grantees – If solicitations are made to this group, a significant conflicts analysis must take place to insure that there is no appearance that the gift is offered with the expectation of obtaining advantage or preference in dealing with USAID, especially for firms and non-profits who receive substantial USAID funding (i.e., when USAID is a major customer or donor).

 (iii)
The Soliciting Official

In addition to avoiding organizational conflicts at the Agency level, care should be taken, when conducting solicitation campaigns, to avoid creating conflicts for individual employees between their solicitation activities and other official duties.  To avoid an appearance of conflict, USAID officials engaged in fund-raising campaigns should not solicit contributions from persons or organizations that have financial interests that may be substantially affected by the performance or non-performance of the soliciting official’s other duties.  An employee’s other duties should be taken into account as part of a decision to assign the individual to a fund-raising campaign.  Any potential conflicts should be noted in the action memorandum along with measures taken to eliminate or mitigate them.

Similar conflict issues can also arise in situations where the Agency engages a contractor to conduct a solicitation campaign.  Agency officials engaging a contractor to handle a fund-raising campaign should consider the potential for conflicting roles that may create appearance problems and take steps to mitigate such conflict.  It is recommended that such contract include the standard AIDAR Clause 752.209-71.

(iv) Approval of the solicitation

For all solicitations, we advise that an action memorandum be prepared to document the decision to solicit funds from certain entities.  The action memorandum should include information on the following:  (1) amount of money to be raised; (2) who will receive the money (USAID or another entity); (3) potential donors; (4) methods of raising money (e.g., mail, telephone calls); (5) who will do the soliciting; (6) availability of alternative funding sources;  (7) the importance to the USG of the proposed project; and (8) the planned text of the fundraising “pitch,” if available (the “fundraising script”).  At either the time of approval of the action memorandum or initiation of the campaign, the text of the fundraising script should be finalized with LPA and GC approval.  

It is an Agency policy decision to identify the level at which approval of such action memoranda should be made.  Given the potential risks involved, we would advise that it be done at the AA level.  In addition, given the public affairs aspect of a solicitation campaign and the potential conflicts issues, we also would advise that the memorandum be cleared at appropriate levels by LPA and GC.   In addition, we would advise that when clearing or approving the action memorandum, each Agency official should employ a test balancing the policy interests in favor of fundraising against the potential risks to the Agency.


(v) Maximum amount of donation from a single donor

The State Department does not usually accept more than $200,000 from a single donor for a specific campaign.  In some circumstances, it may be appropriate to consider a maximum contribution that will be sought from a single donor.  Because of the policy interests involved in furthering the Global Development Alliance, however, we do not propose a maximum contribution limit.

(vi) Implementation and Oversight 

Once a solicitation campaign has been approved, the implementing office must ensure that the solicitation campaign is implemented in accordance with the action memorandum.  The implementing office also should continue to consult with LPA and GC on public affairs and legal issues, including reviewing any conditions to donations (discussed below), and determining the appropriateness of the institution to receive funds and the type of financial instruments that will be used.

(vii) Conditions on donations

Donors may seek to impose conditions on their donations, and USAID can accept conditional gifts.  However, it is difficult to anticipate these conditions when beginning a solicitation.  It is up to the official with authority to accept the gift to determine whether the conditions can be agreed to given the type of conditions, administrative burden, donor, size of donation, and other considerations.

The accepting official should document the decision as to whether USAID accepts the conditions and inform the donor.  There also will be responsibility to implement procedures to ensure the conditions are respected.  Conditions regarding memberships on boards of directors of private entities raise special considerations and should be reviewed with extreme care.

(viii) Receipt of Donations

Donations for USAID must be received by USAID for deposit in the USAID donation trust account.  Such funds are subject to apportionment in the budget process.  USAID cannot contract for an agent to receive funds on USAID’s behalf.  

(ix) Solicitations for entities other than USAID

For solicitations of donations to entities other than USAID or alliances of entities, the action memorandum described above in “Approval of the solicitation” should include additional information to assist the clearance/approving officials in determining whether it is appropriate for USAID officials to solicit donations on behalf of such entity.  For example, we recommend that detailed information be included about the entity, along with an explanation of why it is appropriate for USAID to seek contributions on the entity’s behalf, or on behalf of an alliance.  USAID may need to develop disclaimers when soliciting contributions on behalf of other entities so that contributors do not view USAID as guaranteeing proper operation of the recipient entity. 
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V. Communicate an alliance


USAID, partner outreach: signing, program results








    DEFINING AN ALLIANCE








    DEFINING AN ALLIANCE








ENGAGING NEW PARTNERS








ENGAGING NEW PARTNERS








ENGAGING NEW PARTNERS








ENGAGING NEW PARTNERS





Checking Integrity





The World Bank’s Business Partnerships and Outreach Group has developed succinct criteria for determining the integrity of prospective partners. Another way to quickly check on the integrity of a prospective corporate partner is to find out if the company “embraces and enacts” the United Nations Global Compact’s Nine Principles. These principles cover topics in human rights, labor and environment.


Alternatively, you might look to see if the firm endorses the � HYPERLINK "http://www.mallenbaker.net/csr/CSRfiles/gsprinciples.html" ��Global Sullivan Principles� of corporate social responsibility. These principles support economic, social and political justice by companies where they do business; human rights and equal opportunity; disadvantaged workers; and greater tolerance and understanding among peoples. Several of these criteria have been included in the due diligence guide found in � HYPERLINK  \l "_Due_Diligence_Guide" ��Appendix F�.
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Solicitations
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Ground Rules of


Effective Collaboration





The right to say “no”


Honesty


Accountability


A commitment to help address other alliance members’ perspectives as well as one’s own





Documenting Agreement
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Memorandum of Understanding





Several examples of agreements and agreement formats incorporating the recommended elements are available. � HYPERLINK  \l "_MEMORANDUM_OF_UNDERSTANDING" ��Appendix C� is a sample MOU involving USAID, a coffee company and a foundation. Sample agreements from Catholic Relief Services and The Prince of Wales International Business Leaders Forum can also be found on pages C 10 and C 20, respectively, of USAID’s � HYPERLINK "http://www.dec.org/partners/guide_promo.htm" ��Designing and Managing Partnerships Between U.S. and Host Country Entities�.
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Global Alliance to Improve Nutrition (GAIN)


GAIN, an example of a pooled resources alliance, is an alliance of public and private sector organizations seeking to improve health through the elimination of vitamin and mineral deficiencies. Alliance partners include USAID, The Bill & Melinda Gates Foundation, CIDA, The World Bank, UNICEF, WHO, private food companies, and NGOs/PVOs. GAIN will make grants to developing countries in support of food fortification and other sustainable micronutrient interventions in order to save lives and improve health and productivity.
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Boards of Directors





Currently, pursuant to an opinion of the Office of Legal Counsel at the Department of Justice, US government employees are not permitted to serve, in an official capacity as a representative of the US Government, on the board of directors of any non-federal organization. There are narrow exceptions to this prohibition and the possibility of a waiver in some circumstances.  
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A PVC Model





One approach to successfully promoting partnerships and alliances, used by USAID’s Office of Private and Voluntary Cooperation (PVC), is the use of a cooperative agreement with the Millennium Alliance for Social Investment to facilitate relationships between U.S. PVOs and corporations.  This organization promotes partnership concepts and operational modalities to make it attractive for private companies to invest in development.  It also offers specific services to support linkages, identify and broker partnership opportunities, and synthesize experience and promote best practices.  One example of such a match is the case of Smith-Klein Beecham and Children International, who are collaborating in nine countries in Latin American and Asia to implement an integrated health and nutrition program for children.  In some cases, PVOs that have successfully attracted private sector partners have then applied to USAID for grants under the PVC Matching Grants program, which requires the PVO and their partner(s) to provide a dollar-for-dollar funds match.
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MANAGING ALLIANCES





Keep in Mind…





Alliances are often incremental


Members must be prepared to commit resources


An alliance is often comprised of organizations with diverse goals and values


Risk is natural


Systemic barriers must be overcome


Avoid dependence on specific individuals


Build accountability, transparency and trust
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Monitoring & Evaluation








REPORTING





Reporting
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“To satisfy our corporate commitment to forest conservation,


The Home Depot depends on a reliable supply of wood products


from responsibly managed forests. That’s why supporting


the Global Alliance makes so much sense for us.”





—Ron Jarvis


Vice President of Merchandising


The Home Depot 





EGAT 


Seed Funding


$2.0 million





�





Peru Mission


Amazon Alliance


             


                                 





�





Partner Due Diligence carried out by USAID.





Two Cooperative Agreements filed: one between EGAT and WWF, and one between GDA and Metafore.  Funds are obligated.





Design document for the Sustainable Forest Products Global Alliance is drafted.





Metafore submits a Letter of Inquiry to USAID as an unsolicited proposal.





WWF/IKEA submit Project Concept Note to USAID as an unsolicited proposal.





Metafore, WWF, Home Depot, International Paper, USAID, and the USFS convene the Forest Leadership Forum bringing more than 1,300 participants together from 45 countries.





USAID, WWF, Metafore sign MOU.








Sustainable Forest Products Global Alliance


Members and Partners





World Wildlife Fund





Metafore





Forest Trends





Sub-Grantees Including  


WWF’s Global Forest & Trade Network and Greenwood Carrying Out Projects





Producer/Buyer Groups


Global Toolkits


Market Analyses


Policy Analyses and Recommendations


Market Linkages


Certification Resource Center


Corporate Purchasing Policies

















USDA Forest Service


International Programs








Leveraged Funding





Corporate Partners 


(The Home Depot, others) 


$2.84 million/3 years





Private Foundations $771,000





Government Aid Agencies/other


$1.84 million














Apr 2003





May 2003





July 2002





Sept 2002





May 2002





Apr 2002





GDA 


Seed Funding


$1.5 million





�





Sustainable Forest Products Global Alliance


Funding Flow and Process
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“Where there is no clean water and sanitation, millions of children


die each year, and millions of people become blind unnecessarily


and suffer debilitating diseases. Our board chose water


and sanitation as a priority, as we felt it was where we could


have maximum impact on the most lives....”





—Steven M. Hilton


President


Conrad N. Hilton Foundation








The Conrad N. Hilton Foundation (CNHF) Initiates Discussions with the Water Team:





World Chlorine Council


Intl Trachoma Initiative


WorldVision


UNICEF


WaterAid


Lions Club Intl


Desert Research Intl


Winrock Intl


Cornell Intl Institute


UN Foundation





Other Water Team Partners Commit $18m


(in-kind)





$300,000





World Chlorine Council  - PVC pipe for tubewells





2001, July





2002, May





2002, Jan





2001, Oct





Timeline:





Intl Trachoma Initiative


- Matches Hilton grant 





$306,000





$819,365





$585,000





$1.2m





$175,000





Associates in Rural Dev (ARD)


- Implementing consultant


- Technical assistance


($1.9m retained)





$85,000





$85,000





$50,000





West African Water Initiative Alliance:


Financial and Process Flows


(grants are given in rough estimates only) 





$460,668





$14m





$1.1m





$300,000





The Conrad N. Hilton Foundation Commits $17.5m





$4.2m





USAID Commits $4.5m:


GDA     $500,000


EGAT $3,219,520


GH       $200,000


TBD      $530,480    





$200,000





Lions Club Intl


-Trachoma prevention campaign





WaterAid


- Water supply, sanitation, hygiene





Desert Research Intl


- Analysis, modeling, govt info systems





Winrock Intl


- Irrigation





Cornell Intl Institute


- Natural resource mgt, rural development





UN Foundation


- Resource mobilization, communication





UNICEF


- Sanitation, hygiene, alternate water sources








WorldVision


- Management systems, training 





Partner Meeting in LA, Scoping Trip to West Africa





Joint Proposal to USAID


- Funding, resources management





* Dotted lines pertain to the Conrad N. Hilton Foundation Commitments





* Dashed lines pertain to other partners





* Full lines pertain to ARD disbursement
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USAID - ANE


$200,000








�





USAID/Morocco Office of Financial Management performs NGO assessment of CSSF and finds nothing of concern.














�





The Government of Morocco declares 2000-2010 the "education decade".





Coca-Cola $90,000





Motorola $18,000





Cercle Diplomatique $54,000





Afriquia Oil Company $15,000





Femmes du Maroc Magazine $15,000





Caftan Fashion Show $45,000





2002





2003





2001





2000





1999





Morocco Girls' Education:


A Summary of Process and Financial Flows





Foundation Hassan II $42,000





Program 


Assessment





A mid-term evaluation indicated that there is even a wider impact back in the girls' home communities.  In many cases, younger sisters and neighbors of scholarship recipients enroll and stay in school in higher numbers.








A Group of Moroccan Professionals forms Rural Girls' Educational Support Committee CSSF: The CSSF lobbies for contributions from the Moroccan private sector and transfers the proceeds to local partner NGOs that manage the girls’ homes, monitor the girls’ education and follow up with parents.  





Government of Morocco


Ministry of Health and the Ministry of National Education and Youth


$946,440


(in-kind contribution)





Scheduled health appointments for girls in school and rooms for middle school graduates in the secondary school dorms





Appropriate Local Associations in the Girls Scholarship Network of CSSF





Rural Girls' Educational Support Committee (CSSF)


$1,425,440
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� Further information on the triple bottom line is available from � HYPERLINK "http://www.sustainability.com/home.asp" ��SustainAbility�.


� See Donor Coordination Strategies, � HYPERLINK http://www.usaid.gov/pubs/ads/200/200sad.doc ��http://www.usaid.gov/pubs/ads/200/200sad.doc�.


� See ADS 303.5.10, E303.5.10, 303.5.10a and E303.5.10a and PVO Cost Sharing Policy, http://www.usaid.gov/pubs/ads/200/updates/iu2-3.pdf.


�  5 C.F.R. 2635.808 (b).


�  See ADS 628.5.1 and E628.5.1.


�  See FAA Sections 102(a), 102(b)(8) and (9), and 601(a); and GC Opinions:  FAA    Section 635, No. 78 (GC/LP, Miller, April 7, 1997) and GG/Archives (GC/EPA, Miller, October 9, 1991). 


�  GG/Archives (GC/EPA, Miller, October 9, 1991).


� See ADS 628.5.1.
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