Tools for Alliance Builders


INTRODUCTION

Tools for Alliance Builders is a resource guide addressing fundamental and applied questions about building public-private alliances that address development problems.  This practical handbook helps USAID staff engaged in alliance building understand, navigate, and smoothly link two processes:  1) the outwardly focused process involved in finding and working collaboratively and effectively with private sector partners; and 2) the inwardly focused process of navigating USAID policies and procedures related to its annual programming cycle and the obligation of its funds.  

Managers of USAID operating units, program technical staff, and procurement and legal staff may all find themselves involved in various aspects of building and managing alliances, and they will all find information here that relates to and supports their roles and responsibilities in alliance development.  Furthermore, this guide may be of some interest and use to foundations, corporations and other potential alliance partners who wish to understand USAID’s perspective on alliances and the internal issues that it must take into account when engaging in them. An abridged version of this document addressed to potential resource partners is pending. 

Tools for Alliance Builders is a publication of USAID’s Global Development Alliance Secretariat that is periodically updated and refined to reflect lessons learned and the ever-improving state of the art. It is designed, through a modular format, to allow the reader quick access to key information. Because of the extensive use of hyperlinks, accessing Tools in electronic format is recommended. 

Considering a Public-Private Alliance lays the groundwork for considering what constitutes an alliance, the business and government case for working together, leveraging, and strategic planning.  

Engaging Partners introduces the reader to initial outreach efforts, the appropriate way to contact for-profit partners, due diligence, and technical assistance. 

Constructing an Alliance discusses the important steps of joint planning and documenting agreement among partners, as well as procuring goods and services to carry out alliance activities. 

Managing an Alliance discusses the operational structures and mechanics required to maintain an alliance, including governance, monitoring and evaluation, and reporting. 

The Tools in each section contain resources providing frequently asked questions, practical models and examples to address targeted technical issues at a level of detail greater than what is in the text. Throughout Tools for Alliance Builders references are made to items in each section’s Tools, which are hyperlinked to the actual item either on the Internet or in this document.  
Extending the Impact of Government, Business, and Civil Society
The USAID Global Development Alliance (GDA) promotes a development assistance model predicated upon the idea of partnership between the public and private sectors, and designed to deepen programmatic impact by combining the interests and capabilities unique to each. In two fiscal years of operation, the GDA business model has leveraged over $2.7 billion in total partner assets through $500 million in Agency funding. 

In remarks before Congress in May 2001, Secretary of State Colin Powell introduced GDA as “a fundamental reorientation in how USAID sees itself in the context of international development assistance, in how it relates to its traditional partners and in how it seeks out and develops alliances with new partners."

This ‘fundamental reorientation’ is illustrated by the shift in resource flows to the developing world over the last three decades. In the 1970’s, 70% of resource flows from the United States to developing countries consisted of Official Development Assistance. Today, 80% of those resource flows consist of foreign direct investment, private donation from foundations and other sources, remittances, and movement in capital markets. Official Development Assistance accounts for only 14%. 
This shift reflects the emergence of private sector entities as active participants in the development process. The Global Development Alliance assistance model
 responds to this changed environment, and extends USAID’s reach and effectiveness in meeting development objectives by combining its strengths with the experience and capabilities of the private sector.

The GDA assistance model advances development goals through a variety of methods. USAID might work with national and international corporations with a commitment to social responsibility. Or USAID can engage a corporation’s direct business interests in a region to guide foreign direct investment or corporate capabilities in product development, marketing, and distribution in support of development goals. USAID also works with local and international partners to lower barriers to market entry for goods serving a public interest, simultaneously improving service-delivery and stimulating economic development. Not to be forgotten as an important revenue source are personal remittances – the Global Development Alliance has brought together partnerships to lower transaction costs and channel remittance flows towards investment rather than consumption. Finally, USAID assumes risk in a variety of operations, thereby catalyzing nascent markets in home mortgages, investment capital, or imports and exports. 

Similarly, the resources leveraged are as diverse as the alliances themselves. They include technology and intellectual property rights, market creation, best practices, policy influence, and expertise ranging from international trade to biodiversity protection. Together, the combination of complementary assets has encouraged innovative approaches, more effective problem solving, and deeper program impact.

� From the Agency perspective, public-private alliances are a ‘new’ business model for development. It is worth noting, however, that partnership between public and private sector actors has been a trend for the last decade at least, and that for a number of USAID officers the idea and practice of engaging the private sector is not new.
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