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5 World bank Group Institutions
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Business
Opportunities
arising in Project
Cycle

World Bank PI’OjeCt Cycle

Key stages where contract opportunities aris

Short term
consultancy
opportunities arise

sl ~f
The bulk of during the initial

business stages:
opportunities * Project identification
arise during * Preparation

the project * Appraisal

implementation
stage
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Benefits of
doing business
WB Projects

@ * Opportunities to work globally
* Opportunities 1o enter developing markets

* Variety of contract sizes
* Opportunities suitable for SMEs 10 large
multinationals
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WB Core Procurement Principles

Value for money

WORLD BANK'S
CORE
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Summary of
Procurement
Process



Supply Positioning

Informs appropriate Procurement approach

Supply Positioning helps identify key considerations for H'gh“
the Borrower, such as: w
How important is the activity for Project? o
Have Technical risks addressed well? = Strategic
© Security
How complexis the procurement? k=
=
How competitive is the market? >
@]
Are alternatives available if procurement approach & o
o«
fails?
- Tactical
Informs procurement approach to mitigate procurement- Acquisition T
related risks Low

Informs qualitative attributes to be considered in the > High

evaluation Cost

Informs indicative weighting between technical aspects
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DEVELOPMENT
activity/need/requirement

Procurement
DIRECT COMPETITIVE th rO ugh a
decision logic

NATIONAL

PROCUREMENT BANK’s
PROCEDURES/ | INTERNATIONAL STANDARD
DOCUMENTS MARKET : PROCUREMENT
NORMALLY DOCUMENTS

APPLY APPLY

(as modified, if

required)

Request Request
for for
Quotations Proposal

Request
for Bids




Rated Criteria applied for Quality focus

Rated Criteria are used to evaluate non-price
attributes of Bids/Proposals, including quality,
risks/mitigations, opportunities, sustainability,
and other technical aspects
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Matrix of Rated Criteria Weightings (e.g. non-price, qualitative,

technical matters) by procurement risk and cost
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W |
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= Strategic !
o) ) :
© Security : High &
g H Substantial
S | e I s e ——— ===~
> Low &
— Moderate
e ’3
~
B2
o a
Tactical Tactical
AchiSition Adva ntage
Low
20-30% 10-40% .
Low <« » High

Cost

For more information please see:

PROCUREMENT GUIDANCE

S5

vLUE

EVALUATING BIDS
AND PROPOSALS

Including Use of Rated Criteria for
Procurement of Goods, Works, and
Non-Consulting Services

@ THE WORLD BANK
IBRD « IDA | WORLD BANKGROUP
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Using Rated Criteria

Rated Criteria are subset of Evaluation Criteria, within the whole Evaluation
Approach

Rated Criteria are qualitative and help measure differentiation of Bids/Proposals
Prioritized and focused on critical technical matters

Weighted according to importance

Tailored to specific project needs (avoid a cookie cutter approach)

Use two-envelopes for all applicable procurements

Works methodology

Extent technical proposal exceeds minimum requirements

Credibility of related plans, risk assessments, proposed approaches to implement the
contract, deliver environmental & social objectives etc.

Experience and skills.proposed.key. personnel. . oo semson



Rated Criteria helps improve quality offering from Bidders

Rated criteria will help better development by
motivating good suppliers and contractors to bid,

rewarding credible technical proposals and supporting
better overall project implementation




Whole Evaluation Approach

Step 1: Preliminary Examination: Verification and completeness check as per requirements stated in
bid.

Step 2: Eligibility and Qualifications: Eligibility verification and Qualifying whether the bid meets
specified technical and financial requirements as Pass/Fail based on information provided by bidders. All
"Must Meet" conditions needing to be verified at this step to progress further.

Step 3: Scoring Technical Bids: Evaluation based on rated criteria and scoring each bid individually first
and then with a comparative scoring determining final technical scores. May require a minimum pass
score to qualify for the next step. Some parts of bid may be reviewed in both qualification stage and
technical scoring.

Step 4: Combined Evaluation: Final evaluation using a specified formula to determine the Most
Advantageous Bid.
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Standstill Period for Debrief, Clarifications and
raising any Complaints

" The Standstill Period commences on the day following .' '. The Standstill Period expires at midnight ..
the transmission of the Notice of Intention to Award . on the tenth day (unless extended).
to all Bidders/Proposers. l

l

4 Standstill Period (10 Business Days) =
gabaekad 1|2 |3 )4 |5(6]7[8]9]0}2

BIDDER TO REQUEST
A DEBRIEF WITHIN
3 BUSINESS DAYS

BORROWER TO PROVIDE DEBRIEF WITHIN 5
BUSINESS DAYS OF RECEIPT OF TIMELY REQUEST

t A complaint may be submitted at anytime during the Standstill Period ’




World Bank Corporate Procurement: What we buy

P 9 5
45 @&E ?

Human Resources & Technolog
Professional Services y

Corporate Services
& Real Estate

Construction and Renovation

- Facilities Management - Teiecom and Network

« Security Services = Office Productivity Software &

- Travel Hardware

© Health Services = Business Applicaﬁons (Fintech

- Corporate Services HR, General Services)

+ Food, Conference & Events = IT Software (GeneraliEnterpnse
Services So ecurity, Data

- Bank Opetatnons ICT Solution_s

= Disruptive Technologies




WB Corporate Procurement Process

Register as .
potential Identlfy' Understand
g Opportunity i
supplier Requirements
Prepare
Proposal
PLAN
' Submit
/ B \ Proposal
Terminate | Vendor
Contract 5718
Policies and COMPETE
Annexes

Attend Contract
Performance
Reviews

Participate in
' Evaluation, e.q.,
/ interviews,
demos

Fulfill Contract
Requirements

Sign Negotiate

Contract
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How to be a business partner for corporate procurement

Register as a potential supplier in the World Bank
Group's WBGeProcure Supplier Registration portal

Record the Supplier Diversity designation during the
O registration indicating the diversity type and certifications

¥ ,‘~5f‘-'“7?1\‘, When responding to procurement opportunities, indicate

F I JES
\ J “':V-\.!

- "/ W any WBE, MBE, or other diversity qualifications
O Register with relevant certification bodies such as
WEConnect, WBENC, NMSDC, NGLCC, or others
/\
\J/

= Look for opportunities not just with the WBG but with
WBG existing suppliers
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PROCUREMENT GUIDANCE
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For more information: =J0,
For additional information, such '

as Standard Procurement FINDING
ocuments (SPDs), Guidance, OPPORTUNITIES
briefing, training and e-learning e WiingContact e

materials see
www.worldbank.org/procurement
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http://www.worldbank.org/procurement
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