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Best interest of UNIDO

Best value for money

Fairness, integrity and 

transparency
Effective competition

UNIDO Procurement Principles



Most Frequently Procured Goods

• Ozone depleting substance replacement and phase-out 
equipment (in the refrigeration, solvents, aerosols and 
foam manufacturing sector);

• Equipment for the replacement of methyl bromide 
measuring, checking & testing instruments;

• Laboratory, calibration and testing equipment;

• Agricultural produce and materials;

• Equipment for textile apparel & leather production;

• Wood and timber products;

• Vocational toolkits;

• Chemicals;

• Hydrogen production and storage;

• Agricultural & food processing machinery and 
equipment;

• IT HW & SW equipment and supplies; 

• Building and construction materials and supplies;

• Renewable and rural energy systems and infrastructure

• Motor vehicles, parts, accessories;

• Leather and leather products, footwear;

• Office furniture  and accessories;

• Engines, turbines and similar machinery and 
equipment (hydroelectric, others)

• Security and safety equipment;

• Wind mills and motors;

• Solar energy systems and related equipment;

• Pumps; compressors, valves, etc.;

• Air conditioning equipment, controls and machinery;

• Water treatment systems, equipment and machinery;

• Ventilation systems and equipment;

• Mining, quarrying and construction machinery and 
equipment;

• Recycling and waste management systems, 
equipment and machinery;

• Design, publication and training materials;

• Telecommunications equipment;

• Fishing testing equipment;

• Metrology equipment;



Most Frequently Procured Services



Most Frequently Procured Services (cont’d)



UNIDO Procurement Spend

€



Top 15 Supplier Countries



Threshold Sourcing Channel Shopping Cart RFx Evaluation PO Approval Goods/

Services Receipt

Invoice 

Matching/Payment

<€5,000

<€40,000≤≤≤≤€40,000

>€40,000

>€40,000

ALL

Fast Track

Procurement

Decentralized 

Procurement [open 

competition]

Decentralized 

Procurement [waiver]

Centralized 

Procurement [open 

competition]

Centralized 

Procurement [waiver]

LTAs

Allotment Holder [AH]Allotment Holder [AH] FINFIN

AH *) AH *) 
Line Manager of 

AH

Line Manager of 
AH AHAH FINFIN

*) For LTAs requiring freight, freight quotation to be obtained from Procurement Services

UNIDO Sourcing Channels



Project Team (Assistant, field staff, 

etc) create the Shopping Cart (SC)

Certified Invoice is sent 

directly to FIN

Allotment Holder (AH) will review 

the SC and either approve or reject 

it.  In case of rejection, the SC is 

returned to the creator with 

comments

RFx Event 

Purchase Order is created out of 

RFx Event and approved either by 

Line Manager of AH or PRS

Payment is released only if GR 

approved and 3-way matched [PO 

value = GR value = invoice value]

Reports/ Deliverables are checked 

and if everything is OK, 

Goods/Service Receipt created 

and approved by AH

or

or

Centralized Procurement: 

PRS manages RFx event:

Generally > € 40,000  (All values also)

Decentralized Procurement @ Waiver: 

Line Manager of AH 2nd approver of SC

≤€ 40,000

Decentralized Procurement: Project 

Team creates RFx Event

≤€ 40,000

Centralized Procurement @ Waiver:  

Chief, PRS 2nd approver of SC

Generally > € 40,000  (All values also)

Fast Track/ Call Off Orders Against LTAs

≤ € 5,000 and unlimited respectively

or

eProcurement Workflow

or



• Organizational process setup, i.e. no differentiation  between Field 

and Headquarters procurement requirements

• Global procurement from anywhere to anywhere

• Reduction of procurement cost

• Global freight forwarding solution

• Enhanced collaboration between Project Managers and 

procurement staff (Risk Management)

• Increased transparency

• Strengthened internal controls

• Reduction of risks and bottlenecks

• Roll-out of Long-Term Agreements (LTAs)

• Simplification/standardization of  procurement documents

• Integration of procurement and risk management

• Global vendors

• For decentralized procurement, no/less reliance on UNDP support

�Increased efficiency and 

effectiveness

�Higher transparency

�Enhanced focus on quality

�Improved risk management

�Improved monitoring and reporting

�Greater flexibility

Benefits  of the eProcurement System



Please visit: http://procurement.unido.org/.  If you click on “Current 

Opportunities”, it will take you to …

UNIDO’s eProcurement Portal



UNIDO’s eProcurement Portal (cont’d)



UNIDO’s eProcurement Portal (cont’d)

Example of an “electronic bidding document”:



UNIDO’s eProcurement Portal (cont’d)
How UNIDO communicates directly with companies in the RFx Functionality:



Forms of Collaboration with UNIDO
Partnerships:

Which Type of Organization should Companies Normally Adopt?

Sub-Contracting

What are UNIDO’s Rules on Collaborations With Local Business Partners?

Please refer to the Instructions to Bidders section in the RFx, requiring bidders to specify 

in their Technical Bids:

the names and qualifications (including description of activities, number of personnel 

employed, references to the clients and completed projects) of the proposed sub-

contractor(s) and/or equipment manufacturers, if any, and the extent and nature 

of such sub-contracting and/or equipment 



Sub-Contracting

UNIDO concludes contract with one company (“the Contractor”)

•Sub-contractors need to be indicated in the Technical Bid 

which will become part of the Contract under consideration;

•In case of non-performance, UNIDO only deals with the 

Contractor, not with sub-contractors.

Contractor concludes individual contracts with sub-contractors

Most common form of collaboration among companies dealing with UNIDO:



Consortia

In principle, permitted by UNIDO – and due to the complexity of procurement    

cases increasingly applied.

Requirements:

• Bidders need to provide written declaration indicating:

- members of consortium

- nomination of the leading company with whom contract  would be signed 

- purpose of establishment of a consortium

- depending on the ‘form’ of a consortium attach all ‘legal’ documents

• Once declaration has been received and accepted, separate bids by individual 

member(s) of the consortium are not permitted and may be disregarded.



� Make use of information/publications available on the procurement page of UNIDO’s web site  

www.unido.org/procurement; 

� Register on the UN Global Marketplace (UNGM) at www.ungm.org;

� Regularly monitor procurement opportunities published on UNIDO and UNGM web sites;

� Always respond when invited to submit a bid, even if you should not be in a position to 

participate;

� Study bidding documents carefully;

� Use your right to ask for clarification if anything in the bidding documents is unclear;

� Ensure that your bid meets all requirements; if you cannot meet all requirements consider to 

sub-contract or form joint-venture/consortium;

� Submit required certificates, financial statements, catalogues, reports, etc in the required 

format and language

� Clearly mark and sign bids as required

� Meet deadline for submission of bids

Procurement Tips



Procurement and Innovative Solutions
� Procurement at the right price

� Balance customer requirements with market readiness and value for money

� Open competition: Once size fits it all?

� Beware of over-specified requirements

� Limit your terms and conditions to risks relevant to the type of procurement concerned 
[time of delivery, warranty, SLA, etc]

� Adapt, as far as you can, to vendor conditions

� Adapt, as far as possible, to market-ready products and services

� You get the right prices only when customers and providers understand each other

� Right size customer versus right size provider

� How important is it for the provider to have you as a customer?

� Long term relationship

� Cultural affinities

� Seasonal trends

� Economic cycles



Thank you!


