
UN Procurement

Mr. Miguel Alvarez

OIC, Peacekeeping Procurement Section

UN Secretariat Procurement Division

December 2016



Principles for UN Procurement 

Procurement activities of the UN system are based on the 
following principles: 

� The objectives/needs of the UN Organization

� Fairness, integrity & transparency

� Effective international competition

� Best value for money

These principles cover procurement stages from sourcing 
to execution of a procurement contract.



The United Nations Secretariat - Area of operation

• UN Peacekeeping Missions

• UN Economic and Social Commissions and OAHs

• International Criminal Tribunal

HQ



Total UN Procurement of Goods and Services (US$ M), 2010-2015
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Procurement Trend of UN/PD 2008-2015
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Major Commodities Procured by UN/PD 2015
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Motor Vehicles/Parts & Transportation…

Prefabricated Buildings

Computer & Information Technology Related…

Rental & Lease

Telecommunication Equipment & Services

Architecture, Engineering & Construction…

Freight Forwarding & Delivery Services

Food Rations/Catering Services

Chemical & Petroleum Products

Air Transportation Services

US$ in Millions



Business Placed with Spanish Suppliers 2011-2015 (in US $ 

Millions – UN Secretariat )
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Business Placed with Spanish Suppliers – UN System – 2012-2015
(in US $ Millions)
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2015 Procurement from Spain – UN System

from 2015 Annual Statistical Report



Challenges



Lots of sand and no water



Delivery time? After the monsoon is over!



UN Headquarters after earthquake 

Haiti – January 2010



Peacekeeping Environment

� Little or no infrastructure

� Limited resources

� Harsh environment

� Dynamic

� Complex operation

� Volatile



Push towards modular solutions

� Easy assembly

� Easy installation and operation

� Rapid deployment

� Mobile

� Light footprint

� Scalable

� Interconnectivity



The United Nations Procurement Service
Types of Equipment, Goods and Services Procured

Systems Contracts 

� Utilized when deliverables to be procured are required on a recurring basis 
over an extended period of time.

Systems 
Contract

HQ

Peacekeeping
Missions

UN Entities



Update and Trend for UN/PD

ITB to RFP for Aviation Requirement

Inter-agency Cooperation e.g. Vehicles

Harmonization of Vendor Registration Process

ERP Implementation and E-Tendering

…



4 Steps to get a contract with the UN



Step 1: Register



UNGM Registration is Mandatory for UN/PD

www.ungm.org
UNGM

Umoja

E-
tender



Identify Relevant Agencies

Annual Statistical Report on United Nations Procurement

General Business Guide Practical Tips

https://www.ungm.org/Public/KnowledgeCentre/Publications



www.iaea.org International Atomic Energy Agency
www.ilo.org International Labour Organisation
www.intracen.org International Trade Centre
www.unesco.org UN Educational, Scientific and Cultur al Organization 
www.unfpa.org UN Populations Fund
www.unhcr.ch UN High Commissioner for Refugees
www.unicef.org UN Children’s Fund
www.unido.org UN Industrial Development Organisation
www.unops.org UN Office for Project Services
www.undp.org UN Development Program
www.un.org UN Secretariat
www.unrwa.org UN Relief and Works Agency
www.wfp.org World Food Programme
www.wipo.int World Intellectual Property Organisatio n
www.fao.org Food and Agricultural Organization
www.itu.int                                     Int ernational Telecommunications Union
www.ifad.org                                 Intern ational Fund for Agricultural Development
www.uneca.org United Nations Economic Commission for  Africa 

Useful General Addresses



Step 2: Identify business opportunities



Expression of Interest

www.ungm.org



Expression of Interest

www.un.org/depts/ptd



UN Procurement Mobile App
� Real-Time access to business opportunities such as EOIs.
� Procurement Statistics.
� Convenient sharing and contact functionality.
� Mobile access to resources such as the Procurement Manual.

https://market.android.com/details?id=org.UN.PD.MobileApp

http://itunes.apple.com/us/app/un-procurement/id473333632



Example



Example



Example



Example



Step 3: Prepare a good proposal



� Up to [40,000 USD] 

Local, informal, simplified acquisition procedure
Requests for Quotation (RFQ)

� Above [40,000 USD]
Invitation to Bid (ITB) and Request for Proposal (RFP)
Open and formal:  advertised (on the web) generally larger shortlist 
(minimum 6 potential bidders)
Public bid opening   

Thresholds/Award for types of solicitation



ITB

� Standard and clear specs

� Over USD 40,000

� FR105.15(a): Qualified 
bidder with lowest cost

� Examples:
� Body armour
� Helmets
� Metal detectors



RFP

� Goods and Services that cannot
be quantitatively or qualitatively 
Expressed in sufficient detail. 

• Over USD 40,000

� FR105.15(b): qualified proposer 
with the most responsive proposal

� Examples:
� Any turnkey Contract
� Construction
� Consultancies



Step 4: If unsuccessful, ask for a debrief



The United Nations Procurement Service
Types of Equipment, Goods and Services Procured

Summary

� The UN is a complex system of many independent 
customers

� Business opportunities are poured into www.ungm.org

� Vendors should be proactive when looking for business 
opportunities at the  various sites

� It is important to know the differences between an ITB 
and an RFP in order to put together a proposal 
successfully



Any Questions ?


