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	This document is submitted to the Executive Board for approval.

	The Secretariat invites members of the Board who may have questions of a technical nature with regard to this document to contact the WFP staff focal points indicated below, preferably well in advance of the Board’s meeting.

	Director, FDP*:
	Mr M. Fetz
	tel.: 066513-2088

	Senior Donor Relations Officer, FDP:
	Ms M. Marshall
	tel.: 066513-3266

	Should you have any questions regarding matters of dispatch of documentation for the Executive Board, please contact Ms C. Panlilio, Administrative Assistant, Conference Servicing Unit (tel.: 066513‑2645).


* Private Donor Relations Division
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	Hunger is a complex, multi-dimensional challenge that requires bold and decisive action. The enormity of the problem, with its social, economic and human consequences, has been well‑documented elsewhere. If the first Millennium Development Goal of halving the proportion of hungry people by 2015 is to be achieved, then agencies such as WFP must seek out new partners and be open to new forms of partnership.

Former Secretary-General Kofi Annan took a leadership role in championing United Nations cooperation with the private sector through the establishment of the United Nations Global Compact in 2000 and the United Nations Commission on the Private Sector in July 2003. WFP heeded the Secretary-General’s call to action because it recognized that private-sector partnerships create opportunities to leverage skills, expertise and resources.

The proposed strategy retains the overarching private-sector policy framework approved by the Executive Board, while adding a specific quantitative goal for the cash component. The strategy aims to:

a) retain existing WFP Global Humanitarian Partners and recruit Partners for each of WFP’s major business areas;

b) retain and foster existing, and attract new, WFP Corporate Supporters;

c) extend WFP’s outreach to Foundations;

d) cultivate high net worth individuals; and 

e) enhance outreach to smaller individual donors through the Web. 

WFP expects to raise US$200 million in cash by 2017 from the private sector, at least US$50 million of which would be multilateral.

A self-financing model is proposed for WFP’s private-sector partnership and fundraising activities to minimize the cost to Member States and reduce the burden on the Programme Support and Administrative budget.

WFP will regularly update the Board on private-sector partnerships and fundraising. Formal reports will include dedicated sections in the Annual Performance Report, the Biennial Management Plan and the Audited Statement of Accounts. 
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Draft Decision*
Having considered “WFP’s Private-Sector Partnership and Fundraising Strategy” (WFP/EB.1/2008/5-B/1), the Board:

· endorses the strategy for expanding private-sector partnerships fundraising; 

· approves a financing arrangement that limits the use of PSA to cover the cost of WFP’s private-sector partnership and fundraising activities;

· accepts the concept of a self-financing model initially supported by a series of advances from the General Fund that would be repaid in accordance with the schedule in Annex VI; 

· notes that WFP’s private-sector partnership and fundraising advance requests will be included in biennial Management Plans with annual reporting in the Annual Performance Reports; and 

· agrees that the self-financing model would be reconsidered in the context of the broader review of WFP’s financial policy framework so that it is aligned with the new Strategic Plan and changed funding environment.
	

	


Introduction

1.

Hunger is a complex, multi-dimensional challenge that requires bold and decisive action by national governments, international agencies, non‑governmental organizations (NGOs), local communities and the private sector to achieve sustainable solutions. The enormity of the problem, with its social, economic and human consequences, has been well‑documented elsewhere. If the first Millennium Development Goal (MDG) of halving the proportion of hungry people by 2015 is to be achieved, then agencies such as WFP must seek out new partners and be open to new forms of partnership.

Private Sector – United Nations

2.

Former Secretary-General Kofi Annan took a leadership role in championing United Nations cooperation with the private sector through the establishment of the United Nations Global Compact in 2000 and the United Nations Commission on the Private Sector in July 2003. 

3.

The Secretary-General’s report to the General Assembly on the “Cooperation between the United Nations and all relevant partners, in particular the private sector”, dated 9 October 2001, sought the views of Member States and business and civil society leaders on how to enhance cooperation between the United Nations and the private sector. Overall, Members recognized that the private sector had had, and would continue to have, a significant role to play. This role would necessarily vary in order to meet the needs of various United Nations agencies and their constituencies. In order to protect the reputation of the United Nations and ensure that value was created from partnerships, agencies were to carefully select potential partners and exercise due diligence. They were also to ensure that no private-sector partner benefited commercially from partnership with the United Nations. In addition, in order to maintain independence and ensure fairness, agencies were not to grant exclusivity to any private-sector partner.

4.

Leveraging a corporation’s resources, core competencies, skills and technology was considered one of the greatest benefits of private-sector engagement, although United Nations Member States felt that no private‑sector contribution should serve as a substitute for Member State funding. Finally, there was general agreement that the private sector should not compromise the independence and neutrality of the United Nations, nor replace the role of Member States.

Private Sector – WFP

5.

WFP heeded the Secretary-General’s call to action. WFP recognized that private-sector partnerships create opportunities to leverage skills, expertise and resources to: 

· build a stronger institution by decreasing response times, improving operational efficiency, strengthening capacity and sharpening skills; 

· tap into a company’s base of employees and consumers to increase awareness and visibility for a humanitarian cause; and

· expand its resource base.

6.

This was the basis for a series of informal consultations with the WFP Membership, which led to the adoption of “New Partnerships to Meet Rising Needs – Expanding the WFP Donor Base”. 
7.

WFP then launched its outreach to the private sector. The first major WFP private-sector partnerships, which were with TNT and The Boston Consulting Group (BCG), exemplify the Secretary General’s vision of multi-faceted, multi-year partnerships to address global problems. 

8.

WFP’s approach was lauded because it engaged strategic support from major corporations willing to leverage their core competencies to ensure it had access to cutting‑edge private-sector approaches, technology and expertise. In fact, a 2007 United Nations Global Compact survey of 550 non-profit and United Nations organizations recognized WFP as one of 34 leaders in public–private partnerships.

9.

This paper reviews WFP’s experience and presents an enhanced partnership and fundraising strategy for engaging the private sector.

Private-Sector Partnership and Fundraising 

10.

Leveraging the core competencies of corporations to strengthen WFP performance (as with TNT and BCG), the provision of advertising and services (as with the Japan Advertising Council) and contributions of food and materiel (as with Archer Daniels Midland) for operations and programmes all fall within the broad category of in-kind contributions. 

11.

In-kind contributions increased from US$23 million in 2003 to around US$43 million in 2007; over the same period cash contributions increased from US$5 to US$38 million.

12.

However, it is difficult to quantify, the benefits to WFP, and more importantly to its beneficiaries, the true value of in-kind contributions to the organization’s work. For example, it is impossible to calculate with precision the benefits to the millions of women and children who receive full food rations on time as a result of the introduction of the New Business Model pioneered with the BCG; or as a result of adapting private-sector techniques to improve WFP’s supply chain to shorten the time and reduce the cost of providing humanitarian assistance, a contribution made by TNT. 

13.

These elements enhance WFP’s operational performance, deepening the trust and confidence that Member States and other partners place in the organization’s work. 

Lessons Learned 

14.

WFP’s experience with private-sector partnerships has shown:

· It was wise to concentrate initially on a limited number of major corporate partnerships. WFP benefited greatly from expertise and knowledge transfer to improve its work, and direct cash to support its operations and programmes.

· Corporate partnerships require a significant level of service in terms of engagement, communications and reporting. The number of partners and the complexity of each relationship has to be managed in accordance with WFP’s capacity to provide support.

· There is substantial potential for private-sector partnerships and fundraising in all regions of the world that has not yet been tapped. At the same time, the administrative arrangements to operationalize private-sector partnerships and fundraising need to be regularly reviewed and adjusted in light of experience to maximize efficiency and minimize costs. 

· Foundations are willing to partner with WFP on ventures of mutual interest such as vulnerability analysis and mapping (VAM), Strengthening Emergency Needs Assessment Capacity (SENAC) and information and communications technology (ICT) preparedness. 

· Strong research and due diligence ensure WFP minimizes potential risk to its reputation.

· Public information is crucial; a sustainable strategy for marketing, communications and branding is essential.

· WFP’s field offices are willing to reach out to potential private-sector donors. Country offices must, however, be supported by corporate guidance, training and access to specialist advice. 

· Private donors accept that there are costs involved in raising funds and that these are higher than seeking public funds. Discussions with private donors reveal that they are willing to see up to 25 percent of their donations used to offset fundraising costs, which would enable WFP to finance the costs of increased private-sector fundraising. 

Opportunities

15.

There are opportunities that WFP has yet to tap:

· Many major corporations of international repute are willing to leverage their technical expertise to ensure that WFP has access to cutting-edge private-sector approaches and techniques. WFP could replicate the TNT and BCG model (WFP Global Humanitarian Partners) for those core business areas that would benefit from such partnerships. 

· Other corporations of international repute are willing to engage with WFP on a less intensive basis (WFP Corporate Supporters). The defining characteristic is that WFP would not seek to leverage the Supporters’ core competencies. There is no limit on the number of such private donors.

· As with corporations, high net worth individuals also support WFP’s operations in direct tangible ways. This cadre remains largely untapped.

· Far more funds could be obtained from individuals by engaging them more proactively. In 2003, WFP raised around US$250,000 through the internet; in 2006, with a modest investment, WFP raised about US$1.3 million. 

· A targeted approach to private-sector partnerships and fundraising would enable WFP to tap new sources of donations while minimizing the risk of diverting donations away from NGOs. In some cases, joint public awareness and fundraising campaigns with NGOs might also be initiated.

· The better WFP is known, the greater the potential for private-sector partnerships and fundraising. Effective public policy and advocacy enhances the understanding of hunger issues and lays the foundation.

Strategy

16.

The proposed strategy retains the overarching private-sector policy framework approved by the Executive Board, while adding a specific quantitative goal for the cash component. The strategy aims to:

a) retain existing WFP Global Humanitarian Partners and recruit Partners for each of WFP’s major business areas;

b) retain and foster existing, and attract new, WFP Corporate Supporters;

c) extend WFP’s outreach to Foundations;

d) cultivate high net worth individuals; and 

e) enhance outreach to smaller individual donors through the Web. 


WFP expects to raise US$200 million in cash by 2017 from the private sector, of which at least US$50 million would be multilateral. Progressively over time, WFP would expect to generate about 50–60 percent of its cash donations from corporations and 40–50 percent from individuals and foundations.

17.

WFP will ensure that donations remain demand-driven; this approach will be used for all private-sector donations, particularly gifts-in-kind, which must match WFP’s needs with donors’ capacity to give.

18.

WFP will manage the cost of private-sector partnerships and fundraising to ensure that the investment-to-income ratio does not exceed the standard for global organizations. In general, these organizations invest US$1 for every US$4 raised, a 1:4 investment ratio. WFP intends to work well within this norm by focusing on proven cost‑effective approaches and avoiding costly mechanisms such as direct mail and purchased advertising.

19.

WFP will recruit around 15 Global Humanitarian Partners willing to engage in a multi‑year, multi-faceted relationship, which would include a substantial cash donation. For example, DSM, a life sciences and nutrition company, has put at WFP’s disposal scientific knowledge and technical expertise to strengthen the micronutrient composition of the WFP food basket. They also provide cash to support operations and programmes. Similarly, YUM! Brands leveraged its global communications outreach and international network of 35,000 restaurants to raise awareness of hunger and the role of WFP in sustainable solutions. This generated substantial unrestricted funds from consumers to feed millions of people in WFP operations and programmes.

20.

Global Humanitarian Partners will be recruited on the basis of WFP’s analysis of the best match between its needs and corporations’ potential to donate, regardless of where they are based.

21.

WFP has created a robust research and screening process to identify companies that could enhance WFP operations, brand and image, screen out potential donors and relationships that could endanger WFP’s reputation, report serious concerns to senior WFP management and produce comprehensive donor profiles.
22.

The first step in the research and screening process is to ensure potential donors meet the criteria approved by the Board.
 

23.

The research and screening process is based on external sources such as Hoovers (financial information) and Innovest, an internationally recognized investment research and advisory firm specializing in analysing companies’ performance on environmental, social, and strategic governance issues, with a particular focus on the criteria set forth by the United Nations Global Compact.

24.

WFP will seek to engage more Corporate Supporters, scaling up the number consistent with its capacity. International Paper (IP) has been a Corporate Supporter for several years. IP and its employees have raised over US$1 million a year over the past three years through its employee engagement programme. The core competencies of IP are not those that relate to WFP’s business model and hence the relationship does not extend to this level. 

25.

Corporate Support is an area of opportunity for regional bureaux and WFP offices across the world. In Japan, for instance, for the past three years the Japan Advertising Council has donated between US$20 and US$30 million in advertising value per year to raise public awareness in Japan of the issue of hunger, an initiative greatly welcomed by the Government of Japan.

26.

WFP will nurture and expand the partnerships with Foundations, with the intention of transforming these into long-term relationships. 

27.

WFP will reach out to high net worth individuals interested in engaging with WFP in the pursuit of sustainable solutions to world hunger and willing to finance WFP programmes and operations. 

28.

WFP is revamping its website to facilitate online outreach to raise awareness and funds from people all over the world. Public information initiatives will complement online approaches by guiding potential donors to www.wfp.org. 

29.

The proposed strategy will be implemented in compliance with WFP’s “Private Donor Guidelines” (Directive FD2005/002 of 10 October 2005),
 which includes the provision in paragraph 12 that, like public-sector donors, private donors must meet full cost-recovery. Private-sector donors would have no role in the governance of WFP; governance is the prerogative of the Board and inter-governmental bodies. In addition, the integrity of commercial relationships will be maintained with a “firewall” between its private fundraising and procurement process to ensure that commercial relationships with private donors remain independent and thus managed separately.
 

Supporting the Strategy

30.

Investment to build capacity, expand training and further strengthen in‑house infrastructure is a prerequisite to growing partnerships and increasing income from the private sector. 

31.

The 2008 provisional budget is US$6.5 million, rising to US$11.1 million for 2017. WFP will need to expand the staff capacity in the Private Partnerships Division, including the recruitment of a small number of technical specialists to support areas such as online fundraising. With these resources, WFP will generate approximately US$81 million in 2008, of which US$43 million would be gifts-in-kind and US$38 million in cash, rising to almost US$270 million
 in 2017, of which about US$70 million would be gifts-in-kind and US$200 million in cash.

32.

It is important to recognize that the investment precedes the returns because it takes time to secure new private donors. Acquiring new donors takes more time and effort than maintaining and expanding existing partnerships. 

33.

Private-sector partnerships and fundraising will be measured in both financial and non-financial terms: 

	Financial measures
	Non-financial measures

	Achieving cash contribution targets
	Quality of global strategic partnerships

	
	Broadened donor portfolio


Financing the Strategy

34.

Since 2003, WFP’s work to develop private-sector partnerships and fundraising has been funded through the Programme Support and Administrative (PSA) budget.

35.

It is proposed that the capacity investments and working capital needed to implement the private-sector strategy be financed as follows:

· The Management Plan 2008–2009 provides US$735,000 per year to support the Private-Sector Partnership Division. Similar provision is anticipated for future Management Plans.

· The majority of the funding would come from a series of advances from the General Fund, approved by the Executive Board, covering a five-year period. These would be fully repaid with interest over the subsequent five years to ensure the financial impact on the General Fund is cost-neutral. The Management Plan 2008‑2009 includes a provision for an advance of up to US$9 million, which would be drawn down in tranches, subject to approval by the Executive Board of the Private‑Sector Partnership and Fundraising Strategy.

· The advance of up to US$9 million for the 2008–2009 biennium would be revisited at the Second Regular Session of the Executive Board in 2008, at which time the Management Plan 2008–2009 will be adjusted to bring it in line with the Strategic Plan 2008–2011. Moreover, this financing modality would be considered in the context of the broader review of WFP’s financial policy framework so that it is aligned with the new Strategic Plan and the changed funding environment.

· Executive Board approval for future advances would be sought through subsequent Management Plans.

· As with public donors, the principle of full cost-recovery will be applied, including the 7 percent indirect support costs (ISC), according to WFP General Rule XIII.4. 

· The costs of developing private-sector partnerships and raising the funds will be covered by the application of an average fee of 13 percent. In the private sector, this is commonly known as a “management fee” and WFP’s estimated rate is lower than the industry norm.
 

· Some donors have expressed interest in underwriting the private-sector partnership and fundraising financial plan. WFP will explore these possibilities.

Implications of the Self-Financing Model

36.

The proposed self-financing model for WFP’s private-sector partnership and fundraising activities minimizes cost to Member States by reducing the burden on the PSA budget. This model will demonstrate the financial viability of the WFP partnership and fundraising strategy.

37.

This innovative approach, however, raises an issue that needs to be carefully managed. There is a risk of mixed messages concerning the percentage of each dollar or euro that goes toward overhead expenses. For public donors, the answer is always 7 percent. For private donors, it will be an average of 20 percent. 
Risk Mitigation

38.

To avoid risks to its reputation, WFP has in place a robust research and due diligence process for all corporations and individuals, as shown by the External Auditor’s report “Costs and Benefits of New Initiatives in Profile Raising”.
 The strategy also includes extensive capacity-building that will enable WFP to provide expertise, advice and guidance to country offices and regional bureaux to ensure that private-sector partnerships and fundraising are managed in line with the Board’s guidance.

39.

To minimize financial risks:

· The forecast of donations is conservative and does not take into account any major high-profile emergencies that may trigger spontaneous giving.
· The planned advances from the General Fund will be reduced, and/or the repayment made more quickly, if the income generated is higher than projected.

· If income generated is below expectations, the risk of defaulting on the repayments will be mitigated by adjusting the operating budget, thereby reducing the size of the advance from the General Fund. 

· The operating budget will be included in Biennial Management Plans subject to Executive Board approval.

40.

Only in the event of a decision to wind up private-sector partnership and fundraising activities before 2017 would WFP be exposed to a risk of default on any outstanding advance balance.

Reporting 

41.

WFP will continue to update the Board on private-sector partnerships and fundraising. Formal reports will include dedicated sections in the Annual Performance Report, the Biennial Management Plan and the Audited Statement of Accounts. Moreover, the Secretariat will extend on an annual basis an invitation to hold an informal consultation with the Membership.

ANNEX I

	Industry Targets

	Advertising
	Airlines

	Automotive
	Financial Institutions

	Beverages (non-alcoholic)
	Biotech

	Computer Hardware
	Computer Software

	Credit Cards
	Food Producers

	Hotels
	Insurance (re-insurance and retail)

	Internet
	Media

	Networks
	Oil and Gas

	Retail
	Pharmaceuticals

	Recreational
	Shipping

	Sports
	Telecommunications


ANNEX II

(Annexes II and III of Executive Board-approved document WFP/EB.3/2004/4-C “New Partnerships to Meet Rising Needs – Expanding the WFP Donor Base”)
WFP Private-Donor Selection for Cooperation (Annex II)
The World Food Programme’s (WFP) primary aim in cooperating with the private sector is to advance its mission to feed the hungry by sharing the burden of the costs, resources and efforts required. WFP’s initiatives seek to leverage the resources, expertise and skills of its private donors to:

· help more beneficiaries by expanding its resource base;

· build a stronger institution by decreasing response times, improving operational efficiency, strengthening capacity and enhancing skills to serve beneficiaries better; and

· multiply awareness and visibility efforts in the fight against global hunger.

Given the above, WFP applies stringent selection criteria and rigorous screening before accepting contributions from private donors. WFP only accepts contributions from private donors that have a record of socially responsible behaviour and a positive public and/or product or service image, and that respect human rights and apply responsible labour practices. Private donors eligible for cooperation with WFP must abide by the principles of the United Nations Global Compact. 

Private donors that engage in or tolerate the following shall be excluded from consideration:

· manufacture and/or distribution of products widely recognized as harmful to public health or against public morals – for example tobacco, alcohol, arms and munitions;

· abuse human rights; 
· use systematic and sustained forced or compulsory labour or child labour; 

· sell or manufacture anti-personnel mines or components; and

· operate in countries subject to United Nations sanctions.

WFP may choose not to engage, or may terminate an existing relationship, with private donors whose public image is compromised by past activity or involvement in any of the categories in paragraph 3 or in other areas that may be deemed to be unethical or antithetical to WFP’s mandate or that in any way undermine WFP’s credibility and reputation. WFP may decline a relationship if a private donation could be seen as compromising its impartiality. 

Private donors are responsible for disclosing any present or past activity or act in the categories outlined in paragraph 3 before concluding an agreement with WFP. They must refrain from any such exclusionary activity or act during their relationship with WFP. 

WFP Code of Conduct (Annex III)
Private donors agree to adhere to the following WFP Code of Conduct, acknowledging these principles as fundamental to interpreting their rights and obligations and as a guide for their conduct in all forms of cooperation with WFP.

	1.
	Conformity with WFP’s Mandate and Policies

	1.1
	Contributions from private donors must help to advance and support WFP’s mandate to combat global hunger; they must not be for the purpose of establishing a commercial relationship or for commercial or private gain.

	1.2
	Joint activities will be focused on areas and subjects of mutual interest to WFP and the private donor.

	1.3
	All forms of cooperation with private donors will be consistent with WFP’s policies and procedures as set out in the WFP Private Donor Guidelines.


	2.
	Selection for Cooperation

	2.1
	Given the above, WFP applies stringent selection criteria and rigorous screening before accepting contributions from private donors. WFP only accepts contributions from private donors that have a record of socially responsible behaviour and a positive public and/or product or service image, and that respect human rights and apply responsible labour practices. Private donors eligible for cooperation with WFP must abide by the principles of the United Nations Global Compact.

	2.2
	Private donors that engage in or tolerate the following shall be excluded from consideration:

· manufacture or distribute products widely recognized as harmful to public health or against public morals – for example tobacco, alcohol, arms and munitions;

· abuse human rights; 
· use systematic and sustained forced or compulsory labour or child labour; 

· sell or manufacture anti-personnel mines or components; and

· operate in countries subject to United Nations sanctions.

	2.3
	WFP may choose not to engage, or may terminate an existing relationship, with private donors whose public image is compromised by past activity or involvement in any of the categories listed above or in other areas that may be deemed to be unethical or antithetical to WFP’s mandate or that in any way undermine WFP’s credibility and reputation. WFP may decline a relationship if a private donation could be seen as compromising its impartiality.

	2.4
	Private donors are responsible for disclosing any present or past activity or act in the categories outlined above before concluding an agreement with WFP. They must refrain from any such exclusionary activity or act during their relationship with WFP.

	3.
	Non-exclusivity, Non-preferential Treatment, Impartiality

	3.1
	WFP does not grant exclusivity to any private donor. Cooperation with a private donor does not imply WFP’s endorsement or sponsorship of that donor’s goods or services, nor does it imply any preference for, or promotion of, that donor’s goods or services in the market place.

	3.2
	Cooperation with WFP does not mean that the private donor has a role in WFP’s decision‑making processes or a right to influence its policies.

	3.3
	Joint activities should avoid compromising or appearing to compromise the integrity and independence of WFP.

	3.4
	All commercial transactions remain subject to WFP’s procurement policies and Financial Regulations.

	4.
	Transparency and Accountability

	4.1
	Information on agreed activities will be publicly available, recorded in WFP’s financial statements and reported to WFP’s Executive Board.

	4.2
	Private donors must respect the confidentiality of information from WFP. Information obtained by private donors will not be used for commercial interest.

	4.3
	Arrangements between WFP and private donors will be designed and implemented in a manner that ensures clear and agreed responsibilities and accountability by all parties.

	4.4
	Under no circumstances will a private donor or any of its affiliates use confidential or proprietary information pertaining to WFP or its activities for private or commercial gain where such information has been acquired as a result of its special relationship with WFP.

	5.
	Sufficient Resources, Time and Capabilities

	5.1
	Private donors agreed to allocate sufficient time, resources and capabilities to carry out agreed activities.

	5.2
	An agreed monitoring and evaluation mechanism for joint projects will be built into the project design.

	6.
	WFP Emblem and Intellectual Property

	6.1
	The WFP name and emblem may be used only in a manner agreed in writing by the parties in accordance with the terms of the partnership. Such agreed use shall be permitted for the term of the agreement. The use of the WFP name or emblem does not imply WFP’s endorsement of the private donor, its products or services.

	6.2
	There will be prior consultation and agreement between WFP and the private donor regarding the ownership of copyright, patent or other intellectual property rights generated through the proposed activities.

	7.
	Acknowledgement

	7.1
	As a privilege of cooperation, private donors will be acknowledged for their contribution in a way that shows WFP’s appreciation for the support provided.

	7.2
	The parties must agree in writing prior to undertaking any communications or publicity initiatives concerning their relationship with WFP.

	8.
	Agreements

	8.1
	For all initiatives, the parties involved will enter into a written agreement that stipulates the terms and conditions under which all activities shall be conducted.


ANNEX III
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Level 1: Due Diligence Screening is conducted to rule out contributions from potential donors whose business practices or reputation conflict with WFP’s values, policies, or interests. Depending on the value of the donation, WFP either conducts the United Nations Terror List Check only, or conducts the United Nations Terror List Check plus a Quick Due Diligence Screen (“Quick Screen”) or a Full Due Diligence Screen (“Full Screen”). Due Diligence Screening follows the “Criteria for Accepting Donations” of the WFP Private Donor Guidelines. 

Level 2: BISC Review: When potential donors “fail” Level 1 Screening – that is, when significant concerns are raised during the due diligence research – the WFP Business and Industry Steering Committee (BISC) convenes to decide whether or not WFP should engage with the donor in question. 

Level 3: In-Depth Research: Once a donor has been approved (either directly following Level 1 Screening or upon approval by the BISC), in-depth research is conducted in order to gain a comprehensive understanding of the company, and to identify areas of compatibility with WFP’s goals and needs. 

ANNEX IV

(Paragraphs 47–49 of Executive Board approved document WFP/EB.3/2004/4-C 
“New Partnerships to Meet Rising Needs – Expanding the WFP Donor Base”)
Maintaining the Integrity of Commercial Relationships

The trust of all donors, particularly WFP Member States, is of paramount importance to WFP. Maintaining confidence in the integrity of the procurement process thus becomes as important as selecting private donors.

In order to ensure the integrity of WFP’s commercial relationships and fairness to all bidders in its procurement process, WFP will take the following measures:

· maintain a “firewall” between its private fundraising and procurement processes to ensure that commercial relationships with private donors will remain independent and will be managed separately;

· inform existing or prospective private donors that they are eligible to bid for commercial contracts, but that their contribution will in no way affect the outcome of the bid;
 donor relationships with WFP are to be explicitly excluded by WFP’s procurement unit in selecting successful bids;

· ensure that information relevant to tenders that is possessed by existing or prospective private donors is fully disclosed to all participating bidders;

· have WFP procurement units collect from the private fundraising team information that has been shared with prospective private donors, including cases where these donors decline to give, but in turn bid for commercial contracts; and

· require private donors to agree in writing that they will refrain from using any confidential or proprietary information related to WFP’s activities for private or commercial gain.

The Executive Director may at his/her discretion exclude a WFP private donor in cases where the donor’s advantage is deemed to be such that a fair bidding process is impossible. 

ANNEX V
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ANNEX VI
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Private sector partnerships and fundraising
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substantially understated.
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Acronyms Used in the Document

BCG

The Boston Consulting Group

BISC
Business and Industry Steering Committee

ICT

information and communications technology 

IP


International Paper

ISC

indirect support costs

MDG
Millennium Development Goal

NGO
non-governmental organization

PSA

Programme Support and Administrative

SENAC
Strengthening Emergency Needs Assessment Capacity 

VAM
vulnerability analysis and mapping
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For approval











(in million US$)





Donations


< US$50,000 





Donations


US$200,000 - US$1,000,000





BISC Report








Level 2


BISC Review





Level 3


In-Depth Research





 For donors who fail Due Diligence Screening





Level 1


Due Diligence Screening





Donations


US$50,000 - US$200,000





“Full Screen”


Due Diligence Report








 “Quick Screen”


Due Diligence Report











Donor Profile Report








UN Terror List Check








Donations


> US$1,000,000





“Full Screen”


Due Diligence Report











Donor Profile Report











Donor Profile Report








Research and Screening Process Overview








* This is a draft decision. For the final decision adopted by the Board, please refer to the Decisions and Recommendations document (WFP/EB.1/2008/15) issued at the end of the session.


� See Annex I.


� See Annex II.


� See Annex III.


� The Guidelines were based on the policy framework approved by the Executive Board. �See WFP/EB.3/2004/4-C.


� See Annex IV.


� This assumes the continued annual support of the Japan Advertising Council at an average of �US$20–US$30 million in advertising value.


� See Annex V.


� See Annex VI.


� See paragraph 18.


� WFP/EB.A/2007/6-D/1


� WFP/EB.3/2004/4-C


� WFP has created internal guidelines for the management of private donors, which include the WFP Private Donor Selection for Cooperation and the present Code of Conduct.


� The guidelines were based on the policy framework approved by the Executive Board. �See WFP/EB.3/2004/4-C.





� Discounts on goods and services should not be included as part of a donor’s contribution, given the varying pricing policies employed by corporations.
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