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MODIFICATION # 1 to RFP No. REQ-KYV-19-0072

Business Development Strategy workshops and 

assistance in SME strategy design

The purpose of this modification is to:

1. To modify the Technical Approach under Section 3. Instructions for the Preparation of Technical Proposals.      
2. To modify the table in Section 6. Anticipated post-award Deliverables.
3. To replace Attachment A: Scope of Work for Services or Technical Specifications. 

4. To replace the table in Attachment C: Price Schedule.
5. Provide answers to offeror questions. 

Please note that text highlighted in yellow has been modified from the original RFP.  

1. In Section 3. Instructions for the Preparation of Technical Proposals, delete the text and replace with,  
“Technical proposals shall be provided in a separate volume from cost/price proposals, and shall be clearly labeled as “VOLUME I: TECHNICAL PROPOSAL”. VOLUME I to be submitted in English in Microsoft Word format. Expected length: no more than 20 pages. Annexes may be included without a page limitation, however the evaluation committee shall review annexes at their discretion.

Technical proposals shall include the following contents

Technical Approach - Description of the proposed services which meets or exceeds the stated technical specifications or scope of work. The proposal must show how the Offeror plans to complete the work and describe an approach that demonstrates the achievement of timely and acceptable performance of the work. This should include, among others: 

· written concept of the BDS workshop with the description of approach and methodology of knowledge transfer to the beneficiary;

· contents of the BDS workshop with the details of the topics to be covered during the workshop;

· agenda of the BDS workshop with detail on the time schedule, topics, speakers, and venue.

· logistical plan of the BDS workshop. Details on how and when participants will arrive, lodging, meals and other relevant logistical details that will lead to a professional event).

Personnel/Management – Description of the Offeror’s staff assigned to the project. The proposal should describe how the proposed team members have the necessary experience and capabilities to carry out the Technical Approach. The Offeror shall present CVs of the Team Lead of the technical action plus any additional personnel that the offerors deems necessary to perform the services.

Past Performance/Corporate capabilities – Provide a list of at least three (3) recent awards of similar scope and duration. The information shall be supplied as a table, and shall include the legal name and address of the organization for which services were performed, a description of work performed, the duration of the work and the value of the contract, description of any problems encountered and how it was resolved, and a current contact phone number of a responsible and knowledgeable representative of the organization. See Attachment F.”

2. In Section 6. Anticipated post-award Deliverables, delete the table and replace with, 

	No.
	Deliverable Name 
	Due Date

	1
	WORKPLAN AND SUPPORTING DOCUMENTS 
	15 calendar days after the signature of the subcontract

	2
	PRE-WORKSHOP PACKAGE
	20 calendar days after the signature of the subcontract

	3
	WORKSHOP PACKAGE 
	25 calendar days after the signature of the subcontract

	4
	POST-WORKSHOP REPORTING DOCUMENTS
	45 calendar days after the signature of the subcontract (within 10 days after the last workshop)

	5
	REPORT ON CONSULTING SUPPORT FOR DESIGN OF STRATEGIES
	90 calendar days after the signature of the subcontract

	6
	STRATEGY PRESENTATIONS REPORT


	95 calendar days after the signature of the subcontract

	7
	FINAL EVALUATIONS REPORT
	115 calendar days after the signature of the subcontract


3. In Attachment A: Scope of Work for Services or Technical Specifications, delete the text and replace with, 
Statement of the problem

Having conducted a series of interviews with manufacturing and engineering companies
, the USAID ERA Innovations for Manufacturing team determined that Luhansk and Donetsk companies are overall constrained by weak and short-term business development strategies and the lack of skills that would allow to design them. Without a strategic vision and plan companies lack the basis for effective marketing efforts and consistent, business development and capital raising be it investors, banks or technical assistance initiatives. This also complicates proper support efforts for businesses from USAID ERA and leads to suboptimal assistance efforts in terms of business resilience and sustainability.

This situation can in part be explained by economic volatility of the region, uncertainty about the future and unfamiliarity with modern techniques of building a strategic vision and strategic plans. Businesses have long been functioning in survival mode and limited their planning to the short term. The purpose of the current activity is to assist them to make the leap into strategic development and enable USAID ERA to support promising Luhansk and Donetsk oblast businesses.

The USAID ERA Annual Program Statement (https://www.dai-global-grants.com/UkraineERA) has solicited private sector partnerships with firms in eastern Ukraine and may provide additional support to firms in the form of technical assistance and co-financing of new equipment. The lack of strategic vision, particularly knowledge of target markets and the specific investments required to reach these markets, restricts USAID ERA’s ability to provide targeted assistance to companies in line with their business goals.

Economic volatility of the region has resulted in uncertainty about the future and a need to enter new and more stable markets which made up for pressing need in the investments to increase competitiveness. An over-reliance on previous markets has meant that these firms have not needed to develop international market knowledge or modern skills for building a strategic vision, strategy and strategic plans. Businesses have been functioning in survival mode and limited their planning to the short term. The purpose of the current activity is to assist an initial group of manufacturing firms by providing them with the skills that they can apply to developing a strategic vision to be turned into business development strategy and plan. If successful, firms will be able to apply for additional support from USAID ERA for the technical assistance and possibly co-financing needed to achieve their vision.

Strategic business planning skills

The overwhelming majority of partners acknowledge that they require a corporate strategic plan that addresses management, marketing, and sales needs, company bottlenecks and challenges. Almost all companies interviewed “follow their clients” in that they depend on client input to make changes in products and processes. While this is certainly rational and necessary, many company management teams lack the ability to strategically and impartially assess their own businesses and develop a plan responds to international market demand trends. In addition, many Luhansk and Donetsk oblast companies that traditionally traded with the Russian Federation consider it a risky market and thus need a plan how to diversify their markets and make their businesses more resilient.  

Overall, 73% of companies interviewed by USAID ERA noted that they lack a business development strategy, while 60% said that they also need an export strategy. The scope of work for this assignment does not cover the cost of Business Development Strategy design for each company. However, it is expected that full-fledged strategic documents will be developed by the participants following the activity.

	ERA “Innovations for manufacturing: new markets and technologies for manufacturing companies” program concentrates on the following priorities:

· Supporting companies’ pursuit of new sales opportunities, new sales channels, new niches and new markets.

· Assisting in the transfer of new technologies (best international practices, gaining the information and analysis needed to purchase the right kind of equipment to competitively meet end-market demand, etc.). 

· Facilitating manufacturing companies’ ability to raise capital (debt and/or equity).  

As far as sectoral coverage of Innovations for manufacturing (IM) activities is concerned, it selects companies with a demonstrated need and the motivation to develop new markets regardless of manufacturing sector.


Business Development Strategy Workshops and Assistance in SME Strategy Design 
The Business Development Strategy workshops and assistance in SME strategy design is one part of USAID ERA’s support to manufacturing in eastern Ukraine. The companies selected for the program have demonstrated strong potential to upgrade and adapt their business model for new markets. However, before USAID ERA can design further partnerships, the companies must develop strategic visions that are a pre-cursor to making larger investments toward a defined market. The Program consists of a workshop and a series of individual consulting, coaching and support sessions on design of business development strategy and strategic plans. It is a limited program but companies that successfully complete it should have the foundation needed to propose how to develop their business and work with USAID ERA to achieve their strategic vision. 

Business Development Strategy (BDS) and especially strategic plan will be the basis upon which firms may develop and submit full grant applications to USAID ERA. In order to qualify for additional support under the APS, the firms must be willing to raise a portion of the investment project finance themselves with the project providing assistance. The Program should help USAID ERA understand partners’ BDS, fine-tune support, link beneficiaries with other relevant donors and assistance projects and jointly achieve the best possible SME performance. BDS, however, are not static and may need to be adapted in response to the changes in the external environment. Offerors should consider how this program will build the capacity of businesses to conduct in-house review and modification of the designed strategies and plans.

USAID ERA Innovations for Manufacturing program intends to build long-term partnerships with beneficiary manufacturing companies on a comprehensive and systemic basis. In addition to assistance that is developed uniquely for one firm, USAID ERA will also provide more systematic and specialized trainings and market entry assistance to the companies that participate in the program. 

Innovations for Manufacturing program.

USAID ERA Innovations for Manufacturing program intends to build long-term partnerships with manufacturing companies on a comprehensive and systemic basis. This calls for properly designed business development strategies and plans reflecting individual company needs. Such deliverables constitute a durable roadmap for USAID ERA interaction with local SMEs.

The way forward as seen by USAID ERA lies in offering companies an intensive Business Development Strategy (BDS) workshop with consequent assistance in design of corresponding strategic documents. 

During the workshops, the Subcontractor may present some of its consulting services that fit well the needs of the target audience but should avoid creating the impression of self-promotion.

The criteria used by USAID ERA to select the beneficiary companies:

	# of criteria
	Name of criteria
	Weight 

(Maximum points)

	1.
	Years of operation (10 years and more = 5 points)
	1-5

	2.
	# of employees (30 and more = 10 points)
	1-10

	3.
	Turnover per year (USD 200,000 and more = 10 points)
	1-10

	4.
	Readiness to invest in own business/ proven own investments into business
	1-15

	5.
	Possession of innovations
	1-15

	6.
	Potential for export and new market entry (available staff, continuous learning and improvement)
	1-20

	7.
	Interview score (motivation to cooperate with USAID ERA, plans to develop business in LO/DO, creation of new jobs …)
	1-20

	8.
	Belonging to vulnerable groups/businesses
	1-5

	 
	TOTAL
	100


As it stands, the beneficiary companies represent the following sectors: pharma, machine-building, heavy machine building, plastics, construction management software, industrial automation, production of industrial gases, ventilation systems, leisure furniture. Other sectors may be added in course of beneficiary company list finalization.

Some of the companies are working in highly competitive and knowledge-intensive sectors. Working with them companies may require offering them additional assurances that confidential information will be preserved. It is up to Subcontractor to propose relevant tools for that.

Note: USAID ERA is ready to disclose all beneficiary company names before the signature of the contract. USAID ERA checks all the companies internally. However, should (potential) Contractor uncover irregularities with any of the proposed beneficiary companies, USAID ERA stands ready to give that fact proper consideration and accommodate valid concerns before the signature.

The stages of ERA work with LO/DO companies are summarized in the diagram below. The services requested in this RFP represent the Stage 3 of the diagram “Assistance designed on the basis of strategic plans to address gaps and move forward”.
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Program Structure

It is expected that two cohorts of USAID ERA-selected manufacturers (7-8 beneficiary companies in each cohort, up to 30 participants) will participate in 2 respective workshops (1 workshop per cohort). The workshops should be scheduled with one starting immediately after another (e.g. the first on Thursday-Saturday and the second on Sunday-Tuesday). Target ratio of companies by oblast will be 2:1 meaning that for every 2 companies from Donetsk oblast there will be 1 company from Luhansk oblast. The venue of the workshop is to be proposed by the Subcontractor and agreed with USAID ERA. The venue should be located OUTSIDE of Luhansk and Donetsk oblast in Ukraine, be practical but provide for sufficient disconnect of the company representatives from their operational activities. The duration of the workshop is expected to be 2-3 days. The exact duration must be justified by the offeror in their Technical Proposal.

Over 5-8 weeks after the completion of the workshop the beneficiary companies are supposed to work on development of their corporate strategies and strategic plans. Offerors should propose how they would provide a follow-up coaching that enables companies to apply the lessons learned to concrete tasks and tools developed. The necessary consulting support to be provided to companies is 6 consulting days on average. Consulting time may be spent on on-site visit(s), multiple teleconferencing sessions, in-house analysis, desk research and other activities and generally expected to continue for more than 6 calendar days and include both mentoring and teaching elements (if needed). The exact number of days per company will be decided by agreement between the Subcontractor and USAID ERA shortly after the end of BDS workshop. 

Importantly: 6 consulting days per company are included only into deliverable 5 “REPORT ON CONSULTING SUPPORT FOR DESIGN OF STRATEGIES”. Other deliverables will require additional days of consultants.
Offerors are encouraged to balance consulting team by staffing it with foreign and Ukrainian consultants who may provide ongoing support to the companies. Apart from hired consultants, beneficiary companies will be able to count on the ongoing support of USAID ERA team members and/or independent consultants hired by USAID ERA for that matter. Such ongoing support is not warranted and should be secondary to the work of Subcontractor consultants.

At the end of this period, the Subcontractor will host another session(s) at which beneficiary companies individually present their strategies to the panel consisting of the Subcontractor, USAID ERA and possibly other organizations’ representatives. Offerors should propose how this presentation process would work and what tools they have applied in the past to support such types of presentation. 

Before the workshops the Subcontractor is encouraged to contact beneficiary companies and discuss their expectations to refine the contents of the workshops and adapt them to the needs of beneficiary companies along the lines of their strategic development. This means that the contents of the workshops may differ across some issues and capabilities.

ERA staff may attend the workshops and any coaching sessions in course of implementation of this RFP by the Subcontractor.  

The beneficiary companies that shall participate in the BDS workshop will be carefully chosen using USAID ERA selection criteria and are expected to possess at least basic level of business process management, planning and other skills necessary for growth and development. Some of the beneficiary companies will be very advanced. 

Workshop Curriculum

The key performance indicators for Innovations for Manufacturing intervention within USAID ERA is increasing value of sales of the beneficiary companies. Offerors should consider how to put long-term sales volume in the center of the efforts to transform the beneficiary companies and bring them up to top benchmarks across multiple business indicators. Other key performance indicators for the intervention are:

· improvement of the existing and creation of new workplaces;

· facilitating entry of Luhansk and Donetsk oblast companies into non-traditional markets (non-CIS).

Since marketing and sales skills of eastern Ukrainian companies are traditionally lagging behind those of manufacturing skills, the Subcontractor is expected to put greater emphasis on marketing and sales skills during the workshop.

Tentative list of elements to be covered in course of BDS workshop:

1. Introspection

· intrinsic motivations of the owners and top management and their role in success of the company

· company’s mission (dream), vision and values and how to formulate them

· self-diagnostics and independent external diagnostics

2. Business Strategy Development

· strategy development process and methodology

· converting strategy into a strategic plan 

· maintaining competitiveness in a dynamic external environment and international market

· analysis of external environment and international trends (opportunities and threats) 

3. Business optimization and strategic orientation

· how to optimize company structure, retain staff, conduct internal branding and delegate responsibilities to free up time for strategic development

· business in challenged regions: survival strategies

4. International Best Practices and their application for Luhansk and Donetsk oblast SMEs 

· practical applications of digitalization and automation of business and manufacturing processes

· practical applications of virtual and augmented reality technologies 

· modern outsourcing and outstaffing practices 

· industrial work safety and working conditions at modern workplace

· importance of intellectual property and its protection

5. Environment, Social and Governance (ESG) 

· how successful companies can form and lead clusters to advance local economic development

· teaming up with authorities and modern GR practices for SMEs

· engaging of women and youth in business, supply chain, and marketing

· environmental assessment requirements (to be taught by USAID ERA representative)

A Subcontractor may propose additional elements or shorten/modify this list with the goal of delivering the highest value in satisfying the needs of LO/DO SMEs in their strategic development and modernization as well as USAID ERA mandate and goals. During the BDS workshop it may use a full spectrum of training techniques including presentations, interactions with the audience, work in groups etc. The Subcontractor should propose and substantiate a reasonable balance of consultants’ presentations and skill-forming activities. This may further be discussed with USAID ERA at a later stage.

Offerors should include in their Technical Proposal their teaching methodology and consulting modalities. Such modalities should reflect an understanding of the scope of work and a clear strategy for achieving the objectives of the assignment. 

Other Requirements

· During the workshop the Subcontractor must provide relevant examples of corporate strategies and strategic plans and present templates of such documents that the beneficiary companies can use. The examples should be close to the areas/sectors of the participants and also allow for varying degrees of depth according to the potential and needs of particular beneficiary company.

· In course of post-workshop cooperation with the beneficiary companies USAID ERA plans to arrange management, marketing and sales training activities with the task to design respective management, marketing and sales plans. It is expected that BDS plans will incorporate these activities.
· The language of instruction of the Business Development Workshop is Ukrainian. English can also be used as long as the audience is in a position to understand the material presented to them. 
· During the workshops, the Subcontractor may present some of its consulting products that fit well the needs of the target audience but should avoid creating the impression of self-promotion.

· To support the presentations and practical exercises during the workshop, offerors may propose more consultants for any planned activity (part of the workshop) where this is warranted by the logic of workshop activities and efficiency considerations. 
· While presenting information on company diagnostics and best practices, the Subcontractor’s representatives should provide sufficient exposure to the best international benchmarks. This is meant to widen the experience of the participants and give them solid and objective measurement scales which they can use to judge the relative competitiveness of various parts of their own business and to form their vision of optimal business structure (e.g. which functions shall be kept in-house and which moved outside). 

· It is expected that finalized strategic documents of every company will contain a balanced mix of activities aimed at removal of the diagnosed bottlenecks and forward-looking activities.

Out of the companies that participate in the program, the Offeror should propose how they might work with selected best performing companies out of the pool that merit getting extra consulting days during the coaching phase. Those should be companies that perform best during the workshop, show the highest determination in developing their business and with the highest potential to provide impetus for the development of other economic entities in the region. The list of such companies will be finalized by the Offeror in consultation with USAID ERA.

Deliverable Requirements

Deliverables:

1. See the detailed descriptions/specifications of the deliverables in Attachment C. Price Schedule below.
Timeframe: Expected period of implementation - not more than 5 months from award date.
4. In Attachment C: Price Schedule, delete the table and replace with, 

	Deliverable number 
	Name
	Description/Specifications
	Quantity
	Unit Price,

UAH
	Total Price, UAH

	1
	BRANDING AND MARKING PLAN 
	Branding and Marking Plan – The Subcontractor will work with the ERA to ensure that the workshops meet USAID branding and marking requirements.
	1
	
	

	2
	PRE-WORKSHOP PACKAGE


	The Subcontractor shall present written and digital materials to the workshop participants two weeks before the start of the workshop.  The materials should include:

· Invitation to participate in the Workshop.

· The documents listed in the Deliverable 1 (points 2-4) adapted towards the beneficiary companies.

· Suggested reading materials and videos for participants.

· Examples of the documents to be prepared during the training (strategy, strategic plan) according to the economic sectors of the participants.

· Presentation of the goals of the workshop and the rational of the whole activity.

The package may contain any other documents necessary to ensure that the participants are well prepared to take part in BDS workshop. 
	
	
	

	3
	WORKSHOP PACKAGE
	The Subcontractor shall provide all needed handouts, templates of business development strategies, strategic plan, and other materials for dissemination to be used during the Workshop.
	
	
	

	4
	POST-WORKSHOP REPORTING DOCUMENTS
	The Subcontractor shall provide documents that confirm that workshops were conducted at a high-quality level with close engagement of the beneficiary companies so that they are ready to start/started strategy design process. Workshop reporting documents should include:

· At least 10 photos of the event. These pictures should be high quality that it can be used in ERA publications.

· A signed list of participants for every workshop. 

· Feedback forms from participants signed by every participant.

· Observations on capacity of participants and their companies and relevant recommendations to USAID ERA.

· Suggestions as to the possible improvements for the consequent business development strategy workshops in the future.
	
	
	

	5
	REPORT ON CONSULTING SUPPORT FOR DESIGN OF STRATEGIES


	The beneficiary companies are principally responsible for design of their strategies and strategic plans taking as a basis the templates and structures proposed by the Subcontractor.

The Subcontractor provides needs-based consulting assistance to all companies and extended assistance to selected companies if need be.

Every beneficiary company should get at least 1 on-site visit of the Subcontractor’s consultant followed by online sessions provided beneficiary company agrees with such format of interaction.
The Subcontractor submits evidence of the provided consulting services:

· At least 50 photos of all respective consulting activities. These pictures should be of high quality that it can be used in ERA publications.

· Report in MS Word that describes the consulting work conducted.

· Overview of the provided consulting services, consultants’ observations and suggestions as to the way forward in working with respective companies.

Note: The Subcontractor submits just one structured report with breakdown by companies. 
	
	
	

	6
	STRATEGY PRESENTATIONS REPORT


	The Subcontractor organizes the venue for the final presentations of beneficiary companies’ strategies (preferably at a conference room in its main Ukrainian office), leads and moderates the process and takes active part in discussions around every particular BDS.

The Subcontractor should submit the following as evidence for this deliverable:

· List of participants of the conference.

· At least 20 photos of the event. These pictures should be high quality that it can be used in ERA publications.

· Completed and signed feedback forms from participants.

· A brief report on observations on capacity of participants and their companies, their particular challenges, and relevant recommendations to USAID ERA.

· A brief report on suggestions as to the possible improvements for the future business development strategy workshops.
	
	
	

	7
	FINAL EVALUATIONS REPORT


	The Subcontractor participates in critical assessment of the final Business Development Strategy submitted by the beneficiary companies.

The Subcontractor should submit the following as evidence for this deliverable:

· Written evaluations of the submitted strategies with concrete comments/suggestions/proposals.
· Grades for every submission (on 1 to 100 points scale).
	
	
	

	GRAND TOTAL IN UAH

	


	Delivery Period (in calendar days): Click here to enter text.


Detailed budget/ Детальний бюджет

Please, utilize the attached budget format (Attachment C.1 to RFP). Please note that Offerors may be asked to provide additional detail on their Travel, Materials, and Other Direct Costs in their cost proposal after proposal submission. 

Please see the responses to the offeror’s questions below:

	Question number
	Question
	Answer

	1
	Will there be an opportunity to find receive the names of the beneficiary companies prior to signing the contract (in case of a win) for internal conflict check procedures? (i.e. affiliation of the ultimate beneficiaries)
	Yes, USAID ERA is ready to disclose all beneficiary company names after evaluations of submitted proposals and before the signature of the contract. We normally check all the beneficiary companies ourselves, but should (potential) Contractor uncover irregularities, we would be ready to give that proper consideration and accommodate valid concerns (modify the list of companies) already before the signature.

	2
	Section 6. The schedule of expected deliverables: 115 days are stated for final deliverable, does it implies business or calendar days.
	Calendar days.

	3
	Out of the companies that participate in the program, the Offeror should propose how they might work with selected best performing companies out of the pool” – How many companies should be selected? Does this mean that the criteria and methodology for selecting “the best” should be developed by the Offeror?
	The list of such companies will be finalized by the Offeror in consultation with USAID ERA. 

	4
	“… extra consulting days during the coaching phase that would result in a full strategy document, including strategic plan and a financial model”. Should we incorporate in our proposal additional costs for guiding the companies in preparation of financial model?
	We modified the wording in the following way: Out of the companies that participate in the program, the Offeror may propose how they might work with selected best performing companies out of the pool that merit getting extra consulting days during the coaching phase. We expect all companies to present finalized strategies and strategic plans. However, we may award additional days to particular companies (keeping average number per company of 6 days) if they require deeper documents.

	5
	Please advise whether the project will be eligible for the tax-exempt status offered by the Ukrainian government following the registration of the project with the Ministry of Economic Development and Trade of Ukraine? In Ukraine only, registered contracts can be subject to an exemption from tax and customs duties. The registration procedure is described in the Cabinet of Minister's resolution #153 of 15 February 2002 “On Establishing a Unified System for Attracting, Utilization and Monitoring of International Technical Assistance”.
	These services are eligible for VAT exemption under the DAI prime contract #72012118С00004 registered with the Ministry of Economic Development and Trade of Ukraine, having the registration card #3987-01 dated May 29, 2019, accreditation certificate #288 dated January 11, 2017 (with amendments as of November 29, 2018 and as of April 23, 2019).
Taxes and VAT: ERA is exempt from cooperating country taxes, duties, and VAT. Therefore, ERA shall pay for the cost of goods or services exclusive of VAT.

DAI is implementing international technical assistance programs and projects in Ukraine in accordance with the Agreement between the Government of the United States of America and the Government of Ukraine about Humanitarian and Technical Economic Cooperation of May 07, 1992. DAI has to purchase goods, works and services in order to carry out the above mentioned international technical assistance project. In accordance with the abovementioned agreement and Procedure of engaging, using and monitoring international technical assistance approved by the Cabinet of Ministers of Ukraine Resolution No.153 (153-2002-п) as of February 15, 2002, “On creating a unified system for engaging, using and monitoring international technical assistance”, the cost of such goods (works, services) is exempt from Value Added Tax (VAT). 

Procurement of goods, works and services shall be made at the cost of the international technical assistance project and is relevant to the category (type) of goods, works and services mentioned in the procurement plan.

DAI shall provide Vendor with a copy of the registration card of the ERA for purchasing the goods, works and services, issued by the Ministry of Economic Development and Trade of Ukraine and certified by the ERA stamp, and a copy of the procurement plan or an extract from the procurement plan certified by the ERA stamp.

Vendor shall submit a fiscal bill for goods (works, services) completed in accordance with the procedure set forth below and marked “without VAT”. A fiscal bill shall include the grounds for VAT exemption (project name, number and date of the relevant contract). Vendor shall submit the declaration to the state tax authority at its location taking into account the abovementioned operations and mentioning VAT exemption code according to the Tax Exemptions Directory.

	6
	XXX in Ukraine is interested in submitting its proposal for the Business Development Strategy workshops and assistance in SME strategy design services. In order to make the proposal responsive and competitive in terms of including relevant team members with the right set of seniority, as well as skills and qualifications required for the assignment, we would appreciate if you give the potential bidders an indication of the expected budget for the assignment, since the RFP contains no information on this matter. Your reply would really facilitate the preparation of relevant technical and financial responses of the potential bidders.
	Offerors are asked to budget what they need to perform the services detailed in Attachment A.  We encourage offerors to present the lowest price possible without sacrificing the quality of the services provided.

	7
	Are there any suggestions / requirements concerning the page limit for the Volume I: Technical Proposal?
	The text of RFP says “Technical proposals shall be provided in a separate volume from cost/price proposals, and shall be clearly labeled as “VOLUME I: TECHNICAL PROPOSAL”. VOLUME I to be submitted in English in Microsoft Word format. Expected length: no more than 20 pages. 

	8
	It is said in RFP (page 14) that “During the workshops, the Subcontractor may present some of its consulting products that fit well the needs of the target audience but should avoid creating the impression of self-promotion”. It is unclear precisely which products are meant. 
	The Subcontractor may be in a position to provide a range of consulting services that go beyond direct scope of the workshop and yet represent potentially interesting products for the beneficiary companies. It is these services that are meant.



	9
	Should the venue of the workshop be proposed in advance (i.e. in the technical proposal) or just parameters of the venue should be specified?
	Yes, the venue should be proposed in advance together with its parameters that are important for comfortable and undisturbed learning environment.

	10
	It is said in RFP (page 14) that “the workshop is expected to be 2-3 days”. Does it mean that the program for the workshop (with sessions schedule and allocation of the trainers) should be provided in the technical proposal?
	Yes, respective changes are made in RFP text (on page 14 of the RFP, Attachment 10.1 Scope of Work for Services or Technical Specifications, Program structure)

	11
	Concerning the follow-up coaching, it is not clear how the work of offeror’s consultants should be organized along with “USAID ERA team members and/or independent consultants hired by USAID ERA for that matter”? 
	We added to the text of RFP the following sentence (on page 14 of the RFP, Attachment 10.1 Scope of Work for Services or Technical Specifications, Program structure): Such ongoing support is not warranted and should be secondary to the work of Subcontractor consultants

	12
	Is it possible to conduct coaching sessions online (via skype) or onsite format is more preferable? 
	Every beneficiary company should get at least 1 on-site visit of the Subcontractor’s consultant followed by online sessions provided beneficiary company agrees with such format of interaction.

	13
	It is said in RFP (page 16) that “A Subcontractor may propose additional elements” to the workshop curriculum. Could it be such topics as Fundraising Strategy Development, Sustainability Reporting, and Building Partnerships for Local Community Development? 
	USAID ERA expects that bidders will propose optimal learning/training contents for the BSD workshop taking into account the background information provided and the goals established in the text of the RFP. This includes a possibility to modify the tentative list of elements proposed in the text of RFP on the page 15 of the RFP. The final list may be bigger, smaller or different.

	14
	On page 14 of RFP it is said that “The necessary consulting support to be provided to companies will amount 1-3 consulting days on average”, while on page 17 it is said that “The expected number of consulting days per company is from 3 to 7 days...”. So, it is unclear how many consulting days per company are expected to be delivered. 
	The text on page 14 of the RFP, Attachment 10.1 Scope of Work for Services or Technical Specifications, Program structure, was modified. According to it, the average number of days per company should be 6 consulting days

	15
	Should offeror’s proposal concerning “extra consulting days during the coaching phase” (page 17) be reflected in the Cost Proposal? 
	No. Offerors should build their Cost Proposals on the assumption that 6 consulting days on average will be spent per every beneficiary company. Consulting time may be spent on on-site visit(s), multiple teleconferencing sessions, in-house analysis and desk research. Most of consulting sessions will take less than one day which means that they will span considerably more than 6 calendar days in total.

	16
	Is it true that Branding and Marking Plan is not a mandatory document and should not be necessary presented along with the Technical Proposal?
	Yes, Branding and Marking Plan will be designed in cooperation with USAID ERA after signature of the Contract

	17
	Should the pre-workshop package be presented in the Technical Proposal? 
	Yes, we modified RFP text respectively.

	18
	Should the workshop package be presented in the Technical Proposal?
	No. The workshop package is expected to be tuned to the needs of companies after the signature of the contract.

	19
	Should the report that describes the consulting work conducted be just one (with summarized information) or the number of reports should be equal to the number of firms being consulted?
	The Subcontractor submits just one structured report with breakdown by beneficiary companies.



	20
	Should the venue for the final presentations of beneficiary companies’ strategies be offered in advance (i.e. in the Technical Proposal)? 
	Yes.


	21
	Could you please provide list of locations where we are going to implement this program (cities)?
	We do not provide the list of locations and leave it to the discretion of the Offerors to propose. The venue should not necessarily be in a city. The goal is to create the most productive learning and training environment for top managers of the beneficiary companies. Please also pay due regard to logistical convenience of the place. 

	22
	Can be this program implemented via online platform, without tutor’s attendance of this cities (due to high risks of this region)?


	The RFP envisages conduct of different activities according to the description of deliverables. As far as BSD workshop is concerned, it is expected to be organized OUTSIDE of Luhansk and Donetsk oblasts, in Ukraine. Other Ukrainian oblasts where BSD workshop will be organized are not considered “high risk” zones. We added respective precisions in the RFP text. The workshop must be conducted in-person although some elements of teleconferencing (e.g. to involve highly qualified foreign experts) are permitted as well. 

	23
	Could you please provide the list of the companies (receiver of the workshop and consultancy services) to make sure that there is not any company involved in this program is not in the sanction list or is our audit client (otherwise we will not be able to cooperate with them).
	USAID ERA is ready to disclose all beneficiary company names after evaluations of submitted proposals and before the signature of the contract. We normally check all the beneficiary companies ourselves, but should (potential) Contractor uncover irregularities, we would be ready to give that proper consideration and accommodate valid concerns (modify the list of companies) already before the signature.

	24
	Page 9 of the RFP, item 6 Anticipated post-award Deliverables, Deliverable 5 REPORT ON CONSULTING SUPPORT FOR DESIGN OF STRATEGIES and Deliverable 6 STRATEGY PRESENTATIONS REPORT: Can we have a bit more information on what consultancy support may be required from the Offeror?
	For the Deliverable 5 the consulting support is explained in the table. For the Deliverable 6 direct consulting support is not envisaged. Instead, we expect that Subcontractor will share with us his/her observations, conclusions and suggestions on optimal ways to lead beneficiary companies further on the road of implementation of their strategies.



	25
	Page 14 of the RFP, Attachment 10.1 Scope of Work for Services or Technical Specifications, Business Development Strategy Workshops and Assistance in SME Strategy Design: “The way forward as seen by USAID ERA lies in offering companies an intensive Business Development Strategy (BDS) workshop with consequent assistance in design of corresponding strategic documents”. Please clarify.
	This means that the assistance in design of corresponding strategic documents will be provided AFTER the end of BSD workshop for the period of 5-9 weeks when beneficiary companies work out their strategies and strategic plans.


	26
	Page 14 of the RFP, Attachment 10.1 Scope of Work for Services or Technical Specifications, Program Structure: “Offerors are encouraged to provide at least one Ukraine-based consultant who may provide ongoing support to the companies if the companies chose to hire them”. What does this may mean: shall the Offeror be obliged to provide those services and who will pay for them?
	RFP text modified as follows: Offerors are encouraged to balance consulting team by staffing it with foreign and Ukrainian consultants who may provide ongoing support to the companies.



	27
	Page 21 of the RFP, Attachment 10.3 Attachment C: Price Schedule, 5 REPORT ON CONSULTING SUPPORT FOR DESIGN OF STRATEGIES: “The Subcontractor provides needs-based assistance to all companies and extended assistance to selected companies if need be.” What need – based assistance implies: advice on each and every issue the beneficiary company may have on its strategy? Should it be a high-level advice or detailed? Can we limit the scope of such assistance?


	The assistance should be of a high level. Consultants may suggest beneficiary companies on the best way to use their consulting time. Having said this, we do not want to limit the range of advice that companies may request from consultants. That’s why availability of (additional) consultants with this or that industry experience according to beneficiary company sector represents advantage. In such cases we also rely on international networks of Subcontractors to provide the necessary information, analysis and supply expertise. Should beneficiary company request be too difficult/expensive to accommodate, Subcontractor should inform USAID ERA and propose an alternative solution.

	28
	Page 33 of the RFP, Attachment 10.7 Attachment G: Representations and Certifications of Compliance, 2 Executive Compensation Certification: What would be required from the Offeror? Does this apply to any proposal irrespective of the price? 


	If the Subcontract is equal to or over $30,000 to both U.S. and foreign firms AND if all of the factors below apply to the subcontractor for its preceding fiscal year, DAI must report the total compensation and names of the five most highly compensated executives of a subcontractor no later than the end of the month following the month of award:

· 80% or more of prior year annual gross revenues are from Federal awards; 

· $25 million or more in annual gross revenues are from Federal awards; and 

· The public does not have access to compensation information filed under Securities and Exchange Commission (SEC) and IRS requirements.

	29
	Page 33 of the RFP, Attachment 10.7 Attachment G: Representations and Certifications of Compliance, 9 Labor Laws – “The Bidder certifies that it is in compliance with all labor laws”: What may it mean “all labor laws”? The Subcontractor which is incorporated in Ukraine will comply with the Ukrainian labor law, this is stated in labor agreements with its employees. Can we specify this, as US and Ukrainian labor laws differ?
	Offerors are expected to comply with Ukrainian labor laws.

	30
	Page 33 of the RFP, Attachment 10.7 Attachment G: Representations and Certifications of Compliance, 10 Federal Acquisition Regulation (FAR) – “The Bidder certifies that it is familiar with the Federal Acquisition Regulation (FAR) and is in not in violation of any certifications required in the applicable clauses of the FAR, including but not limited to certifications regarding lobbying, kickbacks, equal employment opportunity, affirmation action, and payments to influence Federal transactions.”: Can we have a list of applicable clauses to certify, please?


	The applicable clauses are the ones listed in Attachment G and any that may apply in the FAR.
The FAR is a regulation, codified in Parts 1 through 53 of Title 48 of the Code of Federal Regulations, which generally governs acquisitions of goods and services by the U.S. Government. It addresses various aspects of the acquisition process, from acquisition planning to contract formation, to contract management. Depending upon the topic, the FAR may provide (1) the U.S. government’s basic policy; (2) any requirements that must be met; (3) any exceptions to the requirements ; and (4) any required or optional clauses to be included, or incorporated by reference, in the solicitation or contract.

The FAR also articulates the guiding principles for the federal acquisition system, which include satisfying the customer in terms of cost, quality, and timeliness of the delivered goods and services; minimizing operating costs; conducting business with integrity, fairness, and openness; and fulfilling public policy objectives. 


All other terms and conditions as stipulated in the original RFP remain the same and are applicable.
� Our analysis is based on a series of in-depth interviews conducted with Donetsk and Luhansk businesses in December 2018-January 2019. The 18 interviews covered eight companies in the machine building and metalworking sectors, five companies in chemicals, three producers of plastic and other non-metal products, and two companies in pharmaceuticals. The companies are located in Mariupol, Kramatorsk, Druzhkivka, Sievierodonetsk, Manhush, Rubizhne, Slovyansk, Kostyantynivka, and Vuhledar. 


� This implies e.g. making the top management conduct “introspection exercise” whereby they will raise to the surface those inner motivations, desires and inclinations that move them in business. This should help building a bridge between corporate culture, strategic vision and individual satisfaction of team members
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