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Framework of Policies and Procedures

The Charter of the United 
Nations (also known as the UN 

Charter) of 1945 is the 
foundational treaty of the United 

Nations

ST/SGB/2003/7 (9 May 2003)

https://www.unsystem.org/content/
united-nations-financial-rules-and-

regulations

Updated September 2019

https://www.unsystem.org/content/united-nations-financial-rules-and-regulations
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Principles of UN Procurement
as guided by the UN Financial Regulations and Rules

Financial Regulation 
5.12

Procurement functions include all actions necessary for the 
acquisition, by purchase or lease, of property, including 
products and real property, and of services, including works. 

The following general principles shall be given due 
consideration when exercising the procurement functions of the 
United Nations:

(a) Best value for money; 
(b) Fairness, integrity and transparency;
(c) Effective international competition;
(d) The interest of the United Nations. 

Best value for money: “…achieved by considering all factors, such 
as relevant costs and benefits, risks and resources”… “…Optimization of 
whole -life costs and quality needed to meet the user’s requirements, while 
taking into consideration potential risk factors and resources available…” 
“…Its goal is to achieve maximum benefit for the Organisation. 
Accordingly, price alone is not necessarily determinative of Best Value 
for Money…” 

FACT: Typically, for the evaluation of Requests for 
Proposals, the relative weights given to the commercial and 
technical criteria are 40% to 60%.

Effective international competition: 
“…In practice, this normally means that 
Procurement staff should make every effort to 
achieve as wide a geographical distribution 
in procurement as possible and practicable…” 

FACT: Valid Contracts with suppliers 
from over 130 nations.
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Principles of UN Procurement
Invited by Advertisement

Financial Regulation 5.13

Tenders for equipment, 
supplies and other 
requirements shall
be invited by advertisement*

Expression of Interest:  Advertising required for all formal 
solicitations (ITB, RFP) with est. value > $ 40,000 but not for 
informal solicitations (RFQ) 

Advertising generally means the announcement of the tender 
solicitation through the posting of a Request for Expression of 
Interest (REOI) on UN/PD’s website (www.un.org/depts/ptd) and / 
or the UNGM (www.ungm.org)

Prospective Vendors who respond to REOI, and who are deemed 
qualified upon completion of an objective evaluation of their 
submission, will receive the final tender solicitation document in 
addition to Vendors on in UNGM Centralized vendor database

Market Research: Internet & trade publications and journals; 
Information exchange with other UN Agencies; Selection from 
vendor database based on commodity codes (UNSPSC) provided 
by vendor in the registration process.

FACT: Today there are over active 700 REOIs published on 
UNGM.

http://www.un.org/depts/ptd
http://www.ungm.org/
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Principles of UN Procurement
Methods of Solicitations 

Procurement contracts 
shall be awarded on the 
basis of effective 
competition, and to this 
end the competitive 
process

Formal methods of solicitations
“An Invitation to Bid (ITB) shall be used for the procurement of 
goods [and simple services] with standard and clear 
specifications…” “…qualified bidder whose bid substantially 
conforms to the requirements set forth in the Solicitation Documents 
and is evaluated to be the one with the lowest cost to the United 
Nations.”

“A Request for Proposals (RFP) shall be used for procurement of 
goods, services or works that cannot be quantitatively or 
qualitatively expressed in sufficient detail to allow for use of an 
ITB…”

Informal Methods of Solicitations

A Request for Quotation (RFQ) shall be used for the procurement of 
goods, services or works with standard and clear specifications and 
a total estimated value above USD 4,000 and up to USD 40,000.

Financial Rule 105.14
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Typical Tender Process

Debriefing / Procurement Challenges

Contract Award

Internal Approval / HCC Review

Evaluations (Technical / Commercial)

Bid Opening

Bidders Conference / Q&A

Issuance of Solicitation (RFP / ITB / RFQ)

RFI / REOI
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Solicitation Process
Source Selection Plan (SSP)

The Source Selection 
Plan (SSP) describes 
critical
components of the 
Sourcing process 
and provides
justification for 
Sourcing decisions in 
order to achieve
Best Value for Money.

The SSP is developed, 
approved and signed 
BEFORE the tender 
documents are issued

a. Description of the requirement 
(including operational 
circumstances, timeline, etc.); 

b. Solicitation Method (RFQ, 
RFP, ITB) and justification 
thereof; 

c. Sourcing method (identification of Suppliers, particular attention should be given to 
attract vendors from developing countries and from countries with economies in 
transition) and details thereof of the UN Common Codification System (UNCCS); 

d. Contractual 
instrument to be used; 

e. Evaluation Team(s) responsible for commercial and 
technical evaluation; 

f. Evaluation Criteria and 
reasonable minimum criteria; 

g. Weighting (i.e., the relative importance of 
each of the Evaluation Criteria); 

h. Market 
conditions; 

i. Planning and procurement 
activity schedule; 

j. Rating and 
scoring system; 

k. Required level of expertise and 
Requisitioner resource capacity; 

m. Any relevant information with regard to the forthcoming contract management 
capacity and expertise, staff training, equipment maintenance, after sale service, 
disposal, etc

l. Risk factors that should be assessed during 
the evaluation and potential remedies;
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Solicitation Documents:
Cover Letter with closing date and general instructions
Scope of Work/Statement of Requirements
Terms and Conditions to Submit a Proposal
Acknowledgement Letter
Evaluation Criteria and Special Instructions
United Nations General Conditions of Contract
Bid Bond Form (if applicable)
A bid bond is a security from a Supplier securing the withdrawal or modification of a Submission 
after the deadline for submission of such documents 

Performance Bond Form (if applicable)
A written instrument issued by a bank or insurance company or similar entity, in favour of the UN, 
to secure the Vendor’s performance of a contract.

Draft Form of Contract

Solicitation Process
Typical Process

RFI / EOI

Issuance of Solicitation 
Documents (RFP / ITB / RFQ)

Bidders Conference / Bidders 
Question and UN Responses 

Bidders Actions:
Return Acknowledgement Letter to indicate 
participation or reasons why not
Closing date for clarifications (Q & A)
Pre-bidder conference/Site Visit 
(mandatory/optional)
Make sure to follow all instructions and respond to 
all questions in the requested formats
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Solicitation Process
Two Separate Sealed Envelopes for RFPs : Technical Proposal and Financial Proposal

For RFPs proposal must be submitted in two separate sealed 
envelopes: Technical Proposal and Financial Proposal

Technical Proposal (IN ITS OWN PACKAGE)

Financial Proposal. (IN ITS OWN ENVELOPE)

NO FINANCIAL PROPOSAL, QUOTES OR ANY OTHER RELATED 
FINANCIAL INFORMATION SHOULD APPEAR IN THE TECHNICAL 

PROPOSAL.

Bidder's administrative errors will cause rejection of the proposal – make 
sure to submit the response on time!
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Solicitation Process
Bid/ Proposal Evaluation

Contract Award
Internal Reviews and 

Approvals
Tender Evaluation 

(Technical / Commercial)

Public Bid Opening

For ITBs - After the completion of the technical 
evaluation, award is recommended to the 
lowest cost acceptable bid.

For RFPs - After the completion of the technical 
evaluation, financial evaluation will ONLY be carried 
out for technically compliant proposals 

Recommend award of contract to the proposal with 
the highest combined / weighted scores from the 
technical and commercial evaluations.

Tender Evaluation is completed by an Evaluation Team 
based on pre-determined criteria found in the Source 
Selection Plan (SSP). There are separate Evaluation 
Teams for Technical and Commercial parts. The 
Evaluation differs depending on the solicitation method 
used…
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Solicitation Process
Award

Contract awards exceeding USD 1,000,000 require review by the Headquarters 
Committees on Contract (HCC) 

Award may be split up between multiple proposals

After obtaining approval, the successful Bidder is notified

Contract Negotiation (optional)

Signing of the contract

Posting on UNPD website

Notification to unsuccessful bidders

Award can be made only to vendors who have completed registration process!
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Solicitation Process
Debriefings and Award Review Board

Debriefings: UNPD offers UN Vendors who participated in high value solicitations (more 
than USD 200,000), an opportunity to obtain additional information on their unsuccessful 
proposals or bids.

Objective is for the supplier to better understand strengths and weaknesses of the 
proposal, as a collaborative learning opportunity for unsuccessful bidders and for the UN 
to exchange additional information.

Please refer to https://www.un.org/Depts/ptd/complaints/debriefing-and-procurement-
challenges-faq

The Award Review Board provides an opportunity to unsuccessful  bidders who have 
participated in a high value competitive procurement process, whereby they may file a 
procurement challenge on a post award basis, against a contract awarded by the United 
Nations. The ARB is an independent body, separate from UNPD and the Requisitioner. 
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UNG M (UN G lob a l M a rke tp la c e )

The  proc ure m e nt porta l of the  UN

V e ndor c ommunity UN proc ure me nt sta ff

A n e xc e lle nt sp ring b o a rd  to  intro d uc e  yo ur p ro d uc ts a nd  

se rvic e s to  ma ny UN orga niza tions, c ountrie s a nd re gions.

www.ungm.org
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Re g istra tio n with 29UN o rg a niza tio ns

using  UNG M  a s the ir ve nd or d a ta b a se

The se  UN o rg a niza tio ns re p re se nt 99% of a  g loba l 
spe nd of ove r $17 billion 
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Re g istra tion Proc e ss - Thre e  re g istra tion le ve ls

Ba sic  Le ve l Le ve l 1 Le ve l 2

Contract award up 
to US$40,000

Contract 
award up to 
US$500,000

Contract award 
over 
US$500,000

- Same as Basic level, plus:
-Certificate of  incorporation
-Three references
- Company information-
owners, principals

Same as previous 
levels, plus: 
-Audited financial 
statements for the last 
3 years

- General information
- Classification of 

Goods/Services
- Countries you wish to 

do business in
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C onta c t UNG M

Fo r m o re  info rm a tio n, p le a se  visit www.ungm .org

Do  no t he sita te  to  c o nta c t UNG M / V RM T
 V ia  the  He lp func tiona lity  a va ila b le  o n the  site

 V ia  e m a il:  re gistry @ungm .org (UNG M  Re g istra tion 
Q ue stions)

 V ia  e m a il:  re giste r@un.org (V e nd or Re g istra tion a nd  
M a na g e me nt Te a m - NY)

C he c k o ut o ur vide o guide line s a nd  FA Q s

For further assistance:

mailto:registry@ungm.org
mailto:register@un.org
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Questions?   
Fragen?  
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