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Webinar’s rules

Write your questions into the 
chat

Please keep your microphones 
off

This webinar is recorded

1.30 hours



Because great ideas
do not understand borders...
We support innovative European SMEs to participate in 
circular public procurement in the Eastern Partnership 
countries by introducing them as actors in public market 
opportunities in Moldova, Serbia and Ukraine.

Who we are



P2GreenEST’ strategic approach



Main topics



General Concepts 
of International Public Procurement

Technical Webinar on Serbia
Legual framework, main 

instritutions and tendering 
process

Practical webinar on Moldova
Existing opportunities, success 

stories, consortia building

Practical webinar on Serbia
Existing opportunities, success 

stories, consortia building

Technical Webinar on Moldova
Legual framework, main 

instItutions and tendering 
process

Multilateral tenders 
managed by national/regional 
authorities: particularities and 

agencies

P2GreenEST webinars



An E-watch system providing public procurement tenders, collaboration opportunities, technical information (e.g.

legislation) taking into account the principles of essentiality and usefulness and pursuing, as its ultimate goal, the

dissemination of useful information to companies interested in participating in public procurement in the target

countries.

● Tenders: will be published once identified directly in the tool. The beneficiaries (SMEs ) will

be able to create an alert system with their email address in order to receive them at every

new publication . The tool is very user friendly. The alert can be set on categories and on

countries.

● Resources: we will collect more technical information that we consider relevant to the

project, such as legislation, market analysis or guides on international public tenders among

others.

E-watch system

https://www.p2greenest.com/en/tenders.php
https://www.p2greenest.com/en/resources.php


Access the e-watch tool here

E-watch tool

https://www.p2greenest.com/en/tenders.php


Benefit from the tool in 3 steps

E-watch tool

https://www.p2greenest.com/en/tenders.php


Let’s keep in touch!

Project website ECCP profile LinkedIn page 

Project coordinator

cristina.casian@ea-ecoentreprises.com

Cristina Casian

https://www.linkedin.com/company/75004598
https://www.p2greenest.com/en/
https://clustercollaboration.eu/content/supporting-eu-smes-field-circular-economy-participate-public-procurement-eastern
https://www.linkedin.com/company/p2greenest/
https://www.p2greenest.com/en/
https://clustercollaboration.eu/content/p2greenest-supporting-eu-smes-field-circular-economy-participate-public
mailto:cristina.casian@ea-ecoentreprises.com
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Are you an European SME willing to 
bid internationally?



What is an international tender?

❖ Tender: this is a public procurement. The procedure that any administration has to
follow to purchase its products, services and works.

❖ An international tender is a tender launched by an administration of another country
and a multilateral tender is a tender launched and/or financed by a multilateral
organisation (EU, World Bank, United Nations, etc.).

❖ Depending on the origin of the funds, the tendering procedures are different.



Types of tenders (nature)

Supply of goods and equipment of all kinds: food, fire
extinguishers, vehicles, rat poison, etc...
Civil works, constructions of all kinds (hospitals, schools,
administration buildings, a dam or an airport.... Sometimes the
contract also involves the supply of a variety of goods and
equipment with inherent services (“key in hand” contracts).

Services: Consultancy, technical assistance, studies, provision of
services, training, etc. In addition to the financing of a project for
third party beneficiaries, the contracting authorities themselves
contract consultancy services for project identification and
preparation (Tender Preparation Service), technical cooperation,
project appraisal and feasibility studies.



Can my company participate?



❖ Years of experience in European legislation that represents the highest standards of environmental
friendliness worldwide,...

❖ Experience in quality processes,...

❖ Participation in European R&D&I programmes

❖ European SMEs have developed an important network of international technology cooperation
agreements with Universities across Europe and internationally.

❖ Excellence in training/technology transfer, which is one of the aspects highly valued by foreign bidding
administrations.

Strengths of European SMEs



❖ We must have all the administrative
documentation requested.

❖ We have to have the required financial
solvency.

❖ We have to have the size of the
company specified (in terms of
turnover and number of people
working in the company).

❖ We have to have the experience

indicated in the terms of reference.

To apply for a tender



Common points in all tendering processes

1. Progressively, there is a general digitalization of all tender
processes. Opportunities and Rules are published on the
websites of the bidding organisations or on national
platforms.

2. In the Development Aid Banks (World Bank and regional
ones), the procedures used are based on the national ones in
force in the beneficiary countries. At the contrary, European
Union and United Nations have developped a specific
procedure very clear and very precise.

3. The terms and conditions of tenders in multilateral bids are
completely and perfectly described. The objective is that, only
with the tender conditions, you have all the information that
you need to prepar your offer. (with the exception of the
FIDIC – International Federation of Consulting Engineers).

https://fidic.org/

https://fidic.org/


Exclusion criteria common to all tenders even if 
expressed differently

Exclusion criteria common to all tenders. Any tenderer or potential tenderer shall be 

excluded from participation in the tenders if: 

• has been convicted by final judgment on one or more of the following 

charges: participation in a criminal organisation, corruption, fraud, money 

laundering;

• is bankrupt, is being wound up, is having its affairs administered by the 

court, or is the subject of proceedings concerning those matters;

• has received a judgment with the force of “res judicata”, finding an offence 

affecting his professional integrity or grave professional misconduct;

• does not fulfil its obligations with regard to the payment of social security 

contributions, taxes and dues in accordance with the legal provisions of its 

country of incorporation



Eligibility criteria: 3 TYPES

1. Legal and regulatory 
capacity

2. Economic and 
financial capacity

3. Technical and 
professional 
capacity 

All bidders must comply with eligibility

criteria that vary according to the type of

needs of the bidding organisation. Each

tender determines different eligibility criteria

that refer to:



Legal and regulatory capacity

❖A company legally incorporated under the
law of the country of incorporation.

❖Different authorisations or certifications
obtained and in force

❖Example: a person with an engineering
degree and belonging to an Official
Association of Engineers in order to be
able to offer specific engineering services.



Economic and financial capacity

❖Minimum annual turnover of the 
company.

❖If the SME does not achieve the required 
turnover, the way to get a tender is 
through the formation of a consortium 
with other companies.

❖Unless otherwise specified, the financial 
results are aggregated between all he 
members of the consortia, so that such a 
grouping will allow the consortium 
members to cover much larger tenders 
than if they were bidding individually. 



Technical and professional capacity 

Technical capacity refers to the
company's experience in the
activities requested in the tender
while professional capacity refers
to the experience of the human
resources team that will be
dedicated to the implementation of
the project, once we have won the
tender we are interested in.



❖Vital in consultancy and technical assistance tenders
❖What we "sell" is our expertise in solving problems and

because we have the highest rated experts (on the basis of
specific grids of evaluation with the years of experience and
the types of projects carried out).

Importance of experts



Importance of reference/good 
performance letters

USE OFFICIAL PAPER WITH COMPANY LOGO, ADDRESS, ETC...

REFERENCE LETTER

I xxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxx, title of the company's full 
name, VAT number, full address, country, 

Designated by [the law] as the xxxxxxxxxxxxxxxxxxxxxxxxx [Domain],

CERTIFIES:

That the xxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxx, trading 
under the number xxxxxxxxxxxx, with registered office at 

xxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxxx, B-1000 Brussels, Belgium;

WAS RESPONSIBLE FOR:

Description and some explanation of activities carried 
out.

Annual operating cost of EUR 120,000. 

Period of implementation:



Reference letters

xxxxxxx's work was carried out to our complete satisfaction, in accordance with 
xxxxxxxxxx. The extensive experience of xxxxxxxxxx, the helpful and constructive 
attitude of their experts involved in the project enable them to give sound 
practical advice that brings the project or services within budget and on time.

I hereby issue this certificate at ...................... on .....................XX, 2019.

(Stamp and signature indicating full name under signature)



Reference letters

❖ Fundamental to all these tenders.

❖ Methodology for identifying projects for 
which we can request a letter of good 
execution ("Al Capone's accountant").

❖ People signing the letters must be easily 
contacted.



The evaluation or award criteria

❖ The award criteria for evaluating the tender. The Evaluation Criteria are, in reality, the Award
Criteria, and define the aspects that will be measured to evaluate the specific proposals and
determine the successful bidder.

❖ Depending on the nature of the contract, we will find different elements on which to focus, so
it is very important to analyse them and check the score given to each of these elements,
normally systematised in the bid evaluation criteria table: It is the basis for the decision
making of the bid evaluation committee in the specific tender of our interest.

❖ It allows us to know where we need to insist more on our offer and will also allow us to
determine whether it is better to present our offer alone or in a consortium, as well as to
assess whether we have the requested consultants or whether we should look for some of the
requested key experts to reinforce our offer.



Two types of evaluation criteria 

NON-AUTOMATICALLY EVALUABLE CRITERIA These are criteria whose
quantification depends on a value judgement. Mathematical formulas are
not applied to them and they are therefore considered subjective criteria,
although the organisation must make an effort in the specifications to
specify the aspects to be assessed in each one of them.

AUTOMATICALLY EVALUABLE CRITERIA These are criteria that will be
evaluated using mathematical formulae and are therefore considered to
be objective and automatic criteria. Within this category will always be
the price and those criteria of the technical offer that will also be
evaluated through the use of formulas (e.g., obligation for staff to have a
specific qualification, ISO quality certificates, etc.).



Essential 
documentation



Before you start looking for
opportunities

Compilation of legal documentation:

❖ Incorporation Act

❖ Power of attorney

❖ SS, tax certificates; audited accounts

❖ CVs of the company's top management

❖ Quality certificates (ISO, ...)

❖ Customer satisfaction certificates

❖ Preparation of experience according to 
current models and by line of activity

❖ Evolution of the workforce

❖ Negotiation of guarantee lines



Solving typical problems



How to solve typical problems?

❖ Negative financial results
(losses in previous years)

❖ The company can participate
as a member of a consortium
but never as a consortium
leader.



Is it possible to compete from Europe?

❖ Experience versus administrative qualification.

❖ Formation of a BRANCH versus formation of a SUBSIDIARY.



Difference between a subsidiary and a 
branch office

While the subsidiary is an independent legal entity,
autonomous and distinct from its foreign parent, thus
acting in the market on its own account and risk, the
branch is a secondary establishment completely
dependent on its parent, being a mere extension of the
parent in another territory than the one where the
parent company was created.
For this reason, if a company decides to set up a
subsidiary in the country where it is going to tender, it
will not be able to use the experience of the parent
company to bid.



Solutions to our company's weaknesses in 
approaching the multilateral market

Little experience of internationalisation:

✓ To give a more international character by seeking the source
of funding for the projects carried out, e.g. ERDF funding,...

✓ Position our human resources as "experts" through
participation in consultancy contracts and the development of
technical assistance at each stage of the project cycle.

✓ Contacting already internationalised companies from our
country that are in the country where we want to implement a
multilateral project and proposing to bid together.

✓ Form consortia where each member is jointly and severally
liable for each and every one of the obligations arising from
the proposal and the contract.



❖ Specialisation (“I am not a dustman I am a “wastologsit”)

❖ Competitive advantage. Analyse where the possible advantages 
or outstanding qualities of your product or service lie.

❖ Differentiating factors. Similarly, try to identify them 

❖ Production/supply or service capacity. What is our actual 
capacity to produce supplies or provide services?

❖ Quality and certification. 

❖ Financial capacity to implement a project, manufacturing and 
warranty capacity

❖ Staff and external support. With which permanent and 
temporary staff can we rely to implement the project?

❖ Previous experience and references in countries/sectors such as 
the ones of our interest

❖ Allies/partners network and local partners

Criteria for prioritisation of tenders of 
interest



Forming consortia



❖ Adding technical references: one of the main criteria
evaluated by the contracting authorities is to have
sufficient technical references in each and every aspect
of the project for which we are bidding, so one of the
main reasons for consortia is not having a sufficient
number of relevant technical references to be able to
apply for the identified tender.

❖ Getting experts: it will also be very useful to use the
formation of a consortium in order to obtain experts that
we do not have in our staff.

❖ Gain knowledge of the target country: You can be one of
the most expert companies in water pipelines or airport
infrastructure, but if you have never been to Moldavia,
you will have a much better chance of partnering with an
Moldavian company.

Forming a consortium: advantages



❖ Acquiring economic solvency or size: in all tender
specifications, the conditions of economic solvency and
turnover that the bidding companies must meet are
determined. In the vast majority of cases (unless the specific
tender specifications for which we wish to bid state
otherwise), the members of the consortium add up their
economic results, which allows us to take on larger tenders
than our company's size would allow us to take on.

❖ Cost savings: sharing of travel, if it is a local partner, will save
us a large part of the need to go to the country before the
project is completed; sharing of machinery, etc....

❖ Risk sharing: although we have to act jointly and severally
towards the client, as we will see in this speach, the internal
consortium contract will determine the responsibility of each
partner in the execution of the project.

Forming a consortium: advantages



How to define an ideal local partner?



The consortium contract

❖ A consortium is understood as the union of two or more companies that decide to join forces and

resources on a temporary basis for the development of a single corporate purpose, which may be a

work, a contract, and/or the provision of a service. This legal figure does not have own personality.

❖ The duration of such a consortium will be determined by the duration of the work or service to be

performed jointly. This union can last to respond to a single tender or can be formed as a strategic

contract to respond to different tenders that have specific characteristics determined in the

consortium agreement.

❖ Thus, the consortium can enter into and perform the contracts that its members decide upon

regardless of the duration of the contracts.

❖ It is also important to highlight as a characteristic that in these unions the parties are jointly and

severally liable for each and every one of the obligations arising from the proposal and the contract.



❖ Identification of each of the participating companies

❖ Appointment of a contact person for each of the companies - preferably with decision-making powers in order 
to be able to quickly resolve all questions concerning the project.

❖ Determination of the consortium leader:

• Gives nationality to the consortium (2-company rule in EoI)

• Represents the consortium and signs the contract

• Negotiate collateral

• Coordinates the members

• Management fee: 2 to 5% of the total contract.

❖ Percentage share of each member

❖ Responsibilities and obligations of each

❖ Consortium control mechanism

❖ How to make a decision

❖ Expenses (normally everyone bears their own expenses)

Important points to include



Recommendation: make two agreements

❖ The internal and the one included in the EoI or in the 
offer

❖ Advantages of the internal agreement: clear division 
of responsibilities



Example

As indicated in Article 5 of the Joint Venture Agreement, the parties
have allocated the works and services of this tender. Between them,
the parties shall be liable only and exclusively for the works and
supplies delivered and not for the parts and supplies delivered and/or
performed by the other parties to the agreement. Any liability that
may be incurred due to causes attributable to one of the parties shall
be assumed by the party responsible for the event, exempting the
other parties from the liabilities derived from the client.



Where can I find information about
consortium companies?

In the "contracts won" sections of national and
multilateral organisations' websites.



For example, for Moldova

https://bi.open-contracting.org/moldova/bidders

https://bi.open-contracting.org/moldova/bidders


Another example, for both countries



Example: 



See: "awarded contract": https://www.ebrd.com/find?old-srch-term=&srch-

pg=adv&inputAll=&srch-term=&inputAny=&1=1&inputExact=

https://www.ebrd.com/find?old-srch-term=&srch-pg=adv&inputAll=&srch-term=&inputAny=&1=1&inputExact=


Social media

There are an increasing number of specific groups dedicated to multilateral issues
that allow you to offer yourself as an expert and to find out about specific job offers
in the multilateral field, for example:



Other examples

❖ Group of professionals working on international
projects and proposals;

❖ o World Bank Contractors, etc,....



The best thing: building your own
network

Creating a database to build your own network of
contacts will be a very useful tool when looking for
companies and experts in the sectors in which you are
going to tender.



Specifications on
Serbia and Moldova



Serbia and Moldova's evolution of 
tendering regulation towards European 
regulation
❖ Serbia applied for EU membership in December 2009 and obtained EU

candidate country status in March 2012. Accession negotiations between the
EU and Serbia were launched in January 2014. To date, 22 out of 35 negotiation
chapters have been opened and 2 are already closed.

❖ Moldova applied for EU membership in March 2022 and was granted EU
candidate country status in June 2022.

❖ The status of candidate country for EU membership triggers a series of
obligations to adopt European regulations in a number of key sectors of the
candidate countries' economies, including NATIONAL PROCESSES FOR
TENDERING.



Specifically

❖ Moldova and Ukraine have made some positive steps towards
transparency, anti-corruption and open accessibility to public
procurement (PP) opportunities. This is proved with the set-up of
platforms that identify the public tenders open for bidding.

❖ They are using intelligent algorithms to source, translate and gather
together by key words the most relevant tenders for the targeted
sectors and countries.

❖ Application to Moldova and Serbia of the "open Tender" tool, a tool
financed by the EU to promote transparency in the public
procurement sector in the different countries where it is applied.



https://mtender.gov.md/en

https://mtender.gov.md/en


https://bi.open-contracting.org/moldova/

https://bi.open-contracting.org/moldova/


https://www.ujn.gov.rs/en/

Video tutorial for the users of the Public Procurement Portal 
translated into the English language

https://www.ujn.gov.rs/en/


https://ras.gov.rs/en/about-us/public-procurement-ipa-program

https://ras.gov.rs/en/about-us/public-procurement-ipa-program


http://europam.eu/?module=country-profile&country=Serbia

http://europam.eu/?module=country-profile&country=Serbia#info_PP

http://europam.eu/?module=country-profile&country=Serbia
http://europam.eu/?module=country-profile&country=Serbia#info_PP


https://ted.europa.eu/TED/search/searchResult.do

https://ted.europa.eu/TED/search/searchResult.do


https://etendering.ted.europa.eu/cft/cft-

search.html?text=Serbia&caList=&_caList=1&status=PUBLISHED&startDateFrom=&startDateTo=&closin

gDateFrom=&closingDateTo=&procedureTypeOngoing=&_procedureTypeOngoing=1&procedureTypeFor

thcoming=&_procedureTypeForthcoming=1&confirm=Buscar#



Practical Advise



Practical advice

❖ Need for good marketing of your proposal: Finding a consortium
partner or an expert requires the development of good marketing
of the proposal in order to obtain the agreement of the company
and/or the expert as soon as possible.

❖ Before contacting potential candidates, it is important to analyse
what we bring to the project in order to present ourselves with
these clearly stated advantages and to show the company and/or
the expert what we would bring to make up the offer.

❖ Speed: speed is a key element. Once the specifications have been
analysed and the decision to bid has been taken, the first task is to
find the companies that will form the consortium with us and to
look for the consultants we are missing as key experts.



The local partner is essential in all contracts. It is even more important in
turnkey contracts: In this type of construction contract, the local partner is of
vital importance to be able to reduce costs and offer more economical
proposals, especially in terms of low-skilled labour. In addition, this partner will
know the current market prices (price per cubic meter of cement, etc...) which
will also allow a more realistic offer to be made, more in line with the market.
Of course, as in all types of contract, the local partner will be able to dedicate
himself to the marketing of our offers, to site visits, to the delivery of offers,
etc., which will allow us to reduce costs.

Practical advice



kbruck@karinebruck.com

Karine BRUCK

Any questions?

mailto:kbruck@karinebruck.com
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