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INTRODUCTION TO PRIVATE SECTOR ENGAGEMENT 

The way in which USAID undertakes development is evolving, and a key element of this evolution is a 
commitment to increasing engagement with the private sector in achieving our development objectives. In 
part, this reflects the remarkable progress which has been made in our presence countries, as manifested in 
strong local capacity and deepening domestic capital pools. In part, this is indicative of a growing 
recognition by the business community that USAID’s investments in developing countries can be of 
significant value to business success directly, as well as to the economy as a whole. In part, it reflects a 
renewed commitment to achieving sustainability in our development efforts. And in part, it is the 
consequence of USAID’s constant effort to maximize the return on our development investments.  

For some, this is a welcome return to an earlier era at USAID when, in the early 1980s, the Private 
Enterprise Bureau was expressly focused on fostering private enterprise. For others new to the Agency, it is 
long overdue, and even necessary to the sustainable achievement of our development goals.  

But for others, it is a profound shift in mindset. Some question why we would work with commercial 
enterprises whose motives are primarily profit-oriented, rather than development-oriented. And there are 
understandable concerns about how we can work with for-profit entities without violating provisions of the 
Code of Federal Regulations (CFR) and the Automated Directives System (ADS).   

This primer is intended to provide very basic guidance for USAID officers on private sector engagement 
(PSE) and addresses the following key questions: 

 What is “private sector engagement” and why is it important to the Agency? 
 How can USAID engage with the private sector? What tools and resources are available to support 

PSE? 
 How can Missions incorporate PSE into programming and strategy? 

The Primer also provides guidance on ‘Dos and Don’ts’ to help USAID avoid the pitfalls inherent in using 
U.S. government (USG) resources in collaboration with for-profit firms, and on the fundamentals of 
customer relationship management (CRM). It offers a beta version of a due diligence checklist for use when 
considering PSE opportunities; a compendium of USG resources to support USAID staff working with the 
private sector; and a ‘parking lot’ of PSE issues and challenges yet to be resolved. 

E3/MPEP’s has developed this Primer primarily as a resource for the Missions, through which the majority 
of the Agency’s funding flows. “Private sector engagement” has a number of facets, as well as a number of 
Washington-based initiatives eager to support it. We hope this Primer can be useful in untangling those 
various elements and mechanisms, so that all can make informed decisions about how to most effectively 
weave private sector engagement into their strategies and programming.    
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PRIVATE SECTOR ENGAGEMENT AND ITS IMPORTANCE TO THE AGENCY 

For some time, USAID’s development model has primarily entailed undertaking our development objectives 
through the design, award, and oversight of contracts and grants to a relatively small group of U.S.-based 
implementing partners. 

But with the advent of USAID Forward in 2010, stemming from the 
Quadrennial Diplomacy and Development Review (QDDR), the 
Agency has committed to a significant change in how it does business. 
One aspect of this is a focus on engaging with more and varied local 
development partners (to include the private sector). And another is 
private sector engagement, which seeks to increase the number of 
partnerships with U.S., foreign, and local private corporations (and in 
the process, contribute to the sustainability of our initiatives).  

New initiatives have been developed to support the Agency in this 
effort, such as the Private Capital Group for Africa (PGCA), the Feed 
the Future Private Sector Engagement Hub, and Development 
Innovation Ventures (DIV). And these join existing programs such as 
the Global Development Alliance (GDA) and Development Credit 
Authority (DCA), which have a long history of working with the 
private sector in development. 

And more broadly, there is increased appreciation for what the private 
sector can contribute to the objective of achieving broad-based and 
sustainable economic growth, as well as a mandate to engage the 
private sector in the design of our Country Development Cooperation 
Strategies (CDCSs). The new Project Design Guidance underscores 
the need for active engagement of partners, including the country 
government and the private sector. 

In sum, engaging and partnering with the private sector is now a 
critical element within USAID’s development model. 

What Is “Private Sector Engagement”?   

Private sector engagement means different things to different people. Some see it as working with 
multinationals such as Cargill or Starbucks, who have interests in our presence countries—for example, as 
anchors for targeted value chains. Some see it as engaging with corporations, or their foundations, that have 
a corporate social responsibility (CSR) objective. And others see it as an opportunity to empower host-
country (local) businesses by integrating them into our development projects. 

 

“Amidst the seismic changes in 
today’s world, aid shouldn’t serve 
as a substitute for private capital. 
It shouldn’t just improve health 
statistics. It should prioritize 
broad-based, sustainable 
economic growth that can boost 
incomes, create jobs, and reduce 
poverty, including right here at 
home… I’m not talking about 
partnership for partnerships sake. 
I’m not talking about corporate 
social responsibility or charity 
work. I’m not talking about 
photo opportunities. I’m talking 
about helping support the work 
of markets that can deliver 
profits and create opportunities 
for women, minorities, and the 
poor.” 

Administrator Rajiv Shah 
Embracing Enlightened Capitalism 
USAID Public-Private Partnership 
Forum 
Washington, DC  
October 20, 2011 
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In fact, PSE includes all of the above. The overarching characteristic of PSE (and for some, its only unique 
aspect) is that USAID is expressly committing to directly using its resources in ways which may benefit a for-profit 
enterprise, when and if we believe that the economic returns (including social) will exceed our financial 
investment.  

Private Sector Development vs. Private Sector Engagement 

How is private sector engagement different from private sector development? USAID has been actively 
supporting the development of productive, market-oriented private sectors for decades with the principal 
goal of increasing economic growth and reducing poverty. This has generally entailed legal and policy 
reform and institutional strengthening efforts, which are designed to create the conditions under which the 
market can function effectively. But it has also included sectoral development initiatives (value chain and 
competitiveness) and other program focused on specific groups or development challenges (i.e., SME 
capacity building and access to finance). These would fall under the rubric of private sector development. 

By contrast, private sector engagement is 
predominately transactional, focused on inducing 
a commercial enterprise to engage with us in a 
manner which furthers our development 
objectives.1 

It could be argued that PSE is an outcome of 
successful PSD—countries which have made 
significant progress in structural and institutional 
reform have laid the foundation for private sector 
engagement.  

What Is the Private Sector? 

Technically, the private sector is every entity outside of government. But in this context, it is used to refer to 
commercially oriented (for-profit) enterprises. 

Why Is the Private Sector Important to USAID? 

The private sector brings enormous benefits to development. 

Innovation, Efficiency, and Transfers: Private sector firms bring technical innovation into the 
development space, and generally provide goods and services more efficiently than state or non-profit actors 
will. They often bring spillover benefits to development such as skills and technology transfer.  

THEN: Four decades ago, 70% of resource flows
from the U.S. to developing countries came from official 
development assistance and 30% from private sources.   

NOW: Recent data show that private capital
accounts for over 80% of flows to developing countries, 
while public flows now account for less than 20%. 

Source: USAID GDA Guide to the 2005 Resource Flows Analysis: The 
Private Revolution in Financing Development

1 It has been suggested that this sort of collaborative approach, whereby USAID facilitates a private enterprise to achieve commercial 

viability when it accomplishes a development objective, should be termed commercial engagement (CE). 
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Sustainability and Scale: Market-
led approaches to development 
challenges increase the likelihood of 
sustainability and of bringing 
development solutions to scale.  

Leverage2: When both USAID and 
the private sector enterprises work 
together to accomplish common 
development outcomes, we are able to 
leverage our resources. Additionally, if 
the private sector is able to tackle 
activities that accomplish development 
objectives of USAID, our funding can 
be directed to other development 
needs. In either case, our funding goes 
further.  

What Do We Want From the Private Sector? 

USAID seeks four outcomes from greater collaboration with the private sector: 

• To bring private sector perspective and insight into the design of our development agenda
• To bring private sector know-how, innovation, and efficiency into our development projects
• To utilize private sector funding to leverage our development funding
• To make the private sector strong advocates for development

What Does the Private Sector Want From USAID? 

• Our knowledge of and contacts in our presence countries
• Our convening authority in our presence countries
• Our technical development expertise
• Our long-term country presence
• Our credibility and goodwill
• Our network of local, regional, and global partners for implementation
• Our financial network and resources

2 Leverage is a defined term within GDA: Resource Partners are those non-traditional USAID partners who bring resources to a 
partnership. These resources are called "leverage," an often misunderstood GDA concept. Leverage is new, non-public resources—
whether money, technologies, or expertise—brought by the private sector and other non-traditional USAID partners to a GDA 
partnership. Please see: http://idea.usaid.gov/gp/leverage-overview 

U.S. Economic Engagement with 
Developing Countries, 2010 

 

Source: The Index of Global Philanthropy and Remittances 2012, Page 8, Table 1. 
Hudson Institute Center for Global Prosperity.  
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WEAVING PRIVATE SECTOR ENGAGEMENT INTO CURRENT PROGRAMMING AND 

MISSION STRATEGIES 

Immediate Entry Points—the Project 

The first opportunity to initiate private sector engagement (PSE) 
activities is to build on what a Mission or Agency Operating Unit 
already has in place. For instance, several Missions already have a 
Field Investment Officer, who is responsible for connecting 
businesses with investment opportunities; expanding access to 
credit for businesses through programs such as the Development 
Credit Authority; and facilitating investment transactions by 
supporting businesses with their strategies, feasibility, and 
marketing studies. The Agency has an annual Global 
Development Alliance Annual Program Statement (APS) and 
Missions may also have their own APSs that encourage and often 
provide funding for various developmental initiatives. If the APS 
scope allows for PSE (and PSD), then this is a good place to start. 
Further, there may be programs in place that seek sustainable 
solutions to developmental challenges, such as strengthening 
agriculture value chains, extending health outreach to targeted 
communities, or increasing the use of energy efficient appliances. 
These programs may allow for further PSE opportunities.  

Medium-Term Entry Points—the Program 

If none of the above avenues are open for a Mission, then the 
starting point is to initiate a program dedicated to PSE that targets 
the Mission’s priorities. A new program should fit within the 
Mission’s Country Development Cooperation Strategy or sector 
strategies. To ensure this, a concept paper will need to be 
developed and approved within the Mission, and then a Project 
Appraisal Document has to be prepared and approved. This 
process generally takes from six months to a year to complete.  

Likewise, the APS process noted above can be initiated to address 
specific private sector engagement initiatives that will fit the 
Mission’s overall developmental goals. See the PowerPoint 
presentation on APS for additional information. 

Case: Renewable Energy in the 
Philippines with AMORE 

Challenge: In the rural area of 
Mindanao Bay, Philippines, poverty and 
conflict among communities are 
common. A bold economic 
development strategy—reducing 
poverty while also creating sustainable 
leadership at the community level—was 
needed.  

Solution: In 2001-02, USAID created 
the Alliance for Mindanao for Off-grid 
Renewable Energy project (AMORE). 
AMORE’s objective was to electrify 160 
communities through private funding, 
while also creating community funding 
mechanisms and leadership to ensure 
project sustainability. Private companies 
such as Mirant Philippines provided 
funding for the actual electrification 
projects, while USAID funded the 
community-building activities.  

The project exceeded the initial goal and 
provided electricity to over 27,000 
people in 200 communities. USAID 
created and worked with community 
groups organized as the Barangay 
Renewable Energy and Community 
Development Association (BRECDA). 
BREDCA, USAID, and its development 
partners developed a payment system 
for households that would include a 
one-time installation fee and monthly 
payments to ensure buy-in and keep the 
project sustainable. Training was also 
offered across communities, covering a 
wide range of topics from renewable 
energy operation and maintenance to 
project proposal-making. In Year Two, 
other projects that helped increase 
incomes were constructed, such as a 
solar-powered fish drying and 
processing demonstration project. 
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Also, there is an option of embedding PSE activities into existing contracts and grants, which would require 
procurement actions taking approximately six months. 

Further, as noted earlier, there are Agency resources available to support Missions’ PSE initiatives. There are 
the Global Development Alliances, which have supported PSE efforts for over a decade. Check the GDA 
website for more information. Similarly, the Development Credit Authority (DCA) Program offers financial 
guarantee facilities that boost PSE objectives. Check the DCA website to learn more. For innovative 
solutions that represent breakthrough ideas, there is also the Agency’s Development Innovation Ventures.  

Long-Term Entry Points—the Strategy 

Private sector engagement initiatives can be anticipated when a Mission develops its Country Development 
Cooperation Strategy (CDCS), once every five years. In crafting its CDCS, the Mission is required to work 
closely with the host-country government and citizens, civil society organizations, the private sector, multi-
lateral organizations, other donors, and other USG agencies. The purpose is to develop a strategy that is 
results-oriented, will partner with host-country institutions, and will focus investment on the country’s 
overall stability and prosperity. See further information on CDCS. 

 
 
 
 
  

Case: Greenstar and Family Planning 

Challenge: Although the Government of Pakistan has one of the longest standing family planning services, delivery is 
still inconsistent. This contributes to poor health among women, which will only further burden Pakistan’s health care 
system as its population rapidly increases. Lack of service creates a market opportunity for private health companies, 
but the sector traditionally shies away from this aspect of health care. As a result, only 25 percent of the population has 
access to services. 

Solution: Recognizing this gap in services, the Government of Pakistan and USAID reached out to PSI and its affiliate, 
Social Marketing Pakistan, to design an urban-based private sector strategy—the Greenstar Network. Traditionally, 
private health practitioners did not engage in family planning because they did not feel adequately specialized and the 
practice was not prestigious. Greenstar simplified and publicized a bundle of family planning services, providing 
franchises with the tools, training, and subsidized products to make joining the network appealing. As a member of the 
Greenstar Network, health workers receive a designation based on the level of services or products a practitioner 
would be able to provide.  

The recognition of the Greenstar brand, and its use of female health workers to create market opportunities through 
outreach and issue awareness, has made the network a notable success. In the first five years, Greenstar had 11,000 
practitioners in its network in 40 cities. It is estimated that the network saw 10 million clients. Contraceptive 
prevalence rose from 17.8 to 23.9 percent in just two years and intrauterine device usage increased by 62 percent, 
leading to improved health outcomes and a lighter burden on the health care system. 

 

PSE Primer | v20 | 6/25/13   9 
 

http://idea.usaid.gov/organization/gp
http://idea.usaid.gov/organization/gp
http://transition.usaid.gov/our_work/economic_growth_and_trade/development_credit/index.html
http://idea.usaid.gov/organization/div
http://www.usaid.gov/documents/cdcs/guidance


WAYS USAID CAN ENGAGE WITH THE PRIVATE SECTOR: TOOLS & RESOURCES  

There are four basic ways in which USAID can support private sector engagement: 

• Advocacy and Convening Authority 
• Technical Advice and Field Support  
• Partnerships and Parallel Programming 
• Financing and Guarantees 

1) Advocacy and Convening Authority 

As the nation's premier development agency, USAID uses its 
reputation and convening authority to engage the private sector in 
meeting development challenges. Often the business community 
has an economic stake in development. Thus, USAID partners with 
American and multinational corporations to promote investment 
and reform initiatives. In Grow Africa, for example, 48 companies 
(21 African and 27 international companies) committed over US$3 
billion to agriculture investment in Africa in return for 
governments making policy reforms. Convening authority can be 
used to invite stakeholders from the public and private sectors, as 
well as the donor community, to collaborate on common 
challenges. This convening authority can be used to advance 
dialogue on legal-regulatory issues thwarting business, or to bring 
public-private stakeholders (e.g., trade, transportation, water) from 
neighboring countries to network on common endeavors.  
2) Technical Advice and Field Support  

In our Bureaus and Missions, we have developed a solid formal and 
informal knowledge base about the industries in which we are 
involved and the countries with whom we work. Under the new 
USAID Open initiative, a staff list will be publicly available and 
help to identify connections who can provide sectoral/subject 
matter assistance and country-specific information to enterprises 
considering engaging in our presence countries.  

The private sector often does not need or want our money. What 
they need is our support (particularly from the Missions) in 
identifying, qualifying, and concluding investments. Our Field 
Officers can help with information about conditions on the ground 

Case: Pearl Capital and the African 
Agricultural Capital Fund 

Challenge: Food supply volatility 
persists as a major threat to the East 
Africa region. There are promising 
investment opportunities for the 
agricultural sector; however, sources of 
capital still consider many of these 
opportunities too risky or unproven. 
Medium-sized projects are especially 
underfunded, being too large for 
microfinance institutions and too small 
for commercial banks. 

Solution: To fill this need, Pearl Capital, 
a Uganda-based agricultural investment 
management firm sought to raise US$25 
million for an African Agricultural Capital 
Fund (AACF). AACF provides funding to 
SMEs in East Africa based on both 
financial (about 15 percent ROI) and 
social returns. USAID was integral in 
securing this capital, both through 
facilitating meetings and negotiations and 
providing resources to mitigate risk.  

Meetings convened with USAID helped 
secure US$17 million in equity from 
foundations such as the Bill and Melinda 
Gates Foundation and Gatsby Charitable 
Foundation. To receive funding from 
private sector sources, USAID provided 
US$1.75 million in technical assistance 
from investees to improve their risk 
portfolio. In addition, USAID offered a 50 
percent guarantee for an US$8 million 
loan from JP Morgan Social Finance.  

Because of USAID’s actions, Pearl has 
reached its financial target and has now 
begun to disburse investments to a 
variety of promising medium level 
agricultural projects. 
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and valuable contacts. And for some companies, the presence of a U.S. agency working with them in a 
country in which they do not have experience can be beneficial. For example, we have provided field support 
and facilitation for businesses wishing to establish commercial and supply chain agreements with local 
producers in many countries. This support is not necessarily industry-specific and can include making 
introductions or supplying information on legal and regulatory matters. 

3) Partnerships and Parallel Programming  

USAID has programs to support companies and investments in our presence countries. We build 
partnerships through the Global Development Alliances, for example. Other support programs include Feed 
the Future’s Private Sector Engagement Hub, which directs prospective partners through various models of 
collaboration and can provide grants to companies for promising developmental solutions.  

USAID further supports partnerships through its technical assistance or parallel programming. Often, these 
programs focus on top-down reforms (getting the enabling conditions right for business and development). 
They also work bottom-up, for example, in the cases of targeted workforce development and ‘public good’ 
activities, which benefit a sector or region. We provide support through our global and regional programs, 
coordinating with Missions to make sure engagements take into account USG and Country Development 
Cooperation Strategy (CDCS) priorities. If requested, professionals from offices active in PSE from various 
sections of the Agency (e.g., E3/MPEP, IDEA/DCA, IDEA/DIV, AFR/PCGA, BFS/MPI) can assist 
Missions in incorporating private sector engagement and technical assistance into their CDCS and new or 
existing projects in support of their development objectives. For additional resources, see Appendix A: Tools 
and Resources to Assist Officers with Private Sector Engagement.   

An example of PSE parallel programming is the Kenya Feed the Future Innovation Engine (KFIE), which 
identifies, fosters, and brings to scale innovate market-driven solutions to areas suffering food insecurity. 
Another is the Pakistan Dairy Project that teams up the Rural Development Foundation, Nestle Pakistan, 
and USAID to foster a sustainable increase in livestock productivity through farmer training, breed 
improvement, availability of timely extension services, and promotion of livestock businesses. 

Guiding the development of programs are three tools that either frame a broad approach to engaging 
partners or standardize effective methods of working with the private sector: Annual Program Statements, 
Global Development Alliances, and Collaborative Agreements.  

• Annual Program Statements: When USAID intends to support a variety of creative 
approaches, an APS (via GDA, DIV, or Missions) is an option that allows for co-creation of 
potential solutions with the private sector, and satisfies USAID’s competition requirements.  

• Global Development Alliances: The Global Development Alliance has long been a source for 
engaging with the private sector. Alliances are co-designed, co-funded, and co-managed by partners 
so that the risks, responsibilities, and rewards of partnership are equally shared. GDAs have some 
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specific partnership criteria, including a 1:1 leverage requirement. Visit the USAID/IDEA website to 
learn more. 

• Collaboration Agreements: To open up non-traditional methods for engaging the private 
sector and other non-traditional partners, USAID has created the Collaboration Agreement (CAs). 
This tool utilizes the Agency’s other transactions authority, granted in the 1961 Foreign Assistance 
Act, which allows it to enter into “other transactions” beyond traditional contracts, grants, and 
cooperative agreements. See the AAPD 04-16 Public–Private Alliance and Collaboration Agreement 
for more specific guidance on the terms and use of the Collaboration Agreement. USAID Officers 
and Regional Legal Advisors may also wish to consult IDEA’s explanation of CAs: 
http://idea.usaid.gov/gp/collaboration-agreement. 

 

4) Financing and Guarantees 

There are a number of ways in which USAID can provide funding and/or risk mitigation measures directly 
to for-profit corporations that are not traditional implementing partners, such as the financial guarantees 
through the Development Credit Authority. More recently, specific channels for providing financing for 
commercial enterprises have arisen, such as Grand Challenges for Development, Development Innovation 
Ventures, and Prize Competitions. 

• Development Credit Authority (DCA): Through DCA, USAID uses partial credit guarantees 
to mobilize local financing in developing countries to access financial services. Guarantee agreements 
encourage private lenders to extend financing to underserved borrowers in new sectors and regions. 
To learn more about the four USAID standard guarantee products (loan guarantee, loan portfolio 
guarantee, portable guarantee, and bond guarantee), visit the DCA website. 

• Grand Challenges for Development and Prize Competitions: USAID’s ‘Grand 
Challenges for Development’ focus global attention on specific development outcomes based on 
transformational, scalable, and sustainable change. To learn more about USAID’s Grand Challenges 
for Development initiatives, please visit the public Grand Challenges for Development website. Also, 
on January 4, 2011, President Barack Obama signed into law the America COMPETES 
Reauthorization Act, which grants all agencies broad authority to conduct prize competitions to spur 
innovation, solve tough problems, and advance their core missions. 

• Development Innovation Ventures (DIV): As part of its commitment to increase investments 
and engagement in cost-efficient innovations, USAID launched DIV as a way of producing 
development outcomes more effectively and efficiently while managing risk and obtaining leverage. 
Through DIV, USAID awards grants to compelling new development solutions, rigorously tests 
them, and helps scale those that are proven successful to become development grand slams. Learn 
about the DIV model and see how you may use it to encourage private sector engagement.  
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• African Agricultural Capital Fund (AACF): As mentioned in the case study on page 10, 
AACF is a US$25 million fund managed by Pearl Capital Partners, based in Kampala, Uganda to 
invest debt, equity, and expertise to raise productivity in at least 20 agriculture-related businesses in 
East Africa over the five years. The fund is supported by US$17 million in equity investment from 
Bill and Melinda Gates Foundation, the Gatsby Charitable Foundation, and the Rockefeller 
Foundation. DCA also guarantees 50 percent of an US$8 million commercial loan from J.P. 
Morgan’s Social Finance Unit to AACF. Finally, AACF can tap up to US$1.5 million in USAID 
business development services under Feed the Future to improve investee’s competitiveness and 
access to markets.  

• Investment Funds (IFs): The newly instituted Pakistan Private Investment Initiative (PPII) 
represents how a Mission can provide equity and debt to SMEs that hold promise for growth and 
development impact. Other funds have included the Enterprise Funds, which were specially 
legislated for use in Eastern Europe in the 1990s after the fall of the Berlin Wall. PPII is a non-
legislated fund based on the use of APS, GDA, and Collaboration Agreements.  

• Grants Under Contracts (GUCs): USAID operating units often contract an implementer to 
issue a number of grants to enterprises (or NGOs), when they would find it difficult to manage the 
process directly. This practice can facilitate financial support to a large number of businesses in a 
very transparent and competitive fashion.  

• Fixed Obligation Grants (FOGs): These grants focus on outputs and results, limit risk for both 
parties, and require limited financial and management capacity. FOGs are often used to support 
conferences, studies, surveys, and policy papers. 

Case: Milwaukee Pipe and Pump (a hypothetical case) 

Challenges: One PSE challenge is in connecting U.S. companies with investment opportunities in our presence 
countries. For instance, Milwaukee Pipe and Pump is a family firm which has made agricultural irrigation systems for 
125 years. Ten years ago, it formed a partnership with a company in Mexico to sell and service its pumps, which has 
been quite successful. It recently heard about USAID’s Feed the Future activities, and wondered whether it should 
consider expanding into Africa. With the lower labor costs, it is even considering building a manufacturing facility. But 
Africa is a long way from Milwaukee, and they had real questions and concerns. They turned to a family friend, who is 
a U.S. Congresswoman, and she suggested that they contact the Department of Commerce, and perhaps someone at 
USAID.  

Possible Solution: In this case, an agricultural and an infrastructure expert in the Africa Bureau proposed that the 
Missions in Ghana and Kenya look at the proposal coming from Milwaukee. In this case, the Ghana Mission identified a 
business association in the country that would be willing to find domestic companies that might be willing to partner 
with the Milwaukee firm. The president of the Milwaukee firm, paying his own way, will head to Ghana to scope out 
prospective partners.  

There are significant challenges for the American business in setting up operations in an unfamiliar foreign country. A 
single point of contact is established in the Africa Bureau to stay in contact with the company president and make sure 
that there is an appropriate hand-off to Ghanaian parties that will work with the firm and that the facilitation role of 
USAID was fruitful and positive (especially in light of the interest of the Congresswoman). 
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WORKING WITH THE LEADING RESOURCE COMPANIES 

For USAID staff wanting to explore opportunities to engage large multinationals, two key starting points are 
determining if USAID already has either a Global Framework with that company or if USAID has identified 
a staff person to serve as that company’s Relationship Manager.  

Global Frameworks  

USAID is creating more strategic partnerships through Global Framework agreements. These frameworks 
with key private sector partners leverage combined assets with greater efficiency and effectiveness for selected 
development activities. They also help to reduce the start-up effort required to create public-private 
partnerships on an individual basis and to integrate development outcomes into business agendas more 
broadly. 

Global frameworks help build alliances in less time and with lower transaction costs. By leveraging a global 
framework, USAID Missions and Operating Units benefit from: 

• A tested relationship that has implemented activities in other countries 
• Direct introduction to resource partner contacts who know USAID 
• Support in the form of due diligence, initial introductory meetings and MOUs, and/or funding 

mechanism 
• Quick project start-up and resource mobilization 
• Lessons learned from other alliances under the relationship 

Each global framework has a USAID point of contact for Missions and Washington Operating Units who 
are interested in “buying into” or accessing the framework. The global frameworks are formalized through a 
diverse set of agreements and funding mechanisms. Some relationships may have a collaboration agreement, 
cooperative agreement, or leader with associates while others only have a broad MOU. The frameworks’ 
point of contact can provide more information on the mechanisms and steps that Missions and Washington 
Operating Units can take to buy into the relationships. More information about USAID’s current global 
frameworks can be found at: http://inside.usaid.gov/idea/map/gp/moumap.  

Global Relationship Managers 

In April 2013, the Agency piloted Global Relationship Managers for its key strategic partners as a way to 
dedicate time and energy towards: 

• Strengthening our relationships with corporate partners and expanding opportunities to strategically 
collaborate with them to achieve greater development impact. 

• Improving intra-agency coordination for engaging with corporate partners and the efficiency for 
USAID Missions and Operating Units wanting to work with them.  
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A Global Relationship Manager (RM) will: 

• Serve as a central coordinator both for the partner and for USAID to have a full picture of the 
current and potential partnership opportunities throughout the Agency 

• Convene a relationship management ‘team’ of key people across the Agency who are involved in 
working with that partner (where appropriate) 

• Provide assistance in connecting the partner with the right part of the Agency in the field or in 
Washington—and vice versa—when exploring a partnership opportunity 

• Encourage widespread engagement across the Agency with the strategic partner (such as providing 
assistance to USAID staff on how to access a global mechanism with the partner) 

• Assist with coordinating, facilitating, and prioritizing the Agency’s engagement with the partner at a 
global level 

• Ensure strategic alignment of the partner’s and the Agency’s goals by understanding the needs and 
strategic direction of both the partner and USAID 

When to Contact the Relationship Manager 

The following are examples of when staff should reach out to the relevant RM: 

• Before reaching out to a partner for the first time, to request information and guidance on the 
existing relationship  

• When there is information to share about potential /current partnership opportunities with a 
relevant partner and Mission/Operating Unit, to ensure that USAID has a global perspective about 
its engagement with that partner 

• When determining if any global mechanisms, guides, or templates exist to facilitate setting up a new 
partnership with a specific partner 

The pilot phase for RMs will help USAID determine the value of using a relationship management 
approach, and if and how to roll it out more broadly throughout the Agency. The most up-to-date list of 
Relationship Managers, along with links to more information about each company and its engagement with 
USAID, can be found on the Global Relationship Managers intranet page: 
http://inside.usaid.gov/idea/gp/global-relationship-managers/. 
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DOS AND DON’TS OF INITIATING PRIVATE SECTOR ENGAGEMENT  

Although not an exhaustive list of guidance, the following general points are important things to keep in 
mind when considering a PSE strategy or specific initiative. This set of dos and don’ts is complemented in 
the next section with the PSE Checklist, which lays out a framework for due diligence. 

Do: 

 Check Mission programming in place to see if private sector engagement efforts can be launched 
with currently available resources (both already programmed and un-programmed). 

 Seek innovative and sustainable solutions to the Mission’s developmental agenda. This is a hallmark 
of private sector engagement (and of USAID Forward overall). 

 Vet prospective private sector partners (PSPs) for reputational risks. Keep away from possible 
partners that will expose the Mission to undue, undesired newspaper headlines. 

 Manage expectations:  
 Be clear about the objectives of the Mission in working with prospective partners. It is 

essential that both sides of the possible partnership have common goals and expectations. 
 Be prepared to say ‘no.’ If a prospective partnership does not look promising, and then it is 

better to be forthright and say it will not work out as soon as it is clear. If possible, direct the 
PSP to other opportunities and resources. 

 Clarify how USAID works and the fact that vetting partnerships may take longer than in the 
private sector and that obtaining resources takes time. Also, be clear that USAID has a specific 
funding cycle that often needs to be taken into consideration. 

 Pin down the resources that each side will bring to a partnership. If they are inadequate on 
either side, the effort will be jeopardized from the start. 

 Manage the relationship: 
 Gain as much business documentation as possible from the prospective partner, such as 

financials and business plans. Note the availability of such documentation varies widely by 
country, culture, sector, and size of firm. Positive outcomes will depend, among other things, 
on the strength and transparency of the business partner.  

 Plan on regular monitoring of any partnership that ensues. Partnerships always need to deal 
with contingencies. 

 Engage OAA business advisors early in discussions with any PSP. If discussions yield a business 
opportunity for USAID and a PSP, it will be good to have a team approach to determining the best 
methodology and most appropriate instrument for engagement. 

 Check the GDA Database to see if there have been previous partnerships with the organization, and 
consult your Mission’s GDA point of contact. 

 Consult your region’s FIO. 
 Check with the Regional Missions and Regional Bureaus for their knowledge on specific companies. 
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Don’t: 

 Promise anything that has not been thoroughly vetted within the Mission. 
 Expect easy solutions to emerge in working with the private sector. Businesses and USAID have 

different cultures and processes. It takes an extra effort to bridge the gap, but it can be worth it. 
 Develop a partnership without sufficient business and technical expertise applied to the prospective 

project or venture. The success of a partnership will depend on a critical examination of the 
feasibility of a proposal, which, in most cases, will entail several experts weighing in on the prospects. 

 Forget that partnerships are a tool and may not be appropriate in every circumstance. 
 Get too wrapped up in partnership details and forget the development objective. It is USAID’s job 

to make sure that development is the priority. 
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PRIVATE SECTOR ENGAGEMENT CHECKLIST 

This checklist, currently in a beta version, provides a framework to guide Field Officers on how to proceed 
with selecting private sector partners. The first check is to assess where the envisioned engagement fits within 
USAID priorities and requirements and how strong the benefits associated with the engagement are in 
relation to the costs. This will provide both Field Officers and prospective partners with a quick indication 
of the feasibility of an engagement with USAID. It also ensures a more positive experience in dealing with 
prospective partners (even if they are not successful). 

Another layer of analysis will be required in cases where the chief objective of the partnership is the long-
term sustainability of USAID’s effort. These are cases where it is important to ensure that the for-profit 
entity is well suited to carry on the developmental objectives of the partnership as a commercially viable 
endeavor. A more rigorous analysis of such engagements will: 1) sharpen our understanding of the costs and 
benefits (both financial and economic) of the proposed endeavor; 2) confirm that USAID is needed to 
facilitate the transaction; and 3) better ensure that the proposed ‘subsidy’ (resources which USAID will 
commit to the transaction) is the minimal required. The template for the suggested financial and economic 
analysis will be prepared and disseminated shortly. 
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SCORING MATIX  

Situational and Transaction Analysis Priority 
(scores added together):  

• High (35-50) 
• Medium (20-34) 
• Low (0-33) 

 

Risk Assessment and Resource Requirement 
Priority (scores added together):  

• High (18-25) 
• Medium (10-17) 
• Low (0-10) 
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Situational Analysis – How does the proposed engagement rate, given our 

objectives and requirements? 

1= Low or weak, 5 = High or strong  1 2 3 4 5 

Development Priority – How do expected outcomes from the targeted 
investment coincide with CDCS objectives and/or broader USAID and Mission 
priorities? 

     

Evidence-Based Likelihood of Success – How strong is the evidence to 
support the likelihood that the targeted investment will achieve the expected 
outcome? 

     

Additionality – How likely is it that without USAID support, the transaction 
would otherwise not occur? 

     

Spillover Benefits – How extensive are the broader benefits which might result 
from the investment (i.e., does this create a demonstration effect which could be 
replicated and scaled up)? 

     

Results Measurement – How clearly can the beneficiaries of this investment be 
identified and the expected economic benefit from the investment measured? 

     

Subtotal      

TOTAL  

 

Transactional Analysis – How attractive is the specific transaction?    

1= Low or weak, 5 = High or strong  1 2 3 4 5 

Cost/Benefit – How strong is the leverage (expected economic benefit in relation 
to the resources which USAID is contributing)? 

     

Competition – If other entities are capable of making the same investment, how 
compelling is the rationale for working with this specific partner? 

     

Subsidy Minimization – What is the confidence level that that the proposed 
USAID contribution is the least possible subsidy required for the investment to 
occur? 

     

Sustainability – How feasible is it that the enterprise launched with the 
investment will be sustained, therefore requiring little or no additional investment or 
involvement by USAID? 

     

Subtotal      

TOTAL  
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Risk Assessment – How significant are the risks?     

1= Low or weak, 5 = High or strong  1 2 3 4 5 

Reputational Risk – How likely is it that USAID support will result in 
reputational harm for the Agency? 

     

Market Distortion Risk – How likely is it that that USAID engagement will 
result in negative market distortions? 

     

Environmental and Social Risk – How feasible is it that the intervention could 
result in negative environmental or social impact? 

     

Subtotal      

TOTAL  

 

 

Resource Requirement – How does the opportunity measure up in terms of 

cost/benefit?  

1= Low or weak, 5 = High or strong  1 2 3 4 5 

Level of Effort – In relation to other commercial engagement opportunities, how 
extensive will be the time commitment from USAID vis-à-vis the expected benefits? 

     

Financial Resources – In relation to other commercial engagement opportunities, 
how extensive is the financial commitment from USAID vis-à-vis the expected 
benefits? 

     

Subtotal      

TOTAL  
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CUSTOMER RELATIONSHIP MANAGEMENT 101 

As explained at the beginning of this Primer, one of USAID’s key objectives in its interaction with the 
private sector is to ensure that PSPs have a good experience working with USAID. Providing good customer 
relationship management (CRM) means that these contacts become active partners, or ‘customers.’ But even 
if engagement does not result in a partnership, good CRM can ensure that private sector contacts still leave 
with the sense that their interaction with USAID was professional and positive. 

How should we respond when we get a private sector inquiry?                                                                                           

• Establish a point of contact (POC) who will be responsible for communications with the entity 
proposing collaboration. Set expectations about the timeframe in which they can expect a response from 
USAID and make sure to respond within that time, even if it is to say that USAID is still considering 
the proposal.  

• Make sure that the soliciting entity has had a chance to 
review the resources listed in the Primer’s ‘Publically 
Available Sources of USAID Information’ section.  

• Review the inquiry in light of the Mission’s current 
programming and priorities. The POC, the Program 
Office, and relevant Technical Office should examine 
the proposal in light of current Mission protocols.  

• After review of the proposal by all relevant parties, 
prepare a formal response that will be sent to the 
proposing entity. The response should be clear on the 
decision of the Mission, on the next steps either with 
the Mission or with others in Washington to whom the 
proposal could be directed, and, importantly, should be 
encouraging about the Mission’s interest to work with 
the private sector as much as possible within the existing 
programming and resource constraints. 

• Establish an internal system of documentation to record 
pertinent details about the private sector entity, the 
proposed collaboration, USAID’s POCs and the 
ongoing interaction with the PSP, and any formal 
response provided by USAID. 

Case: Safe Water for the Poor in Indonesia 

Challenges: Often low-income families in many 
parts of Indonesia do not have access to 
affordable water treatment, exposing them to 
many health risks. Air RahMat, an Indonesian 
company, has a product that treats more than a 
month’s worth of water for less than 40 cents a 
large bottle. Yet, there were significant challenges 
to encouraging uptake, including efficient 
distribution networks and a public education 
program to encourage demand.  

Solution: USAID formed a partnership that 
included PT Tanshai Consumer Products for 
commercial production of the filters; Ultra Salur, 
an NGO with community participation and media 
promotion facilities; and Johns Hopkins University 
for management of the overall program 
communications and behavior change 
interventions.  

This partnership successfully incorporated safe 
water treatment and proper storage into the 
Indonesian national action plan for community-
based sanitation, adopted by 10,000 villages. 
Having become sustainable as it gained 
commercial traction, the Air RahMat program 
became the sole responsibility of PT Tanshai in 
2009, brining safer drinking water at an affordable 
price to a wider population. 
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PUBLICALLY AVAILABLE SOURCES OF USAID INFORMATION 

 
• USAID Policy Framework 

o Outlines Agency core development objectives and important global trends USAID is working to 
combat through initiatives and specific projects 

o Weblink: http://transition.usaid.gov/policy/USAID_PolicyFramework.PDF  
 

• Congressional Budget Justification (CBJ)  
o Identifies budgetary/technical themes and key initiatives where USAID funds are currently being 

directed 
o Weblink: http://transition.usaid.gov/performance/cbj/  

 
• USAID Forward/Implementation and Procurement Reform 

o Details big picture direction of the Agency and indicators we are working to achieve by 2015  
o Weblink: http://www.usaid.gov/results-and-data/progress-data/usaid-forward 

 
• USAID Business Forecast 

o Lists Washington and Field Mission business opportunities (planned and ongoing)—updated 
quarterly 

o Weblink: http://transition.usaid.gov/business/business_opportunities/forecast/forecast.html  
 

• USAID QUEST 
o Contains searchable programmatic information, including all current Agency strategies through 

the “Matrix” portal (by technical areas, such as education, health, and energy) 
o Weblink: http://quest.usaidlearninglab.org/  
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OTHER USG RESOURCES FOR WORKING WITH PRIVATE SECTOR 

There are many additional resources available to USAID Officers 
while promoting private sector engagement. Other USG agencies also 
bring in major resources and technical capabilities that should be used 
to promote USAID development objectives and USG’s interests. 
USAID Officers should ensure that we coordinate with these agencies 
when planning and implementing activities that lead to private sector 
engagement. Many Embassies worldwide have representatives from 
the USG agencies listed below. Make sure that you coordinate with 
their in-country representatives.  

• Overseas Private Investment Cooperation (OPIC): 
OPIC mobilizes private capital to help solve critical development 
challenges by providing loans and guarantees and support for 
investment funds. This helps U.S. businesses expand gain 
footholds in emerging markets, catalyzing revenues, jobs, and 
growth opportunities both at home and abroad.  
o POCs: Bruce Cameron, Bruce.Cameron@opic.gov; Justin Elswit, Justin.Elswit@opic.gov; Brian 

O’Hanlon, Brian.O’Hanlon@opic.gov  

• U.S. Trade and Development Agency (USTDA): USTDA links U.S. businesses to export 
opportunities by funding project planning activities, pilot projects, and reverse trade missions.  
o POC: Paul Marin, pmarin@ustda.gov 

• Millennium Challenge Corporation (MCC): MCC forms partnerships with selected countries 
committed to good governance, economic freedom, and investments in their citizens, through large-scale 
grants to fund country-led solutions for poverty reduction and sustainable economic growth. 
o POC: Jason Bauer, bauerj@mcc.gov 

• Export – Import Bank (Ex-Im Bank): Ex-Im Bank is the official export credit agency of the 
United States. Ex-Im Bank's mission is to assist in financing the export of U.S. companies’ goods and 
services to international markets.  
o POC: Ben Todd, ben.todd@exim.gov 

• Department of the Treasury (Treasury): Treasury provides technical assistance to develop stable 
financial sector and transparency. Treasury has the capacity to assist in macroeconomic and monetary 
policy management, budget and accounting, government debt and issuance, and internationally 
accepted standards and codes. 
o POC: Michael Ruffner, Michael.Ruffner@treasury.gov 

Case: ART Access in Uganda 
Through Private Clinics  

Challenge: In Uganda, public 
sector clinics were not able to cope 
with the growing number of patients 
needing antiretroviral therapy (ART) 
medications.  

Solution:  USAID, through its 
Health Initiatives in the Private 
Sector (HIPS) Project, provided 
technical support to both public and 
private clinics administering ART 
drugs. A study concluded that more 
patients were reached in the first 
year with the participation of private 
clinics and the Government saved 
US$90 per patient treated in a 
private clinic. 
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• Department of Energy (DOE): DOE provides technical assistance and training on regulatory 
reform, through an agreement with the National Association of Regulatory Utility commissioners and 
Regulatory Assistance project.  
o POC: Maya Harris, Maya.Harris@doe.gov 

• U.S. Department of Agriculture – Foreign Agricultural Services (USDA-FAS): The 
Foreign Agricultural Service (FAS) links U.S. agriculture to the world to enhance export opportunities 
and global food security. FAS has a global network of 98 offices covering 162 countries. FAS expands 
and maintains access to foreign markets for U.S. agricultural products by removing trade barriers and 
enforcing U.S. rights under existing trade agreements. 
o POC: Dana Richey, dana.richey@usda.gov 

• Department of Commerce (Commerce): To drive U.S. competitiveness in the global 
marketplace, the Commerce Department works to strengthen the international economic position of the 
United States and facilitates global trade by opening up new markets for U.S. goods and services. 
o POC: Saliha Loucif, Saliha.Loucif@trade.gov 

• Securities and Exchange Commission (SEC): The SEC provides training and technical assistance 
on investigation and regulation enforcement to promote an enabling environment and reduce the cost of 
capital. 
o POC: Scott Birdwell 

• Department of State (State): State has a variety of programs; USAID Officer should consult with 
their Embassy colleagues in the Economic and Political Sections. 

 

 

 

 

 

 

 

 

 

 

Maama Tina owns a shop 
in Kasekula town on Bugala 
Island. As a result of the 
island’s improved 
infrastructure, Maama 
Tina’s income doubled. 
Credit: USAID 
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OUTSTANDING ISSUES FOR PRIVATE SECTOR ENGAGEMENT 

All of us advancing private sector engagement face a number of 
challenges and issues, both when developing projects/programs 
through established mechanisms—such as DCA, DIVs, and 
Collaboration Agreements—or when looking for new and 
innovative ways to address our specific PSE opportunities. 
Challenges related to the established mechanisms are generally 
quite manageable, but there will be cases when traditional 
approaches will not be the best method of engagement. When 
these non-traditional opportunities present themselves, 
questions are bound to arise related to issues such as program 
income and direct equity investment. USAID is working to 
standardize and streamline further approaches to ensure 
successful undertakings that improve our PSE interventions. 
Here are a few of the challenges that are being addressed in that 
effort:  

Issue:  Currently USAID may not take a direct equity 
position or first-loss position in a for-profit entity. 

While there are clear strictures on and legitimate concerns for 
USAID taking equity in for-profit entities, doing so could be 
catalytic and a more efficient use of taxpayer dollars than simply 
providing grants and applying program income strictures. It is 
unlikely that there will be a solution to this impediment in the 
near future; but, we are seeking to create an approach that would 
allow such investments in a predictable and standardize manner.  

Issue:  Further clarity on the use and design of 
Collaboration Agreements to facilitate their use.  
The Collaboration Agreement was created to streamline 
agreements with non-traditional partners (e.g., when for-profits 
receive a grant directly or indirectly) that would not be 
considered a procurement of goods or services. However, this 
instrument has only been utilized on five occasions and they 
require considerable preparation and knowledge of the 
appropriate regulations. It is anticipated that further work will 
bring simplification and standardization of these partnership 
agreements to facilitate their use. 

Case: Bureau for Food Security (BFS) 
Grant Facility 

Challenge: BFS’ Office of Markets, 
Partnerships, and Innovation (MPI) needed a 
more flexible way to fund the commercial-
ization of promising agriculture-related 
technologies to smallholder farmers. They 
wanted an award process that would not place 
undue administrative burden on the Office and 
would allow for performance-based grants.  

Solution: The MPI team members in BFS, in 
partnership with Contracting Officers, 
developed an innovative approach focused on 
performance-based sub-awards, which gives 
greater flexibility, shifts much of the 
administrative burden of managing those sub-
awards to an implementer, and allows for-
profits to receive performance-based grants.  

Following a full and open competition, BFS 
awarded a 5-year US$67 million Cooperative 
Agreement to Fintrac. Under this agreement, 
Fintrac conducts periodic (at least semi-
annual) solicitations (Requests for Expression 
of Interest) for grant requests for the 
commercialization of innovative technologies 
(somewhat similar to an APS). Fintrac short-
lists applications and invites applicants to send 
in full applications, selects and awards grants 
(according to a USAID-approved Grants 
Manual), and oversees the grantees.  

There are two levels of grant awards that 
applicants can receive. The first is a pilot grant 
for market development and/or adaptation of 
the technology to new markets if necessary. 
There are also larger commercialization 
partnership sub-awards available to scale up 
and commercialize the technology. Under this 
Cooperative Agreement, Fintrac was able to 
create their process for awarding 
performance-based grants, which will be based 
on the recipient achieving pre-set milestones, 
without the funding limitations of USAID fixed 
obligation grants (FOGs). Unlike cost-type 
grants, with performance-based grants, the 
sub-awardees’ performance—and not their 
cost and/or profit—are tracked. Sub-
recipients are still responsible for reinvesting 
any program income back into the program 
itself.  
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Issue: Program income cannot be retained by for-profit enterprises. 

Program income generated from USAID funding to a commercial enterprise has to be returned to the USG 
or directed to an appropriate development program before the completion of the USAID-enterprise 
partnership. Further, it is not easy to define, calculate, and separate that income subject to this treatment. 
We will explore ways to use program income generated by our private-sector partners to the continued 
advantage of those partners while not financially supporting their profitability.  

Issue: The contracting/procurement process is slow and demanding, reducing the 
attraction by the private sector in working with USAID. 

In many cases when working with the private sector, USAID resources will be applied to support 
partnerships. Often this will require the procurement of resources through the development of a new 
project, program, or facility, all of which can be used to support prospective partnerships. Procurement 
processes take from 6 to 12 months, and sometimes more. This 
will not change. If an APS will be issued, it also takes time. A 
few months seems appropriate. We need to inform Missions to 
be cognizant of these scheduling matters and work appropriately 
with prospective private-sector partners to keep them informed 
as to USAID’s timing and procedures in this regard.   

Issue: USAID Forward indicators often cloud 
Missions’ thinking on PSE activities.  

The USAID Forward indicators for private sector engagement 
are tied to the outputs of particular mechanisms (e.g., DCA 
guarantees, GDAs, Grand Challenges) rather than focused on 
the general outputs (e.g., resources catalyzed or leveraged in 
achieving development objectives). This diverts Missions from 
focusing on structuring transactions with the private sector in 
ways that maximize leverage and/or impact. We will work to 
have USAID Forward indicators also reflect resource leveraging 
as a development indicator. 

Issue: Current budgeting and contracting procedures 
can result in a lack of adequate funding for Missions 
to engage in PSE activities when required. 

While some Missions do set aside in advance funding for DCA 
guarantees and partnerships, many do not. This is often a result 
of budgeting procedures and policies that do not look favorably 
on “slush funds” and require all funds to be allocated on an 
annual basis. This can cause Missions to miss out on quality 

Case: American Bank of Kosovo  

Challenge: At the end of the Kosovo 
crisis in 1999, there were no licensed banks 
in Kosovo and thus no financing available 
for SMEs. Kosovo desperately needed a 
business bank. 

Solution: USAID provided equity for and 
launched a for-profit Kosovo-based bank.  

After unsuccessfully seeking an international 
bank to establish banking operations in 
Kosovo, USAID provided funding and 
technical assistance to build a bank. Funds 
were channeled through an implementing 
partner in the form of a grant to a Kosovar 
not-for-profit (overseen by a USAID 
represented board). The non-profit used 
the funds to capitalize an SME lending fund, 
which then acquired a banking license as the 
American Bank of Kosovo (ABK).  

After one year of operations, ABK bank had 
a loan book of US$40 million with US$30 
million of deposits, and Kosovo has a 
business bank to support its SMEs. With the 
mission accomplished and to ensure 
sustainability, USAID sold the bank to 
Raiffeisen Bank with a full return of the 
initial capitalization grant. The funds flowed 
back to the Kosovar non-profit and were 
used to create a scholarship facility which 
continues today.  
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opportunities to partner with the private sector due to lack of immediately available funds. We will be 
encouraging more Missions to set aside funding for PSE activities. Further, we will explore an Agency-wide 
revolving fund for PSE that would allow Missions to draw funds to partnerships, DCAs, or other PSE 
activities, and pay back the “borrowed” funds in the next budget cycle.  

Issue: Restrictions on early-stage communication with private sector partners can limit 
USAID’s PSE efforts. 

When constructing partnerships, contracting officers, CORs, and AORs tend to unduly limit 
communications between the program team and private sector partners until after concept papers have been 
approved. This runs contrary to the spirit of PSE, which calls for open dialogue with private sector partners. 
Please refer to ‘GDA APS Guidance: Discussions with Prospective Partners:’ 
http://notices.usaid.gov/files/GDA_Guidance_re_Discussions_with_Partners_2013-IDEA_OAA_GC-
Final.pdf 

 

 

  

Despite the importance of 
the agriculture sector in 
Ethiopia, access to credit is 
limited. USAID uses its 
Development Credit 
Authority to share risk with 
local banks, thus opening 
financing for underserved 
but credit-worthy 
borrowers. Credit: 
Morgana Wingard 
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APPENDIX A:  RESOURCES TO ASSIST OFFICERS WITH PRIVATE SECTOR 

ENGAGEMENT 

 

Office of Innovation and Development Alliances (IDEA) 

Maura O’Neill, Chief Innovation Officer and Senior Counselor to the Administrator (moneill@usaid.gov), 
Ricardo Michel, Deputy Director for IDEA (rmichel@usaid.gov) 
 
• Global Partnership Division (GPD) - GPD coordinates partnership development throughout 

USAID; builds alliances across all USAID priorities (food security, climate change, global health, 
education, technology, and water); leads training to provide tools to USAID missions for partnerships; 
and helps scale existing successful partnerships in the field. Contacts: Chris Jurgens (cjurgens@usaid.gov) 
and Robert Schneider, roschneider@usaid.gov. See: 
http://inside.usaid.gov/idea/organization/gp/overview. 

 
•  Development Innovation Ventures Division (DIVD) - DIVD provides small grants to identify 

and potentially scale development solutions with staged financing across proof of concept, proof of cost-
effective development impact, and proof of potential to scale. Open competition for any sector, country, 
or region. Contacts: Jeff Brown (jefbrown@usaid.gov). See: http://www.usaid.gov/div. 

 
• Office of Science and Technology (OST) - OST’s mandate is to harness science and technology to 

do development faster and more effectively. Partnerships are a primary vehicle, mostly with universities, 
other government agencies, NGOs, and the private sector. OST also manages Grand Challenges for 
Development. Contacts: Dr. Alex Dehgan, Science and Technology Advisor to the Administrator and 
Director, Jerry O’Brien, Deputy Director (JOBrien@usaid.gov). 
 

o Grand Challenges for Development - Grand Challenges define precise solvable 
development problems and invite donors and potential partners (including the private sector) to 
help solve them. Of the current four Grand Challenges, ‘Powering Agriculture’ is the one that 
represents significant potential to engage the private sector. Three other Grand Challenges are 
‘All Children Reading,’ Making All Voices Count,’ and Saving Lives at Birth.’ There is a ‘Water 
Grand Challenge’ currently in preparation. Contact: Dave Ferguson (DFerguson@usaid.gov). 
See:  http://www.usaid.gov/grandchallenges. 

 

Bureau for Economic Growth, Education and Environment (E3) 

Eric Postel, Assistant Administrator, oversees 11 different ‘sectors’ from 13 offices. The most directly related 
to private sector engagement are listed below.    
 
•   Partnership for Growth (PFG) – E3 provides oversight for PFG that strengthens programs and 

coordinates across U.S. development agencies to better integrate the private sector into Joint Country 
Action Plans. Currently, the PFG focus countries are El Salvador, the Philippines, Tanzania, and Ghana.  
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o Development Credit Office (DCA) –DCA provides partial credit guarantees to  local 
financial institutions to increase credit and capital in developing countries. Guarantee 
agreements encourage private lenders to extend financing to underserved borrowers, 
entrepreneurs, NGOs, and municipalities in new sectors and regions. The Strategic 

Transactions Group works with creative finance structure to unlock patient capital for 
development priorities and develops capital markets and commercial capital alternatives. 
Contacts: DCA Director Ben Hubbard (bhubbard@usaid.gov), DCA Deputy Director Michael 
Messer (mmesser@usaid.gov), and Strategic Transactions Group Head Chris Lee 
(chlee@usaid.gov). See: http://www.usaid.gov/what-we-do/economic-growth-and-
trade/development-credit-authority-putting-local-wealth-work. 

o Microenterprise and Private Enterprise Promotion (MPEP) – MPEP focuses on 
business development, financial services, training, and capacity building for microenterprise, 
SMEs, value chains, and private sector institutions generally. Importantly, MPEP develops 
strategies and appropriate tools to leverage resources with partners in conjunction with other 
private sector engagement initiatives across the Agency. Contacts: Jeff Levine (jlevine@usiad.gov) 
and Lawrence Camp (lcamp@usaid.gov).   

o Office of Water – The Water Office is committed to “open-sourced” development solutions 
to leverage private sector funding and taps multiple USAID mechanisms in partnerships like 
Development Innovation Ventures and Grand Challenges. Key partners include Coca-Cola 
Company and Coca-Cola Africa, U.S. Water Partnership, the Coca-Cola Foundation, and the 
Water and Development Alliance in Tanzania. WASH For Life, a US$17 million partnership 
with Bill and Melinda Gates, achieves cost-effective sustainable solutions in water, sanitation, 
and hygiene. Contacts: Director John Pasch (jpasch@usaid.gov) and Global Water Coordinator 
Chris Holmes (chholmes@usaid.gov). 

Bureau for Food Security (BFS) 

Paul Weisenfeld, Assistant Administrator 
 
• Feed the Future (FTF) – the President’s Global Food Security Initiative that encompasses many 

partners inside and outside of government, led by BFS and Deputy Coordinator for Development Tjada 
McKenna. FTF resources have been focused on 19 countries, to increase the productivity of their 
smallholder farmers. As of November 2012, US$3.7 billion has been obligated and US$1.134 billion 
disbursed. Contact: Tjada McKenna (tmmckenna@usaid.gov). See: http://feedthefuture.gov.  
 

o Private Sector Engagement Hub  – Interactive tool to connect to right person at USAID 
regarding partnerships related to food security. See: http://feedthefuture.gov/private-sector-
engagement-hub 
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o Partnering for Innovation – Invites private sector, entrepreneurs and R&D institutes to 
submit proposals to solve outstanding development problems through either new technology or 
adoption of existing technology, with priority given to scalable solutions that can be used by 
women. Small grants are provided for demonstration, and larger grants are available to 
commercially scale, with additional funding available for partnerships that support distribution. 
Seed grants are capped at US$400,000. Fintrac is primary contractor; and Know Innovation is a 
subcontractor. See: http://www.partneringforinnovation.org/. 

 
• Office of Markets, Partnerships, and Innovation (MPI) – MPI manages all partnerships related 

to food security, including G-8, New Alliance, and Grow Africa. Contact: Margaret Ennis Spears      
(menis@usaid.gov). 

 
• Grow Africa – Partnership platform co-sponsored by the World Economic Forum, the African Union, 

AGRA, DFID, IFAD, Southern African Confederation of Agricultural Unions, USAID, the World 
Bank, Diageo, Equity Bank, Syngenta, Unilever, and Yara to accelerate investment in African agriculture 
through multi-stakeholder partnerships and best practices. See: http://growafrica.com/. 

 
• African Agricultural Capital Fund (AACF) – A US$25 million fund managed by Pearl Capital 

Partners, based in Kampala, Uganda to invest debt, equity, and expertise to raise productivity in at least 
20 agriculture-related businesses in East Africa over the next five years. Supported by US$17 million in 
equity investment from Bill and Melinda Gates Foundation, the Gatsby Charitable Foundation, and the 
Rockefeller Foundation. DCA guaranteed 50 percent of an US$8 million commercial loan from J.P. 
Morgan’s Social Finance Unit to AACF. Can tap up to US$1.5 million in USAID business development 
services under Feed the Future to improve investee’s competitiveness and access to markets. See: 
http://www.feedthefuture.gov/model/african-agricultural-capital-fund. 

 
• Global Agriculture and Food Security Program (GAFSP) Private Sector Window – 

Multilateral mechanism managed by the IFC that offers loans, equity capital, and advisory services to 
facilitate implementation of G-8 pledges at the 2009 L’Aquila Summit and increase the commercial 
potential of SME agribusinesses and farmers by bringing them into local, national and global value 
chains. US$900 million in total pledges, with US$658 million committed for projects in 18 FTF 
countries. See: http://www.gafspfund.org/content/private-sector-window. 

 

Global Health Bureau  

Ariel Pablos-Mendez, Assistant Administrator  
 

• Center for Accelerating Innovation and Impact (GH/AA/CII) – The Center for Accelerating 
Innovation and Impact is promoting and reinforcing innovative, business-minded approaches to address 
key bottlenecks in the development, introduction, and scale-up of global health technologies and 
interventions – applying business and marketplace principles to accelerate impact against some of the 
world’s most important health challenges. The Center is engaging luminaries across sectors to identify 
best practices and push the boundaries of current thinking; catalyze transformational innovation and 
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partnerships; and apply cutting-edge market tools and practices to support the rapid introduction of, 
and access to, priority health innovations. Contact: Wendy Taylor (wetaylor@usaid.gov). 

 
• Office of Health, Infectious Diseases and Nutrition (GH/HIDN) – The Office of Health, 

Infectious Diseases and Nutrition (HIDN) manages the Global Health Bureau’s activities in child 
survival health, maternal health, and infectious diseases—which include Tuberculosis, Malaria, Avian 
Influenza and Other Emerging Threats, Neglected Tropical Diseases—and water and sanitation, and 
provides technical leadership in each of these areas. Contact: Sandhya Rao (srao@usaid.gov). 
 

• Office of HIV/AIDS (GH/OHA) – The Office of HIV/AIDS is the focus of HIV/AIDS technical 
leadership for the Agency and has primary responsibility for leading the Agency’s efforts within the 
President’s Emergency Plan for AIDS Relief (PEPFAR). In cooperation with the State Department 
Office of the Global AIDS Coordinator (OGAC), this responsibility entails ensuring the technical 
integrity of Agency and mission strategies; providing global technical leadership on the full range of 
issues related to HIV/AIDS prevention, care, and treatment; managing numerous research and field 
support programs; and monitoring and reporting on the impact of the Agency’s HIV/AIDS program. 
Contact: Shyami De Silva (sdesilva@usaid.gov). 
 

• Office of Population and Reproductive Health (GH/PRH) – The Office of Population and 
Reproductive Health (PRH) provides strategic direction, technical leadership, and support to field 
programs in population, voluntary family planning, and reproductive health. It manages programs that 
advance and apply state-of-the-art technologies, expand access to quality services, promote healthy 
behaviors, broaden contraceptive availability and choices, strengthen policies and systems to address 
family planning and reproductive health needs, and improve data collection and use. Contacts: 
Marguerite Farrell (mfarrell@usaid.gov) and Andrea Harris (aharris@usaid.gov). 

 

Africa Bureau  

Earl Gast, Assistant Administrator  
 
• Private Capital Group for Africa –A multi-year platform to attract private capital to Africa in 

support of USAID development priorities.  PCGA doesn’t have matching funding, but it can enhance 
the sustainability impact of potential investment by providing linkages to funding across multiple 
missions and USAID initiatives (e.g., Partnership for Growth, Feed the Future) and deploy multiple 
USAID mechanisms (e.g., Development Credit Authority and Global Development Alliance).  
PCGA can also help companies design scalable investment platforms, understand innovative transaction 
structures, and build partnerships with stakeholders. Contact: Director Agnes Dasewicz, 
(adasewicz@usaid.gov). 

 
• USAID African Trade Hubs – These hubs promotes regional approaches to trade competitiveness 

and food security, focusing on interventions that have a cross-border impact and support producer 
associations and exporters to stimulate sector trade capacity. Hubs are located in Gaborone, Botswana; 
Nairobi, Kenya; Accra, Ghana and Dakar, Senegal and focus on specific regional value chains.  
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