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What kind of consultant does ADB need?What kind of consultant does ADB need?
We need consultants to provide services supporting the followingWe need consultants to provide services supporting the following

core areas of operationscore areas of operations::

What kind of consultant does ADB need?What kind of consultant does ADB need?

•• InfrastructureInfrastructure (transport, communication, energy, water supply & (transport, communication, energy, water supply & 
sanitation, waste management)sanitation, waste management)

•• EnvironmentEnvironment (climate change livable cities legal regulatory work on(climate change livable cities legal regulatory work onEnvironmentEnvironment (climate change, livable cities, legal, regulatory work on (climate change, livable cities, legal, regulatory work on 
environmental issues, capacity building)environmental issues, capacity building)

•• Regional CooperationRegional Cooperation

•• Finance Sector Development Finance Sector Development (financial infrastructure, (financial infrastructure, 

80%
pp ((

institutions, rural finance services, microinstitutions, rural finance services, micro--finance)finance)

•• Education Education (basic, secondary education,(basic, secondary education, technical and vocational technical and vocational 
training)training)

Other AreasOther Areas::

•• HealthHealth 20%
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•• Agriculture Agriculture 
•• Disaster and emergency assistanceDisaster and emergency assistance

20%



What kind of consultant does ADB need?What kind of consultant does ADB need?What kind of consultant does ADB need?What kind of consultant does ADB need?

•• Consultants for loan projectsConsultants for loan projects

•• TA ConsultantsTA Consultants

•• Staff ConsultantsStaff Consultants

•• C lt t ki j t fi d b th fC lt t ki j t fi d b th f•• Consultants working on projects financed by other source of Consultants working on projects financed by other source of 
fundingfunding
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When does ADB need consultants?When does ADB need consultants?

Project cycleProject cycle

11

Country Partnership Country Partnership 
StrategyStrategyStaff consultants

Consulting Firms

11

2255
Project PreparationProject PreparationProject EvaluationProject Evaluation

33

55
Consulting Firms Staff Consultants

33
44 Appraisal/ApprovalAppraisal/Approval

Project ImplementationProject Implementation
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Where to get information on ADB Consultancy Where to get information on ADB Consultancy 
O t iti ?O t iti ?

www adb orgwww adb org
Opportunities?Opportunities?

www.adb.orgwww.adb.org
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Where to get information on ADB Consultancy Where to get information on ADB Consultancy 
Opportunities?Opportunities?Opportunities?Opportunities?

ADB
annual lending: $10 billion, 

Grants: $673 million, 
TA $243 illiTAs: $243 million. 

contracts for consultants
at value aboutat value about 

$350-$400 million
per year
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Where to get information on ADB Consultancy Where to get information on ADB Consultancy 
Opportunities?Opportunities?pppp
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Where to get information on ADB Consultancy Where to get information on ADB Consultancy 
Opportunities?Opportunities?Opportunities?Opportunities?
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Where to get information on ADB Consultancy Where to get information on ADB Consultancy 
Opportunities?Opportunities?Opportunities?Opportunities?
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Where to get information on ADB Consultancy Where to get information on ADB Consultancy 
Opportunities?Opportunities?Opportunities?Opportunities?
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For Technical Assistance (TA) and Staff Consultancy, ADB selects and engages For Technical Assistance (TA) and Staff Consultancy, ADB selects and engages 

Who select consultants?Who select consultants?
( ) y, g g( ) y, g g

the consultants:the consultants:

•• Central Operations Services Office (COSO)Central Operations Services Office (COSO)
Di i i f O ti G 1 (COS1)Di i i f O ti G 1 (COS1)•• Division of Operations Group 1 (COS1)Division of Operations Group 1 (COS1)

•• Division of Operations Group  2 (COS2)Division of Operations Group  2 (COS2)
•• The Consultant Selection Committee The Consultant Selection Committee --
•• The project departmentsThe project departments•• The project departmentsThe project departments

For Loan Project and Delegated Technical Assistance (TA) For Loan Project and Delegated Technical Assistance (TA) j g ( )j g ( )
the Executing Agency selects and engages  the consultantsthe Executing Agency selects and engages  the consultants
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How to win a ADB contractHow to win a ADB contract
know the rulesknow the rulesknow the rulesknow the rules

ADBAll consultants financed by ADB are engaged in 
d ith

Guidelines on

accordance with 

the Guidelines on The Use of Consultants 

By Asian Development Bank

•• Selection MethodsSelection Methods
•• QCBSQCBS

Guidelines on
The Use of Consultants
By Asian Development Bank
and Its Borrowers

By Asian Development Bank 

And Its Borrowers

•• QCBS QCBS 
•• QBS QBS 
•• FBS FBS 
•• LCSLCS

Feb 2007

Asian Development BankLCS LCS 
•• CQSCQS

•• SSS needs justificationSSS needs justification
•• Individual Consultants are recruited based on CVIndividual Consultants are recruited based on CV

Asian Development Bank
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•• Anticorruption policyAnticorruption policy



How to win a ADB contractHow to win a ADB contract
know the rulesknow the rules

ADB Policy on use of consultantsADB Policy on use of consultants General Considerations:General Considerations:

know the rulesknow the rules

ADB Policy on use of consultants ADB Policy on use of consultants -- General Considerations:General Considerations:

•• Quality of servicesQuality of services
•• Economy and efficiencyEconomy and efficiencyEconomy and efficiencyEconomy and efficiency
•• Equal opportunityEqual opportunity
•• Development of DMC consultantDevelopment of DMC consultant
•• TransparencyTransparency
•• Anticorruption Anticorruption 
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How to win a ADB contractHow to win a ADB contract
know the rulesknow the rules QCBSQCBSknow the rules know the rules -- QCBSQCBS

QCBS QCBS –– Quality and Cost Based Selection Quality and Cost Based Selection 

•• standard procedurestandard procedure
•• for majority of projectsfor majority of projects
•• with well defined TORswith well defined TORs
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How to win a ADB contractHow to win a ADB contract
know the rulesknow the rules QCBS for TAQCBS for TAknow the rules know the rules –– QCBS for TA QCBS for TA 

CSRNCSRN

ShortlistingShortlisting Min. 
Qualifying 

kRFP/Submission of Proposals RFP/Submission of Proposals 

Technical EvaluationTechnical Evaluation

mark 
750

Opening of Financial Proposals  Opening of Financial Proposals  

Financial evaluation  Financial evaluation  

Ranking of combined scoresRanking of combined scores

Contract negotiationsContract negotiations

G
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Contract negotiationsContract negotiations

Consultant mobilize to start the TAConsultant mobilize to start the TA



How to win a ADB contractHow to win a ADB contract

Ranking of proposals is based on the total scoreRanking of proposals is based on the total score

know the rules know the rules –– QCBS for TA QCBS for TA 

Ranking of proposals is based on the total score Ranking of proposals is based on the total score 
combining the technical score (Q) and financial score (C):combining the technical score (Q) and financial score (C):

Total Score = 80%Q + 20%C

Where:Where:
C = 1000 x Pm/P
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How to win a ADB contractHow to win a ADB contract
know the rulesknow the rules QBSQBSknow the rules know the rules -- QBSQBS

QBS QBS –– Quality Based Selection Quality Based Selection 

for complex assignmentsfor complex assignmentsfor complex assignmentsfor complex assignments
assignments where the quality is of assignments where the quality is of 
overriding importanceoverriding importance
assignments that can be carried out in assignments that can be carried out in 

b t ti ll diff tb t ti ll diff tsubstantially different wayssubstantially different ways
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How to win a ADB contractHow to win a ADB contract

know the rules know the rules –– QBS for TAQBS for TA

CSRNCSRN

Shortlisting Shortlisting 

RFP/S b i i f P lRFP/S b i i f P lRFP/Submission of Proposals RFP/Submission of Proposals 

Technical EvaluationTechnical Evaluation

1st ranked firm to submit Financial Proposal1st ranked firm to submit Financial Proposal

Ranking of technical scores  Ranking of technical scores  

Contract negotiationsContract negotiations

Consultant mobilize to start the TAConsultant mobilize to start the TA
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How to win a ADB contractHow to win a ADB contract
know the rulesknow the rules FBSFBSknow the rules know the rules –– FBS FBS 

FBS FBS –– Fixed Budget Selection Fixed Budget Selection 

Precisely defined TORPrecisely defined TORPrecisely defined TORPrecisely defined TOR
Time and inputs accurately assessedTime and inputs accurately assessed
Budget fixedBudget fixed
Projects expected to have no implementation Projects expected to have no implementation j p pj p p
changeschanges
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How to win a ADB contractHow to win a ADB contract
know the rulesknow the rules FBS for TAFBS for TAknow the rules know the rules –– FBS for TA FBS for TA 

CSRNCSRN

ShortlistingShortlisting Min. 
Qualifying 

kRFP/Submission of Proposals RFP/Submission of Proposals 

Technical EvaluationTechnical Evaluation

mark 
750

Ranking of qualified technical proposalRanking of qualified technical proposal

Contract negotiations (fixed budget)Contract negotiations (fixed budget)g ( g )g ( g )

Consultant mobilize to start the TAConsultant mobilize to start the TA
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How to win a ADB contractHow to win a ADB contract
know the rulesknow the rules LCSLCSknow the rules know the rules –– LCS LCS 

LCS LCS –– Least Cost Selection Least Cost Selection 

Small assignments (< $100 000)Small assignments (< $100 000)Small assignments (< $100,000)Small assignments (< $100,000)
Standard/routine natureStandard/routine nature
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How to win a ADB contractHow to win a ADB contract
know the rulesknow the rules LCS for TALCS for TAknow the rules know the rules –– LCS for TA LCS for TA 

CSRNCSRN

ShortlistingShortlisting Min. 
Qualifying 

mark
RFP/Submission of Proposals RFP/Submission of Proposals 

Technical EvaluationTechnical Evaluation

mark 
750

Opening of Financial Proposals  Opening of Financial Proposals  

Financial evaluation  Financial evaluation  

Ranking based on cost Ranking based on cost 

Contract negotiationsContract negotiations
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Contract negotiationsContract negotiations

Consultant mobilize to start the TAConsultant mobilize to start the TA



How to win a ADB contractHow to win a ADB contract
know the rulesknow the rules CQSCQSknow the rules know the rules –– CQS CQS 

CQS CQS –– Consultants’ Qualifications Selection  Consultants’ Qualifications Selection  

small assignments (< $200 000)small assignments (< $200 000)small assignments (< $200,000)small assignments (< $200,000)
highly specialized expertisehighly specialized expertise
recruitment time criticalrecruitment time critical
shortshort--termterm
few qualified consultantsfew qualified consultants
full bidding process not justifiedfull bidding process not justified
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How to win a ADB contractHow to win a ADB contract

know the rules know the rules –– CQS for TACQS for TA

CSRNCSRN

Shortlisting Shortlisting 

1st ranked firm to submit technical & Financial Proposal1st ranked firm to submit technical & Financial Proposal

Ranking of EOIs  Ranking of EOIs  

Contract negotiationsContract negotiations

Consultant mobilize to start the TAConsultant mobilize to start the TAConsultant mobilize to start the TAConsultant mobilize to start the TA
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How to win a ADB contractHow to win a ADB contract
know the rulesknow the rules SSSSSSknow the rules know the rules -- SSSSSS

SSS  SSS  –– Single Source selection Single Source selection 

used only in exceptional casesused only in exceptional casesused only in exceptional casesused only in exceptional cases
for tasks that represent a natural continuation for tasks that represent a natural continuation 
of previous workof previous work
in emergency casesin emergency cases
for very small  assignments (<$100,000)for very small  assignments (<$100,000)
when only one firm is qualifiedwhen only one firm is qualified

ll bi d t l d fi i lll bi d t l d fi i lusually biodata proposal and a financial usually biodata proposal and a financial 
proposal are required.proposal are required.
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How to win a ADB contractHow to win a ADB contract
know the rules know the rules –– Individual consultantsIndividual consultants

Individual Consultants Individual Consultants 

TA individual consultantsTA individual consultantsTA individual consultantsTA individual consultants
Staff consultants Staff consultants 
Loan individual consultantsLoan individual consultants

G
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How to win a ADB contractHow to win a ADB contract
know the rulesknow the rules Individual consultants (TA or Staff consultants)Individual consultants (TA or Staff consultants)

CSRNCSRN

know the rules know the rules –– Individual consultants (TA or Staff consultants)Individual consultants (TA or Staff consultants)

TORTOR

Shortlisting or SSSShortlisting or SSS

Noncommittal  inquiryNoncommittal  inquiry

Processing offer through ICS*  Processing offer through ICS*  

Consultant accepts offer Consultant accepts offer 

Consultant mobilizes to start Consultant mobilizes to start 
th TA/ t ff lt i tth TA/ t ff lt i tthe TA/staff consultancy assignmentthe TA/staff consultancy assignment

* ICS – Web-based Individual Consultant Recruitment System)
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How to win a ADB contractHow to win a ADB contract
know the rulesknow the rules Engagement of NGOs/UN AgenciesEngagement of NGOs/UN Agencies

• QBS - when UN or international NGOs are 

know the rules know the rules –– Engagement of NGOs/UN AgenciesEngagement of NGOs/UN Agencies

Q
shortlisted to compete with consulting firms

• QCBS - when shortlist contains only NGOsQ y

• Simplified 
QCBS - when shortlist contains only national NGOsy

• SSS - when justified
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How to win a ADB contractHow to win a ADB contract
k th lk th l lt t d b th Blt t d b th B

For assignments under loan projects, 

know the rules know the rules –– consultants engaged by the Borrowerconsultants engaged by the Borrower

g p j
Delegated TAs and grant financed projects:

• Shortlisting by EA, approved by ADB

• RPF issued by EA using ADB standard format

Evaluation of technical proposal and financial proposal• Evaluation of technical proposal, and financial proposal 
for QCBS, FBS and LCS, will be done by 
EA’s CSC and  approved by ADB

• EA negotiates contracts will be done by EA and contract  
approved by ADB
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How to win a ADB contractHow to win a ADB contract
B f ADB’ LTSF d f f tiB f ADB’ LTSF d f f ti

ADB’s Long Term Strategic Framework
Strategy 2020

Be aware of ADB’s LTSF and focus on core areas of operationsBe aware of ADB’s LTSF and focus on core areas of operations

Strategy 2020

Strategic Agenda:
•Inclusive Economic Growth
•Environmentally Sustainable Growth
•Regional Integration

Core Areas of Operations:
1. Infrastructure
2 Environment2. Environment
3. Regional Cooperation and Integration
4. Finance Sector Development
5. Education
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How to win a ADB contractHow to win a ADB contract
Your actionYour action work out a long term strategywork out a long term strategy

Study CPSs - Regional Target

Your action Your action –– work out a long term strategywork out a long term strategy

What’s in the pipeline?
Sectors/Projects

Your 
marketing strategy
andand
capacity building
plan



How to win a ADB contractHow to win a ADB contract
Y tiY ti k / lf k t ADBk / lf k t ADB

Registration in 
Consultant Management System (CMS)

Your action Your action –– make your company/yourself known to ADBmake your company/yourself known to ADB

Consultant Management System (CMS)
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How to win a ADB contractHow to win a ADB contract
Y tiY ti S b it E i f I t t EOI i tiS b it E i f I t t EOI i tiYour action Your action –– Submit an Expression of Interest EOI in timeSubmit an Expression of Interest EOI in time

EOI

G
L   33



How to win a ADB contractHow to win a ADB contract
Your actionYour action check availability of your personnelcheck availability of your personnel

Upon receiving a RFP, Upon receiving a RFP, 

Your action Your action –– check availability of your personnelcheck availability of your personnel

Identify the right team is top priorityIdentify the right team is top priority
Lead firm

Personnel carry > 50% of the Personnel carry > 50% of the 
weight in technical score.weight in technical score. Seek partnership

for best team 

Team Leader carries the heaviest Team Leader carries the heaviest 
weight  weight  

Associated
Firm/

Joint Venture
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How to win a ADB contractHow to win a ADB contract
Your actionYour action Visit the project site and the EAVisit the project site and the EAYour action Your action –– Visit the project site and the EAVisit the project site and the EA

•• First hand informationFirst hand information
•• Field assessment Field assessment 
•• Estimate the local costs.Estimate the local costs.
•• Identify local partner Identify local partner 
•• Get to know the EA.Get to know the EA.Ge o o eGe o o e
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How to win a ADB contractHow to win a ADB contract
Your actionYour action –– Prepare a strong technical proposalPrepare a strong technical proposal

Technical proposal usually carries 80% weight under QCBS Technical proposal usually carries 80% weight under QCBS 
and 100% weight under QBS and FBS.and 100% weight under QBS and FBS.

Your action Your action Prepare a strong technical proposalPrepare a strong technical proposal

gg

Keys to success:Keys to success:
Understand ADBUnderstand ADB’’s Operations Policiess Operations Policies
Study the TORStudy the TOR
Select the best personnelSelect the best personnel
Visit the project siteVisit the project site
Follow the instructions in the RFPFollow the instructions in the RFPFollow the instructions in the RFPFollow the instructions in the RFP
Understand the evaluation criteriaUnderstand the evaluation criteria
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How to win a ADB contractHow to win a ADB contract
Your action Your action –– Prepare a strong technical proposalPrepare a strong technical proposal

Types of Technical ProposalsTypes of Technical Proposals

Full Technical ProposalFull Technical Proposal
Simplified Technical ProposalSimplified Technical Proposal
Biodata ProposalBiodata Proposalpp
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How to win a ADB contractHow to win a ADB contract
Y tiY ti P t t h i l lP t t h i l l

Contents of Technical ProposalsContents of Technical Proposals
 Full Simplified Biodata 
Experience of Y N N

Your action Your action –– Prepare a strong technical proposalPrepare a strong technical proposal

Experience  of 
the Firm 
 

Y
 

Max. 20 project 
sheets 

N N

Methdology Y YMethdology 
Work program 
Personnel 
Schedule 

Y
 

Max. 50 pages 

Y 
 

Max. 10 pages 
Only personnel 

schedule required

 
Personnel Y 

5 pages per CV 
Y 

5 pages per CV 
Y 

5 pages per CV 
Comments on 
TOR

Y N N 
TOR 
 
Counterpart 
Support 

Y 
Max. 2 pages 

N N 
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How to win a ADB contractHow to win a ADB contract

Technical Proposal Evaluation CriteriaTechnical Proposal Evaluation Criteria

F ll Si lifi d Bi d t

Your action Your action –– Prepare a strong technical proposalPrepare a strong technical proposal

Full
Technical
Proposal

Simplified
Technical
Proposal

Biodata
Proposal

E i f th

Weight

Experience of the
firm 100-200 -- --

Methodology
Work program
Personnel 200-400 300 100

for personnel
schedule, etc.

for personnel
schedule only

Personnel 500-700 700 900
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How to win a ADB contractHow to win a ADB contract

Personnel Evaluation CriteriaPersonnel Evaluation Criteria

Your action Your action –– Prepare a strong technical proposalPrepare a strong technical proposal

General Qualifications General Qualifications 1010--25%25%

Project Experiences Project Experiences 6060--70%70%

International/Regional/Country Experiences International/Regional/Country Experiences 
1010--15%15%
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How to win an ADB contract?How to win an ADB contract?
Prepare a competitive financial proposalPrepare a competitive financial proposal

Some tips:Some tips:
•• most suitable expert with lowest costmost suitable expert with lowest cost
•• use DMC consultantsuse DMC consultantsuse DMC consultants use DMC consultants 
•• shop for best airfares and local hotelshop for best airfares and local hotel
•• optimize the personnel schedule to optimize the personnel schedule to 

maximize costmaximize cost--effectiveness.effectiveness.a e costa e cost e ect e esse ect e ess
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How to win an ADB contract?How to win an ADB contract?
Prepare a competitive financial proposalPrepare a competitive financial proposal

Typical components in a cost proposalTypical components in a cost proposal
salary

Prepare a competitive financial proposalPrepare a competitive financial proposal

Remuneration

O h d

Social Charge

y

Total
Amount

Total
Amount

Fee (profit mark up)

Overhead

TravelAmountAmount

Per diem

communication

Travel

Out-of-pocket
Expenses

Report Reproduction

Office support
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Provisional sums

Other
Contingency



How to win an ADB contract?How to win an ADB contract?How to win an ADB contract?How to win an ADB contract?
Offer partnership to firms which are likely to be shortlistedOffer partnership to firms which are likely to be shortlisted

Check ADB website for a record of the firms 
shortlsited or awarded contracts in the past
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How to win an ADB contract?How to win an ADB contract?
Deliver the best service as you canDeliver the best service as you can

ADB does PER for every assignmentADB does PER for every assignmenty gy g

Good performance Good performance 
will lead to morewill lead to more

contracts incontracts in

Good performance Good performance 
will lead to morewill lead to more

contracts incontracts incontracts in contracts in 
the future!the future!

contracts in contracts in 
the future!the future!
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Q&AQ&A
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