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OVERVIEW OF PRESENTATION

Competitive intelligence defined

Relevant opportunities

Information available publicly

Assessment of competition & potential partners

Incorporate intelligence into strategic approaches

Proven success factors



COMPETITVE INTELLIGENCE

Defined*: 
“a structured approach to gathering, analyzing and 
communicating data to make informed business 
decisions”

“data can be collected from publicly available 
published or human sources – primary and secondary 
sources”

Essential to secure and enhance market share, 
especially in global markets

* Source: http://competitive-intelligence.mirum.net/



IDENTIFY RELEVANT IDB OPPORTUNITIES
Review sectors of activity and focus only on areas 
aligned with your expertise

Understand organizational structure and location of 
decision-makers, including executing agencies

Market Intelligence: 
Headquarters: Washington, D.C.

Country offices:  26 in LAC region (technical & economic specialists)

IDB resources (primary and secondary sources):

Country papers – overview of priority activities 

Sectoral policy documents – reflect interests

Thematic business seminars 

Lists of pipeline and approved projects 



FIND AND ASSESS THE DECISION-MAKERS



INFORMATION AVAILABLE PUBLICLY -
PROJECTS AT FIRST GLANCE

http://www.iadb.org/projects/



PROJECT PROCUREMENT PLANS 

http://www.iadb.org/projects/



IDB PROJECT CYCLE 
– AT FIRST GLANCE
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IDB PROJECT CYCLE WITH TIMELINES



http://www.iadb.org/procurement/

PROCUREMENT INFORMATION 
- AT FIRST GLANCE





ANALYZE THE COMPETITION 
- WHO ARE THE WINNERS AND LOSERS?

Assess findings
Learn by example 
Copy best practices
Be strategic

http://itsdc16.iadb.org/idbppi/aspx/ppProcurement.aspx



PROPOSAL EVALUATION CRITERIA

Actual criteria vary depending on nature of work, country, etc.

Approx..+/-

Consultants’ Specific Experience ……………….....  0 to 10 pts

Qualifications of Key Personnel (CVs) …………… 30 to 60 pts

Methodology (Approach & Work Plan).……….….. 20 to 50 pts 

Transfer of Knowledge   …………………………...  0 to 10 pts

Participation by Nationals (Use of local consultants) 0 to 10 pts

100 points

Quality-Cost Based Selection is Most Common

~ Usually 80% weight for quality and 20% for cost ~ 



INCORPORATE INTELLIGENCE INTO 
STRATEGIC APPROACHES

Basic Concept: 

Who? What? Where? When? Why? How?

Tremendous Results
WHY: 

IDB: leading source of non-private funding for development      
projects in the LAC region; wide-range of sectors

Tremendous potential for spin-off opportunities

Good reputation exists for Canadian firms active in the region

Several niche markets for Canadians in IDB projects



ENHANCE MARKET INTELLIGENCE
WHO: 

Utilize Trade Commissioner Service for intelligence on 
specific projects, potential clients, local partners, etc.  

http://www.infoexport.gc.ca/
WHAT:

Thorough assessment of competitive advantage to  
determine priority / niche markets in region
Ensure products / services offered are relevant

WHEN: 
Monitor IDB pipeline projects early on and be creative 

WHERE: 
Frequent and careful review of most promising projects

Subscription to UN Development Business, IDB Online
Contacts/local partners in the region



ENHANCE INTELLIGENCE CONT’D

Develop an extensive support network

Focus on relationship building and follow-up

Decision-makers, local partners, etc. 

Gain credibility in target markets

Creatively assess clients and competition

e.g. sub-contracting

Differentiate your value-added services

HOW: RECOMMENDED PRACTICES



PROVEN SUCCESS FACTORS

http://www.infoexport.gc.ca/ifinet/success/successinst-e.htm
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