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Abstract 
 

Africa is a poor continent with many of the worlds least developed countries. The 

latest years the Swedish export to Africa has diminished, at the same time Sweden 

continues to be a big contributor of aid funds to the continent. However, trade in all its 

form contribute to prosperity in the trading countries which indicates that the trade 

with Sweden could help Africa to develop into a bigger and more important economy. 

Also, since trade increases a country’s welfare, both the Swedish and African 

societies could benefit from an increased trade between the countries.  

By getting involved in public procurements in Africa the Swedish companies would 

get an economic security in the otherwise quite risky market. The public procurements 

could also mean a way to enter the market or to increase the market shares in Africa. 

This Thesis is focused on public procurements from the African Development Bank, 

mostly since Sweden is a big contributor in the bank but only a few Swedish 

companies has won contracts from the bank and also because many studies has not 

been made regarding their procurement process.  

By using theories mainly from project marketing and networking, the market of public 

procurements in the African Development Bank, the process and the ways to succeed 

on this market has been studied.  

It has been showed that the competition for the procurements from the bank is hard, 

and that the Swedish companies have not been successful. There are many underlying 

reasons for this, one of the most important being the fact that the Swedish companies 

have not even been interested in participating in the procurements since they find the 

market, the process and the bank to complicated. New possibilities are emerging on 

the market with the African Development Bank improving the efficiency of the 

procurement process, more lobbying being performed from the Swedish Foreign 

Ministry and also the growing African market, which makes this market more 

interesting and could mean new opportunities for the Swedish companies.  

To improve the Swedish statistics in winning contracts from the bank the Swedish 

companies need to improve their networking to a great extent. Personal contacts and 

relationships are extremely important in making business in Africa and also when 

making bids on procurements from the bank. From the relationships in Africa, the 



Swedish companies can receive early information about upcoming projects in order to 

prepare the bid and market the company early. The Swedish companies must be more 

proactive in their marketing and visit Africa more often, as well as matching the needs 

with their offer to a better extent than today. It is important for the companies to have 

a long-term strategy when entering the African procurement market and not to resist 

too easily. Hard work and many resources will be spent before being awarded with the 

first contract and thereafter one success will lead to others.  
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1. Introduction 

In this chapter, the background to the problem is presented, which later results in the 

purpose of this Thesis. 

 

1.1. Background 

The African continent is the second largest continent of the world, with 924 million 

inhabitants in 2006 (NE:a, 2007). Many of the world’s least-developed countries are 

situated in Africa and many of these countries are at the same developing level as 

other countries were before the industrial revolution. The importance of trading with 

the African countries has become less important during the last years for the Swedish 

companies. (Kleen et al, 2006) The market in some of the African countries has 

started to develop and grow and some of the countries are trying to build up a more 

industrialized society. As an example, the economic growth in Angola was expected 

to be 35.3 % in 2007. (Swerup, 2007) Therefore the Swedish Trade Council decided 

to put more effort on the African market, since they see business opportunities in the 

continent.  

The Swedish Trade Council basically has three different services; information, special 

ventures and consultancy. The service of providing information, mainly about the 

different markets and also general exporting information is free of charge. The special 

ventures are often partly founded and are mainly for small businesses in sectors of 

strategic growth. The consultancy service is there to help Swedish companies to 

analyze their business opportunities, set up a business and to help them grow in the 

markets they have chosen. The consultancy is often performed in one of the about 40 

local offices around the world. (STC, 2007) At the moment Swedish Trade Council is 

running a project concerning procurements in Africa with Sida and the Swedish 

Foreign Ministry.   

It is clear that trade in all its forms contribute to prosperity in the trading countries. In 

this way, the trade with Swedish companies could help Africa to develop into a bigger 

and more important economy, and at the same time help the African society. Also, 

trade is a mean to increase a country’s welfare (Kleen et al). So in trading with Africa, 

both the African and the Swedish societies will benefit. However, there can be 



 

-2- 

difficulties in entering the African market for Swedish companies. There are certain 

risks to consider, especially because of the political instability in some countries. The 

way in doing business with the African companies can differ from the Swedish way. 

Also, the poverty, the economic mismanagement, low economic development and the 

risk for corruption can be difficulties a company may come in contact with when 

entering the market. (Owusu, 2002) Therefore, public procurements from 

international organizations can be a safer way in to this enormous market, thanks to 

the economical safety it brings. For companies that are already active on the African 

market, the public procurements can mean new business opportunities.  

Swedish companies are mostly involved in trading with countries and markets that are 

close to Sweden. The most important reason for this is because the countries has the 

same pattern of demand, but also because of lower transport- and travel costs, culture 

and language. Western Europe will probably always be a big market for Swedish 

companies, especially since Sweden is a part of the European Union. (Moberg, 2006) 

Sweden is a big contributor to many of the international organizations that offers 

multilateral aid. When it comes to getting public procurements, though, Swedish 

companies rarely come in question. In the years of 2005 and 2006 Swedish companies 

was awarded with procurements from the African Development Bank at a value of 

23,53 Units of Account (UA), when, for example, Danish companies, during the same 

years, was awarded with contracts to a value of 5317,96 UA. 1 UA is more or less 

equal to 10 SEK (Gillsäter, interview). With this example, it seems incorrect to 

explain this phenomena with the fact that the cultures are different, as the Swedish 

and Danish cultures are very close. Therefore the Swedish Trade Council wanted an 

investigation in how Swedish companies should act to get more successful in public 

procurements.  

 

1.2. Purpose 

The purpose of this Thesis is to investigate the market, the procedure of public 

procurements at international organizations and then see how the Swedish companies 

should act to be better suppliers to these organizations in Africa 
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1.3. Directives 

Looking at all international organizations and their procurements processes is too 

large for a Master Thesis. Therefore, the aim is to focus on one of them. From the 

beginning discussions mainly regarded the UN, the European Commission or the 

African Development Bank. These three organizations are all active in Africa. The 

UN and the European Commission has bigger budgets for procurements than the 

African Development Bank and could have more potential for the Swedish 

companies. However, since limited effort has been put on the African Development 

Bank and its organization, the Swedish Trade Council considered it more interesting 

to do an investigation of this organization. Also, in the other two organizations 

Sweden has many contacts and people working for Swedish interests and many 

previous researches have been made regarding their processes and how to become 

more successful. The Swedish influence in the African Development Bank is much 

smaller, even though Sweden is a big financer, and an investigation of their 

procurement process could be more interesting.  

 

1.4. Outline of the Thesis 

A brief introduction to the chapters will be given below, as well as chapters of 

particular interest to different target groups.  

Chapter two: In this chapter a general overview of why trade is important will be 

given, as well as a presentation of the African market and the African Development 

Bank. This chapter could be of interest to all readers, since it gives some background 

and interesting facts to the rest of the Thesis.  

Chapter three: In this chapter the Frame of reference is presented with the relevant 

theories for the Thesis. It could be of most interest to other students or academic 

personnel that are interested in the academic approach.  

Chapter four: The chapter concludes in the focused research questions that are the 

base for the analysis. The chapter is of particular interest to academics, but can be 

interesting for all readers.  
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Chapter five: In this chapter the methodology is presented. Mostly written for 

academic reasons, but it can be of interest to other readers to read the chapters about 

the quality of the study.  

Chapter six: In this chapter a general introduction to the procurement process of the 

African Development Bank is made. This chapter could be of interest to different 

Swedish companies who are interested in indulging in business with the bank, but also 

as a clarification of the procurement process that is referred to throughout the Thesis.  

Chapter seven: In this chapter the answers to the research questions are given. 

Connections to the Frame of Reference, and especially the Analysis model, are 

presented. This chapter is of interest to all readers, but should be read more carefully 

by the academics. The Swedish Trade Council and the Swedish companies can read 

the summary to understand the most important parts.  

Chapter eight: In this chapter the conclusions and recommendations are given. This 

chapter is of interest to all reader, but especially for the Swedish Trade Council and 

Swedish companies. 

Chapter nine: Some reflections regarding the Thesis and further research areas are 

presented. The chapter is mostly interesting for the Swedish Trade Council and other 

academics that finds the subject interesting and are willing to make further researches 

in the area.  

 

The references are written in parenthesis after the text referred to. If the parenthesis is 

inside the dot, the reference is only for that particular sentence, if it is after the dot, it 

is for several sentences. References from the literature are written like (Author, year). 

When information has been taken from a particular interview it is written in this 

manner: (Name, interview). If several persons have said the same thing, no references 

are given.  
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2. Trade in Africa 

In this chapter, a general overview of why trade is important, the African market, and 

the African Development bank is presented shortly, to give an introduction to the 

reader.  

 

2.1. The importance of free trade 

Both exportation and importation increases the welfare of a country. The government 

that puts up rules and regulations that imposes free trade mainly hurts the economy of 

the own country. Some of the arguments for free trade are (Kleen et al, 2006, pp. 24-

25): 

Specialization: When the barriers of free trade are taken away, no industries will get 

gains that they are not worth getting. Some companies might suffer when importation 

is set free, but these are the companies that should specialize and not produce the 

products that are not competitive. These changes are a natural side of the economical 

development and should not be seen as something to avoid. 

Lower prices: When there are no barriers of importation the prices will decrease – 

directly because of one tax that is taken away, but also indirectly when the 

competitive pressure is increased. Expensive imported goods with bad quality will not 

gain increased market shares.  

Welfare: The free importation will give the customers more products to choose from, 

which increases the welfare. Also, the companies will get more choice of inputs to 

their production, which can make their production more competitive. 

Chain reactions: When barriers of importation exist in an industry, other industries 

can suffer from this since they do not get the raw material or other components that 

they need, resulting in a worse standing on the market.  

Less sensitive for business cycles: A local declination of demand can be milder if 

foreign customers are willing to buy the surplus in the production. Also, during high 

business cycles, the bottle necks in the production can be solved by importing more.  
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Greater understanding: The flow of products and investments across the borders 

increases the understanding between the people, increases the mutual dependence of 

the welfare of the other countries and decreases the chances of war.  

All of these arguments have been gathered in Figure 2-1. 

 

Figure 2-1, Arguments for free trade, based on Kleen et al (2006) 

The African countries are not getting the benefits involved with free trade, where 

especially the benefits of lower prices, welfare and greater understanding would be 

needed in the poor Africa that suffers from several internal conflicts and wars, see 

Figure 2-2.  

 

 

 

 

 

 

Not indulging in free trade also makes other industrialized countries more reluctant to 

start trading with the African countries, since they see many obstacles and 

complications. Also, many poor countries meet difficulties in taking advantage of 

foreign trade due to five reasons (Kleen et al. 2006, p. 67):  

Free 
trade AFRICA

Welfare 

Lower prices 

Greater 
understanding 

Figure 2-2, The main benefits of free trade in Africa
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- Many poor countries are dependent on exporting natural resources, which 

often has a declining, or moderately growing demand. 

- Their barriers of importation slow down the development of the country. 

Many of the poor countries have higher customs and other non-tariff barriers.  

- Protectionism in the developed countries restrains the exportation of the goods 

from the developing countries, such as clothes and provisions. 

- The dept crisis makes it difficult for the developing countries to import the 

necessary equipment for production. 

- The low rate of growth makes it difficult for the developing countries to 

produce and sell the goods that the world market demands. 

It is important for countries to indulge in trade, since it is a mean to development and 

to obtain prosperity in the country. Especially free trade will have many benefits for a 

poor country. The problem is, though, that many of the poorest countries set up 

barriers of trade because of the lack of knowledge on the good features of free trade. 

One of the easiest ways of helping the African countries to develop would therefore 

be to increase the trade in these countries.  

 

2.2. The African continent and its market 

Africa is a poor continent with many of the least-developed countries in the world. 

One explanation to why the African countries has had problems in developing is the 

long colonization, and that they always were said what to do. The African people 

were not really free and not encouraged to develop and to be innovative. Therefore it 

could be important to know about the African history, to better understand the African 

people and the African market.  

2.2.1. African history1  

In the 15th century the Portuguese started to look for a new way to India. Going by 

boat to India meant a way without trade barriers. Therefore, Prince Henry, known as 

the Navigator, started to explore the oceanic route to the Indies. On the way to India, 

the Portuguese built fortresses on African ground and started trading wheat and cloth 
                                                 
1 In this chapter the following reference has been used when nothing else is stated NE:b, 2007 
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against African gold and slaves. The Portuguese sailors spent many years trying to 

circumnavigate Africa, and that way they discovered many new countries and new 

possibilities to trade and taking slaves to Europe. In the years 1497-1498 Vasco da 

Gama finally found the new way to India. At the beginning of the 1500’s Portugal had 

almost exclusive control of the trade through the Indian Ocean, establishing many 

bases along the eastern coast of Africa, from Mozambique to Somalia.  

In the beginning of the 17th century, the Netherlands also began exploring and 

colonizing Africa. The Dutch focused on South Africa, which the Portuguese more or 

less had ignored. A couple of years later the English started to build forts. In 1626 the 

French took over Senegal from the Dutch, making it the first French domain in Africa.  

For a long time, Africa was known as the “dark continent”, meaning unexplored and 

savage, since the main focus was on the slave trade and not in exploring the continent. 

After a while many explorers felt that it was their duty to introduce Western 

civilization and Christianity to the black African peoples.  

The years between the 1880s and the start of World War I are called the Scramble for 

Africa or the Race for Africa. It refers to the many European countries that tried to 

colonize the African countries. The disputation between the European countries, 

specifically the United Kingdom and Ireland, the French Third Republic and the 

German Empire, is considered to be one of the reasons for the First World War.  

The reason to why the European wanted to colonize the African countries was the 

demand for raw materials that was unavailable in Europe, especially copper, cotton, 

rubber, tin and tea. Not to forget the more expensive materials like gold, diamonds 

and oil. The African leaders and people made opposition to the colonization and many 

riots were held. Around 1900 there was a civil war among the white in Africa, called 

the Boer War.  

The colonization is considered to have been an obstacle for a natural and more 

versatile development in Africa.  
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Figure 2-3, Map of Colonial Africa in 1914 (Wikipedia, 2007) 

During the World War I, many soldiers from the colonies helped defend their 

colonizers. This made them realize that they were quite powerful and the local 

patriotism and nationalism grew stronger. The first country to be decolonized was 

Libya in 1951. At that time Liberia, South Africa, Egypt and Ethiopia were already 

independent. After that, many countries followed, especially in the 1960’s. Even so, 

some colonizers didn’t want to give all the power to the colonies. This ended up in 

bitter wars of independence which lasted for a decade or more. The last countries to 

gain formal independence were Guinea-Bissau from Portugal in 1974, Mozambique 

and Angola from Portugal in 1975, Djibouti from France in 1977 and Zimbabwe from 

Britain in 1980. In the 1990’s Eritrea and Namibia also got their independency from 

their African colonizers. (Wikipedia, 2007) The elections of Nelson Mandela for 

president in South Africa in 1994 can be seen as the end point of the struggle for 

national independency in Africa. (NE:c, 2007) 
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Figure 2-4, Years of Independency (Wikipedia, 2007) 

Today, there are 53 independent countries in Africa. Since colonialism, the African 

states have had several problems like instability, corruption and violence. The 

majority of African nations are republics. However, the democratic governments have 

had problems to sustain and many coups have occurred, ending up in military 

dictatorships. From the 1960’s to the 1980’s, Africa had more than 70 coups and 13 

presidents were assassinated. Great instability was the result of marginalization of 

other ethnic groups. Border and territorial disputes were also common since the 

African people did not agree with the European imposed borders. (Wikipedia, 2007) 

2.2.2. The African Market 

Africa is the world’s second largest and second most-populous continent, after Asia. 

The number of inhabitants as of 2006 was 924 million, which corresponds to about 

14% of the world’s human population (Wikipedia, 2007). Africa is a poor continent 

with 34 of the worlds 50 least-developed countries (UN, 2007). Inequality between 

men and women, the AIDS epidemic, corruption and the history of colonialism are 

often stated as the reasons to why many of the African countries are among the least-

developed countries in the world. The African countries are also among the most 

indebted countries in the world and they struggle to get out of their depts.  

Africa has gone backwards in terms of foreign trade, investment and per capita 

income. One of the reasons could be because of the new opportunities that have risen 

in Eastern Europe and Asia. These countries often have less risk, which has made 

Africa less attractive to invest in. This lack of investment has made Africa the single 
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region in the world that is underdeveloped and also not developing. Even so, there are 

countries that have had success during the years. For example, Botswana, thanks to its 

natural resources of gold and diamonds and also thanks to their well-established legal 

system. South Africa has, besides their natural resources, access to financial capital, 

numerous markets, skilled labour, and a well-functioning infrastructure. Nigeria is one 

of the fastest-growing economies in the world, much thanks to their oil reserves, 

which are one of the largest in the world. Other countries, like Angola, Sudan and 

Equatorial Guinea, have started to extract their petroleum reserves and have also 

experienced a high economic growth of more than 10 %. (Wikipedia, 2007) In Angola 

the economic growth is expected to be 35.3 % in 2007 (Swerup, 2007). 

 

2.3. The African Development Bank Group 

The African Development Bank (AfDB) Group is a regional multilateral development 

financial institution that was established in 1964. The operations began officially in 

1967. The shareholders of the bank are 53 African countries and 24 non-African 

countries from the Americas, Asia and Europe. It has its headquarters in Abidjan, 

Côte d’Ivoire. However, since 2003 the headquarters has been temporarily installed in 

Tunis, Tunisia, because of political instability in Côte d’Ivoire. There are two official 

languages of the bank: French and English. All documentation is produced in both 

languages. (Gillsäter, interview) The African Development Bank is dedicated to 

combating poverty and improving the lives of people in the continent.  

 

 “The Bank’s s mission is to promote economic and social 

development through loans, equity investments, and 

technical assistance.” (AfDB, 2007) 

 

Figure 2-5, The Logo of the African Development Bank Group 

 

The group has three different entities: ADB – African Development Bank, ADF – 

African Development Fund and NTF – Nigeria Trust Fund. The ADB provides loans 

to its clients on non-concessional terms.  The ADF was established in 1972 and its 
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objective is to reduce poverty in Regional Member Countries (RMC). Therefore it 

provides concessional loans and grants from projects and programs, as well as 

technical assistance for studies and activities that aim to build up the capacity. The 

NTF was founded in 1976 by an agreement between the Bank Group and the 

Government of the Federal Republic of Nigeria. It provides assistance to the 

development of the poorest RMC’s with concessional financing. In 2006, the total 

financing approvals for the Bank Groups operations reached UA 2.59 billion, an 

increase with 13.1 % from 2005. Throughout the Thesis, the African Development 

Bank Group will only be called the African Development Bank and be abbreviated as 

AfDB.  

 

Figure 2-6, The organization of the African Development Bank Group 

Procurement is when the bank acquires goods, works and services, which are 

performed in projects. In Table 2-1 below, the total amount of the procurements given 

to some different countries is stated. The countries chosen here are all NRMC’s in 

Europe, for easier comparisons. The table clearly shows that Sweden has not been 

successful in being awarded with procurements from AfDB.  

Table 2-1, Statistics of procurements from African Development Bank, per country (AfDB, 2007) 

Bank Group procurements, NRMC (Total amount, UA)  
 Sweden Denmark France Portugal Germany 

2006 0 534,75 34 422,66 971,70 12 402,61 

2005 23,53 4 783,21 44 327,57 995,65 30 424,71 

2004 92,59 2 556,89 23 739,06 15 189,48 14 025,73 

There are many rules and regulations regarding the procurement process. Basically 

one can say that the projects belong to the borrowing country, and the Bank Group 
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acts as a facilitator. The bank always works with four basic considerations (AfDB, 

2007): 

Economy and Efficiency: The need for economy and efficiency in the implementation 

of projects including the provision of related goods and services.  

Fairness: Procurement procedures must give member countries adequate, fair, and 

equal opportunity to compete for contracts. 

Development of Regional Member Countries contractors and suppliers: The Bank’s 

interest is to encourage the development and participation of contractors and suppliers 

from regional member countries of the Bank.  

Transparency: Transparency is essential in the procurement process to achieve 

economy and efficiency and to combat fraud and corruption. 

A general procurement process of the African Development Bank is stated below; a 

more detailed description of the procurement process is described in Chapter 6. The 

different processes might differ from this, depending on whether the procurement 

deals with goods and works or consultancy services, or whether the value of the 

procurement is high or not. In addition sellers also need to be aware of unwritten rules 

or informal machineries that occur in government decision-making processes. 

(Shahadat, 2003) 

After the approval of a loan from the African Development Bank, the bank itself gives 

a press release with general information about the project. At the same time the 

borrower prepares the General Procurement Notice, where more details about the 

project are given. These details have earlier been agreed upon between the bank and 

the borrower. The General Procurement Notice shall later be given to the bank that 

publishes it on an international journal. (AfDB, 2007) 

When a firm learns about a procurement possibility it should first express its interest 

by writing to the borrowing country. It should then request to get the bidding 

documents. These documents often require a fee, which should be sent to the 

borrowing country. The bidding documents should then be carefully read through to 

see if the firm has a possibility to make a bid. If a firm decides to bid, it must follow 
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the procedure in the bidding documents precisely and to submit its bid by the 

specified date, time and place. (AfDB, 2007) 

After the specified date and time, the borrower will open all the bids that have been 

entered on time. The bank gets information about which bids have been entered. After 

the bid opening, the borrower starts evaluating the bids. When the borrower has 

chosen a bid, an approval has to be received from the bank. After this, the borrower 

informs the bidder that has been awarded with the contract. (AfDB, 2007) 
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3. Frame of Reference 

In this chapter a theoretical Frame of Reference will be presented. The theories that 

are being presented have been chosen because of their connection to the area of 

public procurement, and also for being well-known in the marketing area. The focus 

is on Project Marketing and Relations in networks. This Frame of Reference supports 

the Problem Design phase.  

 

It is getting more and more common to talk about the globalization and that the world 

is getting smaller and more integrated. This globalization means that the economies of 

the different countries and the companies all over the world are getting more 

dependent on each other. For Sweden, that has a small home market, the dependency 

of the rest of the world rises. Sweden has its competitive advantage in highly technical 

industrial production and knowledge-required services. Therefore, the products on 

exportation from Sweden are mainly technologically advanced products and services 

that are adapted to customers need. (Johanson et al, 2002) These products suits well 

for public procurements, which should imply that Swedish business opportunities on 

this market should be many. Procurement refers to the process of acquiring goods, 

works and services resulting in the award of contracts under which payments are 

made in the implementation of projects. (Procurement unit, African Development 

Bank, 2004) However, the Swedish companies are not well presented in the market of 

public procurements and the following theories are being presented to get an 

understanding of the special market and how Swedish companies shall become more 

successful on it.  

 

3.1. The aid-funded market, a business opportunity 

Every year, billions of dollars flow to the developing countries in form of foreign aid. 

Even so, the aid-funded market corresponds to a scarce share of Sweden’s total 

export. By tradition, Swedish companies have put their efforts on the markets in the 

industrialized countries. These markets are similar to the Swedish market, since they 

have the same pattern of demand. Also, the business culture is somewhat similar to 

what the Swedes are used to. The aid-funded market is often considered to be 
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unreliable and hard to penetrate and succeed in (Blomberg, 1991). The primary 

purpose of foreign aid is to support the development programs in the developing 

countries. This purpose is fulfilled by either providing funds or by providing goods 

and services to the different governments. Foreign aid can be provided in a bilateral or 

multilateral way. The bilateral aid is given to the recipient government by the donor’s 

country’s own organisations, such as Sida in Sweden. The multilateral aid is given to 

the recipient government by international agencies like the United Nations and the 

World Bank or by regional development agencies like the African Development 

Bank. The aid can further be divided in to developmental aid and emergency aid. 

Developmental aid includes project aid, program aid and technical assistance. 

(Shahadat, 2003) Since there might be more business opportunities and higher 

commercial value in the developmental aid, and because of the fact that most of the 

procurements from the AfDB are of this character, this thesis will further concentrate 

on the developmental aid, as shown in Figure 3-1. 

 

 

Foreign aid 

Bilateral aid Multilateral aid 

Emergency aid Developemental 
aid 

Emergency aid Developemental 
aid 

Main focus of 
the Thesis 

Figure 3-1, The different kinds of foreign aid and the focus of this Thesis 
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Since the mid-1980’s, when some of the African countries increased their democratic 

and economic performance, they also started to receive more support from donors and 

lenders, as for example Nigeria. (Owusu, 2002) 

The procurements that are made in the aid-funded market are financed by a national 

or international organization and therefore it is not the companies themselves that are 

giving the aid, since they always get paid for the work performed. This results in the 

fact that the aid-funded market can be a business opportunity for the companies that 

get awarded with these contracts. 

However, the aid-funded market is, according to Blomberg (1991), a temporary 

market. Everybody wants the aid-funded market to vanish, since that would mean that 

the world would be a place where no countries needed financial help to survive and 

develop. It is also a market where political decisions set the marketing conditions. In 

addition, the procurement processes are bureaucratic and strongly regulated.  

 

3.2. The internationalization process 

In the beginning of the 1960’s a research about the internationalization process (ip) 

among Swedish companies was made in Uppsala. The study was made in order to 

understand the internationalization of a firm. The findings of the research ended up in 

a model where the gradual acquisition of knowledge made the firm’s successively 

increase their commitment on foreign markets. The model is called the ip-model and 

is seen in the figure below. 

 

Figure 3-2, The ip-model (Authors translation from Johanson et al, 2002, p. 51) 
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The state aspects, market commitment and market knowledge, refer to how 

internationalized a company is. A company therefore has a certain level of market 

commitment and market knowledge. The change aspects, commitment decisions and 

current activities, refer to the changes that occur in a company’s internationalization 

process. The changes in the internationalization process of a company is influenced by 

how internationalized the company already is (their current market commitment and 

market knowledge) and the changes that are made affect the further degree of 

internationalization. A company acquires new knowledge when working on a new 

market, and that knowledge helps the company to be aware of new business 

opportunities, which makes the company make other commitments that helps the 

company get more knowledge, and so on. (Johanson et al, 2002) 

One basic thought is therefore that the internationalization process is being made in 

different steps, in something like a chain. A company starts out with no exportation, 

and then gradually works from export via an independent representative, export via 

sales subsidiary and finally to production in a foreign subsidiary. Even so, some 

companies do not need to take all the steps in the stated order. Companies that have 

large resources can make bigger steps and larger commitments on a market. Other 

circumstances can make the ip-model irrelevant, as when the market conditions are 

stable and homogeneous or that the relevant knowledge about the market can be 

gained in other ways than through experience, or when it is possible for a company to 

generalize its knowledge about other markets to one particular market. (Johanson et 

al, 2002)  

Blomberg (1991) also talks a lot about the importance of requiring knowledge about 

the specific markets when doing business abroad. He states that companies that want 

to get involved in the foreign aid market should acquire information and knowledge 

about this market and about the market in the specific development country in order to 

be able to make the required commitments. Blomberg (1991) further confirms the ip-

model when making the proposition for companies to take their foreign aid market 

entrance in small steps, maybe by trying to get smaller contracts or being a sub-

contractor. These steps are important to get the proper knowledge.  

This theory has been presented because it can help the company to understand their 

needs in going abroad, at the same time as it informs about certain delimitations that a 
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company should consider. A company shall think about not taking too big steps out on 

the foreign markets when they do not have the proper knowledge. When deciding to 

make a bid on a public procurement it is therefore important for the company to make 

an evaluation of their knowledge and make sure that the company really can handle 

the practicalities that they may encounter.  

 

3.3. The marketing environment  

A company works in a marketing environment, which consists of a micro 

environment and a macro environment (Kotler & Armstrong, 2001). When involving 

in international business it is important to understand the marketing environment, 

since it can differ between the different countries.  

3.3.1. The micro environment 

The micro environment consists of the forces that are close to the company and which 

the company itself can affect. The different actors in the micro environment are the 

company itself, suppliers, marketing intermediaries, customers, competitors and the 

public. (Kotler & Armstrong, 2001) Since this Thesis has a general character it will 

not be possible to study each of the entities separately. Therefore the framework of 

Porter’s “Five forces” will be used instead since it is often used when studying the 

micro environment and the competitive structure in an industry. 

 

Figure 3-3, Five forces (Modified from Karagiannopoulos et al, 2005, p. 68) 
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Industry competitors stand for the intensity of rivalry that exists between the different 

competitors already active on the market. It depends on several other factors such as 

the concentration of the industry, with many competitors of equal size, the rate of 

market growth, with greater rivalry in slow growing markets, the structure of cost and 

degree of differentiation, with more rivalry for commodity products. Another factor 

can be high switching costs that reduce rivalry. Switching costs are high for 

specialized products or when the cost for getting started with the product is high for 

the consumer. Also, the exit barriers affect the rivalry among the existing firms on the 

market. When the exit barriers are high, the competition becomes more intense. The 

exit barrier can be high when there is a lack of opportunities elsewhere. (Hollensen, 

2001)  

Suppliers and their bargaining power can have a major influence on the costs for a 

company, since they affect the cost of raw materials and components. The higher the 

bargaining power of the supplier, the higher the costs. A supplier gets a high 

bargaining power when there are a few concentrated companies that dominate the 

supply, their products are unique or differentiated or when the market is not an 

important customer to the supplier group.  (Hollensen, 2001) 

Buyers and their bargaining power can also have a major influence on a firm’s 

profitability and is the mirror image of supplier power. (Karagiannopoulos et al, 2005) 

The bargaining power of buyers are higher when the buyers are concentrated and/or 

purchase in large volumes, they purchase standard products, there are many supplier 

of the same product, buyers earn low profit or when the quality of the purchased 

product is less important than the price. (Hollensen, 2001) In the public procurement 

market there is no real bargaining between the buyers and suppliers since the rules are 

quite clearly stated from the beginning. On the other hand the buyer has a lot of power 

since the purchasing process has so many rules and regulations.  

Potential entrants can increase the degree of competition in an industry. If the barrier 

of entry is big, it will be harder for potential entrants to get in to the market. If the 

industry is successful and the possibility of earning profits is high it is more likely that 

competitors will enter the market. (Hollensen, 2001) Entry barriers exist whenever it 

is difficult or economically difficult for an outsider to get in to the market. 

(Karagiannopoulos et al, 2005) On the public procurement market, the entry barriers 
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seems to be quite high since it takes a lot of time to put a bid and the bidding system 

is rather special.  

Substitutes and their presence can reduce industry attractiveness and its profitability. 

The threat of substitute products depend on the buyer’s willingness to substitute, the 

relative price and performance of substitutes and the cost of switching the product to a 

substitute. (Hollensen, 2001) The threat that substitute products pose to an industry’s 

profitability depends on the relative price-to-performance ratios of the different types 

of products or services that satisfies the same basic need for the customer. 

(Karagiannopoulos et al, 2005) Projects are all individual since different combinations 

can be made, see more on Chapter 3.5. Nevertheless, on the public procurement 

market, the bids must correspond to a technical specification and it can be hard to 

completely substitute a product. 

3.3.2. The macro environment 

The macro environment consists of larger forces that affect the company and all other 

actors. These forces shape opportunities and threats to the company. There are six 

different forces, namely Demography, Economic, Natural, Technological, Political 

and Cultural. They are all shortly described below. (Kotler & Armstrong, 2001) 

Demographic environment: Demography is the study of human populations in terms 

of size, density, location, age, gender, race, occupation, and other statistics. This 

factor is of importance to marketers since it involves the people that make up markets. 

For the public procurement market, this is not a crucial factor, but important to know 

about in order to realize opportunities on the African market.  

Economic environment: It is important to study the economy in a country, to be well 

acquainted with how the bank-system, the credit market, taxes, etc. works. It is also 

interesting to know about the purchasing behaviour in the country and the industrial 

structure.  

Natural environment: The natural resources that are needed as inputs by marketers or 

that are affected by marketing activities are also important to consider. The recent 

years the environmental concern has grown. Some of the poorer countries do little 

about pollution, largely because they lack the needed funds or political will.  

Technological environment: This factor includes the technical development in a 

country at the time being. The technological environment changes rapidly and new 
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technology create new markets and opportunities. (Kotler & Armstrong, 2001) When 

doing business with a foreign country it is important to know the level of the 

technology and what the expectations of the technology are. The technological 

development can differ a lot between countries, especially when doing business with 

developing countries. (Kotler et al, 2002) Blomberg (1991) also mentions the 

technological environment and the fact that many African countries are at a 

completely different technological level than Sweden. Therefore, considerations 

should be taken regarding the technical system that is being offered.  

Political environment: These factors are especially important to study when entering 

new markets since the political environment gives a signal if the country is stable or 

not. Even after a market entry it is important to know about these factors since the 

political environment can change rapidly and the companies need to act thereafter. 

Laws and regulations are set by the government and these laws and regulations can 

affect the company in different ways. See further information on Chapter 3.6. On 

public procurements, these factors are especially important to examine since the 

companies are dealing directly with governments. 

Cultural environment: The cultural environment is made up of institutions and other 

forces that affect a society’s basic values, perceptions, preferences, and behaviours. 

The actors of these forces are community, media, opinion leaders and religious 

groups, which affect society and the basic values, perceptions, preferences and 

behaviours of the individual’s in the country. Every country has different traditions, 

norms and taboos and when making business in a country one can encounter some 

barriers and differences. If studies have been made in advance, these differences could 

be easier to handle and problems might be avoided. The African traditions, norms and 

taboos differ often when comparing to Sweden and therefore companies shall be 

aware of the different business culture when entering the African market.  
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The macro environment of a firm is presented above in Figure 3-4. 

For a company that is about to enter a new market it is very important to know about 

the marketing environment and the different factors and forces that may affect it. 

 

3.4. Home market a base for international competitiveness  

To understand why companies start indulging in international trade it is important to 

understand the competitive advantages and the opportunities of trade that the different 

companies contain. Porter (1990) did a study in how different countries competitive 

advantages are related to the business in the country. The characteristics of the home 

nation play a central role in a firm’s international success. One of the most important 

activities a company should achieve is innovation. The innovation does not only mean 

new technologies, but also new ways of doing things. To answer the question of why 

certain companies from certain nations are able to persistently come up with new 

innovations and, in that way, become successful in the international market, Porter 

(1990) designed a model called The Diamond of National Advantage. This diamond is 

based on four different attributes of a country, see figure below. 

Firm 
environment

Technological 
environment 

Political 
environment 

Natural 
environment 

Cultural 
environment

Economic 
environment

Demographic 
environment

Figure 3-4, The macro environment of a firm, based on Kotler & Armstrong (2001) 
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Figure 3-5, The Diamond of Competitive Advantage (Modified from Porter 1990, p. 77) 

Factor Conditions: Basically, it deals with the factors of production, like skilled 

workforce and infrastructure. In contrary to the traditional theories, Porter (1990) 

means that the most important factors of production are not inherited, but created. The 

nation that succeeds with the creation of these factors in a particular industry will be 

successful in that industry. It is a matter of first creating the factors, and then 

maintaining and upgrading them.  

Demand Conditions: This attribute concern the nature of the home-market demand, 

but it does not only consider the size. Actually, where the home-market consists of 

demanding customers, who give the company a clearer view of customer needs at an 

early stage, the competitive advantage is high. Also, demanding buyers often pressure 

companies to innovate, to improve and to meet high standards. This way, the 

companies are forced to innovate faster and find ways to achieve more competitive 

advantage than their foreign rivals. Some might think that the globalisation would 

diminish the competition, but Porter (1990) claims that it is exactly the opposite.  

Related and Supporting Industries: This factor refers to the presence of related and 

supporting industries in the nation that is internationally competitive. The home-based 

related and supporting industries provide useful innovation and upgrading, which is 
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an advantage based on close working relationships. When the suppliers to a nation’s 

companies are internationally competitive actors, the industries benefit the most.  

Firm Strategy, Structure, and Rivalry: The different companies in a nation are often 

similar in the way that they are created, organized and managed. The domestic rivalry 

is also sprung out of national circumstances and context. The more domestic rivalry, 

the better is the competitive advantage in the business. Porter (1990) claims that 

domestic rivalry is the point on the diamond that is the most important, due to the 

effect that it has on the other points. It is remarkable how almost all of the world-

leading companies have their strongest competitors on the home-market. A Swedish 

example of this phenomenon is the truck-companies Volvo and Scania. (Kleen et al, 

2006) Kotler & Armstrong (2001) also stresses the importance of making thorough 

competitor analysis in order to success in designing competitive marketing strategies.  

Besides the four elements, there are two other factors that influence the competitive 

advantage, namely chance and government. Chance has proven to play an important 

role when looking back on the past, especially when it comes to the innovation of 

major ideas. The government plays a powerful role in encouraging the development of 

industries, especially because of the large effects it has on the other elements in the 

diamond, mostly on the factors of production. (Hollensen, 2001) 

This diamond is supposed to be looked upon as a system. When the four parts are 

simultaneously well-maintained and in place, the diamond will glow and the 

prosperity of the companies in that particular nation will be high. In this stage, the 

system in itself will enhance the factors, and the diamond will continue to glow. On 

the contrary, if one of the attributes is mal-functioning the diamond will be grey and 

gloomy and the companies will not be as successful as in a country where the 

diamond is glowing. (Kleen et al, 2006)  

 

3.5. Companies are involved in networks 

In the theories of marketing, there are different views on what factors can affect the 

market. Two of these different views are presented below.  
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According to Kotler et al (2002) there are a couple of different tools that a marketer 

can use in order to influence the market. These tools are normally called the 4 P’s and 

consist of the below mentioned tactical tools. 

Product: Everything that can be used or consumed on the market, and that, hopefully, 

satisfied a customer need. This “P” includes physical objects, services, persons and 

ideas, but also more intangible aspects as quality, design, characteristics, services and 

guarantees.  

Price: The amount that is collected as payment for a product or service. 

Place: The activities in the company that makes the product or service available for 

the consumer. It includes such things as the distribution system, assortment, stock, 

localization and transports.  

Promotion: Activities that promotes the product or service and its advantages to the 

consumer. It can involve advertisements, campaigns, personal selling, publicity, etc. 

(Kotler et al, 2002) 

According to Hammarkvist et al (2003), the view of the selling company as a separate 

entity that can affect the market with its internal decisions might not be the whole 

truth. Instead they mean that marketing is about the roles and positions of the different 

companies on the market. Every company has important relations to other companies, 

and can be seen as a part of a network, with companies upwards and downwards in 

the system, but also companies at the same level that affect one another. A network is 

not limited to one market or one industry, but goes beyond different markets and 

industries and has no limits. Therefore, every company should be analysed as a part of 

a network and not a single entity. It is in the network that the development of a 

company can take place and it is through the close connections with other companies 

that a company can decide on which developments are critical for the evolution of its 

activities. When working closely to other companies in the network, a company gets 

valuable information and possibilities to continue to develop. These connections can 

take time and effort to establish. When established, they become an important asset 

for the company. (Johanson et al, 2002) 

3.5.1. The bonds in a network 

In a network there can be different kinds of bonds, depending on the mutual 

dependency between the companies. The connections are normally not visible when 



 

-27- 

looking at the outside of the network. To get to know about the bonds and the 

interaction between companies in a network, it is necessary to enter the network and 

provoking the system. (Johanson et al, 2002) These connections can be of different 

types, according to below. 

Technical bonds: If two companies have made an adjustment to each other in a 

technical point of view, for example the usage of a special technology that the other 

company uses, there are technical connections between them.  

Time-based bonds: Sometimes economies can be made when companies take actions 

in a special time-frame. For example, the Japanese production system, Just-In-Time, 

demands that suppliers have accurate on-time deliveries to their customers. In 

projects, many companies are involved and need to be coordinated in time.  

Knowledge-based bonds: When two companies work together during some time they 

get knowledge about how the other party behaves and acts during certain 

circumstances, they get to learn each others strengths and weaknesses. This 

knowledge can be looked upon as an investment and it might influence the way in 

which future research and development is made.  

Social bonds: The contacts between two companies are often made through personal 

contacts. It is important that the two parties trust each other, but this trust normally 

takes time to build up.  

Economical and juridical bonds: The economical connections can be when a 

company financially helps another one. The juridical connections can be made in 

several different manners, for example through ownership and co-operation 

agreements. The juridical connections can often be seen as complementary 

connections, or as insurance for the other connections. In other cases it might also be 

the ground for which the other connections are built upon.  

These connections are often more efficient the older they are, a certain stability in the 

networks exists. Even though stability exists, it does not mean that no changes occur. 

The relations often create closeness, a feeling of safety, information and need for 

developments. With the closeness the different actors get to learn more about the 

other companies’ difficulties and capacities. Technical development often involves 

some uncertainty, but with close contacts to the other parties in the network that are 

going to use the developed products, the uncertainty is less significant. The bonds in a 
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network also spread information, so that adjustments easily are made throughout the 

network. A risk with this is, though, that the network can get too isolated and has 

problems in notifying changes in the surrounding world. The connections are also 

good when it comes to making demands. As the parties know each other, it is easier to 

make more appropriate demands, which the other parties are able to fulfil. 

(Hammarkvist et al, 2003) Ford et al (1998) mentions the closeness of a relationship 

and explains that the closeness has to do with the extent of which the activities, 

resources and the individuals from two companies are integrated with each other. 

3.5.2. The structure of the network and the market entrance 

The different networks can have big differences. Some networks are highly structured, 

which means that the roles are well-defined. The connections in the highly structured 

networks are strong and this makes changes difficult. Other networks might be loosely 

structured, permitting for other companies to enter the network more easily. In reality, 

the networks can be both highly and loosely structured at the same time. For an 

international company, there might be differences in the network structure between 

the different markets. In some developing countries the social connections can be 

highly structured, while the technical connections almost do not exist. Where, in the 

industrialized countries, it can be the other way around. Also, the structure of the 

different networks might change over time. (Hammarkvist et al, 2003) 

When trying to establish on a new market, the way of doing so can be different 

regarding the structure of the network. In highly structured networks there can either 

be a strong pull from the network regarding the new company, in a way that the 

network wants the other company to be established. Otherwise there can be a big 

resistance against the new company, especially if it threatens the position of other 

established companies in the network. In a loosely structured network there will 

seldom be neither a pull nor a resistance from the other companies. (Hammarkvist et 

al, 2003)  

Networks can be structured differently regarding which connections are considered. 

For example, in developing countries, where the social connections are strong, the 

network can be considered as a highly structured network in that aspect. In the aspect 

of the technical connections the developing countries are loosely structured, as 

opposed to the more industrialized countries. (Hammarkvist et al, 2003) Therefore it 
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becomes important to try to get a picture of the network before entering, since it might 

influence the time and work needed before establishing in the network. Ford et al 

(1998) also discuss the network and its structure and states that when strong 

interdependencies are present a company has to give up some of its autonomy in 

developing its business strategy. This is further enhanced when stating that a 

company’s performance will depend in part on the actions and wishes of a whole 

cluster of other companies and not just itself.  

A company is established on a market when it has reached the point where it has 

achieved a critical mass of relations. The critical mass can be explained in the 

dimensions of quantity and contents of the relations. A certain trade-off exists 

between the quantity and the contents (the strength of the connections). (Hammarkvist 

et al, 2003) 

 

3.6. Project marketing 

As products are becoming more complex and include more and more services, project 

operations are becoming more common. On the international market, projects are 

becoming the dominating way to do business. (Skaates et al, 2002) A project is often 

referred to as “a unique set of coordinated activities, with definite starting and 

finishing points, undertaken by an individual or organisation to meet specific 

objectives within defined schedule, cost and performance parameters”. (Dadfar, 

2006:a) 

Project selling often gets confused with system selling. However, according to 

Skaates et al (2002) it is two different things. A project can often be considered as a 

system, but a system does not have to be sold in a project. System selling is an offer 

of products, problem solving and services, that combined covers a function or a part 

in a sub-system in the clients activities.  

By selling systems, it is harder for the clients to compare different companies, since 

they all can offer different combinations. If a company only sells a product, it is easier 

to compare the price with its competitors. There is also a sort of effectiveness 

connected to system selling since the relations between suppliers that complete each 

other are coordinated. System selling can also be a way to further expand a business 



 

-30- 

since this kind of selling often includes a lot of knowledge. It can therefore be a way 

to use the knowledge existent in the company and to further commercialize it. System 

selling can also be a way to improve a company’s placement in the network, and 

avoid the direct competition from other competitors. Sometimes companies are forced 

to start with system selling since their competitors have started to offer that 

possibility. By selling a system, the company gets more direct contact with the 

customer and gets first hand information about the customer needs. This information 

can make the relations to the customers more continuous and long-lasting. 

(Hammarkvist et al, 2003) 

A customer is often interested in buying a system because they are not themselves 

capable of putting together different components in to a system, often because of lack 

of knowledge, as in developing countries for example. (Hammarkvist et al, 2003) 

Developing African countries offer a big potential for project business since these 

countries, when starting to develop, not only generates more funds for business, but 

also increases its needs for a better and more economic infrastructure. The project 

selling also allows interested companies to establish relationships with actors in 

developing countries and to gain experience and references for future business. It also 

enables an easy exit in countries that turn out to be unstable. (Owusu, 2002) 

3.6.1. Features of projects 

There are a couple of different definitions of projects. The first definition is partial 

projects that only include partial system deliveries, as for example the delivery of 

professional services. Another definition is turnkey projects, where a complete unit is 

delivered to the buyer. Turnkey plus projects are complete unit deliveries with 

supplementary services. (Skaates et al, 2002) That means that after the completion of 

what would be a usual turnkey project, the marketer is contracted to manage the 

facility and continue to train the personnel of the purchaser for a period before 

handing it over to the customer. In turnkey projects the transfer of technology is 

important since these projects involve a considerable number of new or improved 

technologies. Some suggest that the technology transfer creates new competitors, but 

Owusu (2002) suggest that it creates the basis for a long-term mutual business 

relationship.  

In a project, there are many different actors involved. 
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Figure 3-6, Actors involved in project business (Owusu, 2002, p. 527) 

When being involved in a public procurement from a regional development bank the 

government is the buyer. The financer, i.e. the bank, has an important role and is 

strongly connected to both the seller and the buyer throughout the project. When it 

comes to procurements, the seller often needs help from consultants and sub-

contractors. In some cases it is even obligatory to have a certain percentage of local 

sub-contractors to get awarded with the contract.  

Project business is an important feature in a certain type of industries, such as the 

construction of infrastructure and production facilities, and also an important strategy 

for many industrial and international companies, thanks to the variety of advantages it 

promises all involved actors. (Owusu, 2002) 

Projects are often described in three D-U-C features (Skaates et al, 2002, p 391):  

D: Discontinuity of demand, which makes the bonding with the client harder. 

U: Uniqueness of each project in technical, financial and socio-political terms.  

C: Complexity of each individual project in terms of the number of actors involved 

throughout the supply process.  

When procurements are made from the regional development agencies, like the 

African Development Bank, it is often in the form of projects. Blomberg (1991) stated 

that these procurements were projects due to the fact that they were delimited in time 

and space, but also because there is a certain discontinuity of demand in the 

procurements. 
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Projects can also be connected with heterogeneity. The technical systems, the sizes, 

the buyers and the connections to other suppliers might vary a lot from one project to 

another. Therefore the seller needs to be flexible and adjust to new situations. This 

flexibility often requires technologies that are adjustable and working with different 

partners, for example. Another possibility for the selling company is also to choose to 

only work with projects that are similar to each other or to try to influence the 

different projects in an attempt to make them more uniform. Information spread 

between different buyers and the need of a reference project or reference construction 

is often recommended or even needed. (Hammarkvist et al, 2003) 

 

3.6.2. The time-aspects of a project 

When a company sells projects, six different phases have been identified (Skaates et 

al, 2002):  

1. Search phase: This phase is when a company identifies different project 

opportunities and searches for relevant industry developments.  

2. Preparation phase: The company needs to make a study about the feasibility 

of the project and the competitive situation, the company also needs to start to 

prepare for the bidding process. In this phase the first contacts to the buyer(s) 

need to be established.  

3. Bidding phase: In this phase the different companies prepare the bidding 

documents. This is also when the price and the use of local resources is 

decided.  

4. Negotiation phase: This phase starts with the seller making a preliminary offer 

for the project and it ends with the signing of a contract.  

5. Implementation phase: This is when the projects get delivered and supervised, 

the personnel of the buyer gets the adequate training and possibly an after-

sales system is created.  

6. Transition phase: In this phase an evaluation of the project is made. The 

company builds up knowledge for future offerings and might also supply 

additional services to the buyer.  
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In an individual project, the project marketing cycle, with the mentioned stages, are 

performed one time. With multiple projects, the project marketing cycle is self-

renewing. (Skaates et al, 2002) In the figure below the different phases can be seen, 

both for individual projects and for multiple projects. The dotted arrow for multiple 

projects shows the self-renewing feature of the multiple projects. 

 

Figure 3-7, Project phases, based on Skaates et al (2002) 

The transition between the different phases is not always very clear and there might 

be some insecurity involved in the whole process. Discussions about when the project 

is ended might also occur since the seller might have commitments to the customer in 

form of guaranties, service responsibilities, ownership, etc. (Hammarkvist et al, 2003) 

Blomberg (1991) also mentions the project cycle and goes through the different 

phases that the World Bank takes when assigning a loan for a project. The phases are 

similar to the ones mentioned by Skaates et al (2002).  

According to Hammarkvist et al (2003) it is important to know about the projects at 

an early stage, in order to be able to influence the technical description of the project 

and the way in which the procurement is going to be made. In an early stage it is also 

important to know about the competitors, to be able to analyze the different projects 

so that time only is spent on those where a commercial value is reachable. Also, it is 

important to get in contact with important suppliers to be able to make a competitive 

offer and to have close contacts in the customer organisation to make evaluation of 

the time that the procurement will acquire. To build up good relations with the 

customer in an early stage can also improve the chances of getting an acceptance to 

become the supplier for a project. The relations can be built upon earlier connections 

with the supplier, but also through information about reference projects, articles in 
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journals or information at technical seminars. Indirectly, the information about a 

possible supplier can also come through other satisfied customers, from a political 

way, complementing suppliers, etc. A well-established contact network is therefore 

crucial when it comes to system and project selling. (Hammarkvist et al, 2003)  

In this context it is also worth mentioning the important sleeping relationships that a 

company has. A sleeping relationship is a relationship that occurs after a project is 

completed, when there are no contract-related activities, except for maybe after-

market dependency, social ties and trust. These relationships are also important to 

nurture since they can be an important asset for the future. (Skaates et al, 2002) When 

offers from suppliers are similar to each other, the purchasing agent can decide to do 

business with the firm where the best relationship has been established. (Herbig & 

O’Hara, 1996) A long-term relationship focus is necessary if the project seller wants 

to continue on the market after the project is done. Therefore, a necessary choice 

between immediate high profits and a long-term success needs to be made. (Owusu, 

2002)  

The time spent by the system seller before the procurement has been made can be 

long and the seller never gets compensation for the time spent. If the system seller 

gets awarded with the contract, it can be a lucrative affair, but since the competition 

often is fierce, companies can not be sure that they will be compensated for all the 

time and effort spent on the project. (Hammarkvist et al, 2003) In public 

procurements, with its bureaucratic rules and regulations, the time spent can be longer 

than in other project procurements.  

 

3.6.3. Relationships and network connections in a project 

In the implementation phase of a project it can be positive to have strong connections 

between the different companies involved. For this to work, a good knowledge of the 

network and a good business idea is required. The negative aspect of strong 

connections is that the flexibility might suffer if the market is heterogeneous, when 

the local complementary suppliers have strong positions, or when different 

technologies are used in different projects. Strong connections can be hard to establish 

in bigger projects, when multiple suppliers need to agree on taking big risks or to 

choose one company that covers all the risks. Having weak connections within the 
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project can be negative if the competitors use strong connections. It is not effective in 

time and cost to use ad hoc solutions. (Hammarkvist et al, 2003)  

To make system selling effective, the seller needs to take care of the experience and 

the knowledge gathered in the previous projects, especially for companies that work 

on different heterogeneous markets. The bigger and more different the projects are, 

the more difficult it becomes for the selling company to make the system selling 

prosperous. To improve this work, a certain type of module building could be used, 

where the company previously has worked out some standardized modules that later 

can be connected to flexible projects. (Hammarkvist et al, 2003)  

 

3.7. Risk management 

When indulging in businesses on foreign markets it is important to know about the 

different risks that might occur. A risk is an event that may or may not occur and that 

has an unwanted consequence, a loss. Risk management is about being proactive and 

to be aware of the risks. It is not about eliminating risks, but about managing the risk. 

(Dadfar, 2006:b) The different stages in risk management are identification, 

projection, prioritization as well as control and resolution, as seen in the figure below.  

 

In the first stage it is important to identify the different risks that may occur. 

(Cervone, 2006) It is important to think about all the steps in the project and consider 

all factors that may be involved; the political factors, the economical factors, the 

social factors and the technological factors, which are called PEST. (Dadfar, 2006:b) 

In the foreign aid market the political risks are high, since business is done with the 

government in the country. When doing business with the African Development Bank 

the economical risk is a bit smaller than when indulging in business directly with the 

developing country, since the African Development Bank has a solid economical 

ground and gives the payment in time. The social and technological risks are as high 

when doing business with the development banks as when doing business with the 

Identification Projection Prioritization Control and 
resolution 

Figure 3-8, The different steps of Risk management
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country directly. These risks are higher in developing countries than in industrialized 

countries though.  

After the identification it is necessary to make projections of the identified risks and 

to try to estimate the likelihood of the risk occurring, and also in a project, when in the 

project it is likely to happen. A scale is often used to get a number of the likelihood 

that the risk occurs. (Cervone, 2006) 

In the prioritization stage the risks also get evaluated in a scale about the probable 

impact the risk would have on the project if it would occur. The two scales, likelihood 

and impact, can then be combined to see what risks are most critical to handle. 

(Cervone, 2006) 

In the control and resolution stage the most critical risks for the project are being 

controlled and resolved. Sometimes there are actions that can be made to avoid the 

risks, but often the focus has to be to diminish the effect of the losses if the risk 

occurs. It is important to continuously evaluate new risks and have some kind of 

control system to manage and survey the risks that has been identified. (Cervone, 

2006)  

Most of the African countries have a history of political instability. Therefore it is 

even more important for the companies that want to enter the African market to 

manage the risks in an efficient way. It is also worth mentioning that there might be 

some major differences in the Swedish and African business cultures. Many articles 

have been written about the corruption in Africa and different ways to diminish this. 

(Schroth & Sharma, 2003 and Richards et al, 2003) The articles all mention that 

corruption has a negative impact on economic growth.  

 

3.8. Analysis model 

As a conclusion of the Frame of reference, an analysis model has been created in 

order to summarize the theories. This analysis model is made in order to facilitate the 

writing of the focused research questions, in the following chapter. The analysis 

model for this Thesis is presented below.  
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Figure 3-9, Analysis model 

On the horizontal axis the different phases of a project, according to Skaates et al 

(2002), are presented. In each phase the respective activities, presented in the frame of 

reference, needs to be done, but also, the activities presented in the analysis model 

needs to be taken in consideration.  

In the search phase, the company identifies different project opportunities and search 

for relevant industry development. The box called “Decision making based on current 

knowledge” represents the theory described in Chapter 3.2 The internationalization 

process, since it, in this phase, is important to consider the current knowledge of the 

company and to consider if the company has the proper knowledge and resources to 

take further steps in to new markets or new market areas. In order to find out about 

the different projects it is important to do some networking and build on the relations 

that the company has. Already in this phase it is important to do a risk analysis to 

avoid time and resources to be spent in vain. Some of the activities are important to 

consider throughout the project, as the decision making that always will be involved 

in the project, while others are more important in the first steps. The activities that 

need to be considered during several phases are marked with an arrow, until the 

activity where it is important.  

In the preparation phase, a study about the feasibility of the project and the 

competitive situation needs to be made. This is where the analysis of the marketing 

environment, that is the micro and macro environment, needs to be done. At the same 

time, the risk analysis is still important, as the networking and the relationship 

building, to find the proper partners, customers and suppliers. Some of the activities 
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change when entering another phase and become a different nature, even though it is 

within the same area, as the change from risk analysis to risk management and the 

change from networking and relationship building to relationship nurturing in the 

bidding phase. Please note, though, that risk management also includes risk analysis.  
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4. Problem Design 

This chapter will define the studied system and specify the restrictions of the scope. 

The purpose will be divided in to focused research questions. The chapter will 

conclude in appropriate delimitations. 

 

The purpose is, once again, stated below, as a reminder to the reader, in order to make 

the following chapter clear.  

The purpose of this Thesis is to investigate the market, the procedure of public 

procurements at international organizations and then see how the Swedish companies 

should act to be better suppliers to these organizations in Africa 

 

4.1. Research questions 

In order to be able to give recommendations in how the Swedish companies should 

act to be better suppliers, it is important to see how they are acting today. Therefore, 

the Thesis will be divided in to two major parts: 

- Present situation 

- Recommended steps 

The present situation could be equalised with the following question: 

- How do the Swedish companies act when trying to get public procurements 

from the African Development Bank today? 

The recommended steps could be equalised with the following question: 

- How should the Swedish companies act when trying to get public 

procurements from the African Development Bank? 

These two major parts need to be divided into more specific research questions.  

4.1.1. Present situation 

The research questions regarding this part are formulated to get a picture of the 

current situation and how the Swedish companies are acting on the public 

procurement market today.  



 

-40- 

Q1.1 How does the market of public procurements from the African Development 

Bank look like for Swedish companies? 

Q1.2 How does the interest from Swedish companies in participating in public 

procurements from the African Development Bank look like? 

Q1.3 How do Swedish companies learn about the possible procurements? 

Q1.4 When do the Swedish companies enter the procurement process in the African 

Development Bank? 

Q1.5 How are contacts with the African Development Bank and the government in 

the African country taken? 

Q1.6 What risks are Swedish companies concerned with on the African procurement 

market? 

Q1.7 What relations are the most important for Swedish companies? 

4.1.2. Recommended steps 

The research questions regarding this part are formulated in order to get a picture on 

how the Swedish companies should be acting in order to become successful.  

Q2.1 When should Swedish companies establish contact with the African 

Development Bank and the African country? 

Q2.2 How should the contacts with the African Development Bank and the African 

country be taken? 

Q2.3 Which relations are of particular importance and how shall these relations be 

maintained? 

Q2.4 What risks should Swedish companies be extra aware of? 

 

4.2. Delimitations 

As stated in the introduction of the Thesis it would be too large to look at all 

international organizations and their procurements processes. Therefore, together with 

the Swedish Trade Council, a decision to look at the African Development bank was 

made, even though other organizations have bigger budgets and could mean bigger 

opportunities for Swedish companies. Since little efforts has been put on the African 
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Development Bank and its organization, the Swedish Trade Council thinks that it 

would be even more interesting to do an investigation of this organization.  

Other delimitations are the following: 

• Only sales perspective. 

The aim of this report is to give help to Swedish companies that want to explore the 

possibilities of public procurements. Therefore the focus will be on the sales 

perspective of the public procurement processes.  

• Not military procurements 

For military procurements there are more rules and regulations than for other 

procurements. There is also more politics involved in the decision process; therefore 

these procurements are excluded from this report. 

• Commercial value 

The public procurements that are to be studied must have a commercial value. The 

public procurements shall be a way to increase Swedish trade and export. The 

eventual procurements that implies counter buy will not be studied further since it is 

too much politics involved.  

The Thesis is also focused on the selling of projects concerning developmental aid 

and not the emergency aid. 

In this Thesis the focus will be on the first stages of the project, until the bid has been 

handed in. After the bid has been handed in, the Swedish companies no longer has 

power over the decision that the African Development Bank takes. If the Swedish 

company gets awarded with the contract the following phases in the project cycle will 

depend a lot on the nature of the project and will be quite individual. It is also outside 

the scope of this project since the purpose is more about how to get awarded with the 

contracts. It is important to remember though, that a well-performed project is likely 

to generate more contracts. 
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5. Methodology 

This chapter focuses on the methodology that has been used in order to answer to the 

purpose of the Thesis. First, the work approach will be presented, and the chosen 

approach will be clarified. After this the work phases will be described. At the end the 

quality of the study will be discussed.  

 

5.1. Work approach 

When deciding which work approach to choose it is important to be aware of the 

available research approaches and the meaning of them, in order to make the correct 

conclusions in the research. Basically there are two different approaches; the case 

study, where the research is performed on a small group, or a study of a cross section, 

where the research is performed on a much larger group. The case study approach is 

mainly used if the question areas are somewhat clear from the beginning and the focus 

is on many of the factors that may affect the situation. Also, the case study can be 

used on a more exploratory form, to find factors that were not initially thought about. 

(Lekvall & Wahlbin, 2001) Since the purpose of this Thesis is of a rather general 

character, with focus on many factors and, also, the fact that it is not easy to conduct 

research on a large group, since this large group is hard to track down, the case study 

approach is used.  

There are two different ways to collect data, in a qualitative or a quantitative way. In 

the quantitative way, data is often collected through questionnaires. The data can then 

be expressed in numbers, and an analysis can be made through a statistics program, 

like for example SPSS. However, the case study approach is usually conducted with a 

qualitative method, where the data is collected through interviews, surveys or 

observations. When collecting data through interviews, it is easy to make follow up 

questions and clarify the answers that were not clear, in other words, it is flexible. 

This way, the data gathered can be profound and detailed. (Lekvall & Wahlbin, 2001) 

Since the purpose of this Thesis is to get a clear overview over a specific situation, 

and also since the case study approach is used, the data collection is performed in a 

qualitative way.   
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There are also two different kinds of data, primary and secondary data. Primary data 

is data that the researcher himself has gathered and secondary data are based on 

material previously collected, for another purpose. (Lekvall & Wahlbin, 2001) The 

secondary data does not mean that the data is of less value, it often has the same 

quality as primary data. The problem is that some sources of secondary data may not 

be credible and reliable, as for example information gathered on the internet. Another 

problem with secondary data is that it can be angled in certain ways since it usually 

has been collected for another purpose. (Lekvall & Wahlbin, 2001) In this Thesis, 

both primary and secondary data are used. The primary data mainly consists of 

interviews, and the secondary data comes from articles and other documents.  

 

5.2. Work phases 

The model that has been chosen to work with is a model presented by Lekvall & 

Wahlbin (2001). This model is often called the U and can been seen in the figure 

below.  

Field work 

Purpose 

Frame of 
reference 

Problem 
design 

Methodology 

Collection 
techniques 

Core data 

Assessment 
of the values 

Description 

Analysis 

Conclusions 

RecommendationsProblem 
background 

 

Figure 5-1, The U-model (authors translation from Lekvall & Wahlbin, 2001, p. 183) 

According to this model, the research starts with a description of the problem, where 

the background of the problem is described. The problem background leads to the 

Purpose of the research. To continue, a Frame of reference needs to be constructed, 



 

-45- 

where the relevant theories are presented. This leads to the Problem design, where an 

Analysis model of the problem is created and the more focused Research questions 

are presented. After that, the Methodology is described.  

The point of the Collection techniques is mainly used when doing survey researches, 

with a collection of quantitative data. In this study the Collection technique is 

telephone interviews, mainly for practical reasons. The next point is the Field work, 

where the collection of the data is made. The presentation of the Core data is also 

mostly used when quantitative data is being used, therefore a larger presentation of 

the Core data is not be presented in this report. Instead a shorter Assessment of the 

values is made, with a critical view of the collected data. The Assessment of the 

values should have a connection with the Methodology, which explains the arrow in 

the picture between these two stages. The next stage is a Description of the values, 

which can be seen as an interpretation of the values. This is followed with the 

Analysis part, where the data is being analyzed. Here the connections are both to the 

Problem design and the Frame of Reference. After that, the Conclusions are finally 

made, which shall correspond to the Purpose made in the beginning. If wanted, some 

Recommendations can also be given. 

 

5.3. Pre-study Phase 

All the phases until the Methodology can be seen as a Pre-study phase. The purpose 

of the Pre-study Phase is to gather information and to get basic knowledge about the 

subject. This will give an understanding of the problem and clarify the task that needs 

to be further investigated. (Lekvall & Wahlbin, 2001)  

The Pre-study phase of this Thesis began in January 2007 with studying the 

background information, which later resulted in the purpose of the Thesis. More 

chapters regarding the background of the problem was thereafter written to get a 

better view and a better understanding to the problem. A lot of the information was 

taken from internet sites. Internet can be a doubtful place to search for information, 

but reliable sources have been used as far as possible.  

A Frame of Reference was also constructed. The Frame of reference is important 

because it provides solid references for the study with writings that have been 
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reviewed by experts, but also because it generates ideas by broadening the field of 

expertise regarding the subject. The data collected during the Pre-study phase has 

been of secondary type, mostly from articles and books. The difficulty with this phase 

is to only present the theories that are relevant for the specific purpose of the Thesis 

(Lekvall & Wahlbin, 2001). Different author’s view of the same subject has been tried 

to be presented, in order to see different angles of the same problem. Theories that are 

well-known and accepted have been tried to be used when constructing the Frame of 

Reference, however, personal experiences and beliefs might have influenced the 

choice and the manner in which the theories have been presented. The Research 

questions that follow the Frame of reference can be seen as the core of the work, since 

they lead to the resolution of the problem.  

 

5.4. The Field Study 

The Field work and the gathering of data were mainly focused on interviews of 

different kinds. Some of the interviews were structured, with pre-maid questions; 

others were so called open interviews that have no pre-formulated alternatives 

(Arbnor & Bjerke, 1997). Some companies that have succeeded in getting awarded 

with public procurements from the African Development Bank were contacted and 

interviews were held in order to figure out why they succeeded and to understand 

their experiences. Some interviews were also held with persons at the Swedish Trade 

Council that are working with procurements, with the Department of Foreign Trade 

and also with a representative of the African Development Bank. These interviews 

were combined and analyzed in order to answer the research questions and to come up 

with some conclusions. Some secondary data about the procurement process from the 

African Development Bank, and other articles were also used.  

5.4.1. Case selection 

Since there are not many companies who have been rewarded with contracts from the 

African Development Bank, it was not easy to find case companies. The companies 

that were selected came from contacts from Björn Gillsäter at the African 

Development Bank, Leif Ringquist and Staffan Eklöf at the Swedish Foreign 

Ministry. The case companies were most of all selected through an availability point 

of view. These companies had well-established contacts with the persons that helped 
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to identify the case companies and they also agreed on taking time to participate in the 

study. Not all the case companies have gotten contracts from the AfDB. All of them 

have some kind of experience from the aid market and what is required to succeed on 

it. All of the respondents also have several years’ background on the procurement 

market and the different ways to finance projects. Two of the respondents were 

Marketing Directors while one was Director Business Development and the other 

Financial Advisory. The companies represent both consultant firms and goods 

suppliers and are ABB, Hifab, Orgut and Saab. An introduction to the Case 

companies is given in Appendix A. There were also three other companies that were 

asked to participate in the study. One company participated by giving an interview, 

but refrained from being a case company. Another company could not participate 

because of difficulties in finding time for the interview, while the last company was 

not reachable. 

There were also other interviews made with other actors in the field of public 

procurements. Some interviews were held with different representatives at the 

Swedish Foreign Ministry, as well as a representative from the African Development 

Bank.  

5.4.2. The Interviews 

An interview-guide was used when performing interviews. The purpose with the 

interview-guide is to give structure to the interview and to give the respondent an idea 

about the main areas of interest. (Lekvall & Wahlbin, 2001) The interview-guide was 

constructed to follow the research questions and to try to give responses to them, it 

can be found in Appendix B. They were sent to the persons that were to be 

interviewed, in order for them to know the aim of the interview, and what it would 

deal with.  

The interviews were performed through telephone and could therefore not be too long, 

between half an hour and an hour. The respondent was urged to speak freely around 

the subject and therefore the questions on the interview-guide was not always asked as 

they were written, but served more as a guide to where the discussion would lead. 

This way, the respondent could talk freely around the questions and give new 

information that had not been directly demanded. In the interview guide, the questions 

are asked as to deal with only a single procurement, however, the discussions were 
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mostly held in general terms and all of their experience from public procurements and 

the African Development Bank were discussed. The questions that were the most 

difficult to answer was the one regarding which phase the company heard about the 

procurement and also if the company felt that it had done a profit on the project or 

not.  

A discussion regarding confidential information also followed the interviews. 

Therefore, after each interview, a summary of the interview was created and sent to 

the respondent for them to change or add what had been said. After the completion of 

the Thesis, the report was sent out to the respondents in order for them to give their 

approval of the sentences where they were being referred. This was made in order for 

the respondents to feel certain that no words were put in their mouth that they had not 

approved.  

The interviews were held in Swedish, since all the participants talked Swedish 

fluently and thus diminishing misunderstandings due to language difficulties. 

However, since the Thesis is written in English, it is the author’s translations that have 

been used throughout the work.  

 

5.5. The Quality of the Study 

It is important to have a high level of quality of the study, and therefore certain checks 

need to be done. In a quantitative study there are more methods to check the quality, 

since statistical methods can be used. In a qualitative study, this is harder. The errors 

are divided into validity and reliability. (Lekvall & Wahlbin, 2001) 

5.5.1. Validity 

The validity can be defined as the absence of systematic errors. By this Lekvall & 

Wahlbin (2001) means that it looks at if the method that is being used is measuring 

what it is supposed to measure.  

To avoid getting a problem with the validity, the purpose has been worked with as a 

red line throughout the Thesis. The research questions were broken down into relevant 

questions in the interview guide, to insure that the correct data was being gathered. In 

order for the respondents to answer the questions that were needed to be answered to 

fulfil the purpose, the interview guide was sent out in advance to all the respondents. 
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The persons who were asked to answer to the questions had several years of 

experience within the field studied.  

Even though the validity aspect has been considered throughout the work, there are 

some possible sources of errors. Sometimes the questions in the interview guide 

needed to be specified, and additional questions were asked in order to get the 

answers looked for. This might have influenced the respondents’ answer.  

5.5.2. Reliability 

If the study would be performed repeatedly with the same result every time, the 

reliability would be high. (Lekvall & Wahlbin, 2001) 

To assure high reliability of the study, all the interviews were conducted in a similar 

way. The interviewees were all given the same information prior to the interviews and 

all the interviews were conducted at similar times of the day, through telephone. The 

interviewer made an effort to ask the questions in a similar way to all the respondents 

and not to put the words in the respondent’s mouth. However some influence may 

have occurred since it might be hard to avoid when interviewing other persons. 

Efforts were also made to make sure that the respondents were not distracted during 

the interview. Overall there is a high reliability of the study.  

5.5.3. Generalization 

It could be interesting to discuss the generalization of the study, if the result can be 

expanded outside its scope. The results of the study are mainly taken from the 

interviews, which imply that with other respondents, the results may have been quite 

different. However, the respondents answered the questions very similarly, which 

implies that the results are not only based on one respondent’s personal beliefs. 

Similar responses to the questions could indicate quality of the data required (Lekvall 

& Wahlbin, 2001). It is possible that the companies that were chosen are quite similar, 

and that other companies might have other experiences. Therefore the conclusions of 

the study are probably quite influenced by the experiences of the companies in 

question. An effort has been made to keep a general view of the problem and some of 

the conclusions might even be used for other multilateral organizations. For the 

procurements in the UN all of the improvements for Swedish companies that were 

found in this Thesis could be used for that organization too. In the UN it is also 

important to improve the marketing of the company and especially to work on getting 



 

-50- 

more contacts and close relations. For the public procurements from the European 

Commission there might be some differences though, since Sweden has a bigger part 

in this organization than in the others and might already have a place in the network 

and the relationships needed.  
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6. The procurement process  

In this chapter, a general view of the procurement process is made. This is made in 

order to get a clearer view of the process and to facilitate the further analysis. First, a 

description of the procurement of works and goods will be presented. Since there are 

some differences in the consultancy service procurement, these will be high-lighted. 

After this a presentation of the private sector operations of the African Development 

Bank will follow.  

 

This chapter is written in order to answer to the part of the purpose of the Thesis that 

regards the procedure of public procurements. The importance of this chapter is, 

though, to explain the procurement process, since it will be referred to throughout the 

Thesis. The procurement process has been described earlier in Chapter 2.4 but it will 

be explained with more details in this section.  

The reason for why the private sector operations, the sector that directly finances 

projects for private companies, is presented is that the companies that have different 

projects that they want to conduct in Africa shall be aware of this financing 

opportunity. It is also interesting to know structural changes of the bank and where the 

bank is moving for the future. 2 

 

6.1. Procurement of goods and works 

In this first sub-chapter the normal procedure of procurements of goods and works 

will be described. 

6.1.1. The publication of the project 

After the approval of a loan from the AfDB the bank will prepare and issue an 

announcement containing general information on the approved project. This 

announcement is given to the press. Also, the borrower prepares a General 

Procurement Notice containing the description and nature of the project or programme 

                                                 
2 Throughout the chapter the following source was used, when nothing else is 
mentioned: AfDB, 2007 
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and the date and probable period for the invitation for bids. The General Procurement 

Notice shall also contain some information regarding the borrower, amount and 

purpose of the loan, as well as the website where the Specific Procurement Notice will 

be posted. The General Procurement Notice shall be sent to the bank, which will 

publish it in the “Development Business” journal of the United Nations, as well as in 

UN Development Business online and in the Development Gateway’s. The borrower 

may also publish the General Procurement Notice in national or regional newspaper 

of wide circulation. The objective of a wide spread publication is to spread the 

information regarding the project and to get as high of a competition as possible for 

the contract. After the publication, the project has become public. However, AfDB 

tends to present the upcoming projects, on their website, prior to the publication of the 

General Procurement Notice.  

6.1.2. Bidding Documents 

The borrower also needs to prepare the Standard Bidding Documents, which shall 

furnish all information necessary for a bidder to prepare a bid for the goods and works 

to be provided. Naturally, the size and nature of the bid package can vary, depending 

on the nature of the goods and works to supply. Often, the bidder needs to buy the 

bidding documents. The bidding documents can be either in English or in French, 

depending on which language the borrower wants to use. The contract, which will be 

written in a later stage, will be in the same language as the bidding documents, as will 

the contractual relations between the borrower and the winner of the bid. The 

borrower might also use the national language or the language used nation-wide in the 

borrower’s country. Therefore, it becomes important for the Swedish companies to 

have enough competencies in the language used in the bidding documents, as this will 

be used in all the further communications.  

6.1.3. Pre-qualification 

For large or complex works in which the high costs of preparing detailed bids could 

discourage competition, like in custom designed equipment, industrial plant, 

specialized services, contracts to be let under turnkey, etc., prequalification is usually 

necessary. This ensures that invitations to bid are extended only to those who have 

adequate capability and resources. Prequalification is based entirely upon the 

capability and resources of prospective bidders, taking into account their experience 

and past performance on similar contracts, capabilities with respect to personnel, 
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equipment and construction or manufacturing facilities and their financial position. 

When pre-qualification is made, it is only the qualified companies who receive the 

Invitation for Bids. The interested companies need to respond to the invitation. When 

they have responded to the invitation, they receive the bidding documents. The 

borrower needs to inform all applicants the results of pre-qualification. Verification of 

the information in the submission for pre-qualification shall be confirmed at the time 

of contract, and the award may be denied if the bidder is judged to no longer have the 

capability or resources to successfully perform the contract.  

6.1.4. Opening and evaluation of the bids 

The opening of the bids is always made in public and the bidders or its representative 

are allowed to be present. During the opening of the bids, the name of the bidder and 

the price of the bid is made public.  

For most of the projects the choice of a supplier is made in two steps. After the bid 

opening a procurement team looks at the different bids in two steps.  

Step 1: Here a technical assessment of the bid is made. Considerations to whether the 

bid really corresponds to the procurement or not are made.  

If the bid has been approved, it is taken to Step 2, otherwise, it is immediately 

rejected. 

Step 2: In this step, an evaluation of the price and the financing are made. The 

contract is always won by the company that offers the lowest evaluated bid.  

Even so, a judgement regarding the capabilities of the company is always made, to be 

ensured that the company that gave the lowest evaluated bid is capable of keeping its 

promise. At this evaluation, a company that has a good reputation on the market or 

that has proved their capabilities in other AfDB-financed projects has an advantage. 

(Gillsäter, interview)  

 

6.2. Consultancy services 

The procurement of consultancy services is performed in a slightly different way from 

the procurements of goods and works. The process for the consultancy services will 

be described below, emphasising the parts that are different between the processes. 
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The AfDB has a big database containing information on a large number of consultants 

and consulting firms. It is called the Data on Consulting Firms (Dacon) and contains 

information about the experiences and capabilities of several consultants. The 

database is used when the bank prepares lists to the borrower regarding recommended 

consultants, a so called Shortlist. In the spring of 2007 there were 17 individual 

consultants and 24 consultant firms from Sweden registered (Ringquist, interview). 

As in the case for procurement of goods and works, a General Procurement Notice has 

to be written by the borrower and later given to the bank for publishing. The borrower 

also needs to prepare the Request for Proposals that shall include the Terms of 

Reference that specifies the objective and scope of the assignment, a Letter of 

Invitation, Instructions to Consultants, and the proposed contract. After the receipt of 

the Request for Proposals the companies have a couple of weeks to prepare their bids. 

During these weeks, the firms may request clarifications, in writing, about the 

information provided in the Request for Proposals. The borrower shall provide these 

clarifications, in writing, and copy them to all firms on the Shortlist who intend to 

submit proposals.  

There are some different methods used to select the consultants. The method that is 

the most used and recommended is Quality- and Cost-Based Selection that is 

described below. The Quality- and Cost-Based Selection uses a competitive process 

among short-listed firms that takes into account the quality of the proposal and the 

cost of the services in the selection of the successful firm. The relative weight to be 

given to the quality and cost shall be determined for each case depending on the 

nature of the assignment.  

The evaluation of the proposals is also carried out in two stages. First, the quality will 

be evaluated, where the evaluators do not have access to the price proposals. The 

second step is to evaluate the cost.  

When evaluating the quality the following criterion need to be taken into account: the 

consultant’s relevant experience for the assignment, the quality of the methodology 

proposed, the qualifications of the key staff proposed, transfer of knowledge, and the 

extent of participation by nationals among key staff in the performance of the 

assignment 
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Each criterion is marked on a scale of 1 to 100. Then the marks are weighted to 

become scores.  

After the evaluation of quality is completed, the bank issues its “no objection”. After 

that, the borrower informs the consultants, who submitted proposals, about the 

technical points assigned to each consultant. The borrower shall also inform the 

consultants that secured the minimum qualifying mark about the date, time, and place 

for the opening of the financial proposals. As in the procurement of goods and works, 

the financial proposals are opened publicly, in the presence of representatives of the 

consultants who choose to attend. The proposal with the lowest cost is given a 

financial score of 100, and the other proposals are given financial scores that are 

inversely proportional to their prices. The total score is then obtained by weighting the 

technical quality and financial scores, and adding them. The weight used for the 

“costs” shall be mentioned in the Request for Proposals. The firm that obtains the 

highest total score gets invited for negotiations. If the negotiation goes without 

problems, the bidder gets awarded with the contract.  

In bigger contracts, where the quality is the most important issue, a Quality Based 

Selection may occur.  

Since the procurement of consultancy service is more quality based and where the 

process starts off with an evaluation of the capabilities of the consultants it is more 

important to have good references when it comes to consultancy procurements. Also, 

it is possible that the relations with the Bank become even more important and that the 

Bank always has correct and updated information about the consultants, since the 

bank prepares the Shortlist.  

 

6.3. Private sector operations 

In some cases companies might have ideas and projects that they would like to 

conduct in Africa that is not involved in a governments program. Therefore the 

private sector window of the Bank was established in 1991, with the objective of 

broadening the scope of development assistance to regional member countries in 

recognition of the important role of the private sector in stimulating economic growth 

and development. The private sector operations are therefore another opportunity for 
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companies that have their own ideas of projects that are necessary for the 

development of the African countries.  

In the private sector window, the AfDB provides financing for projects that involve 

the establishment, expansion, diversification, and/or modernization of production 

facilities in a variety of sectors, including energy, manufacturing, agribusiness, 

tourism, transport, infrastructure, extractive industries, banking and finance as well as 

other service industries. To date, most of the private sector projects have focused on 

financial services, manufacturing and infrastructure. The recipients of such assistance 

are both private entities as well as eligible public entities not requiring sovereign 

guarantees. 

The important criteria when the AfDB evaluates a project are: 

- The project sponsor's company(s) must be incorporated in an African country 

- The project sponsor(s) must have at least 30 percent equity of the total project 

cost 

- The project must be environmentally sound and comply with the AfDB's 

environmental guidelines and the regulations of the respective country 

- Sponsors must have satisfactory track-record and financial capacity 

- Evidence of adequate management skills 

- The project must be financially sound. 

When a company has a project that it wants reviewed by the AfDB it needs to write an 

executive summary of the project; including the project description, the sponsors, cost 

estimates, financing plan, key technical and environmental features, feasibility 

indicators, business climate and market prospect, and implementation plan. If the 

bank decides that the project meets the requirements of AfDB, the company needs to 

submit a full proposal; including a feasibility study, business plan, and environmental 

impact assessment.  

 

6.4. Future of the African Development Bank 

The procurement process of the bank is considered as being a very slow process, even 

in comparison with other development banks. A normal procurement process may 
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take between 13 and 18 months. The bank has acknowledged this problem and is 

revising its process to make it more effective. One step in this work has been to 

educate 60 certified specialists on procurement, which shall be involved in the process 

(Ringquist, interview). 

The AfDB is about to open 27 local offices in Africa. One of the questions is where 

the procurements are to be made, if they shall be performed centrally, as today, or if 

they shall be performed in the local offices. If the procurement becomes decentralized 

there is a risk that the corruption will grow stronger since the loyalty bands towards 

the headquarters might diminish (Rooth, interview). In the beginning of the 90’s the 

bank found itself in a financial crisis. Around 1995 a great effort was put on 

restructuring the bank and fighting against the corruption that was present in the bank 

at that time. The efforts made have improved the AfDB remarkably, the bank is no 

longer in financial trouble and the anti-corruption department fights against corruption 

both internally and in the procurement process. (Gillsäter, interview) Some major 

rating agencies, like FitchRatings, Standard and Poor’s, JCR and Moody’s, have 

assigned a AAA rating on AfDB long term senior dept and double-A-plus rating on its 

subordinated dept. (AfDB, 2007) The outlook on all the ratings is stable, thus showing 

the improvements the bank has made. It is important though that this work continues 

to be done and that the anti-corruption department continues to perform well, no 

matter if the procurement process is centralized or decentralized.  

A reform of the Trust Funds was made in January 1 2007, resulting in the fact that all 

the new Trust Funds were to be untied. The funds that were re-filled before January 1 

2007 could be tied up to 60 %. The Swedish government decided not to re-fill the 

Swedish Trust Fund before this date, mostly because it would go against its work and 

policy regarding untied funds. The Swedish Trust Fund is practically entirely 

consumed at today’s date, August 2007. (Ringquist, interview) See more regarding 

Trust Funds in Chapter 7.4. 
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6.5. Summary of the Procurement Process 

To give a summary of the procurement process a picture has been made with the most 

important parts that the different parties need to perform.  

 

Figure 6-1, The procurement process (modified from ADB Business Bulletin, 2007, p. 7) 
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The first step is shown at the top of the left side, and is that the Executing Agency in 

the African country identifies a possibility for development. The Executing Agency 

starts discussing with the bank of the possibilities of financing. The AfDB presents 

the project in the ADB Business Bulletin online, where the companies from the 

member countries can search for interesting projects. This information is regularly 

updated. The Executing Agency prepares the documents to get help with the financing 

of the development project and after that the AfDB and the Executing Agency starts 

negotiating. Hopefully the AfDB Board gives an approval for the loan. After that the 

Executing Agency, that now is the borrower, can start to search for a supplier.  

The first thing that is prepared is the General Procurement Notice that is published by 

the AfDB. When the companies see this publication, they can make an expression of 

interest for the particular procurement. Then the Specific Procurement Notice is 

prepared by the Executing Agency/borrower, and published by the AfDB. In the case 

of a consultancy procurement the AfDB also prepares a Shortlist of consultants and 

publishes it at the same time as the Specific Procurement Notice The companies 

thereafter need to request the bidding documents that the borrower will send out to all 

companies that have requested the bidding documents, or been on the Shortlist and 

requested the bidding documents. After that the companies start preparing the bids 

and finally submit their proposal. On the day of the bid opening the borrower opens 

the bids and then they start evaluating the bids. The bank needs to approve the bidder 

that the Executing Agency/borrower has chosen. After the approval from the AfDB 

the contract between the successful bidder and the Executing Agency/borrower is 

finalized.  

The most significant difference between the procurements of goods and works and 

consultancy services is the fact that the experience and capabilities of the company 

becomes more important when it comes to consultancy procurements. Also, the 

quality of the bid is evaluated differently and the company with the lowest price is not 

always awarded with the contract in consultancy procurements. 
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7. Analysis of the ways to succeed on the public 

procurement market 

This chapter aims to give an answer to the possibilities that exist on the market and 

how the Swedish companies should act to succeed, by answering the research 

questions.  

 

The research questions are answered in the different sub-chapters. The present 

situation and the recommended steps are being treated together. It is clearly indicated 

which question is being answered in the different chapters. 

 

7.1. The current market of public procurements 

Q1.1 How does the market of public procurements from the African Development 

Bank look like for Swedish companies? 

The African Development Bank (AfDB) finances different projects with a total of 

USD 3 to 3.5 billion per year. During the years 2002-2007 Sweden received a total of 

three orders from public procurements. These three orders represented a total of 1 

million UA, which is about 0.04 % of the bank’s total value of procurements. A 

discussion on how the statistics are calculated and its problems is held further down in 

this chapter. These figures are often compared to the voting power in the bank. The 

voting power in the bank is decided upon how much money the country gave to the 

bank when entering, in proportion to the total amount that all the member countries 

has given when entering. Therefore, the Swedish voting power in the bank will be 

constant, until another member enters. Besides from the voting power in the bank, it is 

also important to look at the voting power in the African Development Fund (ADF). 

This voting power is primarily based on the size of contributions the country provides 

in the replenishments of the Fund that take place every three years. (Gillsäter, 

interview) The Share of World Trade is a number given by WTO and shows how 

much of the worlds exportation that comes from the different countries. In December 

2006 the figures for some non-regional member countries where the following:  
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Table 7-1, Voting power, procurements and share of world trade (AfDB 2007, WTO 2007) 

%          
 Sweden Denmark France  Portugal  Germany China UK USA 
Voting power 1,5 1,2 3,7 0,25 4,1 1,1 1,7 6,6 
Procurements 2002-
2007 0,04 0,91 12 0,83 3,42 8,88 1,6 4,21 
Share of World Trade 1,2 0,8 4,4 0,4 9,3 7,3 3,7 8,7 
Voting power ADF 2,6 1,58 4,96 0,38 5,03 0,89 2,8 6,12 

 

The AfDB has mentioned Sweden as one of the banks five worst performing member 

countries, of the 77 members in the bank, in terms of procurements (Gillsäter, 

interview). Another way to present the competition between some non-regional 

member countries is through the picture below. The line in the middle of the figure is 

a line where the country gives as much contributions to the AfDB as they receive 

procurements. The countries that are over this line are very successful, since they 

manage to receive more procurements than they give contributions. Since there are a 

total of 77 members of the bank, all countries could not be presented in the figure. 

Therefore, a first limitation to only consider the non-regional members was taken. 

Most of the countries are big economies, like the USA, Germany, UK and France. 

China was chosen since they have entered the African market strongly the last couple 

of years. Denmark was chosen because of the references to the Danish success in the 

beginning of the Thesis and Portugal because it could be interesting to see the 

importance of being a former colonizer. 

 

 

 

 

 

 

 

 

 



 

-63- 

 

Three countries stand out particularly when looking at this figure; France, China and 

Sweden. However, the reasons for standing out differ a lot. France, a former 

colonizer, stands out because they are getting a lot more procurements than they give 

to the bank, even though they are a big contributor. France has identified the African 

continent as an important market and puts a lot of effort in this market. Also, the fact 

of being a former colonizer indicates that France still has a lot of important 

relationships and contacts in Africa, and particularly in Northern- and West Africa, 

(see more on Relationships and Contacts in Chapter 7.5) that are important when 

doing business in Africa. This is also shown in the case of Portugal that also receives 

more procurements than they give contributions. France also has a long tradition in 

the AfDB, where many of the managers are French or has some connections to 

France. Also, since the dominant language of the bank is French, this might facilitate 

matters for French companies. (Gillsäter, interview) China is not a former colonizer, 

but has become a fierce competitor in Africa. The latest years China has made a big 

entry on the African market. China has become one of Africa’s most intrepid 

investors, putting almost USD12 billion into the continent, and biggest customers, 
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-64- 

since they are buying over a tenth of Sub-Saharan Africa’s exports. (The Economist, 

2007) In the last six years, China has received 8.88 % of the procurements from the 

bank (AfDB, 2007). These figures show that China sees Africa as a strategic market, 

maybe for its needs of the raw materials that exist in Africa. Sweden, on the other 

hand, stands out on this table because of its extremely low result on procurement. 

Sweden, that is a country highly dependent on exports, is not at all a strong competitor 

to the other countries nor a successful exporter to the AfDB. It is reasonable to think 

that the Swedish products are at the same price-level as products from other 

industrialised countries (Ringquist, interview). If the procurement deals with rather 

simple technology, China competes a lot with other countries with their low prices, 

giving for example high-technology countries as Sweden difficulties (Wentrup, 

interview).  

Often, the expression “underutilized major donor country” is used when talking about 

Sweden on the public procurement market. However, it is doubtful to use this 

expression since it is based on statistical figures about how many contracts a country 

has been awarded with, against the contribution to the organizations procurement 

budget. As seen on the figures above, Sweden would be an underutilized major donor 

country. However, the statistics of the contracts that every country gets awarded with 

does not always show the reality. If the subsidiary of a major Swedish company 

prepares the bid at a local office outside Sweden, the statistics, if the bid gets 

accepted, will end up in the country where the office that made the bid is situated. No 

considerations to where the products come from, a company’s owner structure or 

where the job opportunities occur are made. The statistics must be looked upon from a 

global context, where some of Sweden’s multinational companies play a bigger role. 

In this global context, Sweden and Swedish companies can still profit on 

procurements that are won by companies in other countries than Sweden. (Eklöf, 

interview) However, it is not possible to make statistics that really shows from which 

country the company that wins a contract comes from since it would be very difficult 

and complicated to sort all the numbers out. Even so, there is still a weak presence of 

Swedish companies in the African Development Bank.  

In the World merchandise trade, Sweden stands for 1.2 % of the total exportation 

(WTO, 2007). This must be considered a good number, considering the small country 

that Sweden is. A lot of the Swedish success can be explained by Porters Diamond of 
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Competitive Advantage (Porter, 1990) described in Chapter 3.4, since the Swedish 

demand structure, firm strategy and rivalry, the factor conditions and related and 

supporting industries are all strong, and especially so in high-technology sectors. 

However, the home market for Swedish companies is the same when it comes to 

public procurements, but on this market, the success is far away. Therefore, it seems 

like the market, with its particular demand conditions is not the same in public 

procurement from the AfDB as on other market where Swedish companies are more 

successful. In The Diamond of Competitive Advantage (Porter, 1990) the demand 

conditions is one of the four factors for competitive advantage. If the Swedish 

companies are not as successful on the public procurement market, one of the reasons 

is probably another demand structure on this market. The Swedish companies have 

not yet identified the demand structure, or they have identified it, but not been able to 

match their offer to the African demand.  

The competition to get the public procurements in the AfDB is rather tough. 

According to Rooth (interview), Swedish companies often have high-technology 

products that are a bit more expensive, and might not always meet the demand on the 

African market. At the same time, it is too expensive for Swedish companies to 

change their production line and produce other, less expensive products, for the 

African market. The importance of the Technological environment, a component used 

to describe the macro environment by Kotler & Armstrong (2001), seems even more 

important when doing business in Africa, that is on a completely other level than 

Sweden. Blomberg (1991) also mentioned the technological gap between the Swedish 

companies and Africa and the problems it might cause. For consultancy procurements, 

this problem diminishes since the product is more man-hours, and that is a much more 

flexible product.  

In the future it is possible that a bigger part of the Swedish aid will go to Africa since 

the countries in Asia has become less dependent on aid. With an expanding energy 

sector, and many competent Swedish companies within the field, it is possible that the 

future for Swedish companies holds many opportunities.  
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7.2. A weak, but growing, interest 

Q1.2 How does the interest form Swedish companies in participating in public 

procurements form the African Development Bank look like? 

To find out why the Swedish companies has not been successful in public 

procurements from the African Development Bank in the past it is important to look 

at the interest showed by the companies for this market, to see if they are at all 

interested in trying to place bids. In the Analysis model presented at the end of 

Chapter 3, the phase where the interest to make bids on the public procurements 

occurs is not indicated. It can be a part of the “decision making based on current 

knowledge”, but normally the interest occurs before any decision making has been 

made.  

This study shows that the interest from the Swedish companies in the AfDB is quite 

weak. There are not a significant number of Swedish companies that continuously 

searches for upcoming relevant procurements from the bank. Also, it seems as the 

interest for the procurement from multilateral organisations in general is quite weak.  

There are many different reasons to why the interest from the Swedish companies is 

low: 

The routines of the African Development Bank: One of the reasons to why Swedish 

companies are not very interested in making bids from the bank can be traced back to 

the bank itself. The bank has quite a bad reputation in Sweden, due to its problems in 

the past with corruption and almost being bankrupt. People in Sweden are not aware 

of the restructuring that has been made in the bank, including the fight against 

corruption. (Gillsäter, interview) This is something that the bank has to clarify in 

order to increase the interest from the Swedish companies. The Swedish companies 

also seem to be discouraged by the slow routines in the bank. As mentioned above, a 

normal procurement process can take between 13-18 months, and that seems to 

discourage many Swedish companies to place bids.  

Hard market to penetrate:  Many Swedish companies have not yet realized the 

opportunities that the market of public procurement has to offer (Eklöf, interview). 

The public procurement market is combined with a long term commitment to the 

organization that handles the procurements, which can discourage the Swedish 
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companies to enter this market. For the Swedish companies, there are many other 

markets that are easier to penetrate as for example Eastern Europe and Asia, and 

therefore they choose to put their efforts on those markets instead. Since many 

Swedish companies are doing well on other markets and, in some cases, works on full 

capacity on those markets, they are not interested in putting resources on a market 

considered as difficult. This can be a risky strategy since a low business cycle or 

changes in the market can occur rapidly, and at that time maybe the opportunities in 

Africa has passed by. 

Language obstacles: Swedish countries are mostly represented in the Anglo-Saxon 

countries in Africa, or the countries in Eastern Africa where Sweden has contributed 

with much aid. The reasons for this is that the companies has lots of knowledge in the 

English language, but not as much in French, Portuguese, Arabic and the other 

African languages. When the bidding documents are in another language than 

English, as is often the case in the AfDB, Swedish companies are not as interested to 

give bids. In those cases the Swedish companies need to pass a language barrier that 

often seems too hard to overcome. The representation of Swedish companies in 

Eastern Africa is mostly due to the aid that the Swedish government has put in this 

region, therefore giving Sweden a good reputation.  

The last couple of years, a certain increase in the interest from Swedish companies has 

been noted. Svensson (interview) mentioned the fact that the interest for the bank was 

given after the Swedish Foreign Ministry decided to put more efforts on the bank and 

put a person with a special task to promote trade, information and cultural affairs in 

Tunisia. Also the fact that the bank has done some restructuring and is starting over 

has augmented the interest from Swedish companies. The biggest interest has come 

from rather big Swedish companies, or from consultancy firms. The interest has also 

grown for other multilateral organizations, as for example the UN (Högman, 

interview). Some firms are well aware of the fact that the Swedish aid to Africa might 

increase, and therefore sees the opportunities that is being offered on this market.  
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7.3. Opportunity identification 

Q1.3 How do Swedish companies learn about possible procurements? 

Opportunity identification is a part of the Search phase in the Analysis model in 

chapter 3, since this phase is where the companies identifies different project 

opportunities according to Skaates et al. (2002).  

Throughout the interviews the respondents stressed that they valued early information 

highly. They all stated that early information gives the company a head start over their 

competitors and extra time to prepare for the bids. Also, early contacts with the AfDB 

should be taken, both to receive more information about the upcoming project and to 

explain why the company is best suited to get the contract. Early information means 

information about an upcoming procurement that has not yet been published. These 

remarks are well-established in the theory, as Hammarkvist et al (2003) also mentions 

the importance to know about the projects at an early stage, in order to be able to 

influence the technical description of the project.  

The companies value to a high extent the early information where the company has 

exclusivity (Bargheer, interview). If all the competitors also get the information, it is 

no longer considered as being that valuable for the company.  

There might be a difference between how big companies treat the early information 

from how small companies treat it. For big companies, the early information is not as 

crucial, since they have enough resources to make a competitive offer within the time 

frame given after the publication of the procurement. (Högman, interview)  

Information about upcoming projects can be found on the AfDB webpage, even 

though it can be quite hard to find the correct information. There are also different 

databases available on the internet where information about upcoming projects can be 

found. However, information about the upcoming projects can also be found on many 

more places: 

The ministry in the African countries: Since it is the African country that borrows 

money from the AfDB to be able to perform their development plans, a lot of 

information about upcoming projects is available in the African country, and 

especially at the ministries.  
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The representatives at the African Development Bank: The persons that work in the 

African Development Bank have a lot of information about the upcoming projects in 

Africa. Therefore, a lot of information is available from the employees of the bank. 

There is also a lot of information about the upcoming projects that are circulating in 

the corridors at the African Development Bank in Tunis. To get information from the 

AfDB the best way is to visit the banks and talk to the representatives. Even so, there 

have not been many Swedish companies visiting the bank. Gillsäter (interview) also 

mentioned that there has been insufficient proactive work from Swedish companies 

when it comes to procurements from the AfDB. Also, in relation to the 

decentralisation of the bank it is possible that the local offices will improve the early 

information even more.  

Local employees or representatives: The local employees or representatives in Africa 

have a good position to search for information about the projects in the pipeline. In 

many cases, the local employees are a big part in finding the future possibilities. They 

are the ones that can maintain strong personal contacts and find out about projects 

easily, see more on personal contacts in Chapter 7.5. 

The Swedish Embassies in Africa: The Swedish Embassies in Africa can help in 

finding more information, and especially the diplomat based in Tunisia. If they do not 

have the information directly about the upcoming projects, they are able to forward 

the contacts that have the right information.  

The Swedish Trade Council: Contacts can always be taken with the Swedish Trade 

Council that can give the information they have and also give the correct contacts. 

The Swedish Trade Council is at the moment doing a survey on how to improve their 

services regarding early information. The importance of this factor has therefore been 

noticed by the Swedish Trade Council.  

The local Sida-offices: The local Sida-offices also have a lot of information regarding 

the upcoming projects in the African countries.  

Since the search for early information needs to be performed before the procurement 

has been published, the Search phase in the Analysis model also needs to be initiated 

before the publication of the procurement. To get the early information, the 

companies need to have lots of contacts that they can use in their search for 

opportunities, see more in Chapter 7.5.  
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Today, the Swedish Trade Council has a service that consists of giving information 

about the procurements from different organizations, called “Upphandlingsnytt”. 

Companies that want to start doing business with the AfDB should not only do desk-

research and look for information available on internet, though. It is important that 

pro-active work is done and that information on what is happening on the African 

continent is obtained at an early stage.  

 

7.4. Entering the procurement process 

Q1.4 When do the Swedish companies enter the procurement process in the African 

Development Bank? 

In the previous chapter regarding the opportunity identification it is stated that the 

earlier a company gets information about upcoming project, the better. So, if a 

company is considered to have entered the procurement process when information is 

being collected, the entering should be performed as early as possible. Today the 

companies are not being sufficiently pro-active. According to Gillsäter (interview) 

some of the Swedish companies enter the process by submitting a bid, after the 

publication of the procurement. If they only enter the process at the time of the 

publication of the procurement it is often too late and other companies, that have been 

more active, stand better chances of getting the procurement.  

All of the companies that have been interviewed have started their entry on the aid-

market with projects financed by Sida. They have all mentioned the fact that it is 

easier to get contracts from Sida or from Swedish Trust Funds, than contracts that 

only the AfDB finances. A Swedish Trust Fund is money that the Swedish 

government has given the AfDB to be used by Swedish companies, thus being tied 

aid. However, the Swedish government is trying to stop giving tied aid in the future 

(Bäckman, interview). In August 2007 the Swedish Trust Fund in the AfDB was 

practically entirely consumed and further tied funds will not be an option in the future, 

see more on Chapter 6.4. After having done projects financed by Sida, the companies 

have started to look for projects with other financers too. They have gradually started 

to learn how the aid-market works and how to do competitive bids. Sida has been 

their way in to a new market. The knowledge that they have gathered on this market 

has lead them to other markets. This learning process and knowledge acquiring is 
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what is described in the ip-model (Johanson et al, 2002) described in Chapter 3.2. The 

ip-model exactly describes how a company, that has a certain amount of market 

knowledge, makes a market commitment and goes on to new markets, where they get 

more knowledge to proceed into other markets. The most common way for the 

consultant companies to come in contact with the AfDB was through the Swedish 

Trust Fund, since this fund is practically entirely used it is possible that the Swedish 

companies has to take a bigger step in order to get the contracts from the AfDB in the 

future. 

The companies that want to enter the aid-market or start doing business with the 

AfDB should be aware of the time and resources that need to be spent before the first 

contract comes. As when entering all new markets, it can take a while before a 

company has the necessary relations and a place in the network (Hammarkvist et al, 

2003). Swedish companies needs to have a long-term strategy regarding the aid-

market and be persistent in the decision. Far too many Swedish companies abandon 

the aid-market in the beginning since they do not see immediate results on the bids 

they make. The companies should be aware of the fact that they will probably not win 

the first contracts that they make bids on, but that it is a learning process that the 

companies need to go through, before being awarded with the first contract. When a 

company has been awarded with the first contract, it often leads to further contracts 

later on (Bäckman, interview). Many of the respondents also mentioned that Swedish 

companies need to be more determined to get contracts from the AfDB and not give 

up too early.  

Another interesting point that has come up during the interviews was the question 

regarding the establishment on the African market and whether it was necessary or not 

in order for a company to win a contract. Most of the respondents argued that it was 

not necessary to have an own subsidiary in an African country, but it helped a lot to 

have done previous projects in Africa since they then could prove that the company 

was used to the African environment and the special business climate. To be able to 

show other projects that the company has performed successfully is important to get 

public procurements from the AfDB since a certain trust can be built upon these 

reference projects. Hammarkvist et al (2002) also mentions the fact that the reference 

projects is recommended and sometimes even needed, see more on Chapter 3.6.1. 
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Also, previous projects in Africa can help the companies to get useful contacts and 

information about other upcoming projects.  

 

7.5. Relations and contacts in Africa are extremely important 

Hammarkvist et al (2003) stated that a well-established contact network is crucial 

when it comes to system and project selling. Ringquist (interview) proves this theory 

right when mentioning that networking is extremely important in order to succeed 

with public procurements from the AfDB. Sweden’s result on public procurement 

from the AfDB can improve, under the condition that the companies start with a better 

pro-active marketing to the AfDB.  

Q1.5 How are contacts with the African Development Bank and the government in 

the African country taken?  

A couple of years ago, before the AfDB moved their headquarters from Côte d’Ivoire 

to Tunisia, the Swedish Embassy in Tunisia was closed for saving reasons. Up until 

2006, there was no Swedish person, sent from the Swedish Foreign Ministry, 

representing the Swedish interests. No lobbying was performed from the Swedish side 

to the bank. Gillsäter (interview) mentioned that Sweden has been late in starting with 

lobbying and also been quite passive. However, in 2006 the Swedish Foreign Ministry 

decided to place a person in Tunis with a special task to promote trade, information 

and cultural affairs and also to cover the opportunities for Swedish companies in the 

AfDB. Sweden currently has a person that is building up a network in the AfDB and 

in Africa. This person can help Swedish companies with getting contact to the right 

persons in the bank, so that a direct relation can be built. Even so, one shall not think 

that only because of more lobbying being performed, Sweden will automatically be 

awarded with more contracts. The companies themselves need to take the biggest 

responsibility for their marketing and selling (Ringquist, interview). It is important to 

remember, though, that there is a lot of help to get from the Swedish Embassy in 

Tunis and the Embassies in the rest of Africa, as well as the Swedish Trade Council, 

when it comes to contacts and relationship building.  

The Swedish companies themselves has been rather absent in the AfDB. Some has 

joined the visiting programs organized by, for example, the Swedish Trade Council. 
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Companies from other countries come more often to present themselves to the bank 

than the Swedish companies do (Gillsäter, interview). A big problem for Swedish 

companies that have been on these visiting programs has been to nurture the contacts 

taken and keep the relations alive.  

Q1.7 What relations are the most important for Swedish companies? 

This research question is meant to deal with the present situation. However, with the 

information gathered it is not possible to draw a conclusion of which relation is the 

most important at the moment. The respondents have indicated several actors that are 

important to have a good relation with. Therefore, the answer to question Q1.7 will be 

given together with the answer to the following question: 

Q2.3 Which relations are of particular importance and how shall these relations be 

maintained? 

In the Frame of Reference, the actors involved in project business (Owusu, 2002) is 

presented, see Figure 3-6. As mentioned in that chapter the government is the buyer, 

when being involved in public procurements from a development bank, and the 

financer being the bank. In these international projects the Swedish Foreign Ministry 

with the Embassies and the Swedish Trade Council also plays important roles in the 

project selling. A new picture has therefore been constructed.  

 

Figure 7-2, Actors involved in public procurements (Authors modification from Owusu, 2002) 

These are the main contacts and relations that the Swedish companies have. When the 

Swedish companies have local subsidiaries important contacts and close relations are 
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kept with them too. In some of the procurements from the AfDB a certain percentage 

of local companies need to take part of the project. Therefore, for those procurements 

it is necessary for the Swedish companies to have local sub-contractors and the 

importance of maintaining a good relationship with local companies become even 

stronger.  

Social bonds: In Africa, the social bonds in the network (Hammarkvist et al, 2003) are 

very important. All the respondents mention that the personal contacts are extremely 

important and that it often means that you need to nurture them carefully and make 

repeated visits to Africa in order to maintain the relationships. If the company has a 

local representative or a local subsidiary, it is easy to use them to market the 

company.  

Regarding the contacts and relations that the Swedish companies have with the AfDB 

it is very important to always keep close relations with the bank representatives. The 

bank representatives change quite often, and therefore it is very useful to keep a close 

contact to find out what is happening and also to know when changes are being made, 

so that relations can be started with the new representative as soon as it has started its 

new job. (Gillsäter, interview)  

Several of the respondents mentioned that close relationship to the ministry of the 

African countries are the most valuable, since they are the ones that knows about the 

projects first and also the ones that eventually evaluates all the bids. Bäckman 

(interview) mentioned the fact that the people that are evaluating the bids and the 

people at the AfDB that makes the Shortlists are humans and it is easier for them to 

choose a supplier that they have previously worked with and that has proven to be 

professional and reliable. This implies that there are hard social bonds in the network. 

The social bonds are often made through personal contacts and it is important that the 

two parties trust each other. (Johanson et al, 2002) 

Other ways to keep the good relationships in Africa is to visit or participate in the 

different seminars and sector days that take regularly take place (Gillsäter, interview). 

Sleeping relationships: Even though no projects are of interest to a particular 

company during a special moment, it is important to nurture the relations with both 

the bank and the other actors in the African countries. This was also stressed by 

Skaates et al (2002) with the theory of sleeping relationships, see Chapter 3.6.2. Good 



 

-75- 

ways of nurturing the different relationships that a company has is to regularly visit 

the bank and the African countries. With the decentralization of the AfDB it becomes 

even more important to also visit the local offices all around Africa. These visits to 

the bank have to be well-prepared. It is not professional to come to a visit without 

having put time and efforts on preparing a presentation of the company and the 

products and services the company can provide (Eklöf, interview). For consultants it 

is also important to make sure that the AfDB has correct information about the 

company in the database Dacon (Ringquist, interview). A problem with these visits is 

that they are quite expensive, and for smaller companies it can be a resource problem 

to make a trip to Africa. Therefore, it is even more important that proper researches 

and preparations have been made before going to Africa, so that the company can 

meet with the right persons and to give a professional picture of the company.  

Knowledge-based bonds: In the network there might also be some knowledge-based 

bonds since the supplier and the buyer get to know each other and how the other party 

behaves and acts. (Johanson et al, 2002)  

Time-based bonds: The time-based bonds are probably not that strong since on-time 

deliveries do not seem to be a priority when it comes to delivering the projects, when 

it comes to submitting a bid, though, it is extremely important to be on-time since it 

otherwise means direct disqualification.  

Technical bonds: Since the technical specification is very detailed, it seems like the 

technical bonds to the companies that manage to supply the project as it is specified 

are quite hard. However, for the following projects, it is not sure that the technical 

specification will look the same, thus implying weak technical bonds between the 

projects.  

Q2.1 When should Swedish companies establish contact with the African 

Development Bank and the African country? 

In order to get early information about the up-coming projects it is good to establish 

contact with the African actors as early in the process as possible, see more about 

entering the process in Chapter 7.4 and about early information in Chapter 7.3. It is 

also important for the Swedish companies to keep the relationships that they already 

have. That directly leads us to the following research question:  
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Q2.2 How should the contacts with the African Development Bank and the African 

country be taken? 

To keep the relationships a close personal contact with the actors is needed. This is 

done by visiting, telephoning and e-mailing with a certain frequency. Visiting is the 

most recommended way to maintain the relationships since the social bonds 

(Johanson et al, 2002) in Africa are very important, when doing business.  

To get new contacts the best way is to visit the AfDB, both the local offices and the 

headquarters in Tunis, and the ministries in the African countries. It is very important 

that the Swedish companies follow up the contacts that have been taken and call them 

back once they are back in Sweden.   

 

7.6. Risks 

As written in the introduction, there are several different risks that are linked to doing 

business in Africa. To facilitate the reading in the following chapter, the two research 

questions regarding risks will be considered together. 

Q1.6 What risks are Swedish companies concerned with on the African 

procurement market? 

Q2.4 What risks should Swedish companies be extra aware of? 

In Africa, it is important to consider the specific country where the project is going to 

be implemented since all the countries are different and deals with different problems. 

Sometimes, there are differences between different regions in a country too, like for 

example in Sudan, where there is a big difference between the risks to consider in 

Darfur and other parts of the country. A big risk in all of the African countries is the 

transportation risk, the certainty that the goods and works really reaches the place 

where it should. Therefore it is important that the Swedish companies choose sub-

contractors that are reliable and are able to give a fix price for the transportation. To 

choose a reliable sub-contractor can be a problem for Swedish companies. A lot of 

time should therefore be spent in order to be sure that the sub-contractor has enough 

resources to be able to fulfil the promises that he makes. 

Political risks: In Africa there are many political and commercial risks to be aware of. 

In some countries there are more or less real wars going on. In many countries there is 
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also political instability. When winning a contract from the AfDB the buyer is the 

government, that way it is likely that the government in the African country goes 

behind the project and will not try to make it more difficult. The problem can occur if 

the government changes and that the project no longer has a priority. Otherwise, the 

political risk is as high when doing business with the AfDB as with any other 

customer.  

Natural disasters and diseases: The risk for natural disasters is high since the 

countries are quite unprotected. Also, when natural disasters occur, the damage on 

these poor countries is often to a greater extent than in other developed countries. The 

African countries are also suffering from certain severe diseases that can frighten 

Swedish businessmen to come down to Africa and indulge in projects. However, the 

risk does neither decrease nor increase when winning a procurement from the AfDB. 

These risks will be present in Africa, no matter which customer the company has. 

Payment risk: In many developing countries there is always a risk of not getting paid 

since the buyer might be in financial difficulties. When winning a contract from the 

AfDB the companies get a payment security. When a project is finished, the AfDB 

forwards the money to the selling company. Certain companies has experienced that 

the project gets delayed by the bank, so the money are not transferred according to the 

plans. This can be a risk for Swedish companies that are not getting paid when they 

considered the project as finished. The long procurement process and implementation 

phase can therefore be considered as a risk. It is important to remember though, that 

the AfDB always pays, sooner or later, and therefore becomes a high security on this 

quite unsecure market. When making a bid on a public procurement, there is always a 

risk of putting a lot of time and resources on a bid that does not end up in a contract. 

However, this is a risk that all companies from all countries have, even when not 

indulging in public procurements. 

Knowledge importation: The main purpose of the AfDB is to facilitate for the regional 

member countries to develop. A way of doing so is to get a certain knowledge 

importation from other non-regional member countries. However, the best way for the 

African countries to learn and develop their knowledge is to be a part of the projects. 

Therefore, in many of the procurements, the AfDB demands a certain percentage of 

the procurement to go directly to local companies or consultants. Another solution 
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from the bank is to divide the contracts in many different parts, so the local companies 

can make bids. The local companies might not have enough resources or knowledge 

to handle big contracts, but when it comes to smaller contracts, they are more 

competitive. Also, when it comes to smaller contracts the big international firms get 

more reluctant to bid since the margins decrease and the firm’s biggest competitive 

advantage, the overall knowledge, is not as highly appreciated. In the pipeline a 

project might be presented as bigger as it will be once it has been published for public 

procurement. This is a risk that the Swedish companies should be aware of.  

Corruption: Doing business in Africa is different from doing business in Sweden, 

with a lot of differences in cultures. Corruption is a big problem in Africa. On the list 

of the corruption index for countries all over the world Sweden is on the sixth place, 

where the first place goes to the country that has the less corruption in the world, 

Finland. The African country that got the best placement on the list is Botswana at 

place 37. Most of the African countries are situated further down on the list though. 

(Transparency International, 2006) In the picture below, the corruption index of the 

countries in the world has been marked.  

 

Figure 7-3, The corruption indexes in the world (Transparency International, 2006) 

Some of the respondents has even stated that corruption is a given factor in Africa, 

and should therefore not be handled as a risk. However, since there is a possibility to 
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do business in Africa without corruption, it will be handled as a risk in this Thesis. 

The corruption is widely spread in Africa and sometimes, it is the only way for the 

African people to survive, since they do not have high salaries. The bigger Swedish 

companies are rigidly controlled in order to make sure that there is no corruption in 

the businesses that they are involved in, since corruption can damage a company’s 

brand to a high extent. The fact that there is a risk for corruption frightens many of the 

Swedish companies. Therefore they make the decision to stay out of the public 

procurement instead of spending time and resources on making a bid. However, in the 

theory about risk management, Dadfar (2006:b) mentions that risk management is 

about being proactive and to be aware of the risks. A lot of time risk management is 

not about eliminating risks, but about managing the risks. This gets very clear when it 

comes to corruption. It is hard to eliminate the corruption since it is a part of the 

African way of doing business, for Swedish companies it is therefore important to 

manage the risk of corruption. There are ways to see if a procurement is corrupt or not 

and the companies need to learn how to see the signs of a corrupt procurement 

(Bargheer, interview). To give an Expression of Interest to a specific procurement is 

not complicated, and a lot of resources do not need to be spent. When the list of the 

companies that are about to make bids is published it is important to see which 

competitors a company has. By paying attention to the competitors, it is possible to 

see if the procurement is corrupt or not. It is at this point that the companies need to 

make a decision if it is worthwhile continuing to make a bid on the procurement. The 

latest years the AfDB has put a lot of effort in diminishing the corruption and a 

special anti-corruption unit has been established. However, it will probably take a lot 

of time before the corruption has vanished from the African market since it is more of 

a socio-cultural pattern.  

For Swedish companies it is important to know about the different risks in the specific 

country where they are going to make business. It is also important that they manage 

the risks according to Cervone (2006) by making priorities and controlling the most 

critical risks.  
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7.7. Making competitive bids 

A mistake that some Swedish companies have made is that they have made bids that 

go further than what the procurement is really about. It is important to strictly follow 

the technical specification, even though the company might have other better 

solutions (Högman, interview). The bids are often made in different parts and not 

complete solutions for a bigger problem. Swedish companies, on the other hand, are 

more used to offer complete solution. When offering a complete solution, though, 

they are rarely in question because of the higher price they offer. Sometimes, they do 

not even pass Step 1 in the evaluation of the bids, since the bid does not really 

correspond to the procurement. (Gillsäter, interview) 

Swedish companies, organisations and government have been making some efforts 

towards the international organizations in order for them to change into a more 

function oriented procurement and not only considering the lowest price, but to start 

considering the lifecycle costs. The Swedish Government has made a statement about 

the importance for developing countries to base procurement on quality and lifecycle 

costs for products and services rather than to automatically apply the lowest price as 

the sole criterion at all procurements (Foreign Ministry, 2005). When considering the 

lifecycle cost the focus goes further than only the purchase cost. For example the cost 

of quality, the availability of spare parts, spare parts costs, etc are being analysed. 

Normally, Swedish products might have lower lifecycle cost than the products from 

other countries as for example China who has lower purchasing costs. With a 

function-oriented procurement, the focus is on the problem that is to be solved with 

the procurement and the technical specification is up to each company to specify. In 

this way the procurement focuses on solving a problem instead of focusing on a rigid 

technical specification. This could facilitate the bid making for Swedish companies, as 

the bids then would be more alike the bids on the other markets where they operate 

and a higher flexibility would be tolerated. In the model of Porters Five forces 

(Karagiannopoulos et al, 2005) the threat of substitute products or services would 

increase by changing to the more functionality oriented procurement process since the 

technical specification would not be as detailed. This could also make the threat of 

new entrants bigger, since more companies probably would see more opportunities 

and flexibility in the procurement process, thus enhancing the competition in the 

procurements.  
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The changes in the procurement would facilitate the most for the bigger companies 

that have the sufficient resources to complete a big project. For the small and medium 

sized companies, they need to find good partners in order for them to manage this 

type of procurement. (Högman, interview) Some problems with this sort of 

procurement can, evidently, arise. When the technical specification is made by each 

company, it can get hard to control the technical aspects of each bid, to make sure that 

it really would solve the problem. Also, if a company breaks the contract, it would be 

hard for another company to replace it, since the technical solution might vary a lot. 

(Rooth, interview) On the other hand, less time needs to be put on the technical 

specification of the procurement. The question is, though, how willing AfDB is to 

change its whole procurement process to this manner.  

 

7.8. The Danish “road to success” 

In the introduction of the Thesis references to Denmark and the fact that the Danish 

companies has succeeded better than the Swedish ones were made. Even though the 

two countries have similar cultures, there are some differences anyway. Sweden is 

known as an industry nation, with lots of good engineers and technological solutions 

that has been the foundation of many international companies (Bäckman, interview). 

Denmark, on the other hand, is more known as a trading country, known for its skill in 

making business. The world’s largest tax free trader Peter Justessen is Danish, as well 

as some of the world’s largest freight forwarding companies, Maersk Lines, Mahe and 

Kuhne & Nagel (Foreign Ministry, 2005).  

Some 30 years back Denmark had noticed that its share of UN procurement was 

rather low. Therefore, the Danish government decided to embark on a long term 

strategy to change the situation with the objective to dramatically increase its exports 

as well as the number of Danes at different level positions in the UN organizations. 

One component of this strategy was to attract UN organizations to physically move 

their offices to Copenhagen. Today the WHO’s Regional office for Europe is situated 

in Copenhagen, as well as UNICEF Supply division, etc. (Foreign Ministry, 2005). 

This might have increased the interest for public procurement from international 

organizations among the Danish companies. The Danish companies however, 
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recognize the importance of the UNs presence in Copenhagen, but attach relatively 

marginal importance to this factor compared to other factors (Foreign Ministry, 2005).  

The Danish companies are more represented in the AfDB and they also seem to put 

more effort in the marketing to the bank than their Swedish colleagues.  

Denmark has a different structure of its Foreign Ministry than Sweden. In Denmark 

the Danish Foreign Ministry, Danida (the Danish correspondence to Sida), and the 

Danish Trade Council are all integrated within the Ministry of Foreign Affairs. 

(Foreign Ministry, 2005) This integration is considered to be a major reason to why 

the Danish companies are doing well in getting awarded with contracts from 

international organizations. Almost all of the respondents in this Thesis have 

mentioned this factor as an important difference between Sweden and Denmark. The 

integration has lead to a more united strategy to increase the Danish exportation 

(Eklöf, interview). Ringquist (interview) also mentioned the fact that the integration 

facilitates the procurement surveillance and the internal coordination when it comes to 

the AfDB.  

In the research made by the Swedish Foreign Ministry (2005) regarding UN public 

procurements, the Danish companies also pointed out the fact that their strategy is to 

provide the lowest acceptable quality instead of trying to influence the UN to accept 

higher qualities ant that the relative success is due to hard work following long term 

business strategy. The same conclusions are likely to be true for the procurements 

from the AfDB.  

 

7.9. Summary 

There is a strong possibility that the aid to the African countries will increase during 

the coming years, mostly due to the positive growth of other countries that have 

shared the aid funds with Africa. Therefore the market of public procurements from 

the African Development Bank is likely to grow. Sweden’s total value of the received 

contracts from AfDB the last five years represented 0.04 % of the bank’s total value 

of procurements, while Sweden’s voting power in the African Development Fund was 

2.6 %.  
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One of the reasons to why Sweden has received such a low share of the bank’s total 

procurements seems to be the low interest from the Swedish companies. Many 

companies have not yet realized the opportunities on this market, or consider it as to 

hard to penetrate, both because of the harsh competition but also because of the 

somewhat unfair reputation that the AfDB has. Many companies are not familiar with 

the fact that the AfDB has tried to straighten up the problems with corruption that they 

had in the past.  

The importance of early information on what is happening on the African continent 

and the upcoming projects that are to be financed by the AfDB has been stressed 

throughout the chapter. Early information on projects gives the companies a head start 

towards their competitors and also additional time to prepare their bids. The gathering 

of the early information mostly comes from the contacts already established in the 

African countries or in the AfDB. It has been shown that personal contacts and 

relationships on the continent are extremely important, and a part where Swedish 

companies can improve significantly. In the Analysis model at the end of Chapter 3, 

relationship building and networking is a part of the search phase. However, on this 

particular market, with the personal contacts being so important, it is more likely that 

the relationship building and networking has to be done earlier than the real 

information seeking. Therefore, a revised Analysis model has been elaborated. 

 

Figure 7-4, Revised Analysis model 
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In this revised Analysis model it is clear that the first phase, called the Interest phase, 

is mainly concentrated on networking and relationship building. However, it is also 

important that the companies have sufficient knowledge and resources to explore the 

African market, since it is highly resource demanding. This can be seen as being at the 

right phase of the internationalization process-model (Johanson et al, 2002). The 

reason to why the Risk management has been moved from the bidding phase to the 

preparation phase is because the risk management starts already in this phase because 

of the risk for corruption. It is possible for a company to see if a certain procurement 

is corrupt already in the preparation phase, and therefore the companies need to take 

the proper actions to minimize the risk already in this phase.  

Throughout the Thesis, some comparisons with Denmark have been made. Denmark 

and Sweden are close countries geographically and somewhat culturally too. 

However, the Danish companies have succeeded better than the Swedish ones. Many 

reasons have been given, one being the fact that the Danish companies puts more 

effort in offering products and services that corresponds to the African needs and also 

the Danish pro-active marketing. The most important factor, however, seems to be the 

fact that the Danish Ministry of Foreign Affairs is organized in a different way than 

the Swedish one. In Denmark the Danish Trade Council, Danida (Denmark’s Sida) 

and the Danish Foreign Ministry are all integrated within the Ministry of Foreign 

Affairs. This integration has lead to a more united strategy to increase the Danish 

exportation. Also, the Danish government has put a big effort in increasing the 

exportation by visiting the African countries and promoting the Danish companies. 
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8. Conclusions and recommendations 

In this chapter the conclusions of the findings of the Thesis will be presented. The 

findings will be shortly presented below, and later divided in three different chapters 

where deeper explanations are given. The different chapters are to cover the 

background motives, the new possibilities of the market and the improvements that the 

Swedish companies need to make to succeed better. Thereafter other chapters will 

follow with some further conclusions. 

 

According to the statistics Swedish companies have received 0.04 % of the total 

procurements from the African Development Bank the five latest years. Giving the 

fact that Sweden is a big contributor to the bank, it would be desirable to increase the 

number of awarded contracts. This Thesis has been written in order to see which 

improvements the Swedish companies should make in order to increase the shares of 

awarded contracts.  

The present situation has been studied, and the following background motives for low 

statistics on public procurements from the AfDB have been noticed: 

- Low interest for public procurements from the AfDB. 

- Resist too easily.  

- The organizational structure of the companies and the sales responsibility. 

- Hard to get the support from the management. 

The African continent does not constitute a big part of Sweden’s exportation today. 

However, this market is growing, and public procurements from the bank can be new 

possibilities for the Swedish companies, for the following reasons.  

- The African market has possibilities to grow, in some countries at a very high 

rate. 

- There is a possibility of increasing aid funds to Africa. 

- The African Development Bank has improved since its crisis and is still 

making structural changes. 

- The Swedish Foreign Ministry has put a representative in Tunis. 



 

-86- 

- The Swedish Foreign Ministry, Sida and the Swedish Trade Council are 

developing a new service to facilitate early information seeking.  

Even though the interest for this market increases and the Swedish companies realize 

the opportunities that the aid market can offer, there are some improvements in the 

Swedish way of doing business in Africa that need to be done, especially for the 

public procurement market.  

- Better networking and relationship building. 

- Better marketing. 

- Better understanding of the African market and its needs. 

- Make competitive bids 

- Long-term strategy and commitment is needed. 

With these improvements, the Swedish companies will hopefully get a more 

significant share of the contracts from the bank. This could lead to an increased trade 

with the African countries, which would increase the welfare of both the African 

countries and Sweden.  

 

8.1. Which are the background motives for low statistics on 

public procurements from the AfDB for Swedish companies? 

This section will present the underlying reasons for why the Swedish statistics for 

procurement at the AfDB are low at the moment. The improvements that the Swedish 

companies should make are not presented here, but in Chapter 8.3. 

- Low interest for public procurements from the AfDB. 

One of the underlying reasons to why Swedish companies have not been awarded 

with contracts from the AfDB is that many Swedish companies have not even been 

interested in making bids on the procurements. Many of the companies are reluctant 

to spend time and resources to prepare the bids since they consider the bank to have 

too high entry barriers. Also, in many cases the companies are having considerable 

market shares on other markets, and do not have the time or resources to spend it on 

yet another market. However, when the companies get less to do on the other markets, 

or are ready for further expansions, the African market can be out of reach for the 
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Swedish companies, if no efforts have been made on time. To increase the interest to 

the procurements the bank has to put more effort to inform the Swedish companies 

about the structural changes that have been made and to increase the trust to the bank. 

The Swedish Trade Council could help the AfDB to spread the information to the 

Swedish companies.  

- Resist too easily.  

On this particular market, with its high entrance barriers, it is important not to give up 

to easy and retreat from the market which has been the case of some Swedish 

companies in the past. When a company has been awarded with its first contract, and 

performs it in a satisfying way, this success can lead to further successes in the future, 

since the trust has been built up. It is important to continuously make efforts, since 

they later can pay off.  

- The organizational structure of the companies and the sales responsibility. 

The Swedish companies are often organized so that the Swedish headquarter do not 

have the sales responsibility towards Africa. This responsibility is more often situated 

at the local subsidiary or from another subsidiary in Europe. This will affect the 

Swedish statistics since orders to the local subsidiaries, even though being a Swedish 

company, goes to the country where the local subsidiary is situated. This is not a 

problem in itself, but more of an explanation to why the statistics can be quite 

deceiving. 

- Hard to get support from the management. 

It seems like the Swedish management do not consider public procurements in Africa 

as a possibility and an opportunity for the company to grow. In many cases, it has 

taken a long time to convince the management that this market can give a return on 

the investments on a long term. Many managers have been frightened by the high 

entrance barriers and have withdrawn the efforts before the companies have become 

profitable. Therefore it is important that the managers get convinced of the 

opportunities that the public procurements can offer and are willing to spend the time 

and resources needed to enter the market.  
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8.2. New possibilities emerges 

This section will present the new possibilities that has emerged and the opportunities 

for the Swedish companies. 

- The African market has possibilities to grow, in some countries at a very high 

rate. 

Some of the African countries have been growing at an extraordinary rate. After the 

war in Angola, the country has been growing rapidly and is estimated to have a GDP 

growth of 35 % in 2007. The same patterns have been shown in other countries in 

Africa. If the wars and internal conflicts, the corruption and economical 

mismanagement decreases, as well as an increase of free trade in the African 

countries, the market will grow rapidly and can be an important market for the future. 

Since many countries are in need of importation to develop the Swedish companies 

should enter the market on time and not wait until the competitors has reached too 

much of an advantage. 

- A possibility for an increase in aid funds to Africa. 

The majority of the least-developed countries in the world are situated in Africa. As 

countries on other continents have started to develop and grow, they are gradually 

becoming less dependent on aid funds. This means a possibility that more aid funds 

will be directed to Africa in the future, both in a multilateral and bilateral way. 

Therefore it is possible that there will be more and bigger contracts on public 

procurements in the future. 

- The African Development Bank has improved since it crisis and is still making 

structural changes. 

The AfDB has realized the problems they have had in the past and are trying to make 

structural changes to fight corruption and make the procurements more effective. A 

change to decentralize the organization is also about to be made, in order to facilitate 

the early information seeking and to give better information about upcoming projects. 

The changes and will to make the procurement more efficient shows that the bank 

deserves a better reputation that it has today and that it is worthwhile considering the 

AfDB as a possible customer. 

- The Swedish Foreign Ministry has put a representative in Tunis. 
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In 2006, the Swedish Foreign Ministry decided to put a representative in Tunis. This 

will make Sweden less anonymous in the bank and a network will be created. For the 

Swedish companies, the new representative will be a helpful hand in order to find the 

important contacts and information about what is happening in the bank and on the 

continent. 

- The Swedish Foreign Ministry, Sida and the Swedish Trade Council are 

developing a new service to facilitate early information seeking.  

The three entities have identified the early information seeking as being one factor to 

improve in order to help the Swedish companies in getting awarded with contracts. If 

a new service can be developed and offered to Swedish companies, it can mean big 

possibilities for the Swedish companies, especially to those that are not having time 

and resources to search for upcoming projects alone.  

 

8.3. Improvements that the Swedish companies should make 

With the new possibilities that emerges for Swedish companies there will not be an 

increase of the awarded contracts if the Swedish companies do not make some 

changes in their way of doing business with the AfDB. 

- Better networking and relationship building. 

The study has shown that the key to success on the African market are personal 

contacts. The Swedish companies are, at the time being, not putting enough efforts on 

networking and relationship building. In order to become successful on the African 

market the Swedish companies need to become active in a network and spend a lot of 

time and resources in maintaining the relationships. The Swedish companies need to 

visit the countries, in order to get a correct image of the needs, but also to get the right 

personal contacts. Since the representatives change quite often in the AfDB it is 

important to maintain a close relationship with the bank too, so that changes are 

noticed immediately and that important time for relationship building with the new 

representative does not get wasted. There are many different actors involved in an 

international public procurement and it is important to have relationships and personal 

contacts with as many actors as possible. However, most of the efforts should be 

make to have a close relationship with the borrower, since they are the ones that have 
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information about the upcoming projects and the ones that ultimately choose their 

supplier. Contacts with the African Development Bank should also be kept close since 

they make suggestions to the borrower about possible suppliers, they have 

information about upcoming projects, and they are in the position to decide which 

projects to finance.  

A company that wants to indulge in public procurements from the African 

Development Bank does not need to have a local subsidiary. However, in some 

procurements, local contractors must be used to a certain percentage. The importance 

of having trustworthy local suppliers increases therefore. Also, having representatives 

that work on the market with other projects can be crucial, since regular and personal 

contacts are important. To build up the trust takes a long time and is something that 

needs to be done in order to succeed.  

- Better marketing. 

The Swedish companies should make a bigger effort to market themselves and make 

sure that the African Development Bank is well aware of the product and services that 

the company can offer. Regular visits should be made to the bank, in order to present 

the company and the products and services. These visits have to be well-prepared so 

the company meets the right people. The visits can be even more successful if a 

particular upcoming project can be discussed and information can be given about how 

to solve the problem before anybody else has given it. The visits should not be made 

in an ad-hoc manner, but should be a part of a clear strategy.  

A project reference often increases the chances of winning another contract. It is 

important for the AfDB and the borrower to see that the supplier has sufficient 

resources and experience on the market to handle their contract. If a company has 

worked on the African market earlier, it becomes easier to win more contracts. It has 

been a clear pattern that the Swedish companies has started to work on Sida-financed 

projects, and then continued to other financers. This is recommended to do since the 

company gets a lot of valuable experience of the market. It is important for the 

company that they, once they have enough experience and knowledge, continue to 

other financers, in order to increase their market share and gains.  

The best marketing is a well-performed project and often one success leads to another.  

- Better understanding of the African market and its needs. 
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As on all markets, it is important to match the needs on the market with the offer of 

products and services. Even though being one of the basic rules in marketing, it seems 

like the Swedish companies have not been successful in matching their offer to the 

needs at the African market. Maybe it has to do with the fact that they have not 

enough knowledge about the African market. By looking at the public procurements 

from the AfDB as an opportunity to increase the market shares and making a strategic 

step on this market, the Swedish companies should make a special product portfolio 

for this market, where the needs in the African countries have been correctly 

identified. 

- Make competitive bids 

The Swedish companies are used to offer global solutions to a problem. In public 

procurements from the African Development Bank the technical specification is often 

quite rigid and specified. The Swedish companies need to make sure that they fulfil 

the specification and not offer either more or less. The Swedish companies often make 

the mistake of offering more advanced products that can be a bit more expensive, thus 

getting eliminated early in the process. Even though better products exist on the 

market, the Swedish company should only offer exactly what is needed. When 

choosing between the bids, the price is an important factor and having better quality is 

not a contract awarding criteria.  

In the future there is a possibility that the African Development Bank will start with 

more functional procurements, where a problem needs to be solved. This will 

probably not happen in the close future though, and therefore the Swedish companies 

need to adapt to the special way of placing a bid on a public procurement.   

- Long-term strategy and commitment is needed. 

To succeed on the African market a long-term strategy is needed. It is also 

recommended to have quite a focused strategy in the beginning and put all the efforts 

on a specific part of the market, for example a particular country, and thereafter 

spread to other parts of the market when sufficient experience and knowledge has 

been obtained. Since much time and resources need to be spent on the market before 

being awarded with a contract it is recommended to focus the efforts. It is important 

that the companies are aware of the time that it will take to enter on the market of 

public procurements in Africa and not to resist when contracts are not won 
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immediately. It takes a while before being awarded with the first contract, but after 

the first contract, the other often follows quite easily.  

 

8.4.  Corruption and other risks 

It has been noticed throughout the Thesis that the Swedish companies are reluctant to 

enter the African market and to make bids on public procurements because of the 

corruption that exists on the market. It is clear that the Swedish way of doing business 

is different from the African way and it is important for Swedish companies to be 

aware of the differences. The companies need to learn how to see the signs of 

corruption in a procurement and resist from those where the signs exist.  

When doing business with the African Development Bank there is a certain payment 

security and the risk of not getting paid decreases. The procurement process of the 

bank is often very long and there is a risk that big contracts get divided in to several 

smaller, thus diminishing the potentials for international companies.  

The other risks on the African market such as the internal conflicts, the diseases and 

the political instability is as high when indulging in public procurements as when 

doing private projects on the African market. It is therefore important for the 

companies to learn how to manage these risks. 

 

8.5. The African market should not be forgotten 

To enter the African market a company needs to have the right knowledge and 

capacity to make a long-term commitment. The same thing goes for the African 

Development Bank. With its long processes, its non-optimized information sharing 

and the importance of belonging to the correct network it is not the easiest 

organization to start doing business with in Africa. It could be easier to start with 

another multilateral organization as Sida or the UN to gather the sufficient knowledge 

and be a part of an African network before taking a further step to the AfDB. It is 

important not to forget about the bank though, since there are a lot of possibilities in 

the bank for Swedish companies. 



 

-93- 

The latest years the Swedish export to Africa has decreased. At the same time Sweden 

continues to give aid funds to the African countries. The African market is growing 

and the Swedish companies should not resist from this market but realise the 

opportunities that exist on this market. Also, by trading with the African countries the 

welfare will increase both in Sweden and in Africa, a wanted humanitarian goal.  
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9. Reflections 

 

In Denmark the Danish Foreign Ministry, Danida (the Danish correspondence to 

Sida), and the Danish Trade Council are all integrated within the Ministry of Foreign 

Affairs. This makes the entities more united and they work towards the same goals, 

thus making the work to promote Danish export more efficient. The Swedish 

companies experience that they do not get as much support from the Swedish 

government as companies from other countries where lobbying is performed to a 

higher extent than in Sweden. Since this Thesis has not been focused on the political 

questions surrounding the aid market and the public procurements this has not been 

handled to a greater extent. However, for further researches it could be interesting to 

look at the possibilities of an improved cooperation between the Swedish Trade 

Council, Sida and the Swedish Foreign Ministry in order to facilitate for the Swedish 

companies. Also, since the Swedish companies often enter the African market through 

Sida-financed projects, their politics may influence the Swedish companies to a great 

extent.  

Another interesting subject for further research is to see how the aid funds should be 

organized and given to best promote the Swedish export. There could be further ways 

to increase the export by focusing the aid funds on different sectors, where the 

Swedish companies are strong and competitive. However, the main reason for aid is to 

increase the welfare for the poor people in the world, not to increase the exportation. 

As of today, there are not many Swedish companies that are aware of the public 

procurements from the African Development Bank and especially not the 

restructuring and improvements that the bank has done since their problems in the 

middle of the 1990’s. In the future the bank would benefit from reaching out to more 

Swedish companies, since the competition could become harder and the interest for 

their procurement would increase. A research regarding if and how the African 

Development Bank should market themselves better in Sweden could be interesting.  

The market of public procurements in Africa is a huge subject and much more could 

be written regarding this market. This Thesis should be seen as a first study, directed 

to the Swedish companies. The Thesis has not at all covered the whole area and 
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further investigations could be necessary in order to improve the Swedish statistics in 

Africa. The most important work in order to improve the Swedish export remains at 

the companies though, and the Thesis will conclude in the sentence that a 

representative at the AfDB expressed (Ringquist, interview): 

“The bulk of the work has to be done by the companies themselves”  
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Appendix A: Case companies 

In this Appendix, an introduction to the case companies that has been studied is 

presented.  

 

ABB – a company in power- and automation technologies3 

ABB is a global leader in power and automation technologies that enable utility and 

industry customers to improve their performance while lowering environmental 

impact. The ABB Group operates in around 100 countries and employs about 109,000 

people. In Sweden, ABB has about 8700 employees. In Africa, ABB has offices in 

about 18 countries. (ABB, 2007) ABB has its headquarter in Zürich, since it is a 

Swedish-Swiss company. ABB consists of five different divisions, which are all 

represented in Sweden. They are divided into the two segments of Power and 

Industry. Projects within Industry are rarely financed from multilateral development 

banks since the projects belong to the private sector and are normally financed by 

commercial financing. Therefore it is mainly the products and systems from Power 

that may be suitable for the African Development Bank (AfDB). 

According to Svensson (interview) ABB in Sweden has not been involved in many 

projects that were financed by the AfDB. One reason for this might be that not all 

Swedish ABB units may have a selling responsibility towards Africa. Therefore, not 

all entities search actively for projects financed by the AfDB. Another reason may 

have been that the demand and need for ABB Sweden’s speciality, direct current high 

voltage transmission systems, have been less. However, a change is taken place. The 

need for high voltage transmission systems is increasing (all types) as the demand for 

electricity grows. This is exemplified by a number of larger transmission projects 

being developed, where of some may be financed by AfDB. According to Svensson, 

one of the systems within Swedish ABB with best potential for AfDB financing may 

be the network control system provided by ABB Network Management.  

When it comes to ABB’s selling organization the “front-end sales” are situated locally 

in Africa at the different offices. The sellers shall know the market and the customers 

                                                 
3 Information in this chapter is taken from Svensson (interview), when nothing else is stated.  
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and represent whole ABB. At marketing or selling from some of the Swedish entities 

an expert seller from Sweden visits the customer together with the local 

representative.  

ABB Sweden started with procurements from Sida, before expanding into other 

financers. In the past, ABB has mainly concentrated on Sida since the procurements 

from this organisation only reaches out to Swedish companies.  

Africa has not been a big export market for Swedish companies, but as the market 

grows, more companies will become interested in procurements from the AfDB.  

 

Hifab – a consultancy company within project management4 

Hifab is a consultancy company specialised on project management. They have about 

350 employees, of which 25 % are working within international projects. Hifab’s 

turnover is SEK 400 million, where 40 % comes from international projects. Hifab is 

currently managing projects in some 20 countries, many of them development 

projects in the fields of infrastructure, rural development, environmental engineering, 

geotechnology, procurement, institutional development, education, social 

development and health care. (Hifab, 2007) Hifab was founded in 1947 and debuted 

on the international project market in the 1970’s with two Sida-financed hospital 

constructions in Vietnam. (Möller, interview) 

Until 1993 Hifab worked exclusively with Sida-projects on the international market. 

In the beginning of the 1990’s the managerial body of Hifab decided that they needed 

to look for further financers to be able to expand their business and obtain more 

market shares. They also thought it could be a danger to have all their international 

projects financed by a single institution. Therefore, Hifab started to investigate the 

possibilities of making bids on procurements from the Asian Development Bank 

(ADB). Their first contract from ADB came in 1993. In parallel they were also 

investigating the World Bank market. Thanks to their previous knowledge on the 

procurement market, based on the projects from Sida and ADB, they received their 

first contract from the World Bank in 1994.  

                                                 
4 Information in this chapter is taken from Möller (interview), when nothing else is stated.  
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Their first contact with the AfDB was taken in 1996 when they joined the Swedish 

Foreign Ministry and the Swedish Trade Council on a trip to the bank. However, at 

that time they felt that it was not worthwhile putting time and resources to get 

contracts from the bank. A couple of years later one of their board members, a person 

with several years experience from the aid market and the World Bank, wanted Hifab 

to introduce themselves at the AfDB since the bank at that point had done several 

reorganisations and was greatly improved. In 2005, Hifab had projects on the African 

market through other financers, but they decided to visit the AfDB once again on a 

trip organised by the Swedish Trade Council. 

Since that trip, Hifab has taken care of the contacts that were initiated, and they have 

also returned to visit the bank a couple of times. Hifab started to win contracts from 

the AfDB that were co-financed with Sida and came from a Swedish trust fund, where 

only Swedish companies could make bids. After those contracts, Hifab has now also 

made bids on two procurements that are under international competition, which they 

have not yet won.  

For the future, Hifab is planning on making more bids for public procurements in the 

AfDB as they now consider having “a foot inside the bank”. They see Africa as a 

strategic market for the future, as aid will increase on this market, and therefore 

contacts in AfDB can become highly valuable.  

 

Orgut Consulting – a consultancy company providing technical 

assistance5 

Orgut Consulting was founded in 1973 and provides technical assistance to rural and 

urban project preparation and management world-wide. (Orgut, 2007) Orgut has 

about 30 employees working in the main office in Sweden and about 150 employees 

working on the assignments abroad. Their turnover is about SEK 75 million and is 

quite evenly spread between Latin-America, Asia, Eastern Europe and Africa (only 

Sub-Saharan). (Bargheer, interview) The employees are specialists with long field 

experience in institutional development, natural resource management, agriculture, 

forestry, ecology, economics, micro finance, sociology, anthropology and relevant 
                                                 
5 Information in this chapter is taken from Bargheer (interview), when nothing else is stated. 
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cross cutting issues. Orgut maintains representative offices in Ethiopia, Nicaragua, 

Tanzania and Vietnam. (Orgut, 2007) 

The first project Orgut was involved with in Africa was in Ethiopia in 1974. Since 

Orgut works mostly on the aid market, Africa has always been one of the most 

important markets. In Africa, Orgut started a project that was financed by Sida. 

Thereafter, they spread to other financers and other countries. Orgut was awarded 

with their first contract from the AfDB in about 1995.  

Orgut has received a total of three contracts from the AfDB in Nigeria, Tanzania and 

Kenya. Two of these contracts came from a Swedish Trust Fond. According to 

Bargheer (interview), the companies feel as if they have a better chance of getting the 

procurements if there is a Swedish Trust Fond behind them. With only three contracts 

from the AfDB, it is quite a small customer. According to Bargheer, this is mainly due 

to the fact that the AfDB is a difficult customer, with complicated ways of presenting 

their ongoing and upcoming projects.  

Bargheer (interview) mentioned the importance of receiving information about the 

upcoming projects early, most preferably before all their competitors. To get early 

information about projects, Orgut has a good relationship with a person in Tunis, but 

also with other contacts in Africa, as the governments in the countries and the local 

employees at the Orgut offices abroad.  

The AfDB has potential to be an important customer, since Africa is an important 

market, and therefore, more efforts will be put on winning contracts from the bank.  

 

SAAB – products and solutions from military defence to civil 

security6  

SAAB’s operations are focused on three strategic business segments; Defence and 

Security Solutions, Systems and Products, and Aeronautics. Saab has 13,600 

employees in 50 countries around the world. Annual sales are EUR 2.3 billion. SAAB 

was formed in 1937, and has its roots firmly established in Sweden, with its 

headquarters in Stockholm. SAAB is continuing to expand its operations in markets 

                                                 
6 Information in this chapter is taken from Högman (interview), when nothing else is stated.  
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outside Sweden. The company is organized in business units. Together with SAAB 

International, they are SAAB’s points of contact with international customers. 

(SAAB, 2007)  

Since Högman (interview) started to work at SAAB three years ago, the company has 

not tried to get any contracts from the African Development Bank (AfDB). However, 

great efforts have been spent to get contracts from the United Nations (UN). In 2005 

SAAB took part in a road show to the UN. After that, the management needed to be 

convinced that the UN could be an interesting partner for SAAB. They started to 

investigate the UN market and tried to match SAAB’s products and solutions to this 

market. SAAB has created a special UN Portfolio with products that match the needs 

of the UN. In the beginning of 2007 SAAB started a project to receive international 

contracts from UN and the World Bank. Within this project a special procurement 

strategy was made. In the third quarter of 2007 the project will become an 

organizational entity within SAAB.  

Since the interest for public procurements has grown within SAAB they will certainly 

start looking for possibilities from the AfDB too, according to Högman (interview). 

The way they would enter the procurement market from AfDB would be on the same 

way as from the UN, they would have a long term strategy and match their products 

with the needs of the bank.  

Even though SAAB has not been involved in procurements from the AfDB it will be 

used as a case company thanks to their success in entering the UN market. Also, the 

respondent from SAAB has previously worked in other companies that have had 

about 20 different projects with the AfDB and has therefore good experience and 

knowledge of the bank.  
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Appendix B: External interview guide 

Background about the company 

What turnover does the company have? 

What products and services do you offer? 

Describe the company’s business concept 

What is the company’s strategy regarding public procurements? 

What is the company’s strategy regarding the African market for the future? 

Does the company have any activities in Africa today? 

How long time has the company been present on the African market? 

Background about the respondent 

What position does he/she have? 

How long has he/she been working at the company? 

How many years experience does he/she have in working with tenders? 

How involved is he/she in strategical matters concerning the company? 

How involved is he/she in public procurements? 

Background to the procurement 

Why did the company decide to enter on the public procurement market? 

How many tenders from the African Development Bank have you been involved in? 

How many contracts have you gotten from a public procurement? 

Was the company already present on the African continent prior to the time of the 

bid? 

Did you know the tender language stated in the bidding documents? 

Interest 

Why were you interested in making a bid on a public procurement? (generally) 

How do you think that the interest from other Swedish companies in participating in 

public procurements look like? 

Entering (Opportunity identification) 

In which phase of the procurement did you hear about it?  
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Learning (Fact finding) 

How did you contact the AfDB or the government in the country to get more 

information about the procurement? 

Contacts 

What contacts did your company have with the AfDB or the government in the 

African country prior to the bid offering? 

Risks 

What risks did you consider when making the bid? 

Relations 

What contacts did you have in the country prior to the procurement? 

What relations would you say today was the most valuable? 

How do you keep the relations when not involved in a project? 

General questions 

Would you consider the competition on public procurements as hard? 

What was the most difficult in making a bid to a procurement? 

Why do you think that Swedish companies are not getting that many orders from 

AfDB (or other organizations)? 

What would you do different if you would do a bid today? 

Why do you think that your company was/was not awarded with the contract? 

Do you think that there is some way to increase the interest from Swedish companies 

for public procurements? 

After the project, did you feel that you had done a profit on the project or not? 

 


