WFP/EB.1/2008/5-B.1 – WFP’s PRIVATE SECTOR AND PARTNERSHIP STRATEGY
WFP expects to raise US$200 million in cash by 2017 from the private sector, of which at least US$50 million would be multilateral. Progressively over time, WFP would expect to generate about 50–60 percent of its cash donations from corporations and 40–50 percent from individuals and foundations. (para 16)
Private Sector – WFP
 In response to the United Nations cooperation with the Private Sector, WFP recognized that private-sector partnerships can create opportunities to leverage skills, expertise and resources to:
· build a stronger institution by decreasing response times, improving operational

· efficiency, strengthening capacity and sharpening skills;

· tap into a company’s base of employees and consumers to increase awareness and

· visibility for a humanitarian cause; and

· expand its resource base. (para 5)
Private Sector Partnerships and Fundraising: WFP Private Sector Partnerships focus on leveraging core competencies of corporations to strengthen the WFP performance through the provision of advertising and services and contribution of food and materials which all fall under the programme of in-kind contribution. In-kind contributions increased from US$23 million in 2003 to around US$43 million in 2007; over the same period cash contributions increased from US$5 to US$38 million. (para10 – 11)

Lessons Learnt: It is more advantageous to work with a limited number of major corporate partnerships so as to manage the complexity of each relationship. Substantial potential for Private-sector partnerships exist both at headquarters and in the field and country offices. Private donors are willing to offset 25 percent fundraising costs to enable WFP to finance the costs of private sector fundraising. (para 14) 
Opportunities:  A willingness by major International corporations to leverage their technical expertise for WFP exists, while other corporations are willing to engage on a less intensive basis as WFP Corporate Supporters. High net worth individuals have previously shown support for WFP’s operations and can also be targeted. A targeted approach to private-sector partnerships and fundraising would enable WFP to tap new sources of donations while minimizing the risk of diverting donations away from NGOs. (para 15)

Strategy
The strategy aims to:

a)  retain existing WFP Global Humanitarian Partners and recruit Partners for each of

WFP’s major business areas;

b)  retain and foster existing, and attract new, WFP Corporate Supporters;

c)  extend WFP’s outreach to Foundations;

d)  cultivate high net worth individuals; and

e)  enhance outreach to smaller individual donors through the Web. (para 16)
WFP will recruit 15 Global Humanitarian Partners willing to engage in a multi-year, multi-faceted relationship which would include a substantial cash donation as well as Global Humanitarian Partners along the criteria of its needs and the Partners potential to donate. (para 19 -20)
WFP will seek to engage more Corporate Support and also reach out to high net worth individuals. (para 25 – 27)

Supporting the Strategy:
The 2008 provisional budget is US$6.5 million, rising to US$11.1 million for 2017. WFP will need to expand the staff capacity in the Private Partnerships Division, including the recruitment of a small number of technical specialists to support areas such as online fundraising. With these resources, WFP will generate approximately US$81 million in 2008, of which US$43 million would be gifts-in-kind and US$38 million in cash, rising to almost US$270 million6 in 2017, of which about US$70 million would be gifts-in-kind and US$200 million in cash. (para 31)
Financing the Strategy:  
Since 2003, WFP’s work to develop private-sector partnerships and fundraising has been funded through the Programme Support and Administrative (PSA) budget. The Management Plan 2008–2009 provides US$735,000 per year to support the Private-Sector Partnership Division. Similar provision is anticipated for future Management Plans. (para 34-35)

The majority of the funding would come from a series of advances from the General Fund, approved by the Executive Board, covering a five-year period. These would be fully repaid with interest over the subsequent five years to ensure the financial impact on the General Fund is cost-neutral. The Management Plan 2008-2009 includes a provision for an advance of up to US$9 million, which would be drawn down in tranches, subject to approval by the Executive Board of the Private-Sector Partnership and Fundraising Strategy. (para 35)

Implications of the Self-Financing Model: The model minimizes the cost to member states by reducing the burden on the PSA budget. This innovative approach, however, raises an issue that needs to be carefully managed. (para 36 -37)

Risk Mitigation: 
To avoid risks to its reputation, WFP has carried out robust research of all the corporations and individuals as well as extensive capacity building to enable WFP to provide expertise, advice and guidance on all levels. To minimize financial risk, the forecast of donations is conservative, while planned advances from the General Fund will be reduced or paid back more quickly. The operating budget, which will be adjusted if the risk of defaulting on repayments is imminent, will be included in the Biennial Management Plans subject to Executive Board Approval. (para 38-39)

