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BACKGROUND & SUMMARY 

IOM has increasingly appealed to the private sector as a 
partner, creating new opportunities for the Organization 
and raising the importance of migration worldwide.  At 
Headquarters and in the field, IOM offices have been 
engaged with private sector actors on a broad range of 
issues and have received technological, financial and hu-
man resources from private sector partners in both hu-
manitarian and development contexts. 

A feasibility study was conducted in 2012 to determine 
whether IOM could secure funding from alternative pri-
vate sector sources and whether those alternative 
sources could include support for IOM’s core costs.  The 
study concluded that there were opportunities to tap into 
within the private sector that would require a long-term 
approach, a minimum of five years, and consistent re-
sources and commitment.  It estimated that IOM could 
raise between USD 20 million and USD 25 million per 
annum, stipulating this would require an annual invest-
ment of USD 1.9 million.   IOM and the Member states 
concluded that the private sector could not be used to 
contribute to the core structure of the Organization but 
that it did have a potential to enhance the “visibility of 
the Organization and migration issues.”   

Subsequently, the Private Sector Partnership Strategy 
2016-2020 was developed and approved by the Member 
States in the autumn council in 2015. The Strategy pro-
vides a background to the process and outlines its over-
arching goal:                                                          

Strategy information: 

Geographical coverage: Global  

Strategy period:  Phase I (2016-2017)  

Budget: USD 1,670,000 

Evaluation purpose: This thematic evaluation is part of the 
OIG biennial evaluation plan and responds to the agreement 
within the Private Sector Partnership Strategy that an evalua-
tion will be carried out two years into its implementation.  
The primary objective is to evaluate the performance and 
achievements of IOM in implementing Phase 1 and examine 
the activities implemented in an effort to enhance the Organ-
ization’s institutional foundation and strengthen its opera-
tional capacity.   

Evaluation criteria: Relevance, effectiveness, efficiency, im-
pact and sustainability  

Evaluation methodology: Document review, semi-structured 
interviews and survey and specific analysis of the support to 
the US-based fundraising hub USA for IOM.   

 

“to establish long-term partnerships with companies, founda-
tions, associations, individuals that leverage each partner’s 
knowledge, expertise, skills and/or resources in areas of com-
mon interest for the benefit of migrants and society.”  The 
Strategy has four main objectives: 

• Amplify key migration messages through advocacy and 
awareness raising; 

• Develop solutions, approaches, and new technologies to 
enhance IOM’s operational and strategic capacity and 
better assist migrants and societies; 

• Mobilize financial and in-kind resources to support IOM 
activities and those it assists; and,  

• Promote join efforts to address migration-related oppor-
tunities and challenges that require engaging with the 
private sector.  

 
The Strategy identified four types of partnerships with private 
sector: a) advocacy and awareness-raising, b) innovation, c) 
resource mobilisation and d) implementation.  The implemen-
tation of the Strategy is led by the Deputy Director General 
and supported by the Donor Relations Division.    
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KEY FINDINGS & CONCLUSIONS 

The Private Sector Partnerships Strategy is directly relat-

ed and supports IOM’s mission and mandate.  The 

Strategy has given the necessary framework for the Or-

ganization to better define and understand what it aims 

to achieve from private sector engagement.  This was 

an important achievement that helped staff internally 

but also allowed external stakeholders, notably potential 

partners to better understand IOM’s aims.  

There are key factors that need to be addressed for a 

successful implementation of the Strategy, notably re-

lated to the structure of the team, insufficient under-

standing of how to engage and communicate with the 

private sector, and some institutional processes that can 

be a hindrance to effective engagement with the pri-

vate sector.    

IOM has expanded its efforts into four types of partner-

ships with private sector entities and has been able to 

expand implementation partnerships in addition to 

those related to advocacy and awareness raising.  

Nonetheless, reaching the potential of the financial con-

tributions of the private sector remains an important 

goal for the Organization, requiring strengthening ex-

isting efforts or establishing processes to improve re-

source mobilization, such as launching appeals, identi-

fying thematic areas of interest and how best to engage 

with all types of private sector donors on a regular basis 

to increase their interest.   

The funding received was not sufficient to implement 
the first phase of the Strategy and was well below the 
estimated amount required to fully benefit from private 
sector investment.  The contributions from private sec-
tor remain limited and are far from reaching the 5 per 
cent goal in 2020, though this is not a reflection of the 
efforts undertaken by the offices to improve private 
sector engagement.   It is hard to conclude whether the 
priorities selected under Phase I were the right ones, 
though DRD did attempt to complete what it could with 
the limited funding and resources it had and identify 
interventions that would build the foundations for pri-
vate sector as well as provide direct support to Country 
Offices.   

The Strategy has also had limited funding which has not 

been predictable making planning and implementation 

challenging.  To fully implement the strategy and in-

crease private sector engagement, IOM may have to 

depend on its own funding and investments to demon-

strate the benefits of these efforts.  Member State sup-

port may be more feasible at the field level when pitch-

ing specific projects with private sector.  

KEY RECOMMENDATIONS 

Summary of the key recommendations:   

1. Funding the Strategy: The Strategy requires predictable 

funding to be implemented and to reach the goals es-

tablished within it; this may include fixed amounts per 

year or developing a mechanism to invest existing pri-

vate sector contributions.   

2. Adjust the implementation of the Strategy based on 

committed and available funding.  If IOM is unable to 

commit to implementing the Strategy without the 

needed investments, then the expectations from private 

sector should be adjusted to be realistic to what it can 

accomplish.  

3. Responsibility for the Strategy: Dedicated and increased 

human resources are necessary to implement the Strat-

egy and improve engagement with the private sector 

worldwide. 

4. Addressing institutional processes: DRD and the rele-

vant departments such as the Office of Legal Affairs, 

and the Department of Resource Management should 

identify and address the institutional processes that 

may create obstacles to effective implementation of 

private sector engagement. 

5. Resource mobilisation: Considerable efforts are re-

quired to facilitate the opportunities for resource mobi-

lisation from the private sector such as identifying areas 

of funding, planning appeals and campaigns and facili-

tating donation processes.   

6. USA for IOM and IOM:  IOM and staff from USA for 

IOM need to develop concrete actions related to im-

proving communication, collaboration and seeing how 

they can both mutually benefit from each other given 

the similar objectives they have.      

 

LESSONS LEARNT  

• Institutional approach and good coordination mecha-

nisms are necessary and key to attract and develop 

relationships with private sector.   

• The challenge to attracting private sector is knowing 

where IOM’s opportunities lie; this also means knowing 

more about the private sector and the context in which 

IOM works.   

• IOM can capitalize on the learning experiences with 

various private sector partnerships developed around 

the world.   

• Partnerships with private sector companies requires a 

significant amount of time and investment that can 

have better results and long-lasting benefits if IOM 

treats them as partners and not as a source of funding.   

 


