
 
 

1 
 

 

 

 

 

 

 

IOM’S PRIVATE SECTOR PARTNERSHIP STRATEGY 2016–2020: 

A THEMATIC EVALUATION 

Summary Report 

 
 

 

 

 

 

 

 

 

Office of the Inspector General 

September 2018 
  



 
 

2 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Evaluation period:  2016–mid 2018 

Evaluation type:  mid-term  

Commissioned by:  IOM 

Global scope 



 
 

3 
 

SUMMARY REPORT ON THE THEMATIC EVALUATION OF THE IOM’S 
PRIVATE SECTOR PARTNERSHIP STRATEGY 2016–2020 
 

Background 
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 human 
resources from private sector partners in both humanitarian and development contexts. 

A feasibility study was conducted in 2012 to determine “whether IOM could secure funding from alternative private 
sector sources and whether those alternative sources could include support for IOM’s core costs.”1  Overall 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 resources and commitment.  The study also concluded that “the 
opportunity is mainly to raise supplementary income to IOM as foundations, companies and high net worth 
individuals are mainly interested in specific projects, innovation projects and rarely fund core costs to any significant 
level.”2  It estimated that IOM could raise between USD 20 million and USD 25 million3 per annum, stipulating this 
would require an annual investment 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, private-sector fundraising would 
be included in the agenda for the Working Group on Budget Reform.4   

As a result of this report and its conclusions, a private sector partnerships strategy was developed.  This Strategy 
was subsequently presented to the Member States during the autumn council in 20155 and agreed upon as the 
IOM Private Sector Partnership Strategy 2016–2020. 

The evaluation of the Private Sector Partnership Strategy (2016–2020) aims to assess the performance and 
achievements of IOM in implementing Phase I of the Strategy and examines the activities implemented in an effort 
to enhance the Organization’s institutional foundation and strengthen its operational capacity.  The Strategy is 
being implemented in two phases and the evaluation focuses on the implementation in 2016 and 2017 taking into 
account some adjustments in 2018.  The evaluation was conducted through a review of documentation, and 
interviews with 40 individuals.  Furthermore, a survey was sent to 84 IOM offices or Headquarter departments of 
which 28 responded.  Finally, considering the focus on resource mobilisation and the contribution that IOM made 
to support the US-based fundraising hub, ‘USA for IOM’, a specific analysis of this entity was included in this 
evaluation.   

                                                           
1 Weight, Della.  “Report Private sector fundraising feasibility study” think consulting solutions, October 2012 
2 Ibid. 
3 This represented 2.8% - 3.5% of the 2011 IOM annual budget of USD 700 million.   
4 IOM Council 103rd session “Funding for the Core Structure:  Budget-Strengthening Model- Proposal and Draft Resolution” 17 
October 2013.  MC/2389, pg. 8 - 9.   
5 Council 106th Session reference C/106/INF/16 
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Findings of the Evaluation 
Relevance 

The Private Sector Partnership strategy is directly related to IOM’s mission and mandate and has been developed 
in line with existing United Nations (UN) guidance and principles on private sector engagement.  IOM brought well-
identified staff together to collaboratively develop the strategy and align it to other agencies’ approaches.    Overall, 
IOM staff interviewed/surveyed found the Strategy to be relevant and beneficial for raising the awareness on the 
importance of the private sector and a framework under which to engage with the private sector.   

Effectiveness 

At the regional level, private sector engagement varied according to opportunity, the capacity and resources to 
implement it and actively seek partnerships.  None of the Regional Offices had dedicated staff and according to the 
survey, only two Country Offices had fully funded private sector staff; the majority of offices surveyed depended 
on an ad-hoc engagement and a smaller number had an identified focal point.  At Headquarter level, the private 
sector liaison team in the Donor Relations Department (DRD) remains small with the Head also having other donor 
liaison functions.  Overall, there are limited dedicated human resources for private sector and most of the 
interviewees considered it to be inadequate, particularly for an Organization that is highly dependent on 
fundraising and voluntary contributions.   

DRD implemented several activities to support offices, such as guidance and tool development, providing direct 
funding for Country Offices to increase their own engagement and providing a significant portion of the allocated 
funds to USA for IOM to improve resource mobilisation.  There are nonetheless key factors that need to be 
addressed to achieve the Strategy, such as increasing human resources, finetuning institutional processes or 
improving the understanding of how to engage with private sector.   

Efficiency  

The Strategy was largely funded by the Organization’s own limited investment.  IOM received funding from two 
Member States for the Strategy which was used to expand the reach of private sector engagement worldwide by 
directly funding 12 Country Offices.  There are no mechanisms to raise funding regularly through existing private 
sector contributors (such as using a percentage of the private sector funding to reinvest into implementing the 
Strategy).  Comparisons with other UN agencies demonstrate the potential funding stream that could be created 
with consistent investment from the respective agency.   

Outcome and Impact 

Despite the limited investments and funding received from the private sector, there have been successful 
programmatic-related outcomes and results such as working with private sector on recruitment systems and labour 
supply chains, which were considered very positive and raised the visibility of IOM and migration.  The number of 
partnerships has also grown worldwide thanks to this increase in visibility and the strategic importance of some of 
these engagements.  Furthermore, IOM has been able to build implementation partnerships with the private 
sector,6 looking beyond resource mobilisation.   

Sustainability 

During the first two years of implementation of the strategy, the focus has been on putting in place some key 
structural adjustments and guidance, such as the due diligence process, the guidelines on private sector 
                                                           
6 Implementation partnerships are one of the key partnerships that IOM highlights within the Strategy.   
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engagement and strengthening USA for IOM.  These have the potential to lead to a more sustainable engagement 
process with the private sector.  There are however other efforts such as knowledge management, which were not 
implemented (due mostly to lack of human and financial resources), putting sustainability efforts at risk.  The lack 
of commitment for predictable funding is a major obstacle to both ensuring outcomes are met and that they 
become sustainable.   

Conclusions and Recommendations 
There are key factors that need to be addressed for a successful implementation of the Strategy, notably related to 
the structure of the team, insufficient understanding of how to engage and communicate with the private sector, 
and some institutional processes that can be a hindrance to effective engagement with the private sector and its 
administrative specificities.   Although there are efforts to institutionalise and centralize the management of the 
strategy, the ability to implement it and ensure private sector engagement was determined both by the interest 
and efforts of the staff in Country Offices and the context in which they work.   

IOM has expanded its efforts into four types of partnerships 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 contributions of the private sector remains an important goal for the 
Organization, requiring strengthening existing efforts or establishing processes to improve resource mobilization, 
such as launching appeals, identifying thematic areas of interest and how best to engage with all types of private 
sector donors on a regular basis to increase their interest.  Some of the responsibilities, such as managing the 
donation platform, have been given to USA for IOM staff, yet this should be revisited to determine if they should 
be best hosted at IOM Headquarters, allowing USA for IOM to concentrate on its own responsibilities.   

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 sector 
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 private 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 increase private sector engagement, IOM may have to depend on 
its own funding and investments to demonstrate the benefits of these efforts.  Member State support may be more 
feasible at the field level when pitching specific projects with private sector.  

Several lessons learnt were identified by respondents during the data collection process: 

1. Institutional approach and good coordination mechanisms are necessary and key to attract and develop 
relationships with private sector.  Private sector expects similar messaging and processes across IOM 
irrespective of the location that need to be well-developed and consistent and requires more streamlined 
guidance from the private sector team to ensure good results.   

2. 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 needs to learn about 
the companies that it may seek to attract, understanding what they want and need; based on the latter, 
IOM should determine what it can offer.   
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3. IOM can capitalize on the learning experiences with various private sector partnerships developed 
around the world.  IOM staff spoke about the incredible learning curve as they pursued relationships with 
companies around the world, learning their language, their approach and what they expected.  This 
learning is invaluable and should be shared with other staff.  Furthermore, it can also allow IOM to identify 
new engagement opportunities.  For example, through a partnership with a private visa processing 
company, IOM has been able to develop further skills in the methodologies that have now allowed the 
Organization to develop additional projects in other parts of the world. 

4. 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.  Private sector partners can be the source of significant amount of funding or services, yet IOM 
staff needs to understand that these relationships require a lot of hard work to mature.  Benefits will be 
more long lasting and effective if IOM works together with the companies to identify issues and solutions.   

Recommendations 
1. Funding the Strategy: The Strategy requires predictable funding to be implemented and to reach the goals 

established within it.  Some suggestions for this include: 
a) A commitment from IOM that a fixed amount of money will be allocated for private sector 

engagement; 
b) Agreeing that a percentage of the funding received from private sector donations from the 

overhead is included into a private sector fund that can help to address shortfalls; and 
c) Continuing to promote and identify project-level private sector opportunities that may also be 

attracted for traditional donors. 
 

2. Adjust the implementation of the Strategy based on committed and predictable investments:  If IOM is 
unable to commit to implementing the Strategy within the expected timeframe without the investments 
needed, then the Strategy and expectations from private sector should be adjusted to be realistic to what 
it can accomplish. For instance, only one or two of the partnerships types may have to be prioritised. 
 

3. Responsibility for the Strategy: The Strategy should reflect on the role and responsibility of DRD if it is to 
continue taking on this responsibility of overseeing the Strategy.  Furthermore, this role should be met with 
increased and dedicated human resources to implement the Strategy and support staff worldwide.   
 

4. Addressing institutional processes: DRD and the relevant units such as legal, finance and procurement 
should identify and address the institutional processes that may create obstacles to effective 
implementation of private sector engagement and agree on a timeline to address these proactively and 
systematically.   
 

5. Resource mobilisation: Considerable efforts are required to facilitate the opportunities for resource 
mobilisation from private sector including advertising and marketing.  These include: 

a) Having more clarity on the areas of potential funding and ensuring that these are consistently 
applied throughout IOM.   

b) Planning for funding appeals and campaigns should be developed to have a streamlined approach 
and effectively launch campaigns.  These may be for humanitarian crises but could also be linked 
to other efforts undertaken at IOM such as the Global Migration Film Festival, or the IOM 
Development Fund as two examples.   
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c) Making the necessary adjusting on the IOM webpages to facilitate online donations such as 
increasing visibility throughout and facilitating the links to the donation platform.   

 
6. Planning and monitoring the implementation of the Strategy:  As IOM develops its implementation plan 

for Phase II, it should revisit the draft business and fundraising plans to determine what may still be relevant 
now and reflect the funding it has.  In addition, a monitoring plan for the Strategy is required that can 
include the indicators that will be used to track the progress and include targets throughout the next two 
years.  Monitoring should also include the quality of the engagement at all levels to ensure that IOM is 
addressing the needs of the private sector stakeholders. Several members of the private sector team who 
initially drafted the Strategy offered to continue supporting the Strategy implementation; this “reference” 
group may be a good mechanism for seeking validation of some of the processes and reviewing the 
implementation of the Strategy in a consistent manner.   
 

7. Areas to expand on for Phase II: DRD should endeavour to prioritise establishing foundations for private 
sector engagement. This would include knowledge management, the finalisation and/or development of 
trainings and tools that can support staff.  Some of the activities that could be considered: 

a) Establishing a network in which information could be shared more easily;  
b) Identifying knowledgeable staff in various Country Offices that could be used as a resource for 

others; and 
c) Developing a training but ensuring that this is done in a participatory manner with relevant staff to 

ensure that various facets are included. 
 

8. Improving knowledge management and sharing:  IOM should consider the development of a customer 
relations management (CRM) platform that can be used to share information to IOM staff more regularly 
and provide information access that can lead to further engagement.  Furthermore, a mapping of the 
interests of potential and current partners may help to better target potential partnerships.  IOM should 
also include a mechanism to monitor partnerships, check on their satisfaction and receive feedback to 
support more sustainable and long-term partnerships.   
 

9. Due diligence: The due diligence process would benefit from a few adjusts to strengthen its current efforts: 
a) Making the process more accessible to staff to avoid the potential risk of partnerships being agreed 

to prior to the due diligence taking place.  In addition, the process should clearly lay out which 
partnerships would be susceptible to the due diligence process.   

b) Identifying a mechanism of control at regional or Headquarters’ level to avoid partnerships 
proceeding that have not been processed. 

c) Monitoring the implementation of agreed partnerships, potentially the high and very high risks 
partnerships, to determine how they are progressing and what, if anything, may have affected their 
implementation.  This can in turn help to adjust the due diligence process if required. 
 

10. USA for IOM and IOM:  IOM and staff from USA for IOM need to develop concrete actions related to 
improving communication, collaboration and seeing how they can mutually benefit from each other given 
the similar objectives they share.  However, it is equally important that separation of responsibilities exist 
in line with the respective mandates, particularly if there are legal ramifications of having actions 
performed by a non-profit for the Organization as a whole.  Finally, both agencies should identify the areas 
of common interest for private sector fundraising to ensure that this is done smoothly and in full response 
of IOM’s needs.   
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