• Welcome to our e-module on Sub-Partnerships in our series on “How to
Work with USAID.”
• Many organizations first receive sub-awards or sub-contracts from USAID
before competing for prime awards, and thus this e-module is primarily
intended for those organizations or businesses that are looking to become
sub-awardees or sub-contractees.
• We hope that you find the content to be useful and appreciate your
feedback, which you may send to howtoworkwithusaid@usaid.gov.

Before we begin, let’s start with a couple basic definitions.
• A Sub-Award is an award of financial assistance (money or property) made
under a USAID grant or cooperative agreement by a recipient to an eligible
sub-recipient. USAID partners need to manage sub-awards in ways that
accomplish project objectives while assuring compliance with USAID rules
and regulations. ADS 303 addresses specific requirements for sub
awardees under various assistance instruments.
• A Sub-Contract exists when a USAID Prime Awardee awards a contract to
another firm to assist them. Sub-contractors may be U.S. small
businesses, a large firm, or a U.S.-based or local non-profit
organization. ADS 302 provides more information on sub-contracts, as well
as FAR 19.701 for U.S.-based small businesses.
• These are the basic definitions, but for more detailed information, see our
e-module on Types of Awards.

• The main objectives of this e-module are to learn:
• how to identify potential partners with whom you can implement
programs as a sub-partner;
• how to become better known by more effectively marketing your
organization, including how to develop capability statements;
• and what developing an agreement entails (such as roles, negotiations,
and exclusivity or not) when forming a team with other partners.

Let’s begin by explaining how to identify potential partners.

• Partnering with another organization comes with many potential benefits
and risks.
• Let’s begin with the benefits.
• In many cases, USAID's development assistance activities require
specialized skills from a multiple set of development partners. For
example, one organization may not have all of the professional skills,
services, and knowledge base the Agency requires to reform
education in a post-conflict country. Organizations with
complementary skills and experience may form a team for an award or
establish subcontracting arrangements to achieve the overall
development goals;
• Other potential benefits include: the optimization of resources through
coordination;
• Enhanced publicity through project resources and tools;
• Opportunities to network with other organizations;
• And insight into local issues. Local organizations can bring a lot of
local knowledge, language skills, and experience to the table. As a
result, partnerships with local entities or organizations are paramount
in doing USAID work, and thus USAID encourages organizations to
partner with local partners to the greatest extent possible.

• When considering a partnership, it’s also important to consider risks.
• The first potential risk of partnering is a compromise of organizational
vision and integrity. For this reason, it is critical that your organization
only partners with organizations that have a similar vision and that
carry out their work with a high level of integrity.
• Additionally, the existence of competing interests could be risky, as it
could greatly impede cooperation.
• Furthermore, an unclear division of roles could result in redundancy
and low productivity. It is therefore important for organizations to
discuss and agree on what thematic and/or technical areas and
geographic scope each organization will focus on when implementing
a project.
• Finally, an unclear division of financial benefits is a serious risk that
can be mitigated by way of clarification early in the partnering process,
which we’ll discuss later.

When considering whether to partner with various implementing partners,
also consider several things, such as:
• A mission and values similar to yours;
• Credibility in the community in which the project will be implemented;
• A good relationship with key donors, and especially with those that
operate in your geographic area of focus;
• A program focus that complements your organization’s skills and
services;
• A strategic geographic focus;
• Financial management experience;
• And a positive service delivery history and positive potential for future
service delivery.
Next we’ll discuss how to research and identify potential partners to team up
with for a project.

Now we will provide you with some concrete steps to take to research and
identify partners with which you may wish to become a sub-awardee or sub
contractor. We suggest that if you have not done so already to take the emodule on Exploring Funding Opportunities to Partner with USAID which you
can access through this link.
- We first suggest that you research potential organizations through their
websites or through newspaper announcements. Read through their
mission statements and information on prior projects and note what may
or may not be a good fit for your organization.
- For step 2, research organizations through the Foreign Assistance
Dashboard. You can explore its map or search its data. Here we’ve
shown a screen shot of ForeignAssistance.gov once you click “Explore
Map” and then click on South Africa. From here, you can click on “View
South Africa Data” and then click on “CSV” to download a
comprehensive spreadsheet of all U.S. Government funded partners in
that country.

-

-

-

As a third step, once you’ve identified the names of some potential
partners, you may want to further read about their USAID-funded
projects, which you may do by exploring the Development Experience
Clearinghouse (the DEC). Click on the advanced search function for
documents and then conduct a search using the organization’s name.
We also suggest staying informed about potential partners by signing up
for notifications from Grants.gov and FedBizOpps, which is covered in
our first e-module on Exploring Funding Opportunities to Partner with
USAID.
Additionally, you may want to sign up for lists on other sites listed below.

-

-

-

-

Local organizations located outside of the U.S. may want to consider
contacting their country’s aid coordinator and/or their Ministry of Finance
or Economic Planning, which may be able to provide a list of donor-funded
partners (U.S. and others) operating in their country. For example, in
Rwanda, the Ministry of Economic Planning maintains a central database
of donor-funded projects.
For U.S.-based organizations, consider examining the vendor list on
FedBizOpps and the Private Voluntary Organization, or PVO, Registry to
find organizations that have similar missions. You also may want to see
our e-module on Registering as a PVO.
For U.S. small businesses, you can find more resources on our Small
Business website, including links to the Mentor/Protégé Program, the
Small Business Administration training, the Small Business Association of
International Companies (or SBAIC), and the Small Business
Administration's Sub-Net database, which serves as a platform for primes
to locate quality subcontractors. Small businesses can review this web site
to identify opportunities in their areas of expertise.
Once you’ve made a list of potential partners, contact those organizations
to conduct informational interviews and market your our own organization.
Following these steps will allow your organization to be more aware of
what organizations are already working with USAID and what their current

projects are.
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The second part of this e-module will focus on helping you market your
organization to become better known to potential prime partners.

• Prime Partners, or Primes, and Sub-Partners have different roles within the
partnership.
• Primes are responsible for:
• the leadership of the development of the application or proposal;
• the identification of the project strategy;
• the selection of partners;
• and the overall management of the project.
• Sub-partners are responsible for:
• expanding the capacity of the team to achieve objectives;
• being a partner in the proposal development stage;
• and providing comparative advantages and expertise in a technical
area or particular service.

• The selection of a team’s partners and sub-partners is crucial. Here are
some things to consider when forming a team:
• A team should not have too many partners,
• and all partners should have clear roles and responsibilities.
• Local partners can bring an invaluable perspective to the project and can be
critical for its success. Local partners can also contribute to the
sustainability of the project, as they will still be present once USAID funding
for the project ceases.
• Additionally, the team should cover all aspects of the Statement of Work,
but should minimize duplication of effort.
• Sub-partners should ensure that the prime formulates a budget that
contains sufficient financial resources to fund sub-partner activities.
• Finally, the team should ensure that there are sufficient personnel for the
project’s management and technical needs.

• Primes select sub-partners that they know about. Therefore, the question is:
How does my organization become better known?
• You may take several steps to improve awareness of your organization and
its activities.
• Market your organization with the prime’s needs in mind. For example,
you may wish to explain your organization’s ability to share costs that
will be incurred.
• Also, check out the business forecast report, which is linked here.
There you will see listing of upcoming notices of funding opportunities
for USAID projects. See our first e-module on exploring funding
opportunities for a more in-depth explanation of the business forecast
report.
• Next, ask around the NGO community as to who is applying for a
particular award. Market your organization accordingly after such
research so that you can position yourself more strongly than your
competition.
• Importantly, update your organization’s capability statements. You
also should submit unsolicited capability statements to primes so that
they can be made aware of why you are an ideal sub-partner for the
project at hand. We’ll next cover how to put together a capability
statement.

•
•

•

•

•

Having a professional capability statement is a vital marketing tool. In
these next few slides, we cover how to put one together.
Your organization’s capability statement has many purposes:
• it’s a door-opener for new partners;
• it serves as proof of your qualifications and past performance;
• and it will set you apart from your competitors.
Your organization’s capability statement should be only 1-2 pages long.
• Make sure all the critical information is on the first page.
• Avoid paragraphs; instead use short sentences and bulleted lists.
• The capability statement should include your organization’s contact
information.
• Finally, it should be a PDF with your organization’s name in its
filename.
Your organization’s capability statement should be specifically related to a
target partner’s needs; therefore, it should be customized for each target
partner.
Finally, it should be visually interesting and written on a template that has
your organization’s branding and logo.

•

The following are four elements of successful capability statements.
• The first element is core competencies.
• You should write a short introduction about your organization
followed by bullet points that include key words, so that your
organization can be easily found when a prime conducts an
Internet search.
• You don’t need to list everything your organization is able to
do, but instead, include your organization’s core expertise.
• The second element is past performance.
• You should proceed by listing past organizations for whom
your organization has done similar work. Prioritize the list by
starting with the work that your organization has done with
relevant projects.
• Don’t list past projects that are unrelated to the partner’s
needs.
• Past performance may highlight experience working on U.S.
Government funded projects, but you also could list projects
working with other donors and/or working with the host country
government and/or the broader community at large. If you’re a
relatively new organization, alternatively you could highlight the
past performance and experience of key personnel.

•

•

The third element is differentiators. Include a succinct, clear statement
that relates to the specific needs of the prime. This will help readers
understand why they should pick your organization over competitors.
The fourth and final element is organization data.
• Include one or two short sentences with a description of your
organization that details pertinent history. These sentences should
include the size of your organization, your revenue, the number of
employees you have, and the typical geographical area you serve.
• You also should include the name of a specific person that should
be contacted if the prime is interested in pursuing your
organization, your organization’s address, a main and mobile
phone number for your organization, and a specific point of
contact’s email address.
• You also will want to list pertinent codes if applicable to your
organization as listed in the right hand column of the table. For
more information on how to obtain a DUNS number and (N)CAGE
code, see our e-modules on these subjects. Most of the other
codes pertain only to U.S.-based organizations or small
businesses.

Here is an example of how to format a capability statement. In this example,
you see that it includes a section for
• core competencies,
• past performance,
• differentiators, and
• company or organization data.
This is just an example of many different styles, and you can choose one and
tailor it to best suit your organization.

In the third and final portion of this e-module, we’ll learn about teaming
agreements, which are simply an agreement between prime and subpartners to form a team to combine resources to bid on or apply to a notice
of a funding opportunity.

• A teaming agreement is beneficial for both the sub-partner and the prime.
• The sub-partner can obtain access to a U.S. government funded project
that it would otherwise not have the resources to implement on its own by
teaming up with the larger prime in submitting an application or proposal in
response to a USAID notice of funding opportunity.
• A prime can achieve greater control over its costs and more certainty
through a pre-bid or pre-application teaming agreement with a potential
sub-partner.

• Teaming agreements reflect the role of each sub partner, as well as the
prime.
• Teaming agreements are legally binding,
• Teaming agreements are negotiated by people with authority from both
organizations,
• and should be signed as early in the application proposal phase as
possible.
• Finally, they are needed before a partner can review confidential material in
a draft.
• Do not share your application or proposal with the potential partner without
first having a signed teaming agreement in place.

• In the Resources section of this e-module, you can find a template that you
can use to draft a teaming agreement between your organization and a
potential partner. Here we’ve shown a screen shot of the first page of the
sample.

• In your teaming agreement, one important area your organization must
consider is whether it wants to be an exclusive or non-exclusive sub-partner
or a supporting partner.
• An exclusive sub-partner will only work with the prime if the prime wins the
award. In the teaming agreement template provided in the Resources
section of the e-module, an exclusivity clause is already included, for
example. As outlined in your teaming agreement, you may share
confidential information with the prime.
• If the sub-partner is non-exclusive, it can work with several primes
irrespective of who wins. To maintain the confidentiality of your application
or proposal ideas and budget, it is important not to share information with
other non-exclusive sub-partners.
• The third type of partner is a supporting partner who serves as a key
collaborator. For example, the Ministry of Health in a given country can be a
supporting partner for a project. These organizations often provide letters
of support for the application or proposal.

• To summarize what we’ve learned today in this e-module, when considering
sub-award partnerships, carefully consider the benefits and risks associated
with partnering with another organization and discuss among your staff.
• To increase your organization’s visibility, be proactive about marketing
yourself and reaching out to organizations that interest you, including
having updated capability statements that you can customize for each
potential partner.
• Developing teaming agreements is an important step in the partnership
formation process. Make sure that yours does not compromise your
organization’s project-related and financial needs.

• For more information on these subjects, please consult the sources
through the links listed here.
• You also may benefit from the other e-modules in this series, including our
e-modules on exploring funding opportunities to partner with USAID and
registering in federal award systems, among others. Visit this link to
access the other e-modules.
• This concludes our e-module on sub-award partnerships. We hope that
you have found it to be helpful. We encourage your feedback, which may
be sent to howtoworkwithusaid@usaid.gov.

The following questions will check how well you have understood the content
in this E-Module.
Read each question carefully and select your answer before clicking “submit”
and moving on to the next question.
After you have finished all of the questions, click “finish” to proceed to your
results.
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This E-Module was produced by the United States Agency for International
Development.
This project includes the past collected efforts by the New Partners Initiative,
Capable Partners Program, and USAID Staff.
USAID is appreciative of all the individuals who contributed their time and
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