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• 80% of our work is 

contracted to Industry. 

 

• Host Nation for NATO 

Security Investment 

Programme (NSIP) 

C4ISR projects. 

 

• Third Party procurements for: 

– NATO Bodies, 

– NATO Nations, 

– Multinational Smart Defence projects. 

NCI Agency acquisition roles 
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• Lifecycle (Total cost of ownership as the basis for evaluation 

and selection of future Contractor) 

• Efficiency (Excellence project management, importance of 

education and training, milestone tracking and reporting)  

• Contractor Accountability (need to comply with signed contract  

terms and conditions, schedule, technical, cost) 

• Competition - focused Acquisition (Director ACQ is Competition 

Advocate) 

• Lifecycle approach and competition will offer more opportunities 

for Small and Medium Industries 

 

Present Main Focus for the Agency 
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• ACQ offices in Brussels, Mons, The Hague. 

• Consolidation and standardization of  

NATO and nations’ C4ISR requirements: 

– Moving from assets to services based delivery. 

– More efficient standardized and consolidated 

acquisition procedures, practices, and points of 

contact for Industry. 

Acquisition – NCI Agency Interface with Industry 
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• Contracts will increasingly 

include options for follow-on 

support and services. 

• Bidders will have opportunity 

to identify ways to achieve 

lower Total Cost of 

Ownership. 

• Outsourcing will be 

increasingly considered 

as an alternative. 

• Simplify dealing with NATO. 

What this means for Industry 
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• Background  

NATO has acknowledged the importance of SMEs as important 

partners for the implementation of projects. 

 

• Today  

The NCI Agency is examining possibilities and options to increase 

SME participation. 

Some Examples  

• Factor in Best Value formula 

• Additional opportunities due to lifecycle (follow-on support, education and 

training) 

• Subcontract SME Opportunities  

• Investigate Best Practices with Industry 

What this means for Industry 

Small and Medium Enterprises (SME) 
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Types of bidding procedures 

• Standard procedure. 

• Governed by AC/4-D/2261. 

• Bidders nominated by Nations. 

International 

Competitive 

Bid 

Basic 

Ordering 

Agreement 

• Accelerated procedure. 

• Applicable to COTS supplies and 

services. 

• Bidders are limited to firms holding 

BOAs with the NCI Agency. 

Allied 

Operations 

and Missions 

• Accelerated procedure. 

• Applicable to contracts supporting 

deployed NATO Forces (ISAF/KFOR). 

• May be ICB, BOA or Combination (BOA+). 
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• NATO mandates more and more the use of Competition. 
DACQ is Competition advocate. 

• That means more opportunities for all the Nations and 
Industries. 

• Nations responsible for finding, screening, certifying and 
nominating companies. 

• Evaluation criteria - lowest, technically compliant bid.  

• Evaluation process - NCI Agency procedures: 

– Organization: Proposal Evaluation Board (PEB), Contract Award 

Board (CAB), Source Selection Authority (SSA), 

– Documentation: Source Selection Plan, Evaluators Workbook, 

Clarification Requests, PEB and CAB Reports, SSA Decision. 

• Advantages and disadvantages. 

 

International Competitive Bid (ICB) 

AC/4-2261 
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• Needed an alternative to ‘lowest price, 

technically compliant’ ICB award criteria:  

– Emphasis on price meant couldn’t select best overall 

bid. 

• Best Value definition: 

– “Award is made to bid offering best overall  

value, taking all factors into consideration 

(project management, technical, supportability, 

and price).” 

 

Best Value 
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• NCI Agency has had many successful cases of Best Value on large, 

complex projects. 

• Increasingly Total cost of ownership and full life cycle support. 



• Top Level criteria and sub-criteria are pre-determined, default weighting of 

Top Level criteria is set at: Price 50% - Technical 50%. 

 

• Essential aspects of Technical evaluation will be maintainability, 

sustainability, and follow-on education and training in the light of a 

consideration of Total Cost of Ownership and lifecycle approach. 

 

• Evaluation process: 

– Determine administrative compliance, 

– Perform technical evaluation, 

– Perform price evaluation, 

– Apply weighting factors, 

– Determine Best Value scores. 

Best Value source selection process 
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• Quick and efficient method for procurement 

of commercially available CIS products and 

services. 

• NCI Agency negotiates standardized  

ordering agreements with major suppliers: 

– Currently 812 vendors from 28 nations 

– ‘Most Favoured Customer’ (MFC) terms and prices with  

suppliers = ‘Strategic Agreements’. 

• Access via: https://industry.ncia.nato.int 

– Free use by NATO Agencies, for NATO Missions and by NATO Nations 

for authorized NATO projects. 

– Prices are password protected. 

• Have flexibility to:  

1. take advantage of MFC prices,  

2. compete between the BOAs, 

3. shorten considerably the bidding time leading to contract award. 

Basic Ordering Agreements (BOAs)         
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BOA Breakout session throughout the day  

  

Wednesday 26 and Thursday 27 March 

             

Brussels room  

 

ACQ breakout session 

 

Wednesday 26 and Thursday 27 March (14:15 – 15:30) 

 

Brussels room 

Basic Ordering Agreements (BOAs)  
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New NCI Agency Acquisition Website 

Features an extended Industry Section with New Look and Feel and streamlined 

content: 

 New Bulletin Board to publish 

NCI Agency – wide Business 

Opportunities on one 

consolidated platform 

 

 New section “@NCI Agency 

Procurement” for advance 

notices of large procurement 

opportunities and follow-ups to 

previous competitions 

http://www.ncia.nato.int              @NCIA-Acquisition 
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http://www.ncia.nato.int/


 

New NCI Agency Acquisition Website 

New Acquisition pages: 
 

  easy to navigate 

 immediate access to streamlined 

Bulletin Board 
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New NCI Agency Website 
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New NCI Agency Website – Bulletin Board 
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New NCI Agency Website – Business Opportunities 
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New NCI Agency Website – Industry Section 

NATO UNCLASSIFIED 19  |  



New NCI Agency BOA Website 
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New NCI Agency BOA Website 
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New NCI Agency BOA Website 
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Full BOA and BOA+ competitions 

– 2009 – 2013: 46 run 

– average of 110 companies on Bidders List per 

competition 

Full ICB competitions 

– 2009 – 2013: 22 

– Average of 57 companies on Bidders List per 

competition 

Full AOM competitions 

– 2009 – 2013: 29 

– average of 156 companies on Bidders List 

Some Statistics on the participation of  

Industry to NCI Agency Competitions 
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Especially for Small and Medium firms 

• Patiently – 28 nations involved in the decisions. 

• Start small - think long-term. 

• Obtain a Basic Ordering Agreement. 

• Opportunities for teaming with others: 

– Subcontractor, 

– New opportunities through full life cycle acquisition, maintenance, 

training, consultancy 

• Know your National Delegation team and your NATEX in the Agency: 

– Getting on the Bidder’s List for ICBs. 

– Getting information on the ICBs Bidders lists for possible subcontracting 

opportunities. 

• Follow the ‘Industry’ section on NCI Agency website ( Bulletin Board). 

• Follow the NCI Agency on Twitter: NCIAAcquisition. 

• Register on the NCI Agency ACQ Website Current Suppliers List (currently 

only BOA holders) 

 

 

 

 

How do you do business with NATO? 
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“National Technical Experts appointed by the 

Nations to NCI Agency have a role to liaise with 

national governments and industry about 

opportunities and to facilitate engagement  

with the Agency”. 

(Secretary General Rasmussen) 

 

 

Role of NATEX 

National Expert 
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NATEX – where are they from ? 

21 NATEXs  

from 15 nations  

1 

1 

1 

1 
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2 
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1 
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http://flagpedia.net/canada
http://flagpedia.net/germany
http://flagpedia.net/denmark
http://flagpedia.net/france
http://flagpedia.net/italy
http://flagpedia.net/the-united-states
http://flagpedia.net/the-united-kingdom
http://flagpedia.net/turkey
http://flagpedia.net/spain
http://flagpedia.net/norway
http://flagpedia.net/poland
http://flagpedia.net/the-netherlands
http://flagpedia.net/greece
http://flagpedia.net/belgium
http://flagpedia.net/the-czech-republic


Nation Name Telephone Email 

Erik Sterckx 
+32 2 707 8238 Eric.Sterckx@ncia.nato.int 

James Bates 
+32 2 707 8227 James.Bates@ncia.nato.int 

Josef Knedla 
+32 2 707 8214 Josef.Knedla@ncia.nato.int 

Esben Andersen 
+32 2 707 8130 Esben.Andersen@ncia.nato.int 

Quentin Besnard 
+32 2 707 8274 Quentin.Besnard@ncia.nato.int 

Etienne Moser 
+32 2 707 8489 Etienne.Moser@ncia.nato.int 

Jean-Claude Ganjoueff 
+32 2 707 8501 Jean-

Claude.Ganjoueff@ncia.nato.int 

Jean-Marc Vesco 
+32 2 707 8502 Jean-

Marc.Vesco@ncia.nato.int 

NATEXs per Nation 
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http://flagpedia.net/belgium
http://flagpedia.net/canada
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http://flagpedia.net/france
http://flagpedia.net/france
http://flagpedia.net/france
http://flagpedia.net/france


Nation Name Telephone Email 

Arndt Kurek +32 2 707 8113 Arndt.Kurek@ncia.nato.int 

Frank Rustenbach +32 2 707 8571 Frank.Rustenbach@ncia.nato.int 

Georgios Zafeiropoulos +32 2 707 8441 Georgios.Zafeiropoulos@ncia.nato.int 

Idalo Lazzari +32 2 707 8596 Idalo.Lazzari@ncia.nato.int 

John Jansen +32 2 707 8381 John.Jansen@ncia.nato.int 

Per Trygve Gundersen +32 2 707 8644 Per.Gundersen@ncia.nato.int 

Leszek Janicki +32 2 707 8132 Leszek.Janicki@ncia.nato.int 

Manuel Herraiz +32 2 707 8431 Manuel.Herraiz@ncia.nato.int 

Eylem Dikilitas +32 2 707 8304 Eylem.Dilikitas@ncia.nato.int 

NATEXs per Nation 
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Nation Name Telephone Email 

TBD 

TBD 

Daniel Mills +32 2 707 8617 Daniel.Mills@ncia.nato.int 

Michael O’ Connor +32 2 707 8371 Michael.OConnor@ncia.nato.int 

 

NATEXs per Nation 
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