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2 Executive summary

This document is meant to transmit the learnings of 3 years promoting the participation of
European SMEs in public projects beyond the EU, in 6 countries spread across the globe,
literally. It has been led by ACCIO, as project leader, with endless support from FIT, whilst each of
the 4 partners have overseen the chapters under responsibility.

Project GOOSE was formulated deep into the Covid pandemic, when it was hard, to an extent, to
foresee the end of it, in time and shape. Back then, it was right to anticipate that from 2023 it
would be clear to travel around the world, including in Asia (the most reluctant to open borders,
and hence those picked up as the last ones to hosting GOOSE's five business missions). We start
with an introduction of the project, its main features and achievements.

This aside, GOOSE could not anticipate the war in Ukraine, started 23 February 2022, and its
subsequent effects in our project: Estonia , one of GOOSE'’s partners' countries, shares borders
with Russia, the culprit of the war, whilst Serbia, one of the 6 target markets of COOSE, has turned
again tothe old role of pan-Slavic victimization, claiming past grievances and playing an appeaser
role that only serves the purposes of the aggressor.

Nonetheless, GOOSE, in parallel with our other 5 sister projects, has been able to gain valuable
insights for both European SME and other BSO, and the stakeholders from the European
Commission. We have tried to condense them, first by proposing the learnings from our 6 target
markets: Norway, Serbia, Vietnam, Colombia, Chile, and Japan: a critical overview of their
respective public procurement edifice, and a highlight on the sectors and segments with the
most potential; we conclude the country chapters with considerations to address the market,
from the point of view of European companies.

Furthermore, we have also proposed a pick within the 29 segments initially chose for the 4
sectors under focus, Green Economy, Smart Health, Smart Cities and ICT. Likewise, we aim at
proposing ideas and insights to SME and BSO alike, as well as to Clusters - GOOSE has been
connecting with up to 39 clusters and sectoral organizations within the radar of our 4 partners.

We have summarized the main learnings for SMEs when eager to contest (to bid to) public
projects in third countries. SMEs and BSO will find tips and tricks to help them avoid mistakes,
save time, and, with luck, perseverance, effort, and resolve, to get business achieved. We have
meant to offer a realistic view, while we would like to encourage more and more SMEs to
contest public projects in third countries; at least those within EPA-GPA agreements. Despite
the project ending with this same report, each one of the 4 BSO will continue helping our
respective companies and entities to internationalize: the Croatian Employers Association
(CEA), the Estonian Chamber of Commerce and Industry (ECCI), Flanders Investment and Trade
(FIT) and Catalonia Trade and Investment (ACCIO).

Moreover, we propose a chapter with 10 final suggestions and ideas for GOOSE stakeholders
on how to make the best of the current association agreements in terms of real access to
public projects for European companies. So far, European SMEs participating in (foreign) national
markets on equal terms to local players are still a minority. To add to this, it is worth mentioning
last year's report by the Court of Auditors of Luxembourg by which even within the single
market cross-border procurement has stalled, if not retreated.
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Nevertheless, GOOSE believes there are actions to take, even imaginative ones; with Chile
and Norway possibly being prime targets, initially, since the respective agreements are at least
2 decades old; Serbia and Colombia, with at least a decade old, may follow. One of the learnings
of GOOSE is that it is the time to act with resolve, realism, and, well, imagination, from the parties
involved, the host country and Brussels.

To conclude, to aim at making the document easy to read, we have underlined in bold the main
concepts we would like our readers to take as learnings. We have included 8 case studies to
illustrate some passages of the document. We hope you enjoy the read, find it useful and, most
of all, inspirational to go after public projects in the countries under GOOSE's radar!

Ref. 101034095 - GOOSE - D4.2_Best strategies for Consortia Bldding to Third Countries Procurement Markets_v3.0_submission
page 5 of 77



- This report was funded
“500SE

Union's COSME

3 Introduction

Project GOOSE has been an EU funded project, from the Call GRO/SME/20/B/04, COS-PPOUT-
2020-2-03, started May 2021 and ended May 2024. Its main features are listed below.

Overall objective:

1 Toimprove SMEs' access to public procurement in the non-EU countries with which the
EU has signed a plurilateral or bilateral agreements covering public procurement.

Main mandatory activities:

1 Tools to improve access to public projects in third markets
1 Follow-up and mentoring to SME to facilitate access
1 Exit strategy, with lessons learned and best practices

Project GOOSE's goals:

1 8 BSO offering better support to SMEs
1 600 SME reached

M Atleast5tools for SMEs

1 Atleast 8 offers submitted

GOOSE is a EU-wide consortium with 4 partners:

f Catalonia Trade & investment (ACCIO)- COORDINATOR

1 Estonian Chamber of Commmerce and Industry (ECCI)

1 Flanders Invest & Trade (FIT), Belgium

1 Croatian Employers’ Association (CEA), (coming anew mid-2022 to substitute the
Slovenian Chamber of Commerce and Industry)

GOOSE's partners strengths:

M 4 corners of the EU, with a wide international network

Large and diverse portfolio of companies in each region

Capillarity via Clusters and other sectoral organizations

Track record in intl. public procurement

Eagerness to learn, improve methods, to lift firms' competitiveness

Division of roles: FIT preparation phase, ECCl Communication, ACCIO Implementation
Doubling in all tasks, to double check and to guarantee final quality

=A =4 =4 =4 4 -4

GOOSE picked up 6 target markets to explore:

1 2in Latin America, Chile, and Colombia, 2 in Europe, Serbia and Norway, and 2 in Asia,
Vietnam and Japan

1 Wide and diverse range of Focus countries, to make for building knowledge, with an eye

oh multiplication during/after the project

Low & middle-income versus high-income countries

World Bank clients versus OECD members

Different volumes of procurement, degrees of openness to foreign bidders

Countries over 3 continents, round the corner and far-away

To what extent is strategic procurement incorporated?

Is public procurement open to innovation?

=A =4 =4 =4 4 -4
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Scale of implementation of eProcurement, executive capacity, bureaucracy

GOOSE focused 4 sectors:

il

=A =4 -4 -4 A

Smart cities, Smart health, ICT and Green economy

4 broadly based sectors broken down into 29 segments

Cross-sector nature, reaching a wide array of areas

29 segments to prioritize to around 1/3 per country, 8-10

Sectors are those that best fit opportunities in international projects

In fact, most match those chosen for the other 5 sister projects: synergies and
complementarities

Strategy to successfully access them not unique, with firms acting as single bidders,
partners, but also as subcontractors

Thence, relevant is as much as to identify potential tenders, as suitable partners, call
them local or hidden champions

Goose 4 sector webinars started 04/0c¢t/2022 “Opportunities and Challenges in Smart
cities” and ended Mar/2023 on “Smart Health”
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4 GOOSE’'s achievements

Here below are the main achievements of the project in its 3 years of endeavour. Most of them
are already available online, documents and tools for SME to gain access to the 6 target markets;
this will include this same report in PDF format, to be openly available at our web portal
WWW.projectgoose.eu

Detailed country info on public procurement

6 wide-ranging documents with all you need to know on every country’s public procurement:

f
f
f

In terms of public procurement edifice and opportunities in every target country

Not made public via the portal, but available upon request

Key information to consult and check by GOOSE's staff, both from the partners’
headquarters and from the target markets

Comprehensive info drafted by GOOSE's 6 country desks: characteristics of local public
procurement market; reference institutions; tendering processes; improvements and
challenges; sector opportunities; etc.

Available since late 2021, only Serbia since late 2023

6 country fact sheets

Overview on every country’'s economy, main sectors, and public procurement features.

Available online via GOOSE's Portal www.projectgoose.eu

1

=A =4 =4 =4 =4

Chile, updated March 2024
Colombia, updated March 2024
Vietnam, updated July 2023
Norway, updated March 2024
Japan, updated January 2024
Serbia, updated April 2024

Firms impacted by the project

= =4 =4

1,029 attending GOOSE's 10 webinars

74 firms participating in GOOSE's 5 Business missions

433 registered to the Portal with 312 recurrent and more than 32.857 individual visitors
10 with business achieved, for an overall (estimated) amount of up to 200,000 €, with
more expected in the medium-term. This is the aggregated amount for the 10 firms.

11 webinars available online

Available online via our Portal:
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How to reach international tenders: March 2021
Chile and Colombia, April 2022
Norway, April 2022

Japan, May 2022

Vietnam, June 2022

Serbia, September 2022

Smart cities, October 2022

Green economy, December 2022
ICT, February 2023

Smart Health, March 2023

Final Conference, May 2024

=A =4 =4 =4 4 -4 -4 -4 - -8 -4

10 podcasts and videos

Available online via our Portal www.projectgoose.eu

1 Unlocking the potential: SMEs in Public procurement, 34

1 Public procurement in Vietnam, 16’

1 Business in Norway with Helmess, 23’

1 What to know about Norway when entering the tendering market, 24
1 E-Health and focus sectors of Norway, 9'

1 What to know about Colombia when entering the tendering market, 24’
1  What to know about Serbia when entering the tendering market, 26’
1 Insights on business in Colombia, 7'

1 Short Video presentation on Norway

1 Short Video testimonials on GOOSE Mission to Colombia

1 Short Video on BM to Japan

Tender tracking with business alerts

Available since end 2021, always at our portal www.projectgoose.eu

Almost 1,000 Alerts uploaded in both “News"” and “Tenders” counting all  six  Markets and 29
segments (within the 4 sectors): 385 alerts on “News"” and 561 on “Tenders”.

1 Used as both to alert potential interested firms, as well as repository of wealthy business
intelligence

1 Alert“Partnership” hasnot beenused, so far. ltcouldbeanidea toimplementvia
any an EU portal, such as EEN's, or Eurochambers

1 Portal and Tender tracking to be active, together with the Portal, until May 2025

Business achieved as result of GOOSE

Hereistheinitial list of the ten firms with business achieved we have detected as results of GOOSE
activities, namely GOOSE's 5 business missions. A total of 200,000 € has been confirmed
directly by the firms themselves.
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We have run follow-ups with the firms involved in the business missions; we have asked every
one of them to report on leads, and business achieved, via individual one2one videocalls; this has
been especially productive for the first business missions, with sufficient time to report back and
forth with/from the firms; specifically that to Colombia 29 May-02 Jun/2023 and, to a minor nature,
to Norway 27-29/Sept/2023. The last 2 business missions, fallen almost at the end of the project,
Vietnam on 19-21/March/2024 and Japan’s 15-17/Apr/2024; yet, even with little time to report back
on accomplishments, GOOSE has already detected promising leads.

For business to be materialized it needs time, specially related to B2B or B2B2G. If within the area
of public projects, especially if the B2G is above the threshold of direct contracts (more than, say,
15,000 €), maturity time easily goes beyond 12-24M after an initial lead is confirmed. To add to this,
half of the companies are yet to report back to GOOSE.

For all the above, the final business achieved as result of the project is expected to be much
higher that the reported 200,000 €, chiefly in the mid-term. Take it with a pinch of salt, or two,
yet real business achieved could be an order of magnitude higher, nearer to the 7 digits than
the current 6 lows.

Of course, GOOSE is open to share further details on every firm confirming having achieved
business as result of the project.

Table: Listed business achieved in the ST as result of GOOSE

o]
:

This information has been confirmed by the company on
Feb/2024 as result of the BM to Colombia.

Around 40,000 €
More in the MT

Environmental
consulting

Business achi

— FIRM 2 Smart infrast.: Multi-  Around 40.000 € This information has been confirmed by the company on
| pollutant sensor More in the MT Feb/2024 as result of the BM to Colombia.
FIRM 3 ICT-Hardware: Touch  Around 100,000 € This information has been confirmed by the company on
% screen large format Feb/2024 as result of the BM to Colombia.
ICT and Smart Cities  Talks in process In talks with Vietnamese Ministery of Public Defence and
% FIRM 4 Ministery of Transport on PT, they already had a site visit in
Belgium. Not achieved yet.
% FIRM 5 Green In process, tender Follow-up meeting with Vietnamese Ministery of Transport
Econ.: Renewables opens in a few years already planned. Not achieved yet.
ICT and Smart health  Setting up with local In progess of setting up partnerships with Vietnamese
I FIRM 6 partners companies and stakeholders for future tailored tender bids. Not

Won a tender with a

After complaint of local competitor, the tender was cancelled,

Public Transport
% FIRM 7 Norwegian public and the tender was relaunched with changed TOR in a way the
ferry company Flemish company couldn't participate anymore = bad practice
Public Transport Signed a contract with the The Japanese government (JICA) financed the project;
% FIRM 8 Japanese company NEC for a  RideOnTrack is interested to keep on working with JICA in the
project in the Philippines future through local Japanese companies
f————— Revolutionary NA They plan an alliance with Canon Medical, to exploit the
= F|RM 9 masks for Health, Japanese market, estimating the overall potential of the
Police, Veterinary Japanese market for 2025 of a few millions of euro.
Confirmed by firm after BM to Japan Apr/2024
— Multi-pollutant Around 20.000 € During BM to Japan Apr/2024 they met 3 potential
—  FIRM 10 sensor More in the MT distributors, with one already confirming interest from a public

institution to start a trial.
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5 Country findings: Norway
51 Overview on Norway

Norway leads many of the world’s rankings related to wealth, quality of life and ease of doing
business together with its Nordic neighbours, Finland, Sweden, and Denmark. Norway, which
ranks as with the lowest income inequality in the world, has achieved this through a mix of
policies that support education and innovation.

The country is richly endowed in natural resources - petroleum, hydropower, fish, forests, and
minerals - and is highly dependent on the petroleum sector.

The economy is a combination of free market and government intervention. The government
controls key areas, such as oil & gas. Russia’'s escalated war on Ukraine has had a significant
impact on the energy situation and security in Europe, with derivations to the Norwegian
economy; Norway being the largest energy provider to Europe and ranking as the 4th largest
exporter of natural gas globally.

Norway is not a member of the European Union (EU) but is a part of the European Economic Area
(EEA) agreement since way back 1994. By this, Norway is practically part of the EU’s single
market, except in fisheries and agriculture. It is part of the Schengen Agreement.

The labour market has been resilient, with strong employment growth and unemployment close
to historical lows. Growth prospects remain positive, and risks are balanced, not least due to
Norway's solid fundamentals and policy management.

The country has maintained good outcomes on many economic the crisis compared to most of
the world.

5.2 Main findings in Norway's Public procurement edifice

The Norwegian public procurement legislation is mostly based on the 2014 EU directives that
Norway has implemented through the EEA Agreement of 1994. The main purpose of the
legislation is to contribute to creating value for society, based on fair competition, good business
practices and equal treatment of suppliers. The rules are comprehensive and offer both practical
and legal challenges for purchasers and customers to the public sector.

Tender process in Norway has a high level of transparency and integrity, after the country’s
solid institutions against corruption. Furthermore, its legal system is based on EU’s rules on public
procurement. The biggest handicaps to adapt to it may come from municipalities.

Public procurement constitutes approximately 17,1% of the country's GDP in 2020, which
compares to OECD/EU average of 14,9 of GDP in Norway. Norway had 11,323 public tenders
totalling more than 2 billion EUR in 2019, with the construction and IT sectors leading the way.

On regards of the thresholds in which European directives apply, according to CMS law tax
future (available here: https://cms.law/en/int/expert-guides/cms-expert-guide-to-public-
procurement/norway ):
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1 “The EU threshold normally changes every two years. Furthermore, the Norwegian
legislator has decided that procurements below the EU thresholds will also be subject to
certain national regulation.

1 Procurements below NOK 100,000 (approx. 9,400 €) are exempted from the procurement
legislation. Procurements with a value between NOK 100,000 and NOK 1.4 million (approx.
131,200 €) are only subject to certain basic principles, such as competition, equal treatment,
transparency, and proportionality. This implies that the contracting authority must usually
contact three potential tenderers and carry out a competition between these tenderers.
However, the contractor does not have to publish a contract notice.

1 Procurements between a value of NOK 1.4 million and the EU threshold of NOK 2.2 million
(approx. 206,000 €) are subject to certain requirements, such as publishing a national
contract notice. However, the rules below the EU threshold are less rigid than those above it.

1 Procurements with a value above NOK 2.2 million are subject to the legislation implementing
the EU Procurement Directive. For all building and construction works, the threshold is NOK
56 million.”

Norway's increased thresholds have implications in the specific Norwegian context since most
public procurement is conducted below the threshold of NOK 1.4 million.

It is worth refereeing to some interesting conclusions from the MAPS (Methodology for
Assessing Procurement Systems) analysis “Assessment of Norway’s public procurement
system 2018" (available here: https://anskaffelser.no/sites/default/files/maps_norway.pdf ):

1 “Norway's public service does not officially recognize procurement as a profession. Due
to decentralization and the absence of centralized requirements for qualifications or
certification, the level of professionalization in terms of job description and career progression
is largely determined by individual contracting authorities. Discussions with representatives
from municipalities and suppliers revealed a significant need for professionalization,
especially at the decentralized level.

1 While central agencies often perform well, municipalities struggle with capacity and
professionalism. There is no overarching strategy or consistent requirements across all levels
of government regarding qualifications, capabilities, capacity, certification, or professional
development.

1 In Norway, e-procurement is widely utilized and has been progressively implemented
across all levels of government. Adoption rates are higher among central and large
contracting authorities, while smaller and decentralized authorities show lower uptake.
Overall, procurement officials possess the capacity to plan, develop, and manage e-
procurement systemes.

1 Although bids in English are just accepted on few occasions, there is an interesting niche in
the public procurement of innovation, prone to be tendered in English.

1 The procedures for publishing bidding opportunities allow ample time for potential bidders
to obtain documents and respond to advertisements, matching the procurement's
method, nature, and complexity. Minimum time frames comply with EU rules, providing
bidders with at least 30 days to submit their bids from the tender's publication date.

1 For procurements under (now) NOK 1.4 million (before it was 1.1), publication in Doffin, the
Norwegian database for announcements of public procurement in the utilities sector (water
and energy supply, transport and telecommmunications) that is subject to EEA regulations, is
not mandatory, though it can be done voluntarily using its available forms. These contracts
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can also be posted on the contracting authority's website. The authority must ensure
adequate competition but has the flexibility to determine the best way to achieve this.

1 Pre-qualification procedures are commonly used, especially in complex procurements, to
ensure that only qualified and eligible participants enter the competitive process. Clear and
integrated procurement documents, standardized where possible and proportionate to the
need, are employed to encourage broad participation from potential competitors.

1 Bid submission, receipt, and opening procedures are clearly described in the
procurement documents and strictly followed, allowing bidders or their representatives to
attend bid openings and enabling civil society to monitor the process, as prescribed.
Tenders remain confidential until the procurement is finalized, and contract awards are
announced as required.”

Norwegian system provides ample room for the strategic role of public procurement. The
legal and regulatory framework allows for use of secondary policy objectives and use of electronic
means.

Norway wants to be in the forefront of the fight against labour related crime and shall ensure a
decent working life: the “Oslo Model” is a very strict policy on employment rights, working
conditions, number of trainees etc. in public contracts.

There are amendments to the Public Procurement Regulation. From January 1st, 2024, climate
and environmental requirements must be weighted at least thirty percent in a public
procurement as an award criterion. Alternatively, climate and environmental
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requirements may be stipulated in the specification if it will result in a better climate and
environmental effect. The requirements do not apply if the procurement has a climate footprint
and an environmental impact that is insignificant.

The effects of this new amendment are that customers must set proportionate and relevant
requirements, and they must be related to the delivery and proportionate to the purpose and
value. The customers must decide on the environmental benefits to be

measured throughout the contract period. Yet, it can be challenging to establish suitable climate
and environmental requirements and understanding them.

Further insights to public procurement in Norway:

1 Timeline: The average number of days between tender announcement and time limit for bid
receipt or request to participate is approximately 30 days.

1 Tender procedure: The estimated contract value decides the accurate tender process, and
the tender process decides at which public procurement database the tender will be
announced. Doffin is the Norwegian public procurement database, and TED is dedicated to
European public procurement in the EU and the EEA.

1 Greenrequirements: Environmental requirements are trending and become more usual and
now required. Environmental management system certification is demanded both for
products and services.

1 Award criteria: Price was rarely the only award criterium, but for the tenders that have been
assessed, was price weighted more for products than for services. Quality is a recurrent award
criterium, where reference projects and team competence are commonly used to describe
the quality of the product/service.

1 Recommendations: The winning bids indicate that it is not necessarily the largest or the most
well-known companies who win the tenders, but the companies that best fulfil the client’s
need(s). If the project scopes from the historical data comply with your core competence,
there should be room for manoeuvre in the Norwegian market. If the project scopes do not
reflect all your core competence, it could be valuable to investigate if there are companies
fulfilling the gap who you could collaborate with.

53 Sectors to follow-up in Norway

5.3.1 Smart health

It is one of the main focuses in the country, due to aging demographics and high health care
standards. Norway is investing billions for e-health sector, for which there are huge opportunities
for relevant businesses with progressive technologies, solutions, or products.

Last August 2023, the Norwegian government released a roadmap that presents many focus
areas: testing and piloting; clinical trials; clusters; health technology and personalized medicine;
access to and use of data; production of pharmaceuticals; research, education.

According to the International Trade Administration of the US (available here:
www.trade.gov/country-commercial-guides/norway-healthcare-technologies) :
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1  “Norway spends about 7 billion annually on its hospitals, and there is an attractive market for
innovative, high quality medical anddental equipment. Additionally, new hospital
construction and modernization projects are underway in Norway with an estimated cost of
more than USD 10 billion. The hospital projects will invest in new technologies and
digitalization of workflows to increase productivity and efficiency. Also, state-of-the-art
medical equipment, robotics & logistics systems, smart building technologies and waste
management systems.”

1 Norway has one of the highest medical devices spending per capita rates with a heavy
reliance on imports. This market is expected to grow in coming years by at least a billion.”

In addition, according to “State Of Telemedicine Market In Germany, France, And Norway: 2023
Research” (available here: www.linkedin.com/pulse/state-telemedicine-market-germany-
france-norway-2023-semizhon}:

1 “The Norwegian government has stated that telemedicine, e-health, and welfare
technology are national priorities as a key in Integrated Health Care Reform. Telemedicine is
seen as an important part of future acute medical care, especially for remote areas.
Notwithstanding they are working well, they are target for improvement.

1 Coming challenges to solve are clinical information systems, home care and personalized
health systems, services for remote patient monitoring, systems for integrating local-,
regional-, or national health information networks. “

1 There are some barriers to entry, such as a requirement for local language, privacy and data
protection concerns, standardization and interoperability issues, and reimbursement issues.

532 Smart Cities

In Europe, 78% of people live in cities, and 85% of the EU's gross domestic product is generated
there. In Norway up to 87% is urban population constantly growing every year. There are major
opportunities in terms of the smart upgrade of infrastructure, technology, and services
(transport, buildings, energy) as a means of boosting living standards, competitiveness, and
sustainability.

From Business in Norway (available here www.businessnorway.com/articles/smart-cities-in-
norway-enhance-quality-of-life-and-reduce-emissions ):

1 “Norway is a leader in implementing loT for large-scale energy efficiency in buildings.
Statsbygg, responsible for all government-funded construction projects, is making significant
investments in this area. This initiative has opened the market and made similar solutions
more accessible to private actors.”

1 Additionally, Norway promotes advancements through stringent energy use requirements
for new buildings. In the private sector, the Powerhouse alliance is developing energy-positive
buildings that generate more energy than they consume over their lifespan. Powerhouse and
similar Norwegian firms are gaining significant international recognition as pioneers in
energy-positive architecture.”
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When it comes to Oslo, with population almost 700.000 citizens, it can be easily extended to 2
million with surrounding areas. There are a wide range of Smart City projects in Oslo. Also, zero-
emission construction sites, circle-based waste management and green energy systems.

Green buildings, infrastructure, transport: Smarter, more energy-efficient buildings have
become a top priority in the development of smart cities. Authorities continually raise standards
and requirements, emphasizing the importance of green and intelligent infrastructure that
leverages Al technology. As part of a comprehensive plan to create a more sustainable society,
authorities are also focusing on next-generation public transportation that offers seamless,
autonomous door-to-door services, integrated with existing transportation networks (bus, rail,
etc.). While some applications originate in Norway, most of the technology is acquired through
trusted international partners.

533 Green economy

From the International trade administration of the USA (available here:
www .trade.gov/country-commercial-guides/norway-green-technologies) :

1  “Norway is western Europe's largest oil and gas producer. The petroleum sector accounts for
about 40% of its exports and 14% of its gross domestic product (GDP). Norway's incoming
centre-left government recently declared that the country would seek to grow the country's
lucrative oil and gas industry while striving to cut carbon emissions by 55% by 2030.

1 Norway and its Nordic neighbours are considered world leaders in the use of renewable
energy, green technologies, and sustainable resource handling. Norway has accepted,
matched, or exceeded international commitments to reduce emissions (including from
carbon dioxide, sulphur, and NOX). Emissions of carbon dioxide has proven to be a challenge,
given Norway's role as a significant exporter of oil and gas, as the production itself is carbon
intensive. The rest of society is already running mostly on clean hydropower, so there are few
low-hanging fruits for steep reductions. The exception is the transportation sector, where
Norway has taken a considerable lead with electrification.

1 Wind Energy: Norway has set an ambitious goal to achieve 30 GW of offshore wind capacity
by 2040, positioning the country at the forefront of per capita renewable energy production.
Land based wind developments have faced local opposition, but a tax regime rewarding local
communities may help make permitting more attractive.

1 Electric vehicles: Because of generous incentives, around 90% of new passenger cars sold in
the consumer market have fully electric drive trains. New regulations for the procurement of
vehicles for road transport entered into force this year. The government expects no or very
few gasoline cars to be sold after 2025. These high ambitions also translate to sea travel and
aviation. The fleet of 200+ ferries are becoming zero emission. The regional airline Wideroe
seeks to electrify its entire fleet within 2028."

534 ICT

It is estimated that ICT as category constituted 11 % of public procurement on state level.

ICT is a large and rapidly growing industry - expected to play a greater role in economic growth
in the years ahead. There are many new initiatives to digitalize public sector. There are
opportunities in data usage/sharing, digitalisation in local government etc.

Ref. 101034095 - GOOSE - D4.2_Best strategies for Consortia Bldding to Third Countries Procurement Markets_v3.0_submission
page 16 of 77


http://www.trade.gov/country-commercial-guides/norway-green-technologies)

This report was funded

\usoOSE by the European

Union's COSME

From the Norwegian Digitalisation Agency (available here: www.digdir.no/digdir/about-
norwegian-digitalisation-agency/887 ):

1 “The Norwegian Digitalisation Agency (Digdir) is the primary tool of the Norwegian
government for faster and more coordinated digitalisation of its public sector. Digdir is
subordinate to the Ministry of Digitalisation and Public Governance.

1 The Norwegian government aspire for the public sector to become a global frontrunner in
digitalisation. Achieving this goal involves collaborative efforts and the provision of shared
services to establish a unified digital public sector. Norway's digitalization efforts in
development policy focus on simplifying administrative processes and fostering better
solutions for both developing nations and its own operations.

1 Norway generally scores high in international rankings of ICT development. Norway's Digital
Strategy for the Public Sector, launched in June 2019, sets out the shared objectives and
priorities for digitalization efforts until 2025. It aims to drive digital transformation across the
public sector by focusing on user-centered service development and improving the
efficiency and coordination of IT solutions. A key aspect involves creating a unified digital
ecosystem for collaboration within the public sector. Additionally, the strategy emphasizes
the integration of cybersecurity measures into the development, operation, and
management of common IT solutions.

1 Norway's Programme for Digital Procurement aims to enhance public procurement by fully
digitizing the process. Running until 2024, this initiative is anticipated to streamline
operations and improve efficiency. The implementation costs are estimated at NOK 91
million.”

5.4 Tips for SMEs to access public projects in Norway

Norway can be an overprotective market, with a Norwegians buy from Norwegians attitude.

Language can be an issue too, for most documents and information is in Norwegian; this
contrary to Denmark and Finland, which are more open to transact in English. The other Nordic
country, Sweden is also reluctant to use English in public procurement, willing or not, to give
advantage to local players.

There is room for foreign competition: approximately 4% of public contracts announced
on Doffin were entered into with foreign suppliers. European contractors have been awarded
contracts within infrastructure (railway, tram etc.).

Key issues to understand the tender documents in Norway:
1 Whatis it that the client demands?

1  Whatis central to the client and what is less important?

1  What do we think will be the most important evaluation points for the customer?
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1 What does the customer want that is not explicitly mentioned in the competition
documents?

1 What internal and possibly external forces do we need to be able to deliver a good offer?

To deliver a good tender, the process of drafting the technical bid is of high priority. One must
reply to all requirements and have good structure. It is suggested to track relevant competitors
and understand relevant tender management tools. Also, to keep an eye on questions and
answers that come in and be early when submitting the tender.

It is recommended to team up with local companies, e.g., as sub-contractor to get contacts and
Norwegian reference projects. This may also overcome language and culture/distance barriers
in an establishment phase.

Some further tips:

1 Know your strengths and pick your tenders wisely.

1 Get familiar with the Norwegian SSA contracts (available in English).
1 Stay active in the market.
)l

Get local bid-management help find relevant tenders in private and public sector.

Language: Look for specifications of language requirements in the competition document (for
most competitions almost all the documents are in Norwegian + the contracting authority
requests the tender itself to be written in Norwegian). In some cases, you might need at least an
official translation.

Written descriptions: competition documents often comprise a lot of written information and
the contracting authority also requests the submission of written descriptions. l.e., request to
provide a proposal for solutions to be evaluated under the award criteria “Quality”.

Prequalification: many tenders are conducted as restricted procedures or competitive
procedures with negotiation, with a few qualified tenderers invited to submit tenders normally
between 3 and 6. It is important to understand and reply correctly and pointedly to the criteria
used for selecting the successful tenderers.

Dialogue: for tenders below EEA-threshold values but above the national threshold values,
national rules and legislation applies. In these cases, contracting authorities have more lenient
rules of procedure to comply with, including a wider possibility to use dialogue with the tenderers
throughout the tender procedure.

Request information from the contracting authority, rather than make assumptions or include
reservations in your tender (you might get rejected) but be aware of deadlines.

Team-up with local companies, e.g., as sub-contractor to get contacts and Norwegian reference
projects. This may also overcome language and proximity barriers in an establishment phase.

Most of EU regulations are adopted in Norway. A lot of info can be found online at Doffin and
TED. Itisrecommended to explore these databases, check new and older tenders, investigate the
requirements in relevant tenders to understand the environment, find out necessary
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documentation, certifications, and regulations, check the winners and losers in previous tenders
to map the potential competitors or/and cooperation partners.

Properly analyse tenders, find all possible info about topic online, participating at events and
trips, and getting themselves known. Also use Norwegian consultancies if it is worth it.
Companies need to think if they have all necessary competence in house or they shall cooperate
with other companies in tenders.

Companies must consider climate and environmental considerations in a tender. Some tips for

that are:

1 Ensure the right expertise related to climate and the environment: is there an internal
competence? What is in demand? How can it be documented?

1 Talk to the market and potential customers. Participate in market research.

I Look at other criteria for inspiration: Norwegian Agency for Public and Financial
Management’s criteria guide online and their guide.
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6 Country findings: Vietham

6.1 Overview on Vietnam

Being a communist regime, it is one of the countries with the highest ratio of public investment
to GDP in the world. Since 1995 has maintained at over 39% annually with a large part invested
in infrastructure projects. This public procurement market in Vietnam has become attractive to
foreign companies, although many practical hurdles stand in the way of becoming successful.

The EU-Vietnam Free Trade Agreement (EVFTA) which entered into force on 1 August 2020
includes an important chapter on government procurement. From entry-into-force, EU
companies can bid for public procurement contracts under the same conditions as
Vietnamese companies for a substantial number of government entities.

Vietnam (VN) is therefore a country with undeniable potential for EU SMEs when it comes to
public procurement (PP), yet it also warrants extensive preparation before entering the market,
which means a filtering on which type of firms are finally eager to it. Additional guidance and
best practices are therefore of paramount importance if SMEs are to come to the concrete
realisation of public procurement (PP) projects.

The Vietnamese population of 99.500.000 sits at the lower middle-income levels with a GDI
of $408,7m ($4 162,8/ capita) by the OECD. These macro statistics already have far-reaching
implications for the viable practical approaches EU SMEs can take when it comes to public
procurement. Public funding in some industries, including for example GOOSE's focus sector
of Smart Health, is sometimes simply not available as the government must determine its
spending priorities carefully.

On the other hand, the Lower-Middle income classification implies growth potential in other
sectors. Green economy for example fits neatly into the long-term priorities of the
Vietnamese Government. We've published extensively on this subject on the Goose website, we
can summarize that the VN Government has concrete plans when it comes to hydro- and green
energy infrastructure spanning from 2024 all the way to 2050.

The dichotomy between the two sectors above illustrates another important aspect of public
procurement in Vietnam: much of the country’s infrastructure is still in the progress of being
modernized or set up. For some sectors like green economy, this means there is potential to get
in on large infrastructure projects from the ground up. For other sectors the lack of infrastructure
is a significant barrier to further specialised development.

The energy grid in some places of Vietnam, especially considering the narrow isthmus
connecting the North and South, does not support extensive new industrialisation. These
circumstances can be difficult for EU SMEs to adapt to as their business model was created in the
very different logistical context of the EU. An EU SME looking to expand into the Vietnamese
PP market therefore needs to thoroughly research the available infrastructure, public
funding, and legislative framework for their sector before even looking for local partners or
tenders. If the necessary infrastructure is not available, they would need to either adapt their
business offering or move on to more viable markets for their product or services.
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Finally, worth mentioning the pivoting role of Vietham in the West's current de-China
strategy; after China definitively, under the leadership of Xi Jinping, showing not the reliable
partner that the West dreamt about, when promoting its access to the WTO and to world trade.
This for several reasons, such as its strengthened strategic alliance with Russia after the Ukrainian
war, its protectionism and dumping policies, and its repression and authoritarian attitudes as of
late.

Consequently, Vietham, one of Asia’s China’s archenemies has an interesting role for Europe,
with wide fields of collaboration. These include Europe participating in the country's many
challenges, for instance: its need to upgrade in public services; the green and energy transitions,
and a changing population’s appetite for more affluent consumer goods. In this sense it is worth
noting the pro-Vietnam strategy of Asia’s two Western powers, South Korea, and Japan. Yet, on
their plus side, they count with much easier access, in terms of proximity, geographically and
culturally, or the long-term investments in the country from its major industrial conglomerates.

6.2 Main findings in Vietnam'’s Public procurement edifice

Vietnam developed a central web portal for advertising procurement contracts that should be
operational at the latest 10 years after entry into force of the Free Trade Agreement. Especially
promising from the point of view of EU SMEs is the future availability of public tender
opportunities in English. Even with local Vietnamese partners, identifying the initial tendering
opportunity can sometimes be a challenge due to the language barrier. Open tenders can be
found on the Goose website and the official Vietham National E-procurement system

(VNEPS).

One important note is that, as a developing country, Vietham benefits from transitional
measures in certain areas when it comes to public procurement in the FTA. This particularly
concerns threshold values for public tenders. Only those procurement activities that are carried
out by covered entities purchasing listed goods, services or construction services of a value
exceeding specified threshold values are subject to the agreement.

For threshold values, a transitional period of 15 years will apply across the board with a
progressive scaling-down of thresholds up to a level comparable to those offered by other
GPA members. In other words, we can expect more open public tendering opportunities in the
future. Even if EU SMEs do not immediately see potential in the current public tendering market
in Vietnam, it might be worthwhile to keep the market on their radar as new opportunities open
up and the economy develops further.

Case study 2/8: A Flemish Green economy firm learns the best strategy for Vietnam

A green economy Belgian SME had a great value proposition and the global expertise to realise
the proposed projects as they have won similar international tenders in the past. There seems to
be a match with the Viethamese market.

Barriers:

1. As they do not have a lot of local employees, however, they would need to make a significant
investment to have any hope of winning public tenders.

2. As they have not yet expanded the local team to fit potential new projects, their application
timeline is less flexible

Ref. 101034095 - GOOSE - D4.2_Best strategies for Consortia Bldding to Third Countries Procurement Markets_v3.0_submission
page 21 of 77


https://projectgoose.eu/opportunities
https://muasamcong.mpi.gov.vn/
https://muasamcong.mpi.gov.vn/

» This report was funded
4500SE

Union's COSME

The public authorities are the tendering party after all. As a one-party state, the publication
process, accessibility of tenders, and timelines for big infrastructure projects in Vietham might be
different from the experience European companies are used to. During the mission, some
companies shared their experience with perpetually delayed infrastructure projects which got
tied up due to changes within the political landscape of Vietham.

In conclusion, on top of the competency of the candidature, the availability of public funding, the
societal or economic need for the public procurement project, there also needs to be the political
will and momentum to realise the project. This is also why for some (bigger) public projects,
finding the right local partner is uniquely necessary for EU SMEs in Vietnam on top of more
general best practices for international public tenders.

One important note to start off with is that most stakeholders in the public tendering process
want to make these projects happen. The question of realisation becomes about practicalities
and finding a mutually beneficial setup. Viethamese companies and EU SMEs have shown
eager to work together and bid on public tenders (as they make up 39% of GDP). Vietnamese
companies will of course try to set as much of a one-sided deal as possible. For example, during
some discussions their suggested setup seemed to be the Vietnamese company as main
tendering candidate with their employees taking on the practical work, and the EU SME
delivering their product (within the context of a tender related to software).

One important practical consideration is what leverage both parties must propose a deal of
mutual advantage. In Vietnam, government contacts, other local connections, localized
employees, knowledge of legislature and language all are great advantages for the Vietnamese
company to have. Many of the bigger companies are well connected within the government and
can therefore, in practicality, nearly dictate the terms for their partners within some public
tenders. Smaller or medium-sized Vietnamese companies on the other hand have more
competition and would on average offer better terms, but often do not have the necessary
government contacts.
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Malay public healthcare system fully reimburses their product category. Despite some advantages
in the Vietnamese market and concrete local interest, they carefully weighed their options and
choose another market with slightly greater potential. This exemplifies the 2 most important
lessons learned for the Vietnamese Public Procurement market: do your due diligence and
research before committing to any projects: don't be afraid to conclude that taking on a
Viethnamese public tender is not opportune at this time.

During the mission to Vietnam, GOOSE identified ‘unique selling points’ to be exploited by
European SMEs to counteract the advantages of Vietnamese partners mentioned above. These
recommendations are of course based on a small sample size and should be expanded on during
future projects. One decisive factor is whether the product, expertise or service the EU SME is
offering, is available locally on the Vietnamese market.

Some of the companies joining GOOSE had developed their own innovative tech which allowed
them far greater flexibility in both potential projects and partners. In fact, we interpret that they
opted to expand their own office so they could take on (private) projects without having to rely
too much on local partners. In this way they would be able to expand their local contacts,
expertise and especially available workforce which would put them in a much better position to
take on public tenders later.

We noticed many of the same opportunities the Green Economy companies who joined GOOSE
Their unique expertise made them nearly indispensable in some capacity when public projects
within their niche would be opened. Even in such a position, networking to make their solutions
known and to make sure the projects get off the ground are both still of paramount
importance. One other EU SME was able to differentiate itself by their unique production/
logistical chain. They developed technology to 3D print their goods, which allowed them to
undercut Viethnamese competitors for the same product. Both lower product price and product
innovation were the two clearest ways to independently gain a foothold in the relatively closed
off Vietnamese (public and private) market.

Other ‘softer’ advantages for EU SMEs are potential connections within international
organisations like the Asian Development Bank, World Bank, European investment bank or
other EU organisations and institutions. As Vietham is a growing economy, some local partners
lack experience with (multinational) public tenders. Both factors above might mean the EU
company involved may eventually be well positioned to secure financial backing or
international support for the project.
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