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OPEN PROCEDURE
REQUEST FOR TENDER
SINGLE-PARTY FRAMEWORK AGREEMENT
RECOMMENDED FOR ABOVE AND BELOW EU THRESHOLD
	Definitions in Relation to Tender

	Provision of services for the management and delivery of 6 Enterprise Europe Network Trade Missions.



Company/Trade Mission Definitions for purpose of Event Delivery Tender
A company mission (trade mission) is a structured, time‑limited visit in which a group of client companies travels to another country to meet pre‑selected local companies and stakeholders with the explicit aim of generating concrete cooperation outcomes such as commercial, technological or investment partnerships.
Purpose and expected results
•	The main objective is secure advisory or partnering achievements through the creation high‑quality, targeted business meetings that help participating companies access new markets, partners, clients and innovation opportunities which they would not easily reach alone.
•	Typical results include: bilateral meetings during the mission, follow‑up meetings after the mission, partnership or supply contracts, technology or R&D cooperation, and new client or partner contacts, alongside increased visibility for the organising network
Format and structure
•	A company mission is usually organised around a specific sector, technology area or thematic focus and may be linked to a trade fair, exhibition or other major event in the host country, or designed as a stand‑alone programme.
•	The programme normally spans one or more days and combines pre‑arranged B2B meetings, site visits to companies or relevant organisations, and possibly additional activities such as fair visits, information sessions or networking receptions.
Participants and roles
•	Core participants are “outward” companies (the travelling client group) and “inward” companies (host‑country companies and organisations), complemented where relevant by clusters, research organisations, public agencies, embassies or chambers of commerce.
•	On the organising side, at least two partner organisations (home and host) collaborate to design the mission concept, recruit companies, agree matching methods, define expected numbers of meetings and allocate responsibilities for logistics, on‑site support and follow‑up.
Matching, preparation and logistics
•	Prior to the mission, participating companies provide profiles detailing their offerings, needs and cooperation interests; these are exchanged between partners and used to identify suitable matches and prepare an indicative business meeting schedule for each company.
•	Event management tasks include planning the timeline (typically starting 6–8 months in advance), securing venues, travel and accommodation options, preparing promotional material, recruiting companies, and using an online tool where appropriate to manage profiles, matching and meeting timetables.
Delivery and follow‑up
•	During the mission, a dedicated mission manager accompanies the group and, together with local staff, oversees registration, adherence to the meeting schedule and smooth running of visits and events.
•	After the mission, structured follow‑up is carried out (e.g. feedback questionnaires and further check‑ins at around 6 and 12 months) to quantify outcomes such as number and quality of meetings, subsequent negotiations, agreements concluded and success stories for reporting and future promotion.
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