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TRANSFORMING AGRICULTURE THROUGH DIVERSIFICATION AND ENTREPRENEURSHIP (TRADE) PROGRAMME

Terms of Reference for
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To

IMPLEMENT PROJECTS UNDER TRADE PROGRAMME

Ref No: [TRADE Programme 2023/ 2024 Procurement Plan 1.1.1.4]

September 2023






Terms of Reference (TOR)

1.	BACKGROUND OF TRADE PROGRAMME (see www.tradeprogramme.org for more details)
TRADE Programme is a six-year Programme which was financed as a successor Programme of Rural Livelihoods and Economic Enhancement Programme (RLEEP). The Programme is being co-funded by International Fund for Agricultural Development (IFAD) and OPEC Fund for International Development (OFID). The goal of TRADE is to improve sustainable livelihoods of rural people in Malawi. The development objective is “Increased value chain commercialization and resilience of rural poor and smallholder producers”. The development objective is being achieved through a holistic approach to addressing the agriculture commercialization challenge (building on RLEEP and informed by IFAD’s Engagement in Pro-poor Value Chain Development). TRADE will seek to: 
i. Increase production and productivity by smallholder farmers, 
ii. Functionally upgrade smallholder farmers and the rural poor to undertake new functions such as processing, storage, packaging to capture more value, 
iii. Improving horizontal linkages by strengthening the capacities of cooperatives to provide market access functions to smallholder farmers 
iv. Improve vertical linkages between stakeholders at different functional levels of the commodity chain, including private sector. TRADE is also also supporting rural entrepreneurs, focusing on youths and women to develop and sustain their agribusiness enterprise opportunities and ensuring that commodities are nutrition sensitive.
The Programme aims to achieve its outcomes through the delivery of the following outputs:
i. Creation of win-win partnerships between producers, private and public actors.
ii. Enhancement of business skills among smallholder farmers
iii. Strengthening Farmer Based Organizations 
iv. Linking smallholder farmers to rural financial services 
v. Enhancing crop and livestock production skills among smallholder farmers. 
vi. Promotion of climate smart agriculture technologies / practices
vii. Increased policy Influencing capacity and formal business arrangements 
viii. Construction of Commodity support infrastructure.
TRADE Programme’s investments are market driven, facilitation oriented and risk buy-off.  These approaches culminate into horizontal and vertical linkages of smallholders farmers to enhance their productivity and value chain upgrading efforts. These however require the presence of vibrant Farmer Business Organizations (FBOs) filled and managed by farmers with relevant agribusiness skills and orientation and capable of accelerating smallholder commercialization. It is on this basis that TRADE Programme intends to engage business coaches who will provide hands-on-ground agribusiness coaching and mentorship services to FBOs to address various agribusiness constraints in their respective FBOs in order to promote the commercialization of the target value chains. 
2. Background to the business coaching assignment
In Malawi, 80% of farmers produce most of the food for domestic consumption and surplus for the market. Smallholder producers are facing challenges to commercialize their agriculture and effectively participate in input and output markets. There are a number of barriers affecting the performance of FBO which include the following:
· These include low production and productivity, 
· Weak and unsustainable partnerships with private sector,
· Lack of business skills to operate as commercial enterprises,
· Weak FBO management skills which result in inability of FBOs to provide key services to their respective members such as access to inputs, finance and market opportunities,
· Low value addition efforts due to limited access to finance and poor cooperative management skills and governance style. 
In addition, low participation of women and youths in these FBOs debar the involvement of critical labour mass capable of driving the commercialization agenda. 
Thus TRADE Programme intends to engage business coaches to work with FBOs to provide hands on training, mentorship and coaching services to them. Business coaching, is a process of providing guidance and support to develop FBO skills, knowledge and capacities in relation to their agriculture businesses. Focus areas of Business Coaching for the targeted FBOs will be cultivating entrepreneurial mind set, development of business skills and FBO management capacity and understanding the benefits, pathways and costs of effectively engaging within the business-oriented FBOs. 

The business coaches (BCs) will be expected to first identify and assess the FBOs that are willing and committed to the process of commercialisation. The engaged market oriented individual BCs will facilitate this process on the ground by taking, preferably, FBO leaders and, and where applicable, FBO members through different stages of organizational assessment and capacity enhancement so that they are able to critically examine their FBO business objectives, strategies and overall enterprise management. They will also support FBO leaders and members to drive organisational change management processes and develop strategic business partnerships as well as review existing or develop new business plans. As such, this will build capacity for farmers and Farmer Organisations (FOs) to engage in commercial partnerships. Through these interventions, it is expected that the FBOs will be empowered and have a better understanding of their businesses.
	
Business coaching services will be provided regularly by skilled, knowledgeable and experienced BCs through practical training, milestone-based engagement with private sector and other input providers, mentorship and where necessary incubation. FBOs such as cooperatives and milk bulking groups (MBGs) among others, need support in designing, implementing, monitoring and evaluating their business plans as well as developing their skills in active engagement with other value chain players that provide an output and input market. The business coaches will be hired with the role of coaching and mentoring the FBOs through dedicated assistance based on the specific capacity gaps identified thorough in-depth FBO capacity needs assessment already conducted by TRADE Programme to be confirmed by the BCs themselves during their first steps of engagement. 

Initially TRADE support will target FBOs in the 11 RLEEP districts. FBOs that will need matching grants but do not meet eligibility criteria for ACIF will be strengthened to meet basic eligibility criteria and/or supported through FARMSE or other financial institutions to access financial resources for critical investments in their business operations through the services of the BCs. Business Coaches will ensure participation of women and youth in FBOs, including leadership positions. This means youth or women-based FBOs will also be targeted for the coaching and mentoring services. Under the support of the BC services, TRADE will also ensure that the FBOs have strengthen governance aspects related to leadership, accountability, transparency and inclusive participation in decision making. 

The BCs will be expected to link with existing NGOs, private sector players and Government Subject Matter Specialists to implement the assignment to bring synergies and harmonization of related interventions and to avoid duplication.
2.1 Overall objectives of the BC services
Overall the business coaches will be tasked to facilitate win-win marketing arrangements with traders, processors and/or major off-takers through improved communication and negotiation skills, market-based production programming and joint marketing. In this process, the business coaches will be expected to actively hand-hold the farmers/cooperatives up to the stage of signing supply contracts that ensure a fair distribution of the profits and enhanced trust between the different parties, which is essential for sustainability. 
2.2 Specific Objectives of the BC Services
Specifically, the services of the BCs will be expected to achieve the following:
2.2.1 Strengthening overall business operational and managerial skills;
2.2.2 Promoting access to inputs and finance by the FBOs through support with skills and competencies in developing competitive grant proposals including supporting them to access ACIF small and large grants from TRADE Programme as key 4P partners
2.2.3 Improving services to their members in output and input market access.  
2.2.4 Product bulking for joint marketing so that they are able to increased volume of business, reduce operating costs, increase profitability and attract new members to increase number of farmers participating;
2.2.5 Creation of commercial partnerships with private companies in 4P model or linkages to large commodity traders; and
2.2.6 Increasing capital (shares) and joint investments to increase profits.
3 Scope of work 
Working very closely with the TRADE Programme staff particularly the Commodity Specialists and the Agribusiness and Value Chain Specialist, business coach will be assigned to a cluster and FBOs of their choice which should be indicated in their application letter, preferably, located in the same District and /or Extension Planning Area (EPA) for a period of between 6 to 12 months depending on the level of maturity of the FBO and the magnitude of assigned deliverables. Notwithstanding the need for flexibility on each FBO, coaching is generally expected to follow three steps as follows:

Step 1 : The Business Coaches will first carry out a rapid capacity assessment of the FBOs to complement the in-depth FBO assessment conducted by TRADE in 2022. The rapid assessment will re-assess capacity gaps and potential based on current challenges and opportunities. The BC rapid analysis will also reaffirm commitment of the group to commercialization. This assessment will also include literacy levels, technical and managerial capabilities, and diversity of businesses in order to define different interventions and priorities for each FBO and avoid a “one size fits all” approach. The Business Coaches will also allow the members to critically examine their FBO business objectives, strategies and management capacity. 

Step 2: After the rapid assessment, the Business Coaches shall undertake participatory processes to formulate each FBO’s vision and develop an improved and more feasible business model as well as financing strategies and take concrete steps towards planning and managing change within their organizations. The concrete steps will be part of the coaching plan based on the gaps identified. This shall be followed by the implementation of actions with integrated reflection and refinement of events or moments. The organisation coaching plan will also include indicators to track and evaluate progress in the organisational transformation 

Step 3: Regular coaching and hand holding will support FBOs’ leaders and members to drive organisational change management processes and develop strategic business partnerships. As such, this will build capacity of farmers and Farmer Organisations (FOs) to engage in commercial partnerships. Under step 3, specific interventions will be aimed at attaining the following deliverables:

3.1.1 Farmer Business Organizations strengthened: The objective of this activity is to enable FBOs to become commercial entities to effectively support their members. The support will include both training, hands on coaching and mentoring provided by the specialized BCs to strengthen overall business performance and managerial skills; improve services to their members such as bulk buying of inputs, product bulking for joint marketing, creation of commercial partnerships with private companies in 4P model or linkages to large commodity traders and increasing capital (shares) and joint investments to increase profits.
3.1.2 Relationships in the 4P model facilitated: The 4P or similar partnerships established with the investment support from the Agriculture Commercialization and Innovation Fund (ACIF), will require intensive coaching. Even before the partnerships are formed the support of an experienced BCs is required to facilitate discussions, to guide the joint business planning and to clearly stipulate each of the partners’ roles and responsibilities in the 4P. The Business Coach will also support the 4P implementation process, to achieve the key milestones and to facilitate the dialogue between the 4P partners. The level of business coaching of 4Ps depends entirely on the development level and experience of the partners involved in the 4P.
3.1.3 Informal and formal FBOs Commercialization Enhanced: Coaching of the FBOs will take place regularly by a specialized business coach. In order to fully benefit their members, cooperatives need support in implementing their business plan. Business Coaches will be hired with a role of a coach or mentor; they will support the Farmer Clubs, Youth clubs, Farmer Organizations and Cooperatives through dedicated assistance based on the specific challenges they meet, and along the different stages of the commodity. The Business Coach will facilitate business plan development of the group through visioning and clear goal setting
3.1.4 Marketing arrangements within the value chain facilitated: Business coaches will be tasked to facilitate marketing arrangements with traders, processors and/or major off-takers through improved communication and negotiation skills, market-based production programming and joint marketing. In this process, the business coaches are expected to actively hand-hold the farmers/cooperatives up to the stage of signing supply contracts that ensure a fair distribution of the profits and enhanced trust between the different parties, which is essential for sustainability. Where needed, TRADE will facilitate and support the drafting of model constitutions and by-laws for different type of business groups, which can be adapted to suit specific situations. This will directly link to 4P facilitation activities under sub-component 1.1 (Productivity enhancement and commodity Commercialization) and (2.2 (Improve regulatory framework for contracts enforcement).
3.1.5 FBO eligibility for ACIF Enhanced: Together with commodity specialists and service providers, BCs will mobilize and support smallholder producer organizations and resource constrained farmer agribusiness groups to enhance their eligibility for ACIF. Consequently, this will help in providing linkages of such groups to community based financial service providers, such as VSLA and SACCOs to access seasonal loans through FARMSE to increase their farming investments. This will enable the targeted FBOs to increase their farm productivity, produce surpluses and participate in value chain commercialization in sustainable manner.
The BC assignment will focus on coaching FBOs for the following list of FBOs and their respective locations including gaps which were identified during FBO assessments conducted by TRADE PMU in June 2022 as in table 1 below:





3.1 Summary description of each FBO  
3.1.1 Mhuju Beef Cluster 
Mhuju Beef Cluster is mainly comprised of beef farmer clubs who are supplied dipping services at Mhuju Dip Tank which was constructed under RLEEP in 2016. The Beef Cluster was also formed in 2016. The most active members of the cluster are estimated to be 224 who own approximately 1832 head of cattle. The beef cluster is well organized and has a bank account where all revenue of the cluster are saved.  The club’s goal is to exchange knowledge, share innovative farming practices, and promote the beef industry within their community. The club have meetings once a month where they discuss the challenges they face, seek advice, and exchange tips on cattle breeding, nutrition, and herd management. They intend to be registered into a beef cooperative and access opportunities of competitive beef markets. The in-depth FBO assessment for this cluster just like any other beef clusters which are not yet registered as cooperatives include lack of knowledge in business management, financial management and poor beef market prices offered by vendors, predominantly butcher men. They also lack knowledge in record keeping as well as financial tracking and profit and loss analysis to ensure that they are able to sustain the operations of the beef value chain.

3.1.2 Ntchenachena Beef Cluster
Ntchenachena beef cluster has a membership of 30 farmers (23 male, 7 female, 5 youth and	2 people living with disabilities). The beef cluster was formed in 2022 although its membership comprises of beef farmers who were organized in several beef clubs during RLEEP. The club currently operates a makeshift animal handling crutch which the community benefits from. The club needs skills beyond beef production so that they can also actively participate in the other stages of the beef value chain such as value addition and processing. Similarly, the in-depth FBO assessment for this cluster which is also are not yet registered as cooperatives include lack of knowledge in business management, financial management and poor beef market prices offered by vendors, predominantly butcher men. They also lack knowledge in record keeping as well as financial tracking and profit and loss analysis to ensure that they are able to sustain the operations of the beef value chain. 
3.1.3 Mwazisi Beef Cluster
Mwazisi Beef Cluster was also formed in 2022. The Cluster is based in Rumphi, Mwazisi EPA. The group is composed of 10 farmers (8 male, 2 male, 2 youth, 0 people living with disabilities). The organization was specifically created to serve beef producers. It is a powerful force that encourages its members to succeed in the beef production and marketing industry. The beef cluster aspires to support not just the individual success of its members but also the general development of beef production and marketing in Mwazisi EPA by fortifying community relationships, promoting education, and promoting sustainable methods. The group requires improving its capacity in areas including group dynamics, creating a thorough business plan, establishing short- and long-term goals, and strategic planning for growth or diversification. They also aspire to be registered as a beef cooperative to be able to aggregate their beef animals, slaughter, process beef and its products as well as secure competitive markets. Currently they lack capacity to undertake such beef value chain activities to commercialize their beef enterprise. The in-depth capacity needs assessment conducted by TRADE PMU in late 2022 confirmed these capacity gaps. The BCs will therefore be required to build capacity in these capacity gaps and tgose others as clearly outlined in table 1 below.
3.1.4 Bolero Beef Cluster
Bolero Beef Cluster which is also known as Tapona Cattle Club has 30 members (19 male, 11 female, 6 youth, 0 people with disabilities). The club was formed in 2017. It main objective is to promote the beef business in the local area, encourage knowledge sharing, and offer cutting-edge production, processing and marketing techniques to its members. They are not registered as a beef cooperative which deprives them an opportunity to legally operate as a viable beef enterprise. Just like other beef clusters in Rumphi, they lack expertise necessary to manage the beef value chain as a profitable business venture. The farmers must be given the necessary business skills and expertise to successfully manage their beef businesses to meet this challenge.

The services of BCs will therefore be required to support these beef FBOs to actualize their commercialization drive. TRADE Programme commissioned an in-depth FBO capacity assessment which revealed a diversity of capacity gaps among the FBOs as hindrances in achieving sustainable enterprise development. The BCs will be expected to build capacity of these FBOs so that they can increase profitability and provide quality services to their membership. Specific capacity gaps and other details concerning the FBOs has been outlined in table 1 below:
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Table 1: List of FBOs requiring coaching and training services
	District
	Cluster Name
	Number of BCs required
	EPA
	Name of FBO
	Identified gaps
	Proposed Interventions

	Rumphi
	Mhuju
	1
	[bookmark: _Hlk142749387]Nthenachena 

	Nthenachena Beef Cluster

	•Budgeting and cash flow management
•Record keeping and financial tracking.
•Profit and loss analysis
•Understanding farm financial ratios
•Developing a comprehensive business plan
•Setting short-term and long-term goals
•Strategic planning for expansion or diversification
•Identifying target markets and customers
•Market trends and consumer preferences
•Exploring value-added products (e.g., processing of beef meat into sausages)
•Effective negotiation skills when buying/selling 
•Creating and managing contracts with suppliers of inputs or buyers
•Team building and communication skills
•Conflict resolution and effective leadership
	· Review the old and / or development of new business plans.
· Provide additional support to enhance the eligibility of the FBOs to qualify for ACIF grants provided by TRADE Programme as well as other forms of financial opportunities to be able to access finance.
· Support the FBOs to access improved markets which must lead to increased farm gate honey prices by at least 20 %
· Train beef farmers in to acquire knowledge and skills in beef value addition and processing to make use of the existing beef marketing infrastructure constructed under RLEEP.
· Support beef FBOs to enter into formal market agreements with private sector players
· Support the FBOs to develop relevant policies such as financial management policies and human resources policies where applicable.
· Train FBOs in record keeping 
· Support the FBOs to get registered as Cooperatives where applicable.
· Train FBOs leadership in leadership skills and group as well as in financial management.


	
	
	
	Bolero

	Bolero Beef Cluster

	
	

	
	
	
	Mhuju 

	Mhuju Beef Cluster

	
	

	
	
	
	Mwazisi 
	Mwazisi Beef Cluster

	
	



4. Eligibility of Applicants
The applicant must be qualified individual business coaches that must provide proof of experience in carrying out similar activities. Business coaches shall apply for coaching services covering all FBOs in a particular cluster of their preference as per Table 1 above. 
5. Reports and schedule of deliverables
The consultant is expected to deliver the following listed deliverables: 
· Inception report (digital and hard copies of the assignment. The inception report should cover the methodologies and work plan and must be submitted to TRADE Programme at the latest 3 weeks after signing individual BC contracts).  
· Interim / monthly reports: This should cover progress made as of that time of reporting. It is expected that these reports will include models, diagrams, photographs, contact list of training participants and other stakeholders present during trainings.  
· Final reports: To cover all activities implemented in the assignment. To be submitted in electronic version including narrative, tables, etc using the recommended templates that will be provided to Business Coaches. All training modules will also be annexed to the report.
· Training Modules:   These should be submitted electronically to TRADE Programme in narrative and power point versions. These will guide community based business coaches to follow up on the implementation of the trainings after expiry of the Business Coaches contracts. 
6. Reporting formats
TRADE Programme will supply monthly and end of assignment report formats to the business coaches which will be annexes to the business coaching assignment contract agreement. The reports will be submitted electronically using the email which will be indicated in the contract agreement. Where necessary, approved and signed hard copies of the reports will also be submitted in copies of three.   
7. Qualifications and experience required
The BCs will be required to be of relevant expertise, knowledge, skills and experience to support and handhold the FBOs to fully commercialise their enterprises. 

7.1 Qualifications 
At least a Bachelors’ Degree in Agribusiness, Agriculture enterprise Development, Agricultural Economics, Development Economics, Economics, Business Administration, Development Studies, Agronomy, Livestock, community development and other related fields. Those with Master’s Degree will have an added advantage.

7.2 General professional experience
At least minimum of 5 years’ extensive skills and experience in as well as knowledge of: 
· Adult learning and participatory training methodologies 
· Value Chain Development 
· BDS analysis and development 
· Commodity marketing, value addition and processing as well as product certification.
· Good communication skills 
· Experience of previous business coaching for FBOs (proof of at least 1 similar assignment carried out in the last three to five years is eminent).
· Experience in mainstreaming crosscutting issues (gender, environment and natural resources management, nutrition, youth and persons with disability inclusion).
· Those with business coaching certification, will have an added advantage.
7.3 Specific professional experience
Those with skills, knowledge and experience in specific approaches such as FO cycle, start and improve your business (SIYB), Smallholder Empowerment and Promotion (SHEP), Small and Medium Enterprises (SME) Loop, Farm Business School (FBS) and other related approaches will have an added advantage.
8. Evaluation Criteria of the BC CVs
The requests for expression of interest will be evaluated on the basis of the following criteria:
· Relevant Qualifications (40%)
· Proven Experience and Technical Competency (60 %)
9. Further Information about the Application Form
Request, questions and/or inquiries should be sent to TRADE Programme no later than 7 days before the deadline of this call through the following email: procurement@tradeprogramme.org .TRADE Programme hasF no obligation to respond to questions submitted after this day. Responses to all questions received by the 7th day will be published on the TRADE Programme website to benefit all applicants equally.  

10. Submission of Applications
Applications must be delivered to the address bow in hard copies or by email with a cover letter explaining your suitability and attached CV. Applications must be received not later than Monday 25th October 2023 at 17:00 hrs. APPLICATIONS DELIVERED AFTER THE DEADLINE WILL BE REJECTED.

The National Programme Coordinator
TRADE Programme
Plot No. 9/ 328, Off Mchinji Road/ Multichoice Road
P.O. Box 2135
[bookmark: _GoBack]Lilongwe

Drop your hardcopy application at TRADE Programme Offices in Area 9 Plot Number 328. Off Mchinji Road.
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