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	Organisation
	SNV 

	Project
	Power for Food Partnership in Uganda 

	Assignment  
	Terms of Reference (ToR): Targeted Business Development Services and Investment-Readiness Support for RA–PURE Business and Service Champions under the Power for Food Partnership Uganda

	Location
	Central Region: Masaka, Mpigi, Mubende, Luwero, Nakasongola, Kayunga
Western Region: Mbarara, Kabarole, Isingiro, Kasese, Ntungamo
Eastern Region: Mbale, Iganga, Jinja
Lango Region: Lira
Fieldwork will be conducted in a selected sample of districts within the programme’s targeted districts. 

	Duration
	 5 months 

	Starting date
	Expected to start immediately after contract signature, subject to completion of procurement and contracting processes 

	Reporting to/working with SNV focal point(s)
	Programme lead – Power for Food Partnership and the focal person day to day the 
Link Pathway lead 




ABOUT SNV 

SNV is a global development partner rooted in the African and Asian countries where we operate. We are a not-for-profit international development organisation dedicated to improving peoples’ livelihoods by enhancing income opportunities and access to essential services. With 60 years of experience and a team of approximately 1,600 people, our mission is to strengthen capacities and catalyse partnerships that transform agri-food, energy and water systems in over 20 countries, enabling sustainable and more equitable lives for all through a long-term local presence and tailored development approaches.

BACKGROUND to the project

The Power for Food Partnership Programme (2025–2029) is a five-year, multi-country initiative implemented by SNV in Uganda, Ethiopia, Rwanda, and Kenya, with funding from the IKEA Foundation. The programme addresses a set of deeply interconnected development challenges: persistent poverty, vulnerability to climate shocks, ecological degradation, rising social inequalities, declining food security, and barriers to a just energy transition.

In Uganda, agricultural yields have declined due to inadequate land management, while post-harvest losses remain high. The country continues to lose forest cover every year, driven by agricultural expansion and bioenergy demand, contributing significantly to greenhouse gas emissions. Ranked among the world’s more climate-vulnerable countries, Uganda faces recurrent droughts, floods, and biodiversity loss, threatening livelihoods and undermining sustainable development.

Although energy and agri-food systems are inherently interdependent, past interventions have largely been fragmented, short-term, and uncoordinated. This siloed approach has led to inefficiencies and, in some cases, counterproductive outcomes. There is a critical need to reimagine and strengthen the integration between these sectors to reduce pressure on natural resources, improve socio-economic conditions, and support inclusive, sustainable development.

Recognising this, SNV and the IKEA Foundation are championing a nexus approach that bridges Regenerative Agriculture (RA) and the Productive Use of Renewable Energy (PURE) to catalyse transformation within agri-food systems.

· Regenerative Agriculture (RA) refers to a set of farm and land management practices, principles, and processes that restore and rebuild the health, resilience, and biodiversity of ecosystems. It emphasises soil health as the foundation of a sustainable food system, as well as biodiversity enhancement, water management, minimal disturbance, integrated livestock management, crop diversity, carbon sequestration, circularity, optimal use of inputs, and the use of renewable energy. While partners may use related terms such as Agroecology, Sustainable Agriculture, or Climate-Smart Agriculture, the programme focuses on the underlying principles of environmental sustainability, economic viability, and social inclusion.
· Productive Use of Renewable Energy (PURE) refers to the application of renewable energy technologies to enhance productivity, promote value addition, increase income, and improve livelihoods along agricultural value chains—for example, solar-powered irrigation, solar dryers, cold storage, biogas solutions, and energy-efficient processing equipment.

The Power for Food Partnership adopts a systems transformation approach, addressing the interconnections between policies, practices, resource flows, relationships and connections, power dynamics, and social norms, values and attitudes. These dimensions form the foundation for sustainable and inclusive systems change.
· Vision: To achieve renewable energy–driven, resilient food systems where people have equitable opportunities to thrive sustainably.
· Mission: To catalyse partnerships and strengthen capacities to transform the agri-food system in Eastern Africa by enabling ecosystem actors—especially smallholder farmers and SMEs—to adopt regenerative practices powered by renewable energy.

To operationalise this approach, the partnership advances transformation through three interlinked pathways that together serve as the backbone of the programme portfolio:
· LEARN – Practice-based learning and evidence generation through rapid learning cycles, cross-border knowledge exchange, and embedding systems transformation mindsets at organisational, thematic and geographic levels.
· LINK – Action-oriented collaboration among system actors, demonstrating implementation models at the RA–PURE nexus and stimulating awareness, availability, appropriateness and affordability of nexus products and services.
· LEVERAGE – Embedding nexus approaches into policy and practice, influencing investment flows, and strengthening local actors’ organisational capacities to scale inclusive, climate-resilient solutions

Within this programme context, targeted Business Development Services are required to help selected RA–PURE business and service champions translate emerging market opportunities into commercially viable, investment-ready and scalable models that can support the adoption and expansion of RA–PURE solutions across priority value chains

RATIONALE FOR THE CONSULTANCY

The Power for Food Partnership Uganda seeks to catalyse practical, inclusive and scalable RA–PURE business and service models that can strengthen resilient agri-food systems, improve the productive use of renewable energy, and create economic opportunities for smallholder farmers, SMEs, cooperatives, producer organisations, women, youth and other relevant market actors.

While there is growing interest in regenerative agriculture and productive use of renewable energy, many promising enterprises, cooperatives, producer organisations and service providers still face constraints that limit their ability to operate, scale, attract finance and connect effectively with markets. Agribusiness SMEs, cooperatives and producer organisations often face weak financial management systems, limited working capital, fragmented supply chains, post-harvest losses, inconsistent quality standards, weak governance arrangements, and limited capacity to prepare bankable business plans or meet due diligence requirements. Renewable energy and PURE service providers, including solar and biodigester companies, may also face high customer acquisition costs, affordability barriers among smallholder clients, limited access to appropriate financing, and underdeveloped after-sales and maintenance systems.

The BDS assignment should therefore not be treated as generic business training or incubation of new enterprises from scratch. It should function as a targeted technical assistant, coaching and investment-readiness mechanism for existing or emerging RA–PURE business and service champions that already demonstrate a minimum level of operation, market relevance, partner linkage, service delivery capacity or commercial potential. The role of the consultant will be to help these actors strengthen, validate and package their business or service models through diagnostics, coaching, market linkage support, financial readiness assistance and co-created growth or pilot-readiness plans.

The assignment will support a wider cohort of selected RA–PURE business and service champions through diagnostics, coaching, mentoring, business model strengthening, market linkage facilitation and investment-readiness support. Within this wider cohort, a smaller group of pilot-ready actors may be identified for possible SNV-managed co-investment or pilot support. Any such support will be managed separately by SNV and will be subject to agreed criteria, due diligence, donor eligibility rules, budget availability, value-for-money considerations and internal approval processes. Participation in the BDS process will not guarantee financial support.

The BDS process should be participatory and co-created with the selected actors. The consultant should not prescribe business or pilot plans in a top-down manner but should facilitate a structured diagnostic and co-creation process through which each actor identifies its own opportunities, constraints, support needs, business model improvements, market opportunities and realistic pathway for piloting or scaling. 

Where relevant, the consultant should also facilitate practical linkages among RA and PURE actors, cooperatives, off-takers, service providers, financial institutions and implementing partners, so that emerging business or service models are not developed in isolation but are connected to real market, finance and service-delivery opportunities.

The assignment should be closely coordinated with related Power for Food workstreams, including market intelligence, finance co-creation and advocacy/influencing work, as these processes evolve. The BDS consultant will use available programme evidence, partner knowledge and preliminary or emerging insights where available, while maintaining a clear focus on enterprise diagnostics, business model strengthening, investment readiness, market linkages and coaching. This coordination should help ensure that BDS support is informed by wider programme learning and that practical experience from business and service champions can feed back into Power for Food’s market systems, finance and influencing agenda.

The BDS assignment should document and strengthen practical business and service cases, implementation lessons, market-readiness insights, finance-readiness gaps and operational evidence that can be used by SNV and partners to inform wider programme learning, finance engagement, market systems work and advocacy/influencing processes. In this way, the assignment will complement related Power for Food workstreams while remaining focused on its core purpose: strengthening selected RA–PURE business and service champions through targeted BDS, coaching, investment-readiness support and market linkage facilitation

Overall Objective

The overall objective of this assignment is to strengthen the commercial viability, RA–PURE nexus integration, investment readiness, market linkages and inclusive scaling potential of 30 selected RA–PURE business and service champions through a differentiated BDS approach that provides tailored support to all selected actors, while enabling more intensive follow-up, pilot-readiness support and co-investment readiness for a smaller group of early-ready actors emerging from the diagnostics, gap analysis and co-created growth or pilot-readiness plans.

The assignment will promote business growth, facilitate access to finance and markets, advance the participation of women and youth, and support practical RA–PURE business and service models that can contribute to more resilient, inclusive and scalable agri-food systems.

Specifically, the assignment seeks to:

I. Propose and apply a clear identification, validation and prioritisation methodology to arrive at a final cohort of 30 RA–PURE business and service champions, building on Power for Food and partner intelligence, existing contacts, partner-nominated actors, available programme evidence, the consultant’s own desk review, opportunity scan and market-facing consultations.
II. Develop and apply transparent selection, diagnostic and readiness criteria to ensure that the final cohort is justified and aligned with Power for Food priorities, including RA–PURE relevance, business or service potential, operational readiness, geographic relevance within the programme’s target areas, value-chain alignment, inclusion considerations, partner validation and potential for demonstration, scaling or finance readiness.
III. Conduct diagnostics, segmentation and gap analysis of selected actors, assessing their business or service models, financial management systems, governance, operational capacity, market linkages, RA–PURE integration potential, inclusion performance, investment readiness, financing constraints, partnership needs and BDS support requirements.
IV. Co-create practical BDS Action and Readiness Plans with selected actors, including clear actions, milestones, support needs, financial assumptions where relevant, market opportunities, operational improvements, inclusion considerations, risk mitigation measures, RA–PURE nexus opportunities and realistic pathways for improving performance, accessing markets, preparing for finance, piloting or scaling, depending on each actor’s diagnostic and gap analysis.
V. Deliver tailored BDS interventions, coaching and mentoring to all 30 selected actors based on their maturity level and identified support needs, including support on financial management, governance, pricing, customer segmentation, service delivery, aggregation, quality systems, after-sales models, operational efficiency, market positioning, RA–PURE integration and engagement with financial institutions or investors.
VI. Identify and strengthen practical RA–PURE nexus opportunities within the supported cohort, including business or service models where RA actors, PURE providers, cooperatives, aggregators, processors, off-takers, buyers, financial institutions or other ecosystem actors need to coordinate to improve commercial viability, affordability, adoption, service delivery, access to finance or scaling.
VII. Facilitate practical market, finance and partnership linkages between selected actors and relevant buyers, off-takers, cooperatives, aggregators, renewable energy providers, RA-related product or service providers, financial institutions, investors, implementing partners and other ecosystem actors, with the aim of improving commercial viability, service delivery, market access and access to finance.
VIII. Strengthen finance, investment and due diligence readiness by supporting selected actors to prepare relevant business, financial, operational and partnership documentation, including financing needs assessments, investment summaries, pitch materials and engagement strategies for financial institutions, investors or other financing partners.
IX. Support Power for Food and its partners to identify, from within the wider BDS cohort, a smaller group of actors that may be ready for more intensive follow-up, pilot preparation or possible Power for Food-managed co-investment for eligible non-asset costs, based on transparent criteria, diagnostics, gap analysis, co-created plans, business readiness, feasibility, partner validation, financial readiness, RA–PURE nexus relevance and due diligence considerations.
X. Generate practical learning and evidence from the BDS process, including RA–PURE nexus opportunities, business and service cases, market-readiness insights, finance-readiness gaps, operational bottlenecks, inclusion lessons and evidence that can inform Power for Food’s wider market systems work, finance engagement, partner implementation, learning agenda and advocacy/influencing processes.

scope of work

The consultant or firm shall undertake the following tasks to strengthen the RA–PURE business and service ecosystem under the Power for Food Partnership Uganda. The work should be implemented in close coordination with Power for Food and its partners, while ensuring that the consultant brings its own technical additionality through a clear methodology, desk review, opportunity scan, validation process, diagnostics, gap analysis, co-created plans, tailored BDS, coaching, market linkage facilitation and finance-readiness support.

The tasks below are sequenced to operationalise the assignment objectives: first by identifying, expanding and validating a cohort of 30 RA–PURE business and service champions; then by conducting diagnostics and co-creating growth or pilot-readiness plans for all selected actors; then by delivering tailored BDS to the full cohort; and finally by providing more intensive follow-up, finance-readiness, market linkage and RA–PURE nexus support to a smaller group of early-ready actors where justified by the diagnostics, gap analysis and co-created plans.

The consultant will be expected to propose a differentiated BDS delivery model during inception. This model should ensure that all 30 selected actors receive a complete and meaningful package of BDS support, while allocating more intensive advisory time to actors with higher readiness, stronger RA–PURE nexus potential, clearer implementation pathways or urgent due diligence/co-investment readiness needs. The model should balance quality, practicality, value for money and field realities, using standardised tools and templates where appropriate to avoid unnecessary duplication or overly heavy reporting.

The assignment will provide a complete BDS cycle to a cohort of 30 selected RA–PURE business and service champions. All 30 actors should receive a comprehensive diagnostic, gap analysis, tailored BDS support, practical follow-up and a co-created BDS Action and Readiness Plan of comparable quality and depth, adapted to their specific business or service model. This should be delivered through a cost-effective and modular approach combining common tools, group clinics, peer learning, targeted one-on-one coaching, remote follow-up and selective on-site advisory support, rather than through 30 separate intensive consulting assignments.

Depending on the diagnostic and gap analysis, these plans may focus on business growth, operational improvement, marketing, buyer/off-taker linkages, financial management, governance, RA–PURE coordination, service delivery, finance-readiness, partnership development or pilot-readiness.

Within this wider cohort, approximately five early ready actors may be selected for more intensive follow-up to support the implementation of priority actions emerging from their co-created BDS Action and Readiness Plans. These actors may include opportunities initially identified by Power for Food and its partners, but they should not be treated as automatically selected. The consultant will be expected to validate, assess and compare these early opportunities against other relevant actors identified through the desk review, opportunity scan, partner consultations and diagnostic process.

Any possible Power for Food-managed co-investment should emerge from the BDS diagnostics, gap analysis and co-created BDS Action and Readiness Plans, and should be linked to specific readiness, coordination or implementation gaps. It should not replace commercial finance, loans, investor capital or the actor’s own contribution. Power for Food will retain responsibility for due diligence decisions, co-investment decisions and internal approvals.

Task 1: RA–PURE Business and Service Champion Pipeline Development The consultant will identify, validate, profile and prioritise a cohort of 30 RA–PURE business and service champions across the programme’s priority value chains and target geographies. This process should build on, but not be limited to, existing intelligence, contacts and partner-nominated actors from Power for Food and its partners, including NOGAMU, USEA, ACSA, PELUM Uganda, CREEC, NARO and NREP.

The task shall involve:
· Reviewing available programme evidence, partner intelligence, relevant emerging insights from related Power for Food workstreams where available, and other relevant secondary information. 
· Proposing a clear identification, validation and prioritisation methodology, including transparent selection, diagnostic and readiness criteria. 
· Conducting a rapid desk review and opportunity scan to identify additional relevant actors where needed, including RA–PURE business and service champions not already known to Power for Food and partners. 
· Engaging Power for Food partners to review partner-nominated actors, identify additional candidates, and validate the relevance of potential business and service champions. 
· Validating partner-nominated and consultant-identified actors against agreed criteria, including RA–PURE relevance, business or service potential, operational readiness, geographic relevance within the programme’s target areas, value-chain alignment, inclusion considerations and potential for demonstration, scaling or finance readiness. 
· Developing enterprise screening and diagnostic tools. 
· Conducting enterprise profiling and readiness assessments, including financial, operational, governance, market, partnership and inclusion dimensions. 
· Assessing RA–PURE integration potential, investment readiness, and women and youth inclusion. 
· Segmenting actors based on maturity, readiness, support needs, RA–PURE nexus potential and possible follow-up pathways. 
· Establishing a pipeline tracking dashboard with key information, segmentation and progress indicators. 

Output: Validated and prioritised RA–PURE business and service champion pipeline of 30 actors, supported by selection methodology, diagnostic criteria, actor profiles, readiness assessments, segmentation and a pipeline tracking dashboard.

Task 2: Diagnostics, Gap Analysis and Co-created BDS Action and Readiness Plans: The consultant will co-create practical BDS Action and Readiness Plans for all 30 selected RA–PURE business and service champions. These plans should be of comparable quality and depth, while being tailored to the maturity level, business or service model, RA–PURE nexus opportunity, market position, finance-readiness status and support needs of each actor. Depending on the diagnostic and gap analysis, the plans may focus on business growth, operational improvement, marketing, buyer/off-taker linkages, financial management, governance, RA–PURE coordination, service delivery, finance-readiness, partnership development or pilot-readiness.

The task may involve:
· Conducting enterprise-level diagnostics and gap analysis to identify business, operational, market, financial, governance, partnership and inclusion gaps. 
· Identifying RA–PURE nexus opportunities where RA actors, PURE providers, cooperatives, aggregators, off-takers, buyers, financial institutions or other ecosystem actors need to coordinate around practical business or service cases. 
· Developing market strategies, customer segmentation approaches, buyer/off-taker engagement plans and service delivery improvement actions. 
· Preparing or improving financial models, investment summaries, business plans or pilot-readiness plans, as appropriate to each actor’s business or service model. 
· Identifying financial requirements, finance-readiness gaps and potential pathways to access commercial finance, investor capital, financial institution products or other financing options. 
· Identifying specific gaps that may be addressed through BDS, coaching, technical assistance, partnerships, market linkages, financial institution engagement or, for a smaller subset of sufficiently ready actors, possible Power for Food-managed co-investment for eligible non-asset costs. 
· Integrating governance, inclusion, women and youth participation, climate resilience and practical risk mitigation measures. 
· Defining clear milestones, responsibilities and follow-up actions for each supported actor. 
· Recommending which actors may be suitable for more intensive follow-up based on the diagnostics, gap analysis, RA–PURE nexus relevance, readiness criteria and partner validation. 

Output: Co-created BDS Action and Readiness Plans for all 30 RA–PURE business and service champions, including gap analysis, priority actions, financial assumptions where relevant, market and finance pathways, RA–PURE nexus opportunities, partnership requirements, readiness status and recommendations for differentiated follow-up.

Task 3: Delivery of Tailored BDS and Follow-up Support The consultant will deliver tailored BDS, coaching and mentoring to all 30 selected RA–PURE business and service champions based on the diagnostics, gap analysis and co-created BDS Action and Readiness Plans. The BDS should not be limited to generic training or the preparation of plans; it should include practical follow-up support to help all selected actors start acting on priority recommendations according to their maturity level, capacity and readiness.

In addition, the consultant will provide more intensive follow-up to approximately five early ready actors selected from within the wider cohort. This support should focus on advancing priority actions from the co-created BDS Action and Readiness Plans, pilot-readiness, finance-readiness, partnership coordination, market linkage development and due diligence readiness where relevant. For the remaining actors, the consultant should provide proportionate but practical follow-up through coaching, clinics, remote or in-person check-ins, troubleshooting and progress tracking, so that the BDS process results in practical improvements and not only written plans.

The task may involve:
· Providing one-on-one coaching, mentoring and on-site advisory support. 
· Supporting all 30 actors to initiate or advance priority actions identified in their co-created BDS Action and Readiness Plans. 
· Providing more intensive follow-up to approximately five early ready actors to advance pilot-readiness or implementation of priority actions. 
· Strengthening financial management, governance, record keeping and basic business systems. 
· Supporting operational efficiency, pricing, customer segmentation, sales strategy and business improvement processes. 
· Strengthening aggregation, service delivery, quality systems, after-sales models and market positioning. 
· Supporting RA–PURE integration, including practical coordination between RA and PURE actors where this strengthens the business or service model. 
· Facilitating peer learning, thematic clinics and mentorship sessions. 
· Supporting investment readiness, including pitch decks, financing documentation and due diligence preparation. 
· Delivering hybrid BDS support through physical and digital engagement where appropriate. 
· Tracking progress against agreed BDS Action and Readiness Plans

Output: Documented BDS support reports and performance improvement tracking for each of the 30 supported actors, including priority actions initiated or advanced, coaching provided, progress against the co-created BDS Action and Readiness Plans, gaps addressed, remaining support needs, market or finance linkages progressed, and documented improvements in business, operational, RA–PURE nexus or finance-readiness areas. For the approximately five early ready actors, the output should also include documented progress on priority implementation actions, pilot-readiness, partnership coordination and due diligence readiness where relevant.

Task 4: Finance and Investment Readiness Facilitation The consultant will strengthen finance and investment readiness for all 30 selected RA–PURE business and service champions according to their needs and maturity level. Finance and investment-readiness support should be tiered. All 30 actors should receive finance-readiness support appropriate to their maturity level, while deeper investment preparation, deal-room engagement, due diligence support or transaction advisory should be prioritised for actors with stronger readiness and clearer financing pathways.

Approximately five early ready actors may receive deeper support to prepare for financing discussions, due diligence, pilot preparation or possible Power for Food-managed co-investment, based on the validated diagnostics, co-created BDS Action and Readiness Plans and readiness criteria. This task should support actors to become more credible and prepared for financing discussions, while recognising that access to finance depends on external decision-making by financial institutions, investors and other financing partners.

The task may involve:
· Conducting financing needs and investment readiness assessments. 
· Strengthening financial documentation, financial models, investment narratives and financing assumptions. 
· Preparing investment summaries, pitch decks, financing materials and due diligence readiness documentation. 
· Supporting selected actors to clarify financing needs, own contribution, repayment capacity, risk profile and potential financing options. 
· Mapping relevant financial institutions, investors, lenders, funds, grant windows or blended finance opportunities where relevant. 
· Facilitating engagement with lenders, investors, financial institutions and financing partners. 
· Organising finance clinics, investor matchmaking sessions or deal-room style engagements where appropriate. 
· Supporting approximately five early ready actors with deeper finance-readiness, due diligence readiness, pilot preparation or co-investment readiness documentation. 
· Providing transaction advisory support where feasible, without guaranteeing financing outcomes. 

Output: Finance and investment-readiness package for selected actors, including documented financing needs, investment materials, due diligence readiness documentation, financial institution or investor engagement records, feedback received, and evidence of financing discussions, applications, negotiations or deals progressed or concluded where feasible.

Task 5: Market, Partnership and RA–PURE Nexus Linkage Facilitation The consultant will strengthen market access, commercial partnerships and RA–PURE nexus linkages for selected actors by facilitating structured engagement with buyers, off-takers, cooperatives, aggregators, PURE providers, RA service providers, financial institutions, implementing partners and other relevant ecosystem actors.

Market and partnership linkage support should also be tiered. All 30 actors should receive support to clarify relevant market, partnership or RA–PURE nexus opportunities, while deeper negotiation support, buyer/off-taker engagement or service coordination should be prioritised for actors where there is a credible near-term commercial or pilot-readiness opportunity.

The task will involve:
· Conducting buyer, off-taker, market and partnership opportunity identification. 
· Identifying practical RA–PURE nexus opportunities where business or service models can be strengthened through coordination between RA actors, PURE providers and market actors. 
· Facilitating buyer–seller forums, business linkage meetings, partnership discussions or service model coordination sessions. 
· Supporting negotiation of off-take, commercial, service delivery or partnership arrangements where feasible. 
· Strengthening aggregation, supply coordination, quality systems and service delivery arrangements. 
· Supporting compliance with certification, quality, food safety or market standards where relevant. 
· Supporting linkages between selected actors and financial institutions, investors or financing partners where market access and finance readiness are interdependent. 
· Providing more intensive market, partnership or service coordination support to approximately five early ready actors where this is required to advance priority actions from the co-created BDS Action and Readiness Plans. 
· Documenting market barriers, partnership opportunities, practical business cases and lessons that may inform wider Power for Food learning, market systems work and advocacy/influencing processes. 

Output: Documented market, partnership and RA–PURE nexus linkages, including structured market engagements, buyer/off-taker discussions, partnership arrangements, draft or signed agreements where feasible, advanced-stage negotiations, and evidence of improved market access, service coordination or commercial opportunity development.

DELIVERABLES
Key Deliverables 

General expectation: Deliverables should be practical, concise and action oriented. The consultant should use standardised templates, dashboards, short analytical notes and annexes where appropriate, rather than producing lengthy standalone reports for each activity. The emphasis should be on evidence of BDS delivery, practical progress by the 30 champions, differentiated support for approximately five early ready actors, and actionable learning for Power for Food.

	Deliverable
	List of Outputs per Deliverable
	Quality Expectations

	1. Inception Report and BDS Delivery Framework
	Inception Report outlining refined methodology, workplan, delivery model and sequencing. Identification, validation and prioritisation methodology. Selection, diagnostic and readiness criteria. BDS delivery model showing how all 30 actors will receive a complete BDS cycle and how approximately five early ready actors may receive more intensive follow-up. Enterprise screening and diagnostic tools. Pipeline dashboard template and reporting templates.
	Methodology is tailored to RA–PURE business and service models, not generic BDS. Delivery model is practical, modular and value-for-money. Tools are simple, replicable and usable by Power for Food and partners. Criteria cover commercial viability, RA–PURE nexus relevance, operational readiness, finance-readiness, inclusion, geographic relevance and scaling potential.

	2. Validated Pipeline, Diagnostics and Segmentation Package
	Validated and prioritised pipeline of 30 RA–PURE business and service champions. Short actor profiles using an agreed template. Completed diagnostics and readiness assessments. Segmentation of actors by maturity, support needs, RA–PURE nexus potential and follow-up pathway. Updated pipeline dashboard. Summary note on selection rationale and any actors recommended for closer follow-up.
	Final cohort is justified and not limited to actors already known by Power for Food and partners. Diagnostics are evidence-based but concise. Segmentation clearly differentiates support needs and readiness levels. Dashboard supports decision-making without requiring heavy narrative reporting.

	3. Co-created BDS Action and Readiness Plans for 30 Champions
	Co-created plans for all 30 selected actors, using a standardised but tailored template. Each plan should include priority actions, BDS support needs, operational improvements, market and finance pathways, RA–PURE nexus opportunities, partnership needs, inclusion considerations, risk mitigation and practical milestones. Identification of gaps that may require BDS, technical assistance, market linkage, finance engagement or possible Power for Food-managed co-investment for eligible non-asset costs.


	Plans are practical, comparable in quality and depth, and tailored to each actor’s business or service model. They are not generic business plans. Financial assumptions are realistic and proportionate. Plans identify what can be acted on through BDS and what may require further follow-up, partnerships, finance or co-investment readiness.

	4. BDS Delivery and Practical Follow-up Package
	BDS delivery tracker for all 30 actors. Coaching/advisory logs. Evidence of group clinics, peer learning, mentoring, remote or in-person check-ins and targeted advisory support.  Progress tracking against the co-created BDS Action and Readiness Plans prepared under Deliverable 3. Documentation of more intensive follow-up for approximately five early ready actors, including evidence of progress made on priority(ies)
	Demonstrates that BDS support went beyond paper plans. All 30 actors receive practical support appropriate to their maturity and needs. Follow-up is proportionate and cost-effective. Evidence shows actions initiated, gaps addressed, remaining needs and progress in business, operational, market, RA–PURE nexus or finance-readiness areas.

	5. Finance and Investment-Readiness Package
	Finance-readiness support documentation for all 30 actors, proportionate to maturity level. Financing needs assessments and investment-readiness summaries. Investment materials, pitch decks or due diligence readiness documents for more advanced actors where relevant. Records of engagement with financial institutions, investors or financing partners. Feedback from finance actors and summary of applications, negotiations or deals progressed where feasible.
	Finance support is tiered and realistic. Not all actors are treated as investor ready. Materials are credible and appropriate to the actor’s maturity. Evidence focuses on improved readiness and serious engagement, not guaranteed financing. Recommendations distinguish between commercial finance, investor capital, actor contribution and any possible Power for Food-managed co-investment.

	6. Market, Partnership and RA–PURE Nexus Linkage Package
	Market, buyer, off-taker and partnership opportunity mapping. Documentation of buyer–seller forums, business linkage meetings, partnership discussions or service coordination sessions. Evidence of draft agreements signed agreements where feasible, advanced-stage negotiations or structured market engagements. Documentation of RA–PURE nexus opportunities and coordination needs.
	Market linkages are commercially realistic and connected to the co-created plans. Agreements are not required where external actors are not ready, but serious engagement and progress must be documented. Linkages should strengthen RA–PURE integration, service delivery, affordability, market access, aggregation, quality systems or finance-readiness.

	7. Final Consolidated BDS Learning and Results Report
	Final consolidated report summarising implementation, pipeline progression, BDS support delivered, progress across the 30 champions, deeper follow-up for approximately five early-ready actors, finance and market linkage results, RA–PURE nexus opportunities, inclusion lessons, remaining gaps and recommendations. Executive summary of 3–5 pages for Power for Food, partners and donor use. Annexes with dashboards, templates and actor-level summaries.
	Report is concise, analytical and evidence based. It avoids repeating all previous deliverables and instead synthesises what changed, what was learned, what remains pending and what Power for Food should do next. Recommendations are actionable and useful for programme implementation, finance engagement, market systems work, learning and advocacy/influencing.




Copyright and intellectual property rights

The intellectual property rights of all reports, documents and publicity outputs, product designs, business know-how and confidential information generated pursuant to this consultancy implementation shall be the property of SNV and the respective partnering grantee, unless otherwise agreed in writing and signed by SNV. 

Reporting lines 
The consultant firms shall be directly supervised by the Programme lead and LINK Pathway lead r, Power for Food Partnership, Uganda.

Criteria-Evaluation

	Criteria
	Maximum score

	TECHNICAL EVALUATION
	70

	1. Relevant qualifications, experience and institutional capacity of the firm Proven experience providing BDS, SME acceleration, enterprise development or private sector development support. Demonstrated institutional capacity with at least 7 years of relevant operational experience. Track record delivering similar assignments for development organisations, financial institutions, government programmes or private sector actors. Evidence of previous comparable assignments, including 2–3 sample reports, tools or deliverables.
	10

	2. Experience in agriculture, renewable energy and RA–PURE market systems Demonstrated understanding of Uganda’s agri-food systems, renewable energy landscape and SME ecosystem. Proven experience supporting SMEs, cooperatives, producer organisations or service providers in agricultural value chains. Experience with productive-use renewable energy solutions, solar, biodigesters, energy-efficient processing, cold storage, irrigation or related PURE models is an advantage. Ability to understand and work across the RA–PURE nexus rather than treating agriculture and energy as separate silos.
	10

	3. Experience in enterprise development, BDS delivery and investment readiness Proven experience conducting enterprise diagnostics, segmentation, gap analysis, coaching and tailored BDS delivery. Experience supporting SMEs or cooperatives to strengthen business systems, governance, financial management, operations, market readiness and investment readiness. Demonstrated capacity to support financing needs assessments, investment summaries, pitch materials, due diligence readiness and engagement with financial institutions or investors.
	10

	4. Methodology and technical approach Clarity, coherence and feasibility of the proposed methodology. Practical approach to identifying, expanding, validating and prioritising the 30 RA–PURE business and service champions. Quality of the proposed BDS delivery model, including diagnostics, co-created BDS Action and Readiness Plans, coaching, clinics, follow-up support, market linkage facilitation, finance-readiness support and differentiated support for approximately five early ready actors. Strength of the approach to RA–PURE nexus integration, women and youth inclusion, value for money, use of standardised tools/templates, and avoidance of unnecessarily heavy reporting.
	25

	5. Team composition and key personnel Qualifications and relevant experience of the proposed team in enterprise development, BDS, agribusiness, renewable energy/PURE, finance-readiness and market linkages. Clear role distribution, management structure and quality assurance arrangements. The proposed team should be lean, multi-disciplinary and cost-effective; combined roles and short-term specialist inputs are acceptable where credible. The level of effort should be realistic and should prioritise practical BDS delivery, coaching, field engagement and follow-up support rather than an unnecessarily heavy senior expert structure.
	10

	6. Evidence of results and practical learning from similar assignments Evidence of at least three similar assignments completed in the last five years. Demonstrated results such as enterprise growth, improved business systems, financing applications or negotiations progressed, market linkages facilitated, investment-readiness improved, or partnerships developed. Client references or proof of performance.
	5

	FINANCIAL EVALUATION
	30

	Financial proposal Clarity, completeness and cost-effectiveness of the financial proposal. Realistic budgeting in line with the scope of work and deliverables. Clear level of effort by team member, distinguishing core inputs from short-term specialist inputs. Cost-efficiency while maintaining quality standards. The financial proposal should not include any Power for Food-managed co-investment, pilot support or direct support to champions, which will be managed separately if applicable.
	30

	TOTAL
	100



Payment terms
Payments will be made on a deliverables-based schedule linked to satisfactory completion and written acceptance of outputs by SNV Uganda / Power for Food Partnership. Deliverables should be practical, concise and evidence-based, using agreed templates, dashboards, short analytical notes and annexes where appropriate. Payment will be linked to the quality, completeness and usability of the deliverables, not to the length of narrative reports.
	Payment milestone
	Linked deliverable(s)
	% of contract amount
	Timing / conditions

	1st Payment
	Deliverable 1 Inception Report and BDS Delivery Framework
	20%
	Payable upon submission and written acceptance by SNV of the Inception Report and BDS Delivery Framework, including the refined methodology, workplan, delivery model, sequencing, identification/validation methodology, selection and readiness criteria, diagnostic tools, templates and pipeline dashboard structure.

	2nd Payment
	Deliverable 2 Validated Pipeline, Diagnostics and Segmentation Package and Deliverable 3 – Co-created BDS Action and Readiness Plans for 30 Champions
	25%
	Payable upon submission and written acceptance by SNV of the validated and prioritised pipeline of 30 RA–PURE business and service champions, completed diagnostics, segmentation, updated dashboard, and co-created BDS Action and Readiness Plans for all 30 actors. This should include recommendations for differentiated follow-up and identification of approximately five early ready actors for more intensive support, where justified by the diagnostics, gap analysis, readiness criteria and partner validation.

	3rd Payment
	Deliverable 4 BDS Delivery and Practical Follow-up Package, with documented progress on Deliverable 5 Finance and Investment-Readiness Package and Deliverable 6 Market, Partnership and RA–PURE Nexus Linkage Package
	35%
	Payable upon submission and written acceptance by SNV of documented BDS delivery and practical follow-up support for all 30 selected actors, including coaching/advisory records, progress tracking against the co-created BDS Action and Readiness Plans, priority actions initiated or advanced, and more intensive follow-up for approximately five early ready actors. Payment should also be supported by evidence of finance-readiness and market/partnership/RA–PURE nexus linkage activities initiated or advanced.

	Final Payment
	Final versions of Deliverable 5 Finance and Investment-Readiness Package, Deliverable 6 Market, Partnership and RA–PURE Nexus Linkage Package, and Deliverable 7 Final Consolidated BDS Learning and Results Report
	20%
	Payable upon submission and written acceptance by SNV of the final finance and investment-readiness package, final market/partnership/RA–PURE nexus linkage package, final consolidated BDS learning and results report, updated dashboards, actor-level summaries, executive summary, and satisfactory incorporation of SNV/partner feedback.




Note: This table is directly linked to the objectives, scope of work, and key deliverables outlined in the previous sections.
Additional Conditions:
· All payments are subject to approval of deliverables by SNV Uganda’s designated technical lead.
· Payments will be made in Uganda Shillings (UGX) to the consultant’s designated bank account upon submission of an invoice and corresponding deliverable acceptance note.
· No additional payments will be made for travel, per diem, or administrative costs unless explicitly stated and agreed in the contract.
· If deliverables are delayed or deemed unsatisfactory, SNV reserves the right to withhold or adjust payments until completion meets expected quality standards.

Qualification of the Consultant 
The assignment requires experienced consulting firms with a strong track record in enterprise development, Business Development Services (BDS), SME acceleration, and private sector engagement within the agriculture and renewable energy sectors. The firm should demonstrate the technical, institutional, and operational capacity to support agribusinesses, farmer organisations, and renewable energy enterprises to strengthen their commercial performance, investment readiness, and market integration.
The consulting firms should also demonstrate familiarity with Uganda’s agri-food systems, productive use of renewable energy (PURE), and enterprise ecosystems, with the ability to design and deliver practical BDS interventions that translate into measurable enterprise growth outcomes.
Institutional Qualifications
· Minimum of seven years of operational experience providing consultancy services in enterprise development, SME acceleration, agribusiness advisory, renewable energy markets, or private sector development.
· Proven track record of delivering Business Development Services (BDS), enterprise diagnostics, business growth planning, or investment readiness support for SMEs, cooperatives, or private sector actors.
· Demonstrated experience working in agricultural value chains, market systems development, or productive-use renewable energy sectors.
· Prior experience supporting enterprises to access finance, develop bankable business plans, or facilitate investment and market linkages is highly desirable.
· Experience implementing assignments for international development partners, government institutions, financial institutions, or private sector organisations.
· Demonstrated understanding of Uganda’s agricultural transformation agenda, renewable energy landscape, and SME ecosystem.
· Availability of internal project management and quality assurance systems to ensure timely and high-quality delivery of outputs.
· Capacity to deploy a multi-disciplinary team with expertise in enterprise development, agribusiness, renewable energy technologies, financial modelling, and market systems development.

The assignment requires a lean, multi-disciplinary team with the capacity to cover the required areas of expertise in a cost-effective manner. Bidders may propose combined roles where one expert credibly covers more than one function and may include short-term or part-time specialist inputs where appropriate. The proposed team structure should demonstrate value for money and should prioritise practical BDS delivery, coaching, field engagement and follow-up support to the selected champions, rather than an unnecessarily heavy expert team.

	Key Position
	Qualification and Experience Requirements

	Core team

	Team Leader / Principal Consultant
	Advanced degree in Business Administration, Economics, Agribusiness, Development Studies, or a related field. At least 10 years of professional experience in enterprise development, private sector development, or SME acceleration programmes. Proven experience leading complex consultancy assignments involving BDS delivery, enterprise diagnostics, investment readiness support, and market linkage facilitation. Strong leadership, coordination and stakeholder engagement skills.

	Enterprise Development / BDS Specialist
	Minimum 7 years of experience providing Business Development Services to SMEs, cooperatives, or agribusiness enterprises. Demonstrated expertise in business diagnostics, operational improvement planning, governance strengthening, and enterprise performance improvement. Experience working with agricultural SMEs is highly desirable.

	Finance and Investment Readiness Specialist
	Demonstrated expertise in financial modelling, SME financing, investment readiness preparation, and transaction advisory. Experience preparing investment memoranda, supporting due diligence processes, and facilitating engagement between SMEs and financial institutions or investors.

	Specialist support, as needed

	Agribusiness and Market Systems Specialist
	Strong background in agricultural value chain development, market systems development, and agribusiness enterprise support. Experience supporting aggregation models, contract farming arrangements, structured market linkages, and value chain competitiveness initiatives.

	Renewable Energy / Productive Use Energy Specialist
	At least 7 years of experience working with renewable energy enterprises, productive-use energy technologies, or clean energy markets. Familiarity with technologies such as solar irrigation, solar dryers, cold storage, biodigesters, or energy-efficient processing solutions is highly desirable.

	Data and Monitoring Specialist
	Experience in data management, enterprise diagnostics, performance tracking, and results measurement. Ability to develop monitoring frameworks and analyse enterprise performance indicators such as revenue growth, productivity improvements, jobs created, and financing mobilised.


Additional Competencies
· Excellent communication and documentation skills in English and other local languages are an advantage.
· Demonstrated experience facilitating enterprise coaching, mentorship programmes, and SME acceleration initiatives.
· Strong experience engaging with private sector actors, financial institutions, development partners, and value chain stakeholders.
· Proven ability to design and implement practical BDS tools, including enterprise diagnostics, growth planning frameworks, and investment readiness tools.
· Experience working in multi-stakeholder programmes and partnership-based initiatives.
· Excellent analytical, communication, and report writing skills in English.
· Knowledge of local business environments and languages in programme regions is an added advantage.

Contract project fees and duration 

The assignment is expected to be undertaken within a period of 5 months.  The contract shall be a fixed term with all the key activities and deliverables paid based on the value for money offering agreed upon during negotiation. 

Due diligence instructions

The Applicant must evidence the following as part of the application.
· Company profile
· Certificate of Incorporation/Registration
· Current Tax Clearance Certificate addressed to SNV (TIN :1000112373)
· Valid trading license
· Copy of Memorandum & Articles of Association
· CVs of all the proposed staff for the assignment
· References for earlier comparable assignments undertaken




Submission requirements

Interested consultants/firms should submit:
· Technical proposal (understanding of assignment, methodology, work plan).
· Financial proposal (budget breakdown in UGX/USD). The financial proposal should clearly indicate the level of effort per team member and distinguish between core inputs and short-term specialist inputs.
· Profiles and CVs of proposed team members.
· Evidence of relevant assignments (at least 3 references).
Applications should be submitted electronically to SNV Uganda at: ugandatenders@snv.org
 By 26th June 2026. 5:00pm

Tender disclaimer

SNV reserves the right to either accept or reject any or all bids submitted. SNV reserves the right to either increase or decrease the assignment scope depending on budget availability. SNV can stop this procurement at any time without need to give explanation or can extend the deadline for submission once it sees it fit. In case you do not hear from SNV within 3 weeks of closure of the bid receipt date, consider yourself unsuccessful. SNV also reserves the right to reject and cancel the tender in case any illegal, corrupt, coercive, or collusive practices are noticed. Late bids will be rejected. Please note that viewing, downloading or otherwise using the TOR constitutes acceptance on your part of all the above noted statements and conditions.
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