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Building Inclusive and Competitive Horticulture Businesses in Tanzania’s Southern Highlands 

Terms of Reference (TOR) for Private Partnerships in Horticulture Agricultural Food System in the 

Southern Highlands of Tanzania. 
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1. General Information 

1.1 Background 
Rikolto is an international network organisation with over 40 years of experience in partnering with 
food chain stakeholders in Africa, Asia, Europe and Latin America. We build bridges of trust and trade 
between the food industry, governments, research institutions, financial institutions, and farmers’ 
organisations around one central question: ‘What will we eat tomorrow?’ 

Rikolto’s global strategy is directed towards structural changes in the agri-food system and upscaling 
of well-functioning practices and policies that unlock the farming potential of a critical mass of 
smallholder farmers. Clear structural change/up-scaling agendas are agreed upon for which specific 
strategies and actions are developed. This is followed by the design of concrete interventions in pilot 
chains in order to experiment, learn and build evidence to influence the agreed changes. 

Rikolto in East Africa secured funding for a 4-year horticultural programme in Tanzania, which aims to 
improve and increase market competitiveness in the sector supplying both domestic and international 
markets. This will run from 2020 to 2023 covering southern highlands regions of Tanzania especially 
covering Iringa, Katavi, Njombe, Mbeya and Songwe. 

As in the case of other programmes implemented by Rikolto in Tanzania, Rikolto will partner with 
governments (and their institutions) in service provision by working on some key issues and piloting a 
private-public service delivery mechanism. This includes working on issues like quality control and 
food safety, facilitating public-private sector dialogues and piloting new innovations, among others. 
Rikolto builds the capacity of the member business organisations (apex private sector business 
organizations, apex, secondary and primary farmer organisations) to engage the government to 
increase efficiency and effectiveness of service delivery in areas regarded as public goods (road, large 
irrigation schemes, electricity etc.) and to draft policies to create conducive business environment.  
NGO roles largely revolve around support to the civil society and private sector and not to facilitate or 
build the capacity of governments to deliver services which largely fall under bilateral donor 
programmes. 

We are currently looking for partnership with private SMEs in the five regions ecosystem to 
collaborate with the improve the access to Business Development Services (BDS) for horticulture 
smallholder farmers in the programme target regions.  

1.2 Project Summary 
Impact: To improve the performance of Tanzania’s horticulture sector, the inclusion of smallholder 
farmers in it, and its contribution to job creation and nutrition security 

Outcomes:  
i. To increase the profitability of the horticultural sector for smallholders and traders in Iringa, 

Njombe, Mbeya, Songwe and Katavi Regions; and  
ii. To increase competitiveness of the horticulture sector in 16 districts in Tanzania: Iringa (Mufindi, 

Kilolo and Iringa Rural), Njombe (Njombe, Ludewa and Wanging’ombe), Mbeya (Rungwe, Busokelo 
and Mbeya Rural), Songwe (Mbozi, Songwe Rural, Ileje and Momba) and Katavi (Mpanda, 
Taganyika and Mlele). 

Outputs:  

i. Increased access to sustainable Business Development Services (BDS) for farmers engaged in 
horticulture production. 

ii. Increased profit margins for members of the farmers organisations and other value chain actors 
through improved trading relationships and efficiency within the horticulture value chain; 
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iii. Improved sector governance and coordination mechanisms through strengthened horticulture 
platforms and member-based organisations; 

iv. Increased consumption of high nutritious diets through women and youth participation in 
sustainable nutritional sensitive horticulture value chain in the targeted region. 

Target Group 
The European Aid project will be implemented as a Horticulture project in Southern Highland regions 
namely Iringa, Katavi, Njombe, Mbeya and Songwe aiming at improving and increasing market 
competitiveness in the horticultural sector. It is targeting more than 30,000 fresh fruits and vegetable 
smallholder farmers in 68 FBOs 500 traders (local and export), 1million consumers and Business 
support services i.e machinery, input, financial institutions. 

1.3 Vision and Approach of Rikolto on BDS 
For smallholder farmers to build more resilient farming enterprises, it is necessary not only to identify 
and support the development of agricultural business opportunities but also to foster support services 
that enable them to flourish.  
 
Rikolto adopted following three main approaches: 

i. The value chain approach, which focuses on increasing the efficiency and effectiveness of 
service delivery within the chain. The offering of services is shifted either up, down or 
sideways by bringing other service providers into the chains. Policies and regulations are 
looked at as an externality to the chain and handled as policy advice issues to be dealt with by 
their associations in their interactions (occasionally) with the government.  

ii. Market system development approach, which is anchored on the alignment of key market 
functions, actors and service providers to enable them to work more efficiently and inclusively 
in the future, based on the incentives and capacities of market players. The approach focuses 
on stimulating a change in the behaviour of market players – public and private, formal and 
informal – so that they are better able and motivated to perform important market functions 
effectively.   

iii. Sustainable sector transformation approach, which focuses on promoting sector 
collaboration to address critical constraints in the sector such as the availability of quality BDS. 
BDS innovation arises from an evolutionary approach through continuous interaction 
between the market actors which leads to the co-development of new services which meet 
the critical needs of the sector. 

 

2. About the Agribusiness SMEs or Companies   
Agricultural and food value chains involve a variety of actors and institutions where the majority are 

private sector companies. These can be small, medium, or large can be local or international. These 

private companies play crucial role in selling inputs embedding with extensions services to small 

producers, buying their commodities and adding value to their products. In some cases, private 

companies also provide the financial services, technology, know-how and information needed to meet 

the standards required by specific markets. As a result, the food systems development projects that 

Rikolto and its partners finances involves creating linkages between small scale producers and private 

companies. 

What is private companies? In many countries where Rikolto works economic growth and rapid 

urbanization have led to a shift from basic food needs towards more demanding domestic consumer 

markets aiming to feeding the growing middle class and urban population in the growing cities. This 

creates new market opportunities which local agribusiness companies can create. It often involves 
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working with small producers to access a reliable supply of products that meet market quality 

requirements and demand.  At the same time large international companies have been seeking to gain 

sustainable access to food supplies and expand their outreach to poor and rural and urban consumers 

in the developing countries. 

The global trend towards sustainable sourcing of agricultural food produce is driven by: (1) consumer 

growing interest in food safety and quality (2) the need for transparent on traceability and production 

process (3) issues of related to consumer and producer inclusion as well as ecological and 

environmental sustainability. 

Given these trends and acknowledging that the public investments are increasing constrained. Rikolto 

through the EU funded horticulture programme Building Inclusive and Competitive Horticulture 

Businesses in the Southern Highlands of Tanzania (BICHOBS)  see the opportunities to work with the 

private sector agribusiness companies to leverage the resources from this sector and expertise. As the 

result Rikolto through this programme in the southern highlands aim to build mutually beneficial 

partnerships between public sector, private sector, and horticulture producers through small project 

partnerships such as provision of access to high quality farm inputs (seeds, fertilizer) impeded with 

extension services, different farming technologies, marketing etc.  This will catalyze demand of various 

services essential to improve the productivity, quality & volumes and access to market in the 

horticulture subsector through partnering with these companies in the horticulture food systems. 

Each private player will have specific responsibility along the chain where risks and benefits will be 

shared among players.  

Therefore, this is for partnerships from these type of agribusiness private companies and farmer 

Business Organisations in the horticulture ecosystem in the south to come up with innovative concept 

which will improve farmers access to market and various services essential to improve production and 

productivity as farm level.  design of the intervention and the collaborations should show clearly on 

the mutual benefits of partnerships and the incentive of each potential partner.  

3. Type of Partnership and Motivations 
The type of partnerships we are seeking for through EU funded programme and its contributions and 

motivations for engaging according to its comparative advantage is listed below: 

Producer Groups: 

-Technical Capacity, know how and experience in farming under local conditions. 
- production of the commodities demanded by private sector 
- Perform aggregations of produced including investment in pre-grading facilities and storage 
- Owner of production assets such as land and irrigation infrastructures 
- Can invest in substantial amount of labor and sometimes even capital- e.g. for agriculture 
production, infrastructure maintenance and water shed management. 
Main Motivation: To profit from agriculture and related activities, improved their income as result 

of more stable business relationships, expanded production and access to new markets, finance and 

production of good practices and technologies.  

Private sector Companies: 

- Facilitate access to markets, inputs (fertilizers, nursery seedlings, pesticides etc ), working 

capital, etc. 

- Management capacity and coordination along the value chain 
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- Investment in value addition facilities, warehousing, logistics & transportations etc 

- Often provide market intelligence, introduction of new production methods or techniques 

alike hydroponics. 

- Co invests in Farmer Business Group (FBOs) owned assets such as storage facilities, 

warehouse processing units etc. 

Main Motivation: To secure reliable sources of horticulture produce that meet their specifications 

regarding timeliness of delivery, quality, and volumes at least possible costs; to open expand into 

new markets for agricultural inputs and other services; to rapidly accommodate consumer demand 

and preferences; to diversify customers or suppliers and to make profits. 

4. Eligibility  
1. Proven know how and technical capacity related to the selected product and services (Key 

Requirement) 

2. Willingness to invest both human and financial resources up to 60% of the investment under 

40: 30:30 Model. 

3. Formal Buy in and commitment of the small-scale horticulture producers involved in the 

business plan, as evidenced by formal agreement (e.g. Contract) 

4. The company product or service provision practice and those of its smallholder’s 

horticulture farmers are environmentally friendly and complying with social (labour, gender) 

standards.  

5. The partner strategy is not simply focusing on short-term profits but on long term, viable 

business relationship with producers. This should be integral part of the business model. 

6. Smallholder producers are willing to engage in stable and commercial relationships with 

business partner, as proposed to opportunistically look for the best buyer in each season. 

7. Private company sector proven experience of formal commitment to establish business 

partnerships with small horticulture producers. 

Purposeful selection; scoping, scouting and matchmaking: A competitive process involving a request 

for proposals may be too cumbersome if the capacities of the private sector actors is weak. In such 

cases the alternative to carry out a scoping and scouting exercise based on mapping of existing and 

potential service providers, buyers in the market or value chain. Ideally this should build on 

preliminary mapping exercise carried out during the project design stage as part of the market and 

value chain analysis. 

5. Activities that can be could be financed: 
1. Technical assistance and training for producers to form institutions, build capacity and adopt 

or upgrade their technologies to meet market requirements.  

2. Obtaining or renewing certifications to comply with quality standards of a buyer or end market 

(eg, organic, fair trade) 

3. Services to draft agreements and negotiate and enforce contracts. 

4. Investment in collective, semi -public productive infrastructure and equipment such as 

storage rooms, warehouse, transportation, post-harvest equipment for grading, sorting, 

aggregating, and processing if they are ultimately owned by farmers groups. 

5. Investment to stimulate demand of various services such as inputs (seedlings, improved seeds, 

fertilizer, efficient solar powered irrigations, hydroponics technologies etc) 

6. Building Smallholders farmers joint ventures with the private companies. 
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6. Evaluation and Selection Criteria 
Selection of the business cases (plans). The selection of the business cases should be based on: (i) the 

viability and the degree to which will benefit horticulture smallholder farmers; and (ii) the governance 

and accountability mechanisms established for the firm. The criteria for evaluation the company’s 

business case include the following: 

(i) Viability and pro-poor nature of the business case: 

- Added value of the requested funding for Public Private Producer Partnership funding and 

weather the private enterprise would make the investment without support on the same 

scale, in the same location (wards, districts or region). The funding should not replace the role 

of other private financing like commercial financing institutions. 

- Financial viability and sustainability of the proposed business model under the present 

conditions (are the assumptions realistic) 

- The extent to which farmer organizations is represented within the partnership. 

- Percentage of the total costs of the partnerships business plan (including investments, 

working capital and technical assistance) covered by the private company and farmer 

organizations with their own funds. 

- Number of smallholders’ producers reached in horticulture food system including gender 

balance and estimated increase in volumes of produce purchased and related margins. 

- Cost per number of smallholder producers reached or other beneficiaries.  

- Pro-smallholder features of the proposed business model, including duration, transparency of 

the price setting mechanisms, suitability of the payment terms, risk mitigation measures and 

shift in value towards the farmgate. 

(ii) Governance and accountability mechanisms. 

- Free and prior and informed consent of local communities is obtained, and community 

members (particularly women and youth) are included in the business plan development 

process 

- Clear governance structure and organization management systems in place. 

- Clear M&E system on how to measure the outcomes and impact on livelihood.  

7. Procedure to apply 
Agribusiness SMEs are invited to submit their business cases using format in appendix 1 with the 

following documents:  

• Cover letter. 

• The profile of SME showing the business track records. 

• References with detailed contact address of at least 3 organizations in which the SME provided 

similar services recently, and;   

Send your proposal via email to eastafrica@rikolto.org  copying ronald.mtana@rikolto.org  (iringa and 

Njombe ), shukuru.tweve@rikolto.org (Mbeya and Songwe), frank.kaminyoge@rikolto.org (Katavi) 

and indicate the source of advertisement and the title of the survey in the subject line.

mailto:eastafrica@rikolto.org
mailto:ronald.mtana@rikolto.org
mailto:shukuru.tweve@rikolto.org
mailto:frank.kaminyoge@rikolto.org
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Appendix 1: Business Case Format 
1. Executive Summary: 

Description and objectives of the Partnerships 
Description of the market opportunities (business case) 
Description of the Business Model 
Proposed activities and targets  
Budget and sources of funding 
Implementation plan 
Financial analysis 
Risk analysis  
Gender equity and social inclusion strategies 
Environmental sustainability of production and processing 
Baseline and M&E indicators 

2. Overview of the business Partners 
Name, location, and legal status 

3. Description of Market Opportunities (Business Case) 
Opportunity for marketing and sales expansions (description of product/service, customers, 
target market, strategy, sales forecast descriptions) 
Description of the objectives of and targets (overall and for partners) 

4. Business Model 
Number and profile of households involved. 
Types of buying arrangements with producers e.g., group/individual contract, buy with inbuilt 
credit, volumes and quality needed, delivery schedule, transportations, pricing formula, 
payment schedule and conditions, embedded services (e.g., technical assistance) 

5. Proposed activities and investment by partner 
access to inputs (1, 2, 3, ..................), equipment and farming technologies 
Access to extension services 
Improvement of postharvest handling and logistics 
Product certifications, research, and development 
Marketing activities 
Capacity building in organization and business management 
Improvement of productive infrastructure like irrigation 

6. Budget by activity and source of funding 
Activity and costs 
Source of funding (Private company, producers, financial institution 

7. Financial Analysis 
Financial assumption with and without additional investment 
Financing requirement 
Valuation of business (including of in-kind contribution) 
Calculation of internal rate of return and net present value 
Financing plan and cash flow projection 

8. Risk analysis (market, climate, social, political) 
Gender equity and social inclusion strategies 
Environmental sustainability and climate change resilience (production and processing 
practices) 
Baseline and M&E indicators 
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Appendix 2: Example M&E  
To track the business case performance, we suggest we use 12 indicators across 5 dimensions: 

1. Enterprise performance: 
- Total sales 
- Profit growth 

2. Farmers businesses performance  
- Number of rural households involved in the partnership with increased income. 
- Rural household increase of the participant (%) 
- Total sales (volumes and value) by horticulture producers involved 

3. Social and inclusiveness performance 
- Number of new jobs disaggregated by gender. 
- Number of women and young people involved as producers 

4. Environmental performance 
- Percentage of produce in compliance with environmentally sustainable practices. 
- Percentage of producers/ value chain operators adopting climate change adaptation 

and mitigation techniques. 

5. Partnership performance 
- Level of investment by partners (public, private, producers, external financiers)  
- Number of producers selling collectively through contracts for two consecutive years. 
- Level of side selling 

 


