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RFQ No.: PR/OC/21
Date: 25th Sep, 2024 
Request for Quotation
Call for Business Development Specialist Mentor
Overview on KAPITA 
KAPITA Business Hub (Mehwar Alamal for Business Management Development and human resource training company) is a private sector development Company that aims to empower small and medium-sized enterprises (SMEs) through investment, research, incubation/ acceleration, and market development programs.
KAPITA Company (Herein referred to as KAPITA) is pleased to invite prospective bidders to submit a quotation for five-months agreement under KAPITA’s terms and conditions contained herein, for the provision of services described.
1. Overview on program:
-	Orange Corners Program-Baghdad:
Orange Corners Program-Baghdad supports Iraqi youth in bringing their entrepreneurial ideas to life. Through a six-month incubation program, we support 20 young male and female Iraqi entrepreneurs with training, business development, and masterclasses. We seek to provide a supportive environment in which your business can thrive.
Orange Corners Program-Baghdad is an initiative of the Dutch Embassy in Baghdad and is implemented by the business company KAPITA. The economic priorities of the Netherlands in Iraq are agriculture, water and entrepreneurship. KAPITA supports the community of young entrepreneurs in Baghdad by building youth capacity and developing successful businesses.

Scope of the required services:
We are looking for business development experts who can provide 3-5 (1-2 Hs) one-to-one business development sessions and provide support to Orange Corners Baghdad Incubation Program Startups in Cohort 6 in the following fields:

· Marketing & Digital Marketing
· Business Development, Project Management, and Product Development 
· Financial Management/Accounting 
· Operations Management 
· Business Consultant
· Sales
· Tourism Consultant 
· Food Manufacturing 

The bellow requested mentorship sessions will be delivered to the startups who are participating in orange corner program.  By providing these services, we anticipate that this will be an added value to the startups businesses and to have a significant improvement as well.

Business Development Specialist mentors (Freelancers or firms) are solicited to submit their offers and CVs in response to this RFQ (Call for Business Development Specialist Mentors) and the topics laid out below: 
· The mentorship agenda should be developed according to the needs of the participants.
· The Service providers/bidders (Trainers: Freelancers OR Firms) can apply for all topics they are interested in and specialized in:
· Mentor responsibilities:
· Developing mentorship materials based on startup’s need (Agenda, Presentation, Tasks)
· Providing 3-5 mentorship sessions with (1-2 Hs) per session (see below table)
· Providing post-session support for startups on reviewing their tasks (if needed)
	Main
	Subject
	No. of Days

	Digital Marketing & Marketing

	
a) Work on developing the marketing and digital marketing strategies for the business, increase reach, targeting the right audience, enhancing content creation, building a strong brand value that must be conveyed to the customers, a better reach to B2B customers through SEO, social media, and offline marketing.
b) Most efficient customer acquisition strategies that are related to their B2B business model. Determine whether to put more effort on going online or offline or direct marketing …etc.
c) Work on developing better cost estimation to establish appropriate awareness level for their brand.
d) Customers’ impressions, what should be made, and the message that needs to be delivered. 
e) The core values that are required to empower their business model and brand awareness. Also, the best way to create a blue ocean in their segment.

	1


	 
	 
	 

	Business Development, Project Management, and Product Development

	a. Work on developing the business vision and mission
b. Work with the startups to develop their business plans, implementation, and adhering to the BMC that they created
c. Business Management techniques
d. Customers attraction and acquisition
e. Teams’ creation and hiring (how to find culture fit personnel?)
f. Product Development
g. Validation and project initiation
h. KPIs Setup

	1

	 
	 
	 

	Finance/Accounting Development

	a. Develop the financial statements
b. Develop the balance sheets
c. Forecasting and Financial Projections
d. Budgets creation
e. Return on Investment ROI
f. Startups Cost and project expenses
g. financial analysis,
h. investment strategies.
i.  and risk management
	1

	
	 
	 

	Operations Management

	a. Decision Making
b. Quality Control and quality assurance
c. Operations Strategy
d. Production processes and technologies
e. Inventory Management
f. Day-to-Day operations
g. Production Scheduling

	1


	 
	 
	 

	Sales
	Mentor Session: Sales
This session will focus on key aspects of sales, designed to guide and mentor participants on the following topics:
j. Common Sales Terms
k. B2B & B2C Sales (Business to Business & Business to Consumer)
l. Sales Approaches and Strategies
m. Key Sales Metrics (KPIs) and how to identify and track them
n. Tactical Sales Planning
o. The session will cover the following areas in detail:
p. Understanding What Sales Is and the most commonly used sales terms
q. Differences between B2B and B2C Sales
r. Sales vs Marketing: Key distinctions and how they complement each other
s. Effective Sales Approaches: Understanding different sales techniques
t. Identifying and monitoring the most important Sales KPIs
u. Developing and executing a Tactical Sales Plan
	1

	 
	 
	 

	Tourism
	Mentor Session: Tourism
This mentor session will provide valuable insights into the tourism industry, offering practical guidance on critical topics and strategies for success. The session will be designed to help participants understand the dynamics of tourism, identify trends, and develop effective plans. Below are the suggested subjects and the areas that will be covered during the session:
Session Topics: marketing strategies, customer experience enhancement, sustainable practices, and industry networking
	1

	 
	 
	 

	Food Manufacturing 
	This mentor session will cover crucial aspects of the food manufacturing industry, providing practical guidance to participants on how to excel in this sector. The session is designed to equip participants with the knowledge and skills needed to navigate the challenges of food production, maintain high standards, and ensure business growth.
Session Topics: Overview of the Food Manufacturing Industry, Food Production Processes and Technologies, Food Safety and Quality Control, Sustainable and Eco-Friendly Manufacturing Practices, Supply Chain and Logistics in Food Manufacturing, Marketing and Branding for Food Products
	1

	 
	 
	 

	Business Consultant
	This mentor session is designed to provide participants with comprehensive insights into the field of business consulting. It will cover essential skills, tools, and strategies that a consultant needs to guide organizations toward growth and success. The session will explore various aspects of business consulting, including problem-solving, strategic planning, and effective client management.
Session Topics: Introduction to Business Consulting, , Strategic Planning and Business Growth, Consulting KPIs and 
Consulting as a Business
· How to start and grow your own consulting firm.
· Developing your personal brand as a consultant.
· Marketing your consulting services and building a client base.

	1



1. Payment Method:
1.1 The due payments will be according to the payment request/Invoices from the Service providers/Suppliers based on the approved services delivered to KAPITA.
1.2 The requested payment will be made within 14 working days after the receipt of the original signed and stamped invoice, and after Kapita has verified the delivered services.
1.3 All Payments will be made in cheque OR Bank transfer form and paid to the name of the person indicated in the agreement, or officially authorizing another person to receive the payment accordingly.
2. Award
2.1 KAPITA reserves the right to award the agreement to one or more contractors.
2.2 KAPITA reserves the right to withdraw the award in whole or in part should the successful contractor be unable to provide uptake capacity necessary or the delivery within the specific period and/or is unable to provide in full the agreed services.
2.3 Award Criteria:
Quotations that meet essential criteria will be assessed and scored by KAPITA panels against the technical and commercial criteria outlined this RFQ.
	Criteria
	Weighting

	Technical Criteria:
Company Profile, Past Experience (Track record)
	60%

	Commercial Offer
	40%



3. Duration and Termination
3.1 The contract will be valid for Six months from the date of award and may be renewed for an additional period of time subject to the consent of both parties.
3.2 KAPITA may terminate this Agreement at its option by giving the contractor not less than one week notice in writing.
4. Submission:
4.1 If you are interested in submitting a quotation in response to this RFQ, please prepare your quotation in accordance with the requirements and conditions as set out in this RFQ and submit it hand-delivered in a sealed envelope to KAPITA, to the following address: 
Baghdad office, AL Mansour 609, Ally 13, House 10, 
OR,
By email to procurement@kapita.iq, no later than 2nd Oct,2024, at 15:00 (Baghdad time)

The envelope should be marked as follows:
To: Kapita Business Hub
RFQ No.: PR/OC/21 
If you experience any difficulties in locating the above address or submitting your offer, please contact 07503628633 - 07748013066
4.2 Your quotation must remain Valid for a minimum of thirty days from the date that it is issued to KAPITA in response to this requirement.
4.3 By issuing this RFQ, KAPITA is not bound in any way to enter into any contractual or other arrangement with you or any other potential Service providers/Suppliers.
4.4 Your offer should be in IQD mentioning the total cost per item. 
4.5 In addition to the pricing offer, All Service providers/bidders should submit the following:
· For Freelancers applicants: 
· Personnel CVs and track record tailored to the above.
· For firms applicants:
· A copy of their registration and any document proving legal operation in the country.
· Profile in addition to personnel CVs and track record tailored to the above.
* Select the subject area of training for which you are applying:
The Service providers/bidders (Mentor: Freelancers OR Firms) can apply for all training topics they are specialize in and interested in providing them:

· Marketing & Digital Marketing
· Business Development, Project Management, and Product Development 
· Financial Management/Accounting 
· Operations Management 
· Business Consultant
· Sales
· Tourism Consultant 
· Food Manufacturing 
Pricing Table:
	Main
	Subject
	No. of training Days / (1-2 Hrs / Per day
	Daily Fee 
(IQD)
	Total Fee IQD

	Digital Marketing & Marketing

	
a. Work on developing the marketing and digital marketing strategies for the business, increase reach, targeting the right audience, enhancing content creation, building a strong brand value that must be conveyed to the customers, a better reach to B2B customers through SEO, social media, and offline marketing.
b. Most efficient customer acquisition strategies that are related to their B2B business model. Determine whether to put more effort on going online or offline or direct marketing …etc.
c. Work on developing better cost estimation to establish appropriate awareness level for their brand.
d. Customers’ impressions, what should be made, and the message that needs to be delivered. 
e. The core values that are required to empower their business model and brand awareness. Also, the best way to create a blue ocean in their segment.

	1

	
	

	 
	 
	 
	
	

	Business Development, Project Management, and Product Development

	a. Work on developing the business vision and mission
b. Work with the startups to develop their business plans, implementation, and adhering to the BMC that they created
c. Business Management techniques
d. Customers attraction and acquisition
e. Teams’ creation and hiring (how to find culture fit personnel?)
f. Product Development
g. Validation and project initiation
h. KPIs Setup
	1
	
	

	
	 
	 
	
	

	Finance/Accounting Development

	a. Develop the financial statements
b. Develop the balance sheets
c. Forecasting and Financial Projections
d. Budgets creation
e. Return on Investment ROI
f. Startups Cost and project expenses
g. financial analysis,
h. investment strategies and risk management.
	1
	
	

	1
	 
	 
	
	

	Operations Management

	a. Decision Making
b. Quality Control and quality assurance
c. Operations Strategy
d. Production processes and technologies
e. Inventory Management
f. Day-to-Day operations
g. Production Scheduling
	1

	
	

	 
	 
	 
	
	

	Sales
	Mentor Session: Sales
This session will focus on key aspects of sales, designed to guide and mentor participants on the following topics:
a. Common Sales Terms
b. B2B & B2C Sales (Business to Business & Business to Consumer)
c. Sales Approaches and Strategies
d. Key Sales Metrics (KPIs) and how to identify and track them
e. Tactical Sales Planning
f. The session will cover the following areas in detail:
g. Understanding What Sales Is and the most commonly used sales terms
h. Differences between B2B and B2C Sales
i. Sales vs Marketing: Key distinctions and how they complement each other
j. Effective Sales Approaches: Understanding different sales techniques
k. Identifying and monitoring the most important Sales KPIs
l. Developing and executing a Tactical Sales Plan


	1

	
	

	 
	 
	 
	
	

	Tourism
	Mentor Session: Tourism
This mentor session will provide valuable insights into the tourism industry, offering practical guidance on critical topics and strategies for success. The session will be designed to help participants understand the dynamics of tourism, identify trends, and develop effective plans. Below are the suggested subjects and the areas that will be covered during the session:
Session Topics: marketing strategies, customer experience enhancement, sustainable practices, and industry networking
	1
	
	

	 
	 
	 
	
	

	Food Manufacturing 
	This mentor session will cover crucial aspects of the food manufacturing industry, providing practical guidance to participants on how to excel in this sector. The session is designed to equip participants with the knowledge and skills needed to navigate the challenges of food production, maintain high standards, and ensure business growth.
Session Topics: Overview of the Food Manufacturing Industry, Food Production Processes and Technologies, Food Safety and Quality Control, Sustainable and Eco-Friendly Manufacturing Practices, Supply Chain and Logistics in Food Manufacturing, Marketing and Branding for Food Products
	1
	
	

	 
	 
	 
	
	

	Business Consultant
	This mentor session is designed to provide participants with comprehensive insights into the field of business consulting. It will cover essential skills, tools, and strategies that a consultant needs to guide organizations toward growth and success. The session will explore various aspects of business consulting, including problem-solving, strategic planning, and effective client management.
Session Topics: Introduction to Business Consulting, , Strategic Planning and Business Growth, Consulting KPIs and 
Consulting as a Business
· How to start and grow your own consulting firm.
· Developing your personal brand as a consultant.
· Marketing your consulting services and building a client base.

	1
	
	

	 
	 
	 
	
	



* Select Trainer availably:     Online training            Offline training           Both
 
General rules and conditions:  
· ATTENTION: KAPITA tender box (Not to be opened by registry)
Only Offers received as advised above will be taken into consideration. All offers sent after the deadline for replies will be considered as invalid as well as those sent (timely or untimely) to any e-mail address of the Company. Bidders may send questions for clarification purposes to: procurement@kapita.iq, Replies to all questions will be sent to all short-listed Service providers/Suppliers, without revealing the identities of either the bidder asking the question or the other shortlisted Service providers/Suppliers.

	Service providers/Suppliers Information

	Service providers/ Suppliers Name:
	

	Representative Name:
	
	Phone Number
	

	Address:
	

	Signature and stamp:
	
	Date
	/           /

	Service providers/ Suppliers Email:
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