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RFQ No.: PR/OC/032
Date: April 8th, 2025
Request for Quotation
Call for Business Development Specialist Trainers
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:
The bellow requested trainings 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 startup businesses and to have a significant improvement as well.

Business Development Specialist Trainers (Freelancers or firms) are solicited to submit their offers and CVs in response to this RFQ (Call for Business Development Specialist Trainers) and the training topics laid out below: 
· The training agenda should be developed according to the needs of the participants.
· The Service providers/bidders (Trainers: Freelancers OR Firms) can apply for all training topics they are interested in and specialize in:
· Trainer responsibilities:
· Developing training materials based on startups need (Agenda, Presentation, Tasks)
· Providing 6 hours training per day (see below table)
· Providing post-training support for startups on reviewing training tasks (if needed)

	Main
	Subject
	Expected No. of days

	 
	 
	 

	Business Model Development& Business Model Development Sessions
	This session aims at developing the business model of the startups by:
· Addressing the unique value proposition 
· Better Understanding the customers
· Choose the appropriate channels to reach customers
· Plan the needed resources and actions

	1

	 
	 
	 

	Market Research
	This session aims to:
1. Validate BMC assumptions
· Customers segment analysis
· Value proposition analysis
· Channels analysis
· Costs analysis
· Resources and needs check
2. Competitors analysis
	2


	 
	 
	 

	Go-to-market strategy
	These sessions will discuss the following:
· Target Customer Identification
· Value Messaging
· Channels Strategy
· Sales and Distribution Strategy
· Marketing and Promotion Strategy
· Pricing Strategy
· Partnership and Alliances Strategy
· Customer Success Strategy
· Launch Plan
· Measurement and KPIs

	2

	
	 
	 

	Product/Service Development
	This session will discuss the following:
· Product Lifecycle Management: Understanding the journey from idea to a viable product and beyond.
· Design Thinking: Incorporating user-focused strategies for product design and improvement.
· Prototyping and MVP: Understanding these concepts and how they help to validate ideas and get early user feedback.
· Usability Testing: Importance of usability testing and how to carry it out effectively.
· Feedback and Iteration: Using user feedback to improve the product/service continually.
· Product Launch: Essential steps and strategies for a successful launch.
Startups will be working on the following:
· Mapping out their product lifecycle and identifying current stages.
· Creating or revising product prototypes/MVPs.
· Planning for usability testing and feedback integration.
· Developing a product launch strategy

	2

	 
	 
	 

	Marketing Part 1, 2
	This session will discuss the tactics of marketing, helping incubates to develop their marketing strategy. It will also discuss promotions, content idealization, social media calendars, Reels and other features, KPIs setup, partnerships, etc.
	2

	 
	 
	 

	Finance
	This session is considered one of the most crucial sessions in the program as it aims to equip the startups with the tools, they need to work on their business financials. Through the 3 parts training, we will discuss the following:
· What is financial statement?
· What are the main types of it?
· What is the importance of it? 
· Case Studies, examples and homework
It will also discuss:
1. Introduction and projects brief
2. Accounting VS Financial Management 
3. start-up cost & Fixed cost
4. Variable Cost
5. Pricing
6. Revenue
7. Profit
8. Break Even Point (BEP)
9. Payback Period / Return on Investment (ROI) 
10. Cashflow Sheet
11. Cashflow sheet & Projects Presentation

	3

	 
	 
	 

	Digital Marketing part 1 & 2
	This session will discuss the tactics of digital marketing, helping incubates to develop their marketing strategy. The topics will be as following:
· What is social media and what are the marketing channels
· Marketing Funnel, Social Media Funnel, and the relevance between the two
· SM Insights – FB & IG Behaviors
· Reach and how to define it
· Engagement
· SEOs
· Identify KPIs
· Social Media Calendar
· Influencers
· Partnerships

	2

	 
	 
	 

	Sales for Entrepreneurs Part 1 & 2
	This session aims at covering topics such as Common sales terms, b2b & b2c Sales, selling approaches, most important sales KPI’s and tactical selling Plans. The session will discuss the following:
· What is sales and what the most common sales terms
· B2B & B2C Sales
· Sales VS marketing
· Selling Approaches
· Most important sales KPIs and how identify them
· Tactical Sales Planning
	2

	

	
	





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 15th April 2025, at 15:00 (Baghdad time)

The envelope should be marked as follows:
To: Kapita Business Hub
RFQ No.: PR/OC/032
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 (Trainers: Freelancers OR Firms) can apply for all training topics they are specialize in and interested in providing them:
· Business Model Development& Business Model Development Sessions 
· Market Research 
· Go-to-market strategy
· Product / service Development
· Marketing 
· Finance For Start-ups 
· Digital Marketing
· Sales for Entrepreneurs 

Pricing Table:
	Main
	Subject
	No. of training session
	Session Fee 
(IQD)
	Total Fee IQD

	 
	 
	 
	
	

	Business Model Development& Business Model Development Sessions
	This session aims at developing the business model of the startups by:
· Addressing the unique value proposition 
· Better Understanding the customers
· Choose the appropriate channels to reach customers
· Plan the needed resources and actions

	1
	
	

	 
	 
	 
	
	

	Market Research
	This session aims to:
1.Validate BMC assumptions
· Customers segment analysis
· Value proposition analysis
· Channels analysis
· Costs analysis
· Resources and needs check
2.Competitors analysis
	2

	
	

	 
	 
	 
	
	

	Go-to-market strategy
	These sessions will discuss the following:
· Target Customer Identification
· Value Messaging
· Channels Strategy
· Sales and Distribution Strategy
· Marketing and Promotion Strategy
· Pricing Strategy
· Partnership and Alliances Strategy
· Customer Success Strategy
· Launch Plan
· Measurement and KPIs

	2
	
	

	
	 
	 
	
	

	Product/Service Development
	This session will discuss the following:
· Product Lifecycle Management: Understanding the journey from idea to a viable product and beyond.
· Design Thinking: Incorporating user-focused strategies for product design and improvement.
· Prototyping and MVP: Understanding these concepts and how they help to validate ideas and get early user feedback.
· Usability Testing: Importance of usability testing and how to carry it out effectively.
· Feedback and Iteration: Using user feedback to improve the product/service continually.
· Product Launch: Essential steps and strategies for a successful launch.
Startups will be working on the following:
· Mapping out their product lifecycle and identifying current stages.
· Creating or revising product prototypes/MVPs.
· Planning for usability testing and feedback integration.
· Developing a product launch strategy

	2
	
	

	 
	 
	 
	
	

	Marketing Part 1, 2
	This session will discuss the tactics of marketing, helping incubatees to develop their marketing strategy. It will also discuss promotions, content idealization, social media calendars, Reels and other features, KPIs setup, partnerships, etc.
	2
	
	

	 
	 
	 
	
	

	Finance
	This session is considered one of the most crucial sessions in the program as it aims to equip the startups with the tools, they need to work on their business financials. Through the 3 parts training, we will discuss the following:
· What is financial statement?
· What are the main types of it?
· What is the importance of it? 
· Case Studies, examples and homework
It will also discuss:
12. Introduction and projects brief
13. Accounting VS Financial Management 
14. start-up cost & Fixed cost
15. Variable Cost
16. Pricing
17. Revenue
18. Profit
19. Break Even Point (BEP)
20. Payback Period / Return on Investment (ROI) 
21. Cashflow Sheet
22. Cashflow sheet & Projects Presentation

	3
	
	

	 
	 
	 
	
	

	Digital Marketing part 1 & 2
	This session will discuss the tactics of digital marketing, helping incubates to develop their marketing strategy. The topics will be as following:
· What is social media and what are the marketing channels
· Marketing Funnel, Social Media Funnel, and the relevance between the two
· SM Insights – FB & IG Behaviors
· Reach and how to define it
· Engagement
· SEOs
· Identify KPIs
· Social Media Calendar
· Influencers
Partnerships
	2
	
	

	 
	 
	 
	
	

	Sales for Entrepreneurs Part 1 & 2
	This session aims at covering topics such as Common sales terms, b2b & b2c Sales, selling approaches, most important sales KPI’s and tactical selling Plans. The session will discuss the following:
· What is sales and what the most common sales terms
· B2B & B2C Sales
· Sales VS marketing
· Selling Approaches
· Most important sales KPIs and how identify them
Tactical Sales Planning
	2
	
	

	 
	 
	 
	
	

	 
	 
	 
	
	



* 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

	Name of Service provider/ Supplier:
	

	Representative Name:
	
	Phone Number
	

	Address:
	

	Signature and stamp:
	
	Date
	/           /

	Email of Service providers/ Suppliers:
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