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1. BACKGROUND INFORMATION

1.1
 Entrepreneurship Development Programme background:
Egypt is a country with millions of aspiring and active entrepreneurs. Entrepreneurial activity is taking place in all socio-economic strata of Egyptian society. 
People of all ages, educational backgrounds, household income levels, and urban-rural environments are actively engaged in some phase of entrepreneurial activity. However, there are many variances in entrepreneurial activity rates in different segments of society. In this regard, The Global Entrepreneurship Monitoring - GEM Report presents many interesting, and even surprising, results. 
Compared to other countries participating in the GEM research project, Egypt is performing well on some indicators and not so well on others. Obviously, there are areas where we need to make considerable improvements in order to address discrepancies and gaps.   

In full recognition of the critical role of entrepreneurs in job creation, innovation, growth, and national prosperity, the Government of Egypt is committed to creating an enabling environment for entrepreneurship to flourish in the country.

The Government of Egypt have made much progress in recent years to improve the investment environment and to reduce the cost and complexity of registering new businesses. Our laudable performance on the World Bank Doing Business reports is indicative of the outcome of the government’s reform efforts. However, Egypt is still a developing economy and we know that much more needs to done to improve our competitiveness in the global marketplace. 

The Egyptian economy is expanding and we need to ensure that Egyptians have every opportunity to develop new business ideas, enter new markets, and produce new and innovative products and services to meet the needs of businesses and consumers in both local and foreign markets. 

Egypt cannot afford to build its future growth on foreign direct investment alone. We need to broaden our base of domestic investors and entrepreneurs to develop a more diversified and dynamic economy. Investing in this and the next generation of entrepreneurs, particularly our young people

The Entrepreneurship Development Programme at Industrial Modernisation Centre is an initiative to support the implementation of a national strategy in developing and supporting SME’s & Entrepreneurship. 

To help develop Entrepreneurs businesses and increase their competitiveness in the industrial sector and support sector to industry. 

So that it can benefit from the new opportunities available in markets as per their business plan, the Industrial Modernisation Centre (IMC), an autonomous, private sector orientated organisation, was created under Presidential Decree 477 in the year 2000.
1.2
IMC Vision: 

"To become the leading Egyptian Development Agency for industry, contributing to competitiveness, economic promotion, export growth and job creation." 


IMC vision is shaped by the fundamental re-orientation towards an active involvement of the Egyptian industrial sector and deeper integration into the global economy. Through close coordination with the Ministry of Trade and Industry (MTI). 

The evolving vision is to promote industrial growth and development via novel approaches built on solid partnerships with the private sector to revitalize the parameters of industrial global competitiveness. A unique model of public private partnership is now in progress. 
IMC currently stands for a sustainable industrial development agency, successfully emerging from the Industrial Modernization Programme (IMP), jointly funded by the European Union, the Egyptian private sector and the Government of Egypt.

"To support all industrial enterprises, individually or sectorally, according to their development needs, through comprehensive and customized business development competitiveness programmes."


The Industrial Modernisation Centre (IMC) is an autonomous body set p under Presidential Decree with the specific task of delivering the Industrial Modernisation Programme (IMP) in Egypt..

1.2 Entrepreneurship in Egypt: 

Key findings from the Global Entrepreneurship Monitoring - GEM Egypt 2008 are summarised below. 

Entrepreneurial activity rates:
· In the summer of 2008, 13.1% of adults in Egypt (18-64 years old) were either actively trying to start a new business (7.9%) or already owned and managed a business that was less than three and half years old (5.5%). This indicator is referred to as the Total Entrepreneurial Activity (TEA) rate. On this indicator, Egypt tanked 11th among 43 countries.

· These early-stage entrepreneurial activity rates converted to an estimated three million nascent entrepreneurs, i.e. Egyyptians who were actively trying to start a new business, and about two million entrepreneurs with young businesses. 

· With an average start-up team of 2.21 people, the three million nascent entrepreneurs were in the process of trying to start 1.34 million new enterprises. 

· With an average number of 1.83 new jobs created per start-up (not including the owners), if actually launched, these new ventures would have a substantial impact on job creation — over 2.4 million new jobs. 

· Young businesses in Egypt (less than three and half years old) had an average ownership team of 2.19 persons. Thus, the total number of young businesses represented by the estimated two million Egyptian entrepreneurs in this category   tallies to almost 940,000. 

· Finally, 8.8% of the adult population reported being the owner of established businesses that were more than three and a half years old. 

· Egypt’s TEA rate falls below the U-shape curve that appears to represent the relationship between country-level TEA rates and per capita GDP. This means that there is room to further optimise the level of entrepreneurial activity in the country.

· Four out of five Egyptian early-stage entrepreneurs were motivated to start a business because they wanted to pursue a market opportunity, combined with a desire for independence and better income prospects (“opportunity-entrepreneurship”). The remaining 20% indicated they were primarily driven by the need to earn a livelihood (“necessity-entrepreneurship”). The share of “opportunity-entrepreneurship” in Egypt is higher than in most other countries at a similar level of economic development.

Demographics and entrepreneurial activity rate

· Demographic groups of the adult population with the highest TEA rates were: 1) those in the 25-34 year age group; 2) those with post-secondary education; 3) those in the household income group of LE 1,501-2,000; 4) those living in Cairo; and 5) men.  

· Overall, women are underrepresented as early-stage entrepreneurs in Egypt, with an average rate of entrepreneurial activity less than a third that of men. Six percent of adult females were engaged in early-stage entrepreneurial activity versus 19% of adult males. The gender gap in TEA rates in Egypt is one of the largest in all GEM countries.
· Although TEA rates are highest among Egyptians with post-secondary or higher level of education, the majority of early-stage entrepreneurs have a secondary education or less. Egyptian early-stage entrepreneurs are less likely than in most GEM countries to have university degrees.
· GEM studies find that the TEA rate tends to be higher (by varying degrees) among adults in the top third of household income brackets. In Egypt, this pattern seems to hold, especially for men. At the lowest household income levels, the decision to start a business is more driven by necessity than opportunity.
Characteristics of nascent and early-stage businesses

· The businesses of early-stage entrepreneurs are more likely to be in retail and service sectors than established Egyptian enterprises and less likely to be in manufacturing.

· The vast majority of the nascent and start-up businesses are small ventures. The majority of Egyptian early-stage entrepreneurs were financing their start-ups with less than LE 50,000 (60%) but the amount ranged from LE 100 to LE 10 million (31% needed between LE 50,000 and LE 500,000 and 9% over LE 500,000).
· Most new entrepreneurs finance their start-ups from their personal resources, which means that the scale of the venture has to be commensurate with how much money they can pull together. However, over half of the nascent entrepreneurs were planning to attract external financing and the remainder to finance start-up costs from their own resources.

· Nascent entrepreneurs in the oldest age group (55-64), highest education group, and households with annual incomes in excess of LE 4,000 have estimated average start-up capital requirements greater than the mean for all nascent entrepreneurs (thus, larger and more capital, intensive start-ups) and expect to have significantly more start-up financing/investment from others.  

· Nascent and young businesses have a potentially strong impact on unemployment reduction through their growth orientations. The employment growth expectations of early-stage entrepreneurs would result in a 25% growth in average firm size over the coming five years. However, only 11.4% of Egyptian entrepreneurs expect to create more than 10 jobs in five years, ranking Egypt in the bottom half of GEM countries.

· Early-stage entrepreneurs in Egypt are more likely than established entrepreneurs to be using, or planning to use, new technologies as a market expansion strategy, and to be employing the latest technology in their business. In fact, the percentage of Egyptian early-stage entrepreneurs indicating they are doing this is higher than in most developed GEM countries. But the level of innovativeness of their products and product market combinations is very low compared to GEM countries.
· Early-stage entrepreneurs also contribute to external trade activity — almost 40% of early-stage businesses have customers outside of Egypt.     

The prevalence of informal investors – “business angels”

· In Egypt, 2.5% of the adult population has been involved as informal investors in the early-stage start-ups of others over the past three years. These “business angels” play a large role in helping to get new businesses off the ground.

· Although the average investment is small (mean of LE 8,700 a year) and almost half of the business angels are investing in start-ups of close family members and relatives, the estimated amount of their annual investments is close to 1% of (2008) GDP.
· Relative to other GEM countries, Egypt’s angel prevalence rate compares with the average for EU GEM countries, but is low compared to the OECD GEM countries (average of 3.5%), the US (5.2%), and well below other developing countries in other parts of the world. 
Attitudes of the population towards entrepreneurship and self-efficacy

· The general Egyptian population is favourably disposed towards entrepreneurship. Almost three-quarters perceive it as a desirable career choice and express a low fear of failure, factors associated with positive attitudes towards entrepreneurship in a society. These percentages are well above average for GEM countries. 

· About a third of Egyptians expect to start a business within the next three years. 

· However, only 40% of Egyptians saw good opportunities for starting a business “within the six months”, lower than in many GEM countries, and just slightly over half perceived they had the required knowledge and skills to start a business, lower than in countries at a similar level of economic development, but higher than in more developed countries.

· Egypt has the second lowest rate for the percentage of the population that has received any exposure to entrepreneurship in the education and training system. Only 7.5% of Egyptians reported ever having taken any courses on starting a business as part of school-based activity, or participating in related training after leaving the formal education system. Of the non-entrepreneurially-active population, adults who have never received start-up training were much less likely than those who had to perceive that they had the skills, knowledge, and experience to start a business.

1.3 SME’s & Entrepreneurs Definition: 

	
	Category
	Head Count
	Annual Sales
	Total Assets

	SME’s & Entrepreneurship
Definition  
	micro
	less than 10HC
	less than LE1M
	less than LE0.5M

	
	small
	less than 50HC
	less than LE5M
	less than LE5M

	
	medium
	less than 150HC 
	less than LE20M 
	less than LE10M


2. DESCRIPTION OF THE ASSIGNMENT:
Background:

This assignment is related to the know-how development pillar of a national Master Plan to unify the development and support of SME’s and Entrepreneurship Development programmes, with a  clear unified definition for SMEs proposed to be used as a reference for the different stakeholders The definition is a starting point to set clear boundaries for the target clients for support. 

The major challenges facing these SMEs, as defined in our national strategy document, are grouped into four core categories namely Strategy & Policy Formulation, Implementation, Awareness & Culture building, and Know-how development and financial tools & facilities. Accordingly, an SME & Entrepreneurship development framework is formulated, and recommendations are specified covering the above four key pillars.

2.1 
Beneficiaries: (BCs):
Profile of BCs:
	BCs:
	SME’s with Entrepreneurial spirit that are and/or will to establish a sustainable business and foster market share and exceptional sales growth.



	Business Stage of BC’s:
	· Business plan completed & approved by IMC.
· BC has a location; Workshop and/or factory. 
· Commercial Registration.

	Sector of industry:
	All sectors of industries and support to industry. 

	Number of Employees:
	Less than 10

	Geographical location:
	To start with but not limited to the following regional locations in year 2010 

· Cairo / Alexandria / Delta / Assuit.

	Estimated number of beneficiaries for year 2010:
	From 10 to 20 BCs 


3.2
Objectives of assignment:
Assisting Entrepreneurs in establishing strong bases of their new business start-up through a mentorship programme that covers all business development needs for a period of 1 year.
The assistance will be based on implementation and will be governed by a KPIs system for monitoring Entrepreneurs performance and SP performance during the project intervention.
The mentoring service provider (MSP) will deliver Professional development activities supported by an experienced group of experts guiding EDP Entrepreneurs through their development stages for 1 year - reviewed quarterly.
The Contract based on this TOR will be a framework contract with one fixed price per BC and one fixed TOR.
The (MSP) first assignment will be reviewing and finalising a final version of Entrepreneur’s Business plan and presenting a clear work plan with sales targets and start dates of monitoring sales performance of Entrepreneur. 

The detailed assignment is as follows and not limited to the following details 
3.3. Requested Services: In accordance with the above stated objectives and specific requirements, consultant shall;
Work on delivering Mentorship programme based and not limited to the below areas:
1. Entrepreneur(s), coaching and mentorship:

2. Business process establishment & documentation:

3. Sales & Marketing mentorship with close coaching and knowledge transfer:
4. Financial systems in place & legal advice:

5. Networking in relevance to their business field and exposure to business cases increasing quality of learning. 

Detailed Activates to be delivered & reported during the project 1 year life time: 

1- Assess, revise, develop and finalise business plan of Entrepreneurs and present after 2 weeks of kick off date a business work plan with time line and improvement KPIs of Entrepreneur business.

2- Development of Company Business Values: 

Assist Entrepreneur in sessions to set:
a. Company’s Vision & Mission statement. 
b. Company’s Business Values 
c. Make sure that the company’s values are reflected in company’s policies and procedures manual. 
3- Exposure to best practice of business operations:
Visiting & meeting with management of best practice operations in same or similar sector of industry to the Entrepreneur and; 
· Establish a network of business professional around the Entrepreneurs to help in operation development. 

· Linking Entrepreneurs to industry.
· Entrepreneurs to set standard operating objectives in their business against what they learned through this exposure. 
4- Develop a clear procedures and work instructions to guarantee consistent and standardized operations of the BC production system and to ensure standard production according to predetermined specifications.

5- Assisting Entrepreneurs in establishment of Financial Systems:
i. Review & recommend suitable bookkeeping’s ways as to minimise business’s tax liability, with this requiring creative accounting practices in place 

ii. Insure strong documentations systems in place to produce legitimate accuracy of Entrepreneur financial statements.

iii. The above must results in bookkeeping have to become more of a functional operation, that can be computerized, with less requirements for professional management.
iv. Make the financial statements and reports of entrepreneurs are suitable for example to banks and private equity funds to which they expect from financial information to have from a business. 

v. Assign management roles in managing the Entrepreneur financial system to insure smooth and correct practices of financial management. 
vi. Recommend financial performance targets in order to keep the Entrepreneur business financially healthy. 

vii. Awareness sessions on how to read business performance through a balance sheet, and insure the understanding and practising of important business/ financial factors and indicators that must be monitored from Entrepreneur.  

viii. Insure that Entrepreneur submits to coach regular financial reports (monthly or quarterly) and taking minutes of this meeting indicating that the financial reports were discussed. 
ix. Awareness sessions on new taxation law and other taxes and possible exemptions if applicable.
x. Assist in establishing a costing system and a chart of accounts to produce accurate and timely information through flexible reporting. 
xi. Train staff and team on managing costing system. 
6- Assisting Entrepreneurs in Loans & funding options:
a. Prepare needed reports & plans for banks, private quality funds and other financial institutions. 

b. Organise meetings for financial loans, for fundraising to Entrepreneurs

c. Attend meetings and support Entrepreneur in negotiations. 

d. Train & coach Entrepreneur on how to manage and negotiate in these meetings.
7- Sessions on PRs & Media communication: 

Training session on: 

a. What topics to talk in with Media 

b. When to talk to Media 

c. What Media channels to use in what situations.

d. How to talk to Media in order to deliver your message right & successful. . 

8- Monthly Coaching Sessions:

a. Key Expert coaching sessions for 4 hours per months.

b. Advisors to spend at least 10 hours per week with Entrepreneurs.

c. Business Strategy discussion 

d. Customer & sales Targets Management

e. Financial performance review 

f. Make necessary modifications to the QMS that account for the changes and developments made to the production system and operational and reporting requirements. 

9- Documentation System: 

a. Assisting Entrepreneur in establishing a documentation system and bases of operation process. 

b. Ready for ISO 9001 certification. 
c. Devise techniques and procedures to ensure continuous and smooth flow of production information in the form of pre-designed periodical and non-periodical production reports to consolidate and rationalize the decision making process

10- Intellectual Proprietary Rights:

Awareness & establishment of IP Projects if needed (For Innovative Projects):

a. Provide support in Intellectual Proprietary rights:  

b. Organise awareness sessions for Entrepreneur.

c. IP audit, identify with Entrepreneur what are the elements of the their business that is an important subject to IPs? 

d. Signs NDA with Entrepreneur on identified IP issue. 

e. Meet Entrepreneur with industry experts and IP experts to further study the commercial use of this IPs. 
f. Revise, adjust and develop job contents and relationships of production and management personnel as demanded from revised production system, including the flow of information and reporting requirements.

11- Market Research Sessions “Know-How”
Sessions on Market research design and operation, from issue to research the market, to how to design survey’s techniques of research, operation work of a market research to report analysis.
12- People Management & HR:
Session on interviewing, hiring, developing human resources, providing useful resources that assist the Entrepreneur in all activities of people management.
13- Environmental and social responsibility awareness:

a. Awareness sessions on environment and social responsibilities in businesses. 

b. Session should include awareness sessions on management systems of OHASES, environmental management systems and new CSR certification 

3.4 
Project management & Contractor's tasks & responsibilities:

· IMC Entrepreneurship Development Programme - EDP Project manager shall manage the contract, s/he may delegate day – to – day management to project coordinators. 

· Changes in the methodology may be made only according to needs subject to mutual written agreement between the IMC and the Contractor.

3.5 
Project duration:
The duration of this assignment is to be completed within 52 weeks starting 10 days after the date of signing the contract.
3.6 Expected Results: On completion of work the following are the 
expected deliverables:

1. Assess, revise, develop and finalise, drafted business plan 

Deliverables: 

a. A unified document including: 

· Work plan 

· Assigned responsible on all main business tasks

· Monthly KPIs in all areas are set and mechanism for monitoring and reporting performance to IMC is set. 

b. Reviewing work plan KPIs achievement every month for the 1st Quarter then every quarter for the last 3 quarters.

2. Company’s Values Creation: 

Deliverables: 

a. Set Company’s Values and communicate it to all stake holders

b. Announced in visible place at workplace in administrative office and production facility.

3. Exposure to best practice business operations:

Deliverables: 

a. Report on number and place of meetings and/or visit took place. 

b. Entrepreneur writes a one page report indicating how these meetings helped him/ her.  

4. A clear procedures and work instructions:
Deliverables: 

a. SOPs are present and communicated to all current and new employers each in his/her area, regardless their level and/or nature of work.

5. Assisting Entrepreneurs in establishment of Financial Systems:
Deliverables:
a. Strong bookkeeping is in place and a proof of using.

b. Computerised financial system is in place even on Excel sheets or access db.

c. Financial performance reports generated on regular bases (monthly or quarterly).
d. Financial Reports are generated with full needed information for business decision taking.
e. Costing system in place and Entrepreneur can identify product bare cost, accurate reports are generated and presented as a sample in the final report.
6. Assisting Entrepreneurs in Loans and funding options: 

Deliverables: 

a. A Minimum of 10 Visits to different sources of finance and report on results for each. 
b. Letters from financing entity declaring readiness for financing either with conditions or without condition for business development. 

7. Sessions on PR management & Media communication: 

Deliverables: 

Training session on:
a) Session content before delivery with CV of trainer for approvals. 

b) Entrepreneur evaluation on session delivery.

8. Monthly Coaching Sessions:

Deliverables: 

a) Monthly Coaching meeting reports, outlining consultant responsibilities and entrepreneur responsibility, means of delivering 

b) Meeting report Template must be approved from IMC before delivering first report. 

c) Entrepreneur coaching evaluation report every quarter with rating to Coaches by Entrepreneur(s).

9. Documentation System: 

Deliverables: 

a) Document system is used in daily bases. 

b) Documents codes and numbering is used throughout all procedures. 

c) Employees are all familiar with forms numbers and document procedures. 

d) Filling system is in place and document forms are visual and used in every day tasks.

e) Business is ISO 9001 certified before end of mentorship contractual agreement.
10. Environmental and social responsibility: 
Deliverables: 

a. Awareness sessions on environment and social responsibilities in businesses. 

b. Session should include awareness sessions on management systems of OHASES, environmental management systems and new CSR certification 

11. Intellectual Proprietary Rights:

Awareness & establishment of IP Projects if needed (For Innovative Projects)
Deliverables: 

a. Provide support in Intellectual Proprietary rights:  

b. Organise awareness sessions for Entrepreneur.

c. IP audit, identify with Entrepreneur what are the elements of their business that is an important subject to IPs? 

d. Signs NDA with Entrepreneur on identified IP issue. 

e. Meet Entrepreneur with industry experts and IP experts to further study the commercial use of this IPs. 
f. Revise, adjust and develop job contents and relationships of production and management personnel as demanded from revised production system, including the flow of information and reporting requirements
12. Market Research Sessions “Know-How”

Deliverables: 

Sessions on Market research design and operation, from issue to research the market, to how to design survey’s techniques of research, operation work of a market research to report analysis.
13. People Management & HR:

Deliverables: 

Session on interviewing, hiring, developing human resources, providing useful resources that assist the Entrepreneur in all activities of people management.
14- Environmental and social responsibility awareness:

Deliverables: 

Awareness sessions on environment and social responsibilities in businesses, Sessions should include awareness sessions on management systems of OHASES, environmental management systems and new CSR certification 

Project Action plan: 

	#
	Mentorship programme Modules: 
	Key Output
	Timeline


	1
	Assess, revise, develop and finalise business plan of Entrepreneurs
	Update Business plan – present KPIs Work plan
	During 

Week 2 

	2
	Mentorship programme implementation plan 
	Work plan for implementing the below modules 
	End of 

week 2 

	3
	Development of Company Business Values
	Co’s Policy document reflects Business values 


	50 weeks 

	4
	Exposure to best practice of business operations
	Entrepreneur Reports on learning experience & systems will follow in operations  


	

	5
	Develop a clear procedures and work instructions
	Detailed yet simple SOPs. 


	

	6
	Assisting Entrepreneurs in establishment of Financial Systems
	CS in place – Fin. reports -  Bookkeeping in place – regular fin reports - 


	

	7
	Assisting Entrepreneurs in Loans & funding options
	Meeting plan – Out of meetings – required work to achieve fund – reported quarterly if needed.  


	

	8
	Sessions on PRs & Media communication
	Evaluation report from Entrepreneur /team.


	

	9
	Monthly Coaching Sessions:
	Coaching meeting minutes presented monthly. 


	

	10
	Documentation System:
	ISO 9001 final Audit 


	

	11
	Intellectual Proprietary Rights:
	Signed NDA on IPs – IP registration if applicable 


	

	12
	Market Research Sessions “Know-How”:
	One research project to be carried and reported by Entrepreneur/ team 


	

	13
	People Management & HR:
	Basic HR Polices - Employee handbook – basic Org. 


	

	14
	Environmental and social responsibility awareness:
	Strong Understanding of safety, environmental and sustainability standards. 


	

	15
	Final Report


	End of week  53 


4. 
SELECTION CRITERIA: 
4.1   Service provider profile:
The service provider should demonstrate a thorough understanding of Entrepreneurs requirements and challenges for growth.  

Mandatory for initial selection: 
· Dedicated team/ department from SP for Entrepreneurship development programme

· Experience in SME’s business consultation. 

· Present 2 recommendation letters from clients that belong to SMEs describing the SP added value to their organization, preferable manufacturing SMEs. 
· Technically Approved methodology of implementation against the detailed requested service in this TOR. 

· Organizational chart for mentorship programme.

· Ability to serve clients out of Cairo and Alexandria with a clear statement stating this commitment. 

Mandatory for completion first contract(s) requirements: 

· International affiliation with Entrepreneurship centers “Required after 3 months from contract signature” 

Selection Process: 







4.2
Experts Profile
The Entrepreneurship Mentorship development programme will require that each Service provider provides access to min of 5 experts including 1 key expert, the details requirements is as follows:
4.2  
Experts requirements in details: 

Key Experts: 

Key Expert Team Leader: 
· Minimum of 15 years in management experience in an industry related field at a manufacturing company preferably FMCG, Engineering, Chemical, building & construction, medical & pharmaceutical industries.   
And/ or
· Minimum of 15 years professional experience in consulting private-sector companies in the establishment and implementation of various business/organizational development activities.
· Strong understanding of start-up requirements for manufacturing business in Egypt, with full information onbut not limited to the following:  

· The requirements from different entities in Egypt

· Permits from governorates

· Permits from IDA

· Permits from other government organizations

· Tests & permits required for different product to manufacture.

· Others that may apply to any manufacturer or support to manufacturer business.

· Professional Experience in Strategy formulation and putting strategy into action.
Business Advisors, minimum 2: 
· Minimum of 3 years in management experience on a manager level. 

· Minimum of 5 years experience in consultancy to SMEs with a reputable management consultancy company. 

· Experience in industry related field at a manufacturing company preferably FMCG, Engineering, Chemical, building & construction, medical & pharmaceutical industries.   

Subject matter Experts: 

1) Banking Credit Expert: 

· Certified credit officer. 

· Banking or reputable financial institution Experience.

· Strong experience in SME financing is a must.
2) Legal Expert: 

· Master in Business Law.

· Strong experience in commercial and corporate law for SMEs.
· Experience in Proprietary rights identification and registration
· National & international understanding of how to secure proprietary rights for our beneficiaries, if it applies to BCs product(s). 
3) Financial Consultant Expert (Taxation & Financial Management):

· Strong Experience in accounting management systems 

· Strong experience in setting costing systems and chart of accounts. 

· Strong experience in establishment of financial management systems.
4)  Media &/or PR Expert:

· Strong experience in PR and media communication.

5) Quality Management Service – QMS Expert(s):

· Strong understanding and/or experience in the following certification; ISO 9001, ISO 14001, OHASAS 18001, TS, CE- Mark and all product compliances.  

· This could be one or more than one expert.
4.2
CV Format:

 Attached is a unified format for the CV(s) of the key expert(s) who will carry out the activities of this assignment.

4.3
Substitution: 

Should the key expert(s) be substituted, both the beneficiary company and the project manager must approve the substitution. 

5.
LOCATION & DURATION OF THE ASSIGNMENT:
5.1 
Project location: 
The assignment location will be undertaken – tentatively – in not more than Cairo, Alexandria, Delta and Assuit.
5.3
Accommodation, Transportation and support facilities

Accommodation, transportation and any other support facilities required for the assignment are the responsibility of the Contractor. 
6. Evaluation Grid:
For Service providers initial selection: 

	
	Maximum
	Final Assessment

	
	
	

	Organisation and methodology

	Appropriateness of the Service Provider:
	15
	

	A commitment to a dedicated team/ department from SP for Entrepreneurship development programme:
	10
	

	Readiness to serve clients out of Cairo and Alexandria with a clear statement stating this commitment. 
	10
	

	Recommendation letters:
	5
	

	Experience in SME’s business consultation:
	5
	

	Total score for Organisation and methodology
	45
	

	
	
	

	Key expert/s Qualifications and skills

	General Qualifications and skills
	10
	

	Average of General professional experience of Experts
	20
	

	Average of Specific professional experience of Experts
	15
	

	Business Advisors Experience
	10
	

	Total score for Key experts


	55
	

	Total Score
	100
	


80% is the measure to pass the technical evaluation. 

Curriculum vitae

Proposed role in the project:

1. Family name:

2. First names:

3. Date of birth:

4. Nationality:

5. Civil status:

6. Education:

	Institution

[ Date from - Date to ]
	Degree(s) or Diploma(s) obtained:

	
	

	
	


7.  Language skills:  Indicate competence on a scale of 1 to 5 (1 - excellent; 5 - basic)

	Language
	Reading
	Speaking
	Writing

	
	
	
	

	
	
	
	

	
	
	
	

	
	
	
	


8. Membership of professional bodies:
9. Other skills:  (e.g. Computer literacy, etc.)

10.  Present position:

11.  Years within the firm:

12.  Key qualifications:  (Relevant to the project)

13.  Specific experience in the region:
	Country
	Date from - Date to

	
	

	
	

	
	


14. Professional experience
	Date from - Date to
	Location
	Company
	Position
	Description

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	

	
	
	
	
	


15. Other relevant information (eg, Publications)
Programme


Kick-off Event





Activating EMDP


Event





“Entrepreneurs select SPs”


“Each SP to be contracted with min. 5 - 10 Entrepreneurs”





Providing Training to selected SPs at least 2 from each SP to attend with acceptable performance








IMC Announcement and selection of SPs








Timeline: 


30 days





Timeline: 


7 business days





Timeline: 


30 days





Step # 1





Step # 2





Step # 3
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