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1. EXECUTIVE SUMMARY

The reliance on traditional beekeeping coupled with low income, low quality and branding of honey have hindered the full realization of the income generating capacity and rapid development of this agricultural sub-sector in Nigeria especially in improving the health and consumption patterns of the BoP. Majority of Nigerians even though they desire honey often cannot afford it as most of it is typically sold in 2 to 20 litre packages. Additionally apart from honey, traditional beekeepers of Nigeria rarely develop trade in the six other bee by-products due to ignorance of their value and importance. These by-products can be used for their medicinal values and therefore sold for additional income.
It is against this background that BES embarked on setting up a small-scale honey making enterprise that will produce honey sachets along with establishing a beekeepers’ training and skill acquisition centre. BES intends to leverage on its membership groups and to be registered as a commercial outfit (BES Honey Industry and Sales Limited) along with its other partners to provide access to markets and training facilities for the beekeepers and other interested persons and institutions. The project objective will be achieved through establishing a centralized honey collection, processing, packaging and marketing centre. The centre would buy off honey from beekeepers for processing and packaging. This would be the first of its type in Nigeria. 
The project is supported by the Business Innovation Facility (BIF), a UK Department for International Development pilot programme. BIF non-cost sharing (NCS) project involves the provision of technical support for developing a sustainable business model for the Beekeeping Extension Society (BES). 

The honey sachet processing project has the potential to create a two-way impact. On the supply side it has the potential to initially impact over 4000 beekeepers operating in the northern part of Nigeria by providing them access to market and capacity building. On the distribution/market side the project will provide access to honey for low-income earners. The sachet-packed honey will provide a cheaper alternative for low income people to access honey.

Financial analysis of the proposed honey sachet processing project has indicated that the project’s operation will from inception generate positive cash inflow when the non-cash charge-off of depreciations are considered as at the level of Cash After Current Operation (see Appendix 1 for details). The initial net profits after of unusual items (NPAUI) of the projected operation are positive at N12 million clearly showing no impact of heavy non-cash outlay from depreciation expense.  The project is therefore profitable and feasible especially with the under listed forecast of financial performance over the first 5 years of the project.
Observation and analysis of activities of BES have also shown that as presently constituted BES does not possess the human and other material capacity to fully deliver on its objectives as it relies almost entirely on its founder, Mallam Idris Barau, and a few other volunteers. It is therefore recommended that it should partner with reputable and established institutions and individuals that will support it with the required resources and technical expertise in executing its capacity building programmes and R&D activities. Some of these potential partners include Ahmadu Bello University, regional universities of Agriculture, Bank of Agriculture, Bank of Industry, micro-finance banks (MFBs), trade merchants among others. It is also suggested that BES partner with relevant government ministries, departments and agencies (MDAs), gender-focused and civil society organisations, especially those involved in agricultural promotion, towards training and empowering rural women and recent graduates in local and global beekeeping best practices. 

1.1 Background

In Nigeria, agriculture has been identified as the mainstay of a majority of the population, who are into subsistence food production.  Agriculture, in Nigeria, accounts for a about 41% of the GDP and employment to about 65% of the adult labour force
, in spite of the importance of petroleum to the economy. Again, agriculture, including beekeeping and honey production, is recognised to have the potential of reducing poverty and increasing the security of livelihoods,. In Nigeria, despite the high rate of young graduate unemployment, there is a clear shortage of dynamic young graduate farmers, as most farmers in service are over 50 years old. It is also the case that access to finance for small-holder and subsistence farmers is poor and the lack of necessary skills and training are a major hindrance to increasing enhanced participation in this sector. As a result there is the rising risk of food insecurity and a significant loss of skill and knowledge when the current generation of farmers retire. Various studies, including USAID-WINROCK research
, have also shown that even though a number of people go into beekeeping and honey production in developing countries their productivity is constrained by poor access to profitable and sustainable markets and access to finance as well as lack of appropriate skills training making them particularly vulnerable to a range of changes including economic and environmental changes (Aguilar, 2009; Danida, 2004). 

Nigeria has one of the best conditions in terms of weather, and vegetation for the development of honey production as part of agriculture. Despite Nigeria’s favourable agro-ecology for honey production, the level of honey production is still very low. The low honey productivity is as a result of the neglect of the beekeeping sector, most especially by the government. According to USAID-WINROCK research about 85% of beekeepers in Nigeria adopt traditional methods of beekeeping (traditional beehives) which involves the use of fire in killing of bees during honey harvest. The fire most often than not contaminates the honey. Beekeeping in Nigeria is mostly carried out by remote and rural beekeepers who are very poor and do not appear to have the financial capacity to make the necessary investment in modern beekeeping technologies, despite a desire and interest in making these improvements. 

It is established that the honey flow season in Nigeria runs from March through May during which prices of honey tend to be lowest as Beekeepers sell most of their honey at this time thereby losing the opportunity to earn higher income. Another factor for low income from honey is the fact that Nigerian honey is commonly sold in unlabelled containers such as used water bottles and small plastic tubs. This type of packaging which can easily be tampered makes such honey to be easily becoming adulterated by sugar or other substances with no guarantees of quality or purity of honey being marketed. In addition, experts have observed that honey stored in plastic containers for longer than six months may become adulterated by the plastic leaching into the honey from the packaging. Furthermore, the majority of Nigerians even though they desire honey often cannot afford it as most of it is typically sold in 2 to 20 litre packages. The reliance on traditional beekeeping coupled with low income and low quality and branding of honey have hindered the full, realisation of the income generating capacity and rapid development of this agricultural sub-sector in Nigeria especially in improving the health and consumption patterns of the BoP.

Lastly, improvement in this agricultural sub-sector has tended to depend on external sources of funding, for both training and equipment. Studies have however shown that Nigeria has many experts in the country who are well prepared to assist in the development of the sector and that many of the basic beekeeping and honey processing equipment (hives, smokers, suits, extractors) can be made by local artisans and fabricators given the right environment, incentives and support.

1.2 Profile of the Beekeeping Extension Society (BES) 

Despite the benefits derived from beekeeping and the available potential for beekeeping in Nigeria, it is a neglected agricultural enterprise. Apart from honey, traditional beekeepers of Nigeria do not routinely commercialize the six other beekeeping by-products due to ignorance of their value and importance. These by-products can used for their medicinal values and therefore sold for additional income. They include bee’s wax, honeybee venom, bee pollen, raw honey, royal jelly and propolis. To begin the process of solving these challenges, in 2001, Idris Muhammad Barau, a trained agricultural extension worker with the Kaduna State Agricultural Development Project founded the Beekeeping Extension Society (BES). 
The primary aim of the Beekeeping Extension Society is to contribute to general beekeeping development in Kaduna state and Nigeria in general. The society aims to mitigating some of these challenges by providing business and technical training support to existing and intending smallholder beekeepers and groups (mainly rural women and graduates) and linking them to markets and finance both of which are major challenges in the sector. It intends to partner with industrial honey users and financial institutions towards providing a link between them and the farmers for access to market and funding.

It is against this background that BES embarked on setting up a small scale honey making enterprise along with beekeeping training and skill acquisition centre. The produce is sold in small sachets. The Centre will focus on the needs of beekeepers (individuals and groups) in developing individually satisfying and socially responsible knowledge, skills, and occupational values. BES intends to encourage participation in beekeeping especially among unemployed recent graduates and women as a means of empowerment by offering both business and technical support. BES will leverage on its membership groups and yet to be registered commercial outfit (BES Honey Industry and Sales Limited) along with its other partners to provide access to market and training facility for the beekeepers and other interested persons and institutions. 

In order to solve these challenges, the Beekeeping Extension Society plans to metamorphose into a social enterprise through developing a new product in the form of small affordable sachets containing 20 grams of honey. The project objective will be achieved through establishing a centralized honey collection, processing, packaging and marketing centre. The centre would buy off honey from beekeepers for processing and packaging. This would be the first of its type in Nigeria. The Beekeeping Extension Society has sought volunteer support from Winrock International in order to start off on the transformation process with the development of a baseline survey on the viability of sachet-packed honey packaging as a business.
Since its inception and establishment in 2001, the BES has received funding of over one hundred and fifty thousand dollars ($150,000) as grants for the development of beekeeping, environmental projects and bee conservation. The BES has also received more than ten (10) international volunteers and agricultural consultants, including those from the United States Department of Agriculture (USDA). The grants and volunteer input received were utilized in the training of local beekeepers and supplying them with modern beekeeping production equipment in order for them to increase their honey production, attain quality and generate increased income. Specifically BES, has through its projects and activities, supported over 3,000 beekeepers in Kaduna State and is in contact with more than 10,000 in 16 other states of Nigeria. The ultimate goal of the BES is to establish a beekeeping enterprise that will operate in the entire beekeeping value chain. The enterprise would be owned by the BES and its membership. The BES has seven members serving as volunteers. Of these, four are local farmers who have been trained as farmers’ extension workers/volunteers.

The Beekeeping Extension Society is or has worked in collaboration with the following international organizations:

· The Small West African Grants Program of the African Union sponsored by the United States Agency for International Development (USAID).

· Canadian International Development Agency (CIDA).

· Development Cooperation of Ireland (DCI).

· Food and Agriculture Organization (FAO)

· International Fund for Agricultural Development(IFAD)

· Partners for Development. 

· French Social Development Fund (SDF).

· Rome 1 % Fund for Development.

· Winrock International 

·  Bees Abroad a United Kingdom charity

Presently, the Beekeeping Extension Society is the only beekeeping organization in Nigeria with high technical skills in beekeeping and beekeeping technology transfer. This can clearly be seen in a certificate of proficiency in beekeeping, presented by the British Beekeepers Association to Idris Muhammad Barau (Founder of BES).

1.3  The Business Innovation Facility (BIF)'s Intervention 

Given the  erratic agricultural conditions in Nigeria, there is urgent need to develop these beekeeping farmers and groups’ ability to respond innovatively, and to be adaptable, in order to ensure that the poverty reduction potential of beekeeping (and agriculture in general) are realised. 
The Business Innovation Facility (BIF) has stepped in to support the Society with a non-cost sharing (NCS) project involving the provision of technical support for developing a sustainable business model for the Beekeeping Extension Society (BES). The Business Innovation Facility is a three-year pilot programme currently running to June 2013, funded by the UK Department for International Development (DFID). BIF was created to ensure such initiatives have every chance of success. It provides practical, hands-on advice and technical expertise, to support companies to develop or scale up inclusive business models.

The Society had ventured into commercial activities in the past. It was involved in bulk sale of honey in the open market which involved the society buying from beekeepers and selling in bulk. This proved not to be very profitable because of the presence of middlemen. Consequently an extensive market survey was conducted by a volunteer international consultant from to New Mexico State University, funded by USAID, to ascertain a more profitable approach to honey marketing. The study resulted in advice that the Society produce sachet packs of honey, a more viable alternative to the bulk sales. Consequently a detailed business plan was developed to that effect. 

It is against this background that BES approached Business Innovation Facility (BIF) to assist it with finding a sustainable business model in BES efforts in setting up a Small Scale Sachet-packed honey Processing Industry which may include a full fledge training and capacity building Centre on beekeeping. The sustainability model should help BES to address the funding gap being faced by its members in successfully running and developing their businesses.

This BIF-supported project has the potential to create a two-way impact. On the supply side it has the potential to initially impact over 2000 beekeepers operating in the northern part of Nigeria by providing them access to market and capacity building. Over the period of its existence BES has worked with about 4000 beekeepers and has supported them to increase their combined production by over 200% over a 10-year period, On the distribution/market side the project will provide access to honey for low-income earners. In a survey conducted by a consultant from Mexico state University for BES showed that 60% of 45 respondents desired honey but could not afford it. The sachet-packed honey will provide a cheaper alternative for low income people to access honey. The project objectives include the development an inclusive and sustainable business model that will address the challenges being faced by BES. Specifically, this project will:

1. Review and update the existing Business plan highlighting a sustainable inclusive business model and an efficient distribution network.

2. Identify potential sources of long term sustainable funding opportunities and signposting BES to such sources.
2. INDUSTRY AND MARKET ANALYSIS
According to Wikipedia (2009), honey has a long history of human consumption, and is used in various foods and beverages as a sweetener and flavouring, Honey has been used in various ways in the history of mankind; as an integral sweetening ingredient in Roman recipes while ancient Egyptian and Middle Eastern peoples used honey for embalming the dead and in various medicinal traditions to treat ailments. In ancient Egypt, honey was used to sweeten cakes and biscuits, and was used in many other dishes. Honey has also been used in religious ceremonies and symbolism. Archaeologists have found in the Republic of Georgia honey remains on the inner surface of clay vessels unearthed from an ancient tomb, dating back to some 4,700 - 5,500 years ago. Beeswax is an important by-product, and used in candles, batik art designs, cosmetic products, and as a bonding agent in musical instruments (wax holds accordion and concertina reeds in place). 

2.1 Analysis of target market (size and demographics) – (including of products and market segments) 
Honey gets its sweetness from the monosaccharaides, fructose and glucose, and has approximately the same relative sweetness as that of granulated sugar. Modern beekeeping in many parts of the globe includes production of beeswax, bee collected pollen, bee venom, royal jelly, propolis, and also of package bees, queen bees and nucleus colonies. Honey is produced when honey bees transform nectar into honey by a process of regurgitation, and store it as a primary food source in wax honeycombs inside the beehive. Beekeeping practices encourage overproduction of honey so the excess can be taken from the colony. The filtered honey is bought from the participating beekeepers and transported to the processing centre where it will be transferred into collection and filtering tanks before being passed into a settling tank and allowed to be processed. The final product can then be transferred into containers of varying sizes (including sachets) and sealed before it is packaged in cartons ready for distribution. 

Packaging of honey in sachets is a simple process. In order to save cost on processing and to provide the beekeepers with additional income from beeswax, the beekeepers are taught how to extract their honey by the simple means of allowing the harvested honey to settle after breaking the combs into chunks., The fine filtered honey will settle below about two days after with the wax remaining afloat. The honey is hen collected via a tap affixed to the filtering container. The wax can then be processed into moulds and sold separately.

Major consumers of honey demand for quality honey which is met by producers through proper management of bees, utilizing the local plant resources and adapting to the local climatic conditions as well as intensive use of beekeeping equipment and honey processing plant. Seasonal management of bee colonies varies in different parts of the world, such as China and India, although the basic management methods are the same. Flow management, provision of feeding, and control and cure of bee disorders, bee diseases, pests and enemies, are some of the routine measures to keep bee colonies healthy and strong. Rapid technological changes as well as competition has resulted in  the development of special management techniques like queen rearing, migration for honey production or for colony multiplication, which the beekeeper takes up after they have gained sufficient knowledge and experience in handling bee colonies. 
Medical experts have indicated that a spoon or two (10-20 grams) of honey is enough to cure or prevent certain common diseases thus the conception of the idea of producing honey in sachets for use as medication
 while at the same time gradually replacing the use of processed white sugar which is generally believed to have some harmful effects when consumed regularly in substantial quantities. 

2.2 Honey Market structure and analysis   

Nigeria with its over 150 million population is an ideal market for honey products packaged in small affordable units (sachets). There is however a need to further develop the market for such products. Taking into consideration the marketability of products such as sachet-packed powdered milk, washing powder and dairy-based drinks, the packaging of honey in small affordable sachets for consumers should benefit from current miniaturized product marketing strategy trend in Nigeria.

The general trend in packaged product marketing is usually to target the middle and high income earners living in urban centres. In order to capture a high percentage of Nigeria’s consumers, the Beekeeping Extension Society intends to market its products by targeting both the urban and rural consumers. The idea of sachet-packed honey was also conceived in order to make it affordable to the lowest income earners who are at the bottom of the pyramid (BoP) such as smallholder farmers, school children and those residing in remote rural areas. It is worthy of note that the knowledge that the honey is produced by organized beekeepers groups will make the consumer satisfied and assured to buy the packaged sachet-packed honey. 

2.3 Analysis of players and products in the market (i.e. competitive analysis)
The honey supply value chain involves a lot of stakeholders besides the actual farmers being targeted by BES. The major ones amongst them include industrial users, merchants, packagers and regulators (NAFDAC). Studies have shown that each of these stakeholders is beset by capacity and knowledge constraints that greatly inhibit their performance and entrenchment of global honey/agricultural best practices. The effect of this poor performance is low productivity and low income for the producers as well as market inefficiencies, which favour middlemen at the expense of the producers
. On the other hand, the end-consumers especially the industrial users, are faced with highly unstable honey availability and consequently unpredictable costs. 
2.3.1 Identification of Relevant Partners for BES
 
In addition to the major stakeholders covered in the above paragraph, there are basically two other classes of partners for BES:

a) Collaborating Institutions

These are reputable and established academic and professional institutions with the required resource persons and technical know-how ithat will assist BES in executing its capacity building programmes and R& D activities. These institutions include Ahmadu Bello University Zaria, which has many centres and institutes that have internationally excelled in agricultural related disciplines such as Institute of Agricultural Research (IAR), National Animal Production Research Institute (NAPRI) and National Agricultural Ext. Research & Liaison Services (NAERLS). There are also Universities of agriculture existing in the country such University of agriculture Makurdi. The lecturers and students of these institutions can assist BES in R&D while gaining field experience and practical approach to learning. The various groups of BES members spread across the country can serve as laboratory for the students and lecturers of the collaborating institutions and for carrying out practical researches on beekeeping.   
b) Facilitators and Fund Providers
BES has been approaching donors for technical and financial assistance to build its and members’ capacity to deliver on its set objectives. As earlier stated BES has benefited from such assistance to the tune of $150,000 over the years. The donors also assist by facilitating/brokering relationship between it and potential institutions that may demand for its programmes. For instance, BIF can broker relationship between BES and MDAs and other non-governmental organisations like Stanbic Plc and Bank of Agriculture among others for training of farmers and other major actors in the beekeeping/honey supply value chain. These MDAs and financial entities can provide funding to BES for the training, R&D and other agricultural services to BES members and other interested Nigerians especially rural women and youths between the ages of 18 and 35 years. The immediate and ready partners include Bank of Industry and Bank of Agriculture, Kaduna and hundreds of Micro Finance Banks (MFBs) spread across the country. Other potential and important sources of patronage include the Government Ministries, Departments and Agencies (MDAs) at federal, state and local government levels in the country.

3. PROJECT STRATEGY AND IMPLEMENTATION
Given the analysis above, there is need for BES to develop a sustainable business model which will include a pro-active and effective distribution model that will drive the growth and activities of the Society. Furthermore, the business model should be translated into an implementable strategy with feasible and flexible timeline.
3.1 Recommended Business Model
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As earlier stated there are basically three classes of partners for BES and recommendations for engaging with each are made below:
a) Recommendation on Collaborating with Academic Institutions

BES does not presently possess the full academic and faculty capacity to fully deliver on its training objectives as it largely relies on its founder Mallam Idris Barau and a few other volunteers. It therefore needs to partner with reputable and established academic and professional institutions that will support it with the required resource persons and technical know-how in executing its capacity building programmes and R&D activities. The ideal situation is for BES to collaborate with established and experienced local academic and research institutions. It may also work with overseas-based institutions in future. We will therefore recommend that in addition to its present ad-hoc arrangement with some foreign institutions and organizations, it should approach Ahmadu Bello University Zaria, which has many centres and institutes that have excelled in agricultural related disciplines such as Institute of Agricultural Research (IAR), National Animal Production Research Institute (NAPRI) and National Agricultural Extension Research & Liaison Services (NAERLS) among others. BES can also build a mutually benefiting relationship by collaborating with Universities of agriculture existing in the country such University of Agriculture Makurdi. The lecturers and students of these institutions can assist BES in R&D while gaining field experience and practical approach to learning. The various groups of BES members spread across the country can serve as laboratory for the students and lecturers of the collaborating institutions and for carrying out practical research on beekeeping.

To achieve this, BES will need to develop an associated strategy that sets out mutually beneficial outcomes for the institutions and for BES, such as access to members for research and experimentation, cost-sharing on mutually beneficial projects and indeed shared intellectual property rights (patents) for any agricultural methods successfully delivered through R&D deployment.
b) Recommendation on Partnerships with Grant Facilitators and Fund Providers

BES needs to consider options for entering into structured relationships with MDAs and commercial organisations like Stanbic Plc and Bank of Agriculture. Key benefits would include access to incentives, grants and loan finance to farmers and other major actors in the beekeeping/honey supply value chain. It is also necessary to tailor programmes for the benefit of specific groups including rural women and youths between the ages of 18 and 35 years. Potential partners here would include the Bank of Industry and Bank of Agriculture and several community-based of micro finance banks (MFBs) spread across the region and country. BES could benefit from on-lending programmes from these financial institutions to finance its members and activities. To this end, we recommend that BES establish a micro credit scheme which can access funding from National Poverty Eradication Programme (NAPEP) which, through its Micro Credit Empowerment Scheme, disburses about N750 million quarterly to small scale entrepreneurs especially farmers. 
These partnerships would enable BES to deepen and increase its capacity as well as patronage for its programmes and activities. Potential partners will include DFID, USAID, among others. As earlier stated, BES has received over $130,000 in grants and aids since its inception from a number of international donors and agencies. These partners are expected to provide limited and time-based funding and technical assistance to ensure that BES is able to build a strong income base that will fully finance BES future activities and programmes. In this regard the support to be provided should be on reducing basis over the years.

There are also windows of opportunity to tap into government-related support and interventions at both federal and state levels in the country such as National Poverty Alleviation Programme (NAPEP), Community Services, Women and Youth Employment Project under Subsidy Reinvestment and Empowerment Programme (SURE-P).
c) Recommendation on Major Stakeholders in the Honey Value Chain 

BES will need to court industrial users of honey, especially high volume consumers, in order to facilitate improvements in quality and hence create access to a bigger market for its members. These users include cosmetic and pharmaceutical companies. In collaboration with these users BES can carry out surveys to determine the specific market challenges and needs of these industries in order to establish the major opportunities that can be leveraged upon by BES and its members and other stakeholders in the beekeeping and honey value chain.

The right kind of training is important in supporting the beekeepers, especially women, to adopt forward-looking, responsive attitudes and actions. Equipping these stakeholders with the skills to improve production and manage change is therefore an important step towards securing livelihoods and reducing poverty. Understanding the knowledge and skill barriers they face in accessing and utilising training is essential to improve production, especially for smallholder farmers. Experience and lessons from developed and developing countries have demonstrated that integrating agricultural training with enterprise training can assist the agricultural value chain stakeholders to significantly improve their management as well as more effectively marketing their farm produce. It will also enable them develop a more stable year-round income by taking advantage of new agricultural opportunities and reducing susceptibility to crisis. To this end, BES should partner with relevant MDAs, gender-focused and civil society organisations, especially those involved in agricultural promotion, towards training and empowering rural women and recent graduates in beekeeping and beekeeping global best practices. 

Another feasible and readily available option is partnering with religious bodies or committees involved in community services such as rehabilitation, counseling and empowerment of vulnerable women, youths and others such as people dealing with drug addiction and those living with HIV/AIDS. Many religious institutions now run such socio-economic advancement programmes but lack the expertise and infrastructure to fully empower their members even though they may have the finances. These proposed partnerships will be mutually beneficial to all parties with higher coverage and social impact. 

         3.2 Recommended Marketing and Distribution Model  

The marketing of agriculture products, including honey, is one of the most serious problems in agricultural development projects that are designed to help alleviate poverty. The Beekeeping Extension Society will need to sensitize its membership on the concept of managing beekeeping as a social enterprise. Selection of farmers to participate should be based on clear criteria to be set that assesses the level of their commitment. In the first year, the enterprise would buy off the honey from the beekeepers. From the second year, strategy for the purchase of honey would be a combination of buying and paying the farmers after 30 days of supply, and supply based on competition that would serve as a form of warehouse financing.

Some participating beekeepers should operate as middlemen and would represent the enterprise in purchasing honey from other members and other honey producers. Through this approach the participating beekeepers will recruit more beekeepers that will be trained and supplied with honey production equipment by the enterprise. The ultimate aim is for the enterprise to have its farmers to operate both as middlemen and as out growers for the supply of honey that will feed the enterprise. The enterprise will have a centralized honey collection, processing, package and marketing outfit. 

To successfully market its products, BES needs to develop a cost effective and sustainable distribution channel and network. The network should cover major strategic local and national markets such Zaria, Funtua, Kafanchan, Kaduna, Kano and Abuja for starters. Other markets like Lagos, Port Harcourt and Onitsha can be developed later with increased growth in BES production capacity and quality. Efforts should be made to involve BES members, spread across the state and Nigeria, as distributors as they have a stake and incentive in promoting the growth of sales and consumption of honey products in the country.

To this end, BES will need to register interested and serious minded members as well as the business community as distributors and retailers. A simple but effective network of distributors and retailers is needed to service the hundreds and thousands of village and rural markets spread across the country with sachet and bottle honey in addition to other honey by-products. The major objective here is to inculcate/promote the consumption of honey by those at the bottom of the pyramid (BoP) while increasing the customer base of BES products and sustainability.

Majority of households in Nigeria use radio as a source for information and since seventy percent (70%) of the target consumers live in rural areas and are not literate information through the radio is considered as among the best means to reach out to them. BES also intends to produce handbills and posters. BES distribution network will be based on its present contacts and membership in the target markets. BES has indicated that they have already intimated these potential distributors and middlemen of BES intentions of packaging honey in sachets and are waiting its launch in the market. BES claims to have carried out a survey of distributors of other similar packaged products as learning point for its product development and launch. 
To supply hawkers and kiosks, BES will go through the sale strategy of employing the services of these contacts in the target markets. To benefit, the contacts will be operating on commission basis.  The ultimate sales target of BES is to reach out to as much as possible of the 150 million Nigerians.  Thus, the sachet-packed honey will target the bottom of the pyramid through: 

a) Rural markets: 
Sociologists
 have found that street hawking in most rural communities in northern Nigerian is highly prevalent. The BES intends to leverage on this culture to create extensive market channels for its products. Additionally, BES intends to sell the sachet-packed honey through weekly markets in rural areas. In Kaduna state alone, there are hundreds of these markets. The same marketing strategy could be adopted for the remaining communities in Kaduna state and could be further extended to twelve (12) additional northern states.

b) Urban markets: 

In the urban markets, BES intends to target supermarkets, road-side kiosks, hotels, schools and roadside hawkers. In Kaduna and Zaria metropolitan areas alone, there are well over 5,000 of such outlets that could be reached. The market will later be extended to Kano, Abuja, Aba, Onitsha and Port Harcourt among others. 
3.3: Implementation Strategy – Priority Items
3.3.1     Proactive Membership 

BES as presently constituted does not have structured membership register or plan for expanding its membership. Since the successful execution of BES plan and activities relies heavily on the number and commitment of its members, a proactive and effective strategy on membership drives is needed. It is noted that BES presently does not maintain a register of all its members. BES therefore should immediately embark on registration and orientation of its existing members. 
3.3.2 Advocacy on Beekeeping
A strong advocacy strategy and plan should be developed aimed at furthering the interest of BES members and welfare as well as getting support from other relevant stakeholders on development of the beekeeping value chain and sub-sector in Nigeria. 
3.3.3 Board of Trustees 

BES is presently being driven and run by Idris Barau the founder. Most of BES’s achievements can be attributed to his efforts. The plan to transform BES to a social development enterprise however will require the support and participation of the BES members and other stakeholders. However, we recommend that a limited liability company be registered with Corporate Affairs Commission (CAC) to be subscribed to fully by the BES registered members. To this end, BES should immediately constitute a board of trustees made up of committed and experienced individuals from various walks of life that will guide the activities of BES. The board should have a membership of 5 to 7 persons. 
3.3.4 Strategic and Financial Planning
BIF has assisted BES in developing a 5-year business plan aimed at helping BES to clarify its mission and objectives as well as prioritize the actions needed to accomplish them. BES should translate the plan into implementable financial/business modules of activities or action plans spread over the plan period. A financial plan of action basically consists of projected expenditures and the organization’s potential to generate the income to cover those expenditures. The ultimate purpose of the financial plan is to determine if the organization is going to have sufficient resources available in the medium term to meet the objectives described in the strategic plan. It can also be a prerequisite for accessing available donor and commercial bank funds.
3.3.5 Commissioning the Honey Processing Plant

With the assistance of some donors BES has secured a place and machines/equipment for its proposed honey-processing factory. However, the facility is yet to be fully operational. There is therefore a need to commission the plant, run tests on the machines and equipment and begin to earn some income from the investment so far made. Additionally, prospective investors and creditors will not be encouraged in financing the plant in its present state as they will prefer a going concern rather than a non-operational one.

3.3.6 Sound Administration and Finance
Efficient management of an organisation’s limited resources is as essential to achieving financial sustainability as is knowing how to generate income. BES therefore needs to put in place effective procedures for administration and finances that are governed by a series of institutional policies that will help it in making the most of its resources while ensuring transparency and accountability in financial management. These procedures may also allow for more income to be generated through the financial management of available assets. To this end, some of the institutional policies should include proper and effective accounting, HR and administrative systems that will enshrine long-term commitment as well as effective leadership and Team Work. BES should engage or solicit donor assistance in engaging competent consultants to develop necessary manuals (accounting, HR and operations) that will guide the execution of its programmes and activities.

3.3.7 Adequate Working Capital 
Given the seasonality of raw honey procurement, BES needs a sizeable amount of and affordable working capital. BES may be able to tap into more favourable financing at lower-than-commercial interest rates being offered by development-focused financial outfits like BOA and BOI. The Society can also explore obtaining some of the raw materials on credit, say 30-day credit, since most of the suppliers will likely be it members. Windows of opportunity also exist for BES in certain government sponsored poverty alleviation programmes such as SURE-P, NAPEP and National Directorate of Employment (NDE) Micro credit Loan activities among others.
3.3.8 Branding of BES and BES products

BES should engage a marketing strategist and consultant in developing a special and affordable brand and logo for the Society and its products, the branding should include logo, jingles and pamphlets that will become identifiable with BES. 
3.3.9 Setting Up of Branches and Sales Points

For affective disposal of its products the Society should set up sales points in strategic locations and towns such as Abuja, Kaduna Zaria and Kano. They can appoint distributors and sales agents including rural areas in order to reach their targeted customers. As earlier pointed out BES will also rely on street hawkers who will be under the sales agents and distributors. In as much as possible BES will rely on its members located in these designated places. This market penetration strategy will basically driven through BES leveraging on its present contacts and membership in the target markets. In addition, given the low literacy of the majority of people within its immediate environ, BES should complement the personal contact with information dissemination through the radio, handbills and posters. 
3.3.10 BES As a Funder of First Resort
The BES Honey Processing Industry could potentially itself eventually become a funder of first resort for the business development services /Research &Development (R&D) for its members. This option could be developed further following a track record of commercial progress and the implementation of effective structures to facilitate financial accountability and effective member data collection. Through partnership with financial institutions BES can raise funds for on-lending to its member farmers-trainees on completion of their training, thereby providing them with the necessary capital to start and run their own businesses
With BES programme members being guaranteed a fair and stable price and a ready market for their products through out-grower forward contracting arrangements, BES will be in an ideal position to grant credit guarantees based on its access to information of each farmer. The forward contracts could, for instance, be used by the Society’s members to collaterize needed financing from the aforementioned financial institutions. The loans are repaid over a given period from income generated from the contracted supply to BES industry which sells the farm produce to BoP consumers through local distributors while also not neglecting the needs of industrial users.

4 Organisation and Management
Effective and dynamic governance is critical to BES’ success and in ensuring that it meets the expectations of its members and other stakeholders. To achieve this, its governance structure must be flexible and welcoming of innovation, and facilitate relationships among partners, provide a framework for strategic decision making and define accountability for the work and actions related to Sustainability. To effectively drive its project BES needs a simple, functional and cost effective organisation structure in place. 
The diagram below shows our suggested organisational model. It is however worth noting that this model reflects the current needs of the organisation. As it develops along its intended maturity path, there will be need to alter the structure to reflect its growth and enhanced role.
4.1 Recommended BES’s Organisational Structure
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The diagram above captures our recommendation for a governance structure that consists of an incorporated non-profit organization with a governing board of trustees is recommended for BES. However, as BES will be engaging in a fully commercial venture, we recommend that in order not to dilute the primary objects of the membership organisation, a separate wholly owned commercial entity is established to deal with the entire commercial operation. For illustration, we refer to this new establishment as BES Honey Processing Ltd. BES Honey Processing Ltd is not illustrated in detail in the diagram above but is identified as being the vehicle via which the commercial directorate of BES runs its processing and distribution operations. 
The separation of the BMO from the commercial venture has a number of other advantages, not least the ability to compartmentalise assets and risks, ensuring separate limited liability for the commercial venture, ease of doing business with other commercial entities such as banks. It also envisages the possibility of potential partners joining the business through the procurement of a proportion of BES shares. 
The structure of BES should enable inclusive, broad-based involvement of members and lead a process that builds trust and ownership through involvement. In view of these factors we suggest, that BES when fully developed, it should have 4 Directorates namely Administration & Finance, Academic, Research & Development and Membership Programme. The administration and finance wing will be split into Human Resource (HR) and Accounts units each headed by a manager. The HR manager will have under him HR and protocol officers while the cashier will report directly to the accounts manager.

4.2  Recommended Management Team and Functional Responsibilities 
The Accounts unit should be staffed by personnel suitably qualified in accounting or banking and finance, while Administration should be headed by an experienced management or business administration candidate. The applicants for the headship of the two departments should have a minimum of 5 years work senior and relevant experience in similar-sized organisations as well as effective ICT skills. 

The Academic directorate should have two inter-related units: Training and R&D. The two units will share a pool of facilitators and research assistants who should periodically conduct training and undertake research on beekeeping and offer other much needed business development and capacity building services to the various stakeholders along the honey value chain. 
The Commercial directorate, as the name implies, will focus on the commercial activities of the Society especially the Honey processing company. The Society will need to float a distinct and independent subsidiary company with its own management structure under a General Manager and assisted by manager Finance & Administration as well production manager as stated earlier in this section.
The Membership directorate should develop and implement programmes that focus on serving the wider interests of the membership, growing member participation and fund raising activities. 

5 Assumptions for the projections
The next stage of the projections after mitigating the identified risks is to set the assumptions under which the financial performance would be measured:

i. Honey is a seasonal product usually collected between March and May every year.  About 180 working days per year is anticipated with the remaining days freed for routine marketing and plans for the next season.  To ease pressure and error rates and accommodate the peculiarity of project supply chain, two (2) shifts of 8 hrs each per day are projected.
ii. Presently, the BES has about 3,000 trained traditional beekeepers in Kaduna state. BES has indicated that the beekeepers have increased their combined honey production levels from about 6,000 litres per annum to between 35,000-40,000.  For prudence, we are projecting 150% growth on the 6,000 capacity (BES estimates).
iii. Beekeeping provides 7 by-products: bee pollen, bee venom, bee brood, propolis, royal jelly and beeswax.  Due to rudimentary nature of the industry in Nigeria, only Beeswax is projected to be available in addition to the raw honey.  The anticipated ratio of refined honey to the beeswax is 8:2.
iv. Honey production cost is largely fixed assets cost.  The only recurrent costs outside personnel and administrative are packaging costs.  Prudently, we have projected N4 per sachet.  
v. Cost profile: Private Public sector partnership will fail if high value is not given to human capital; as such the projected salary levels of all staff cadre must be competitive.  Appendix 2 gives the details of the proposed annual salary structure.  The minimum projected annual salary increase is 10%.
vi. Energy cost is classified into electricity, petrol, diesel and lubricants.  Each cost level is properly analyzed in terms of pricing, material/unit quantities and yearly growth rates.  The details are as per appendix 2.

vii. Administrative costs are captured in form of part personnel cost, repairs and maintenance, insurance and other running expenses.
viii. Average interest rate is projected not to be higher than 11%.  9% to be paid to the funds providers and the society to earn 2% for on-lending to its members.

6 Priority Next Steps (Short to medium term) and Implementation Timeline
	S/N
	ACTIVITY
	TIMELINE
	RESPONSIBILTY

	1. 
	Membership Drive and Orientation
	6 months effective October 2012
	CEO Founder and the Board of Trustees

	2.
	Advocacy on Beekeeping
	One year 

effective January, 2013
	All BES members

	3.
	Constitution of Board of Trustees
	October 2012
	Existing BES Members

	4. 
	Implementation of Strategic and Financial Planning Document

	One year 

effective October, 2013
	BES management

	
	Recruitment of qualified personnel for the Honey Processing Plant
	3 months effective October 2012
	Consultants

	
	Commissioning and Operationalising the Honey Processing Plant including securing adequate working capital


	6 months effective October 2012
	The Plant Mangement

	5.
	Institutionalising Sound Administration and Finance including processes and manuals

 
	One year 

effective October, 2013
	Consultants

	6.
	Branding of BES and BES products
	3 months effective October 2012
	Consultants

	7.
	Setting Up of Branches and Sales Points

	3 months effective October 2012
	BES management


7 APPENDICES

7.1 FINANCIAL PROJECTIONS AND ANALYSIS
A1: Historical Analysis

The first step in comprehensive analysis at the investment decision stage is to review past performance of an entity through the review of its financial performance.  However, the company being a start-up project, has no historical financial records to be analyzed, and as such this step is not applicable.

A2: Projections and Risk Analysis 

To reasonably predict future performance and returns, it is necessary to project such conditions under reasonable scenarios, without regard for the fact that a significant supply-demand gap perceived to exist.  Most importantly, there is need to analyze both the generic and industry specific risks as concerning the continuous completion of the honey production cycle whose mitigation is the only assurance of the viability, and subsequently the profitability of the project.  To achieve this, we analysed the risks as follows:
              A2.1: Industry Generic Risks

1) Inventory Risks

Production will entirely be based on abundance of honey and its by products both in quantity and quality.  Thus there are risks associated with raw honey sourcing and its quality; how timely the honey are collected and conveyed to the processing plant.  Should BES fail to adequately mitigate any of the above mentioned inventory associated risks, it is highly unlikely that production will be able to produce sachets enough in quantity and quality to justify the size of capital outlay, not to talk of the expected profits.

Mitigants of the said identified risks are as follows:

i. Company is located in the production belt of the raw materials thus giving the company easy access to the raw materials and timely selection for quality assurance should not be a problem.  Mechanism to be devised is that of BES as a major buyer supported by experienced and ample network of collectors sourcing throughout the area and season.  This is necessary for the company and it has the leverage to do so.

ii. As honey is a seasonal product, the company has to ensure it has adequate working capital to take advantage of the season.  Gradually, BES should be able to engage large number of out-growers and provide them with improved processes of high output and  financing.

2) Production Risks

There is a significant risk of getting into the market and growing the market share if the company has problems with its production processes.  Identified key problems include high cost of production; erratic and inadequate supply of raw honey, quality of the machines and staff; power stability; and labour unrest.

Mitigants of the identified risks are:

i. The plant proposed is a new, with anticipated problem free working-life of at least seven (7) years, which should ensure continuous quality of outputs. There is no likely need for heavy maintenance even with passage of time.

ii. Cost control is part of the new initiatives and this business plan and report is one measure of ensuring that.  On the raw materials the price of raw honey, the main item on the recurrent costs list, is largely on collection basis that ‘shadow’ pricing or paying high premium should be minimal. 

iii. Furthermore, direct recruitment will be with high standards, while exploring the opportunity of poaching quality staff from competitors. Quality of staff is a priority for success of the project and when inviting/attracting private investors in the future.  

iv. Appropriately costed and effective staff welfare packages should be introduced and communicated in the staff manuals to minimize the incidence of staff unrest and limit  turnover.

v. Notwithstanding the current drive to improve power supply as provided by the central government, the company will install an adequate generating plant capable of running its planned operations for the entire week.

3) Sales and marketing

There is a risk around the ability of the new BES products to penetrate the market currently inundated with numerous imported and high quality products. A good mitigant is understanding the intensity of competition from the unset of project proposal.  This affords the company a market strategic approach of introducing affordable sachets that will ensure a good share of the market, as analyzed in this report.  Cost advantage shall be used to gain more leverage.

4) Collection of receivables

Part of the market culture is build up on some core level of trade credits.  Risk of uncollectible receivable is high especially during the fever of market entry. This risk is highly mitigated since company has identified and will try to play more with its members as well as industrial producers with high credit ratings and stable direct consumers.  An ideal example are producers who retain good credit and a huge market from which 10% shrinkage margin as collection risk should be acceptable.

A2.2: Company Specific Risks

1) Poor Management of Operations

There is an increased likelihood of poor execution of the production and marketing processes if the assigned staff have poor business experience.  The consequence of this is that the identified industry risks will remain unmitigated and hence the investment would be jeopardized. However, given the fact that one of the key objectives of the project is to later invite private investors as part of the Private-Public sector Partnership programs, projects like BES would be set up and run on private sector approach. It is anticipated that this style will continue even in production and marketing.

2)  Financial Mismanagement

The tendency to expand administrative and procurement expenses as the business grows is very obvious.  Once costs are not reasonably incurred, the possibility of turning a viable project into a non-viable one is highly likely.  Another risk area is in growing non-collectable trade credits on both raw material supplies and products sales. To mitigate this, the management of the proposed company must be functioning with adequate, well-monitored and regulated budgetary process.  Middlemen and creditors must be approved by the Board of Trustees, including their obligor limits.  For flexibility, such approvals can be delegated to the management committee.

A3: Analysis of Balance Sheet Structure

         A3.1: Assets Structure
The initial balance sheet is expected to have a net footing of about N22 million with net plant alone accounting for over 90%.  This shows the capital intensity of operations and the need to ensure that the best of equipments are installed.  Charge-offs from depreciation will be high at an average of N2 million annually; nonetheless, the balance sheet footing is expected to grow to about N45 million at the end of the plan period.  This is because of the size of the cash available for investment accrued from retained earnings.  The significant drop in the net plant size is as a result of prudence in proper depreciation charge-offs.  The quality of the revenue generated supports these non-cash charges that will come handy for fixed assets growth and replacement later in the life of the project.

            A3.2: Liability Structure

The liability is basically composed of shareholders’ funds registering consistent growth through retained earnings as indication of stability shown from the third year of operations.  Though the nature of the company’s business is consistent with low trade finance, up to about N7 million would be enjoyed in form of taxes payable.  Throughout the projection period, expected external financing to augment working capital resources should not be more than N25 million.

            A3.3: Cashflow Analysis

The cashflow statement is attached as appendix Via.  In real terms, the company’s operation will from day one generate positive cash inflow when the non-cash charge-off of depreciations are considered as at the level of Cash After Current Operation: The initial NPAUI (net profits after of unusual items) of the projected operation is positive at N12 million clearly showing no impact of heavy non-cash outlay from depreciation expense.  The situation is sustained when the COPAT (co-operating profit) that disregards the impact of depreciation and other non-cash charges is considered.

Projected NOPAT (net operating profits after tax) is strong also indicating good profits after payments of taxes.  Steady growth in operations is captured by the continuous increases in the need for working investment as reflected by the negative charges on the statement.  This means the permanent working investment is growing charting the growth path of a new project, as anticipated.  Cash after current operations stabilized at about N15 million a good indication of profitability and liquidity. With very moderate financing payments (the highest being N7.2 million) there is little difference between cash after current operations and change in cash resulting from operations.  Cumulative free-cash is expected to be about N38 million.

Operations Fact Sheet

	Item
	2013
	2014
	2015
	2016
	2017

	Net Sales (N million)
	28,045
	29,447
	30,920
	32,466
	34,089

	Percentage Change in Sales
	0
	5.00%
	5.00%
	5.00%
	5.00%

	C.G.S. / Sales
	30.81%
	29.85%
	29.85%
	30.76%
	31.72%

	Gross Profit Margin
	64.40%
	62.91%
	60.78%
	59.51%
	59.02%

	S.G.A. / Sales
	9.41%
	8.97%
	8.97%
	9.39%
	9.84%

	Net Operating Profit Margin
	50.89%
	50.04%
	44.21%
	42.88%
	42.28%

	Net Profit Before Tax / Sales
	42.87%
	42.40%
	36.93%
	37.33%
	38.32%

	Net Profit After Tax / Sales
	36.44%
	36.04%
	31.39%
	31.73%
	32.57%

	Net Profit After Unusual Items / Sales
	36.44%
	36.04%
	31.39%
	31.73%
	32.57%

	Income Tax Rate
	15.00%
	15.00%
	15.00%
	15.00%
	15.00%

	Dividend Payout Ratio
	0.00%
	0.00%
	0.00%
	0.00%
	0.00%

	Earnings Retention Ratio
	100.00%
	100.00%
	100.00%
	100.00%
	100.00%

	Interest Expense / Sales
	8.02%
	7.64%
	7.28%
	5.54%
	3.96%

	Interest Expense / Avg. Funded Debt
	18.00%
	9.00%
	9.00%
	8.00%
	7.71%


Honey being core in food and beverages industry is a viable product. Sales are projected on moderate growth rates over time.  The projected slow growth is consistent with approach towards optimal production; registering additional gains through sales price increases and cost cutting.  The combined impact has reflected the growth of periodic profits margins.  With increased capacity it is hoped that the cost of operations will stabilize at around 30%.  For the same reason of low capacity utilization SGA/Sales (Selling General and Administration expenses ratio) is stretched to 9.41% in the first year, stabilizing thence at about 10% on the average.

Once more capacity is put to use from the second year in operation, the profitability measures enhanced the favourable positive measures; a good indication that the cash throw-offs is in form of fixed costs (depreciations, etc) and not from variable (operating) costs.  Generally the project is ultra conservative on profitability by presenting a worst case scenario.  This is considered more prudent since any more favorable condition can only increase the bottom line.

Assets Management

	
	2013
	2014
	2015
	2016
	2017

	Working Investment
	206
	228
	239
	240
	239

	Working Investment / Sales
	0.74%
	0.77%
	0.77%
	0.74%
	0.70%

	Accounts Receivable Turnover
	52.14
	52.14
	52.14
	52.14
	52.14

	Accounts Receivable Days on Hand
	7
	7
	7
	7
	7

	Inventory Turnover
	4.06
	4.06
	4.06
	4.06
	4.06

	Inventory Days on Hand
	90
	90
	90
	90
	90

	Accounts Payable Turnover
	52.14
	52.14
	52.14
	52.14
	52.14

	Accounts Payable Days on Hand
	7
	7
	7
	7
	7

	Accrued Expenses Turnover
	52.14
	52.14
	52.14
	52.14
	52.14

	Accrued Expenses Days on Hand
	7
	7
	7
	7
	7

	Total Asset Turnover
	0.75
	0.61
	0.49
	0.48
	0.46

	Gross Plant Turnover
	8.76
	3.73
	3.29
	3.45
	3.63

	Net Plant Turnover
	2.59
	1.17
	0.94
	0.91
	1.09

	Avg. Gross Plant / Depreciation Exp.
	2.38
	3.71
	3.24
	2.98
	2.98

	Accum. Dep. / Dep. Exp.
	1.86
	2.71
	3.80
	5.23
	6.98

	Avg. Net Plant / Dep. Exp.
	8.06
	11.80
	11.33
	11.27
	9.94

	Capital Structure

	
	2013
	2014
	2015
	2016
	2017

	ROE (Before Unusual Items)
	100.00%
	50.95%
	31.79%
	25.23%
	21.38%

	ROE (After Unusual Items)
	100.00%
	50.95%
	31.79%
	25.23%
	21.38%

	Asset Leverage
	3.66 
	2.31 
	2.05 
	1.67 
	1.43 

	Return on Sales
	36.44%
	36.04%
	31.39%
	31.73%
	32.57%

	Asset Turnover
	0.75 
	0.61 
	0.49 
	0.48 
	0.46 

	Current Ratio
	7.36 
	8.78 
	2.12 
	2.78 
	3.69 

	Quick Ratio
	6.36 
	7.80 
	1.93 
	2.58 
	3.48 

	Total Coverage Ratio
	0.58 
	0.71 
	0.80 
	1.25 
	2.04 

	Leverage
	2.66 
	1.31 
	1.05 
	0.67 
	0.43 

	Subordinated Leverage
	2.66 
	1.31 
	1.05 
	0.67 
	0.43 


The absolute working investment measuring the utilization of working assets indicates steady growth within the plan period.  Its permanent nature is yet to be established as indicated by non-static WI/Sales ratio within the plan period.  This is consistent with the condition of a company in a growth path.  Days on hand have not been projected to be more than 7 except in case of the inventories because transactions will mostly be cash and carry on both sales and purchases angle.  The 7 days on hand are very conservative and support the quality earnings of business as a good mark of generating funding for growth from internal sources.

Debt free operation results in positive working capital, a good indication of liquidity.  The current assets compose largely of cash and receivables.  These receivables are planned to come from top end of the wholesale market segment, hence high liquidity in nature in times of calls by creditors.  As such the size of both the current and the quick ratios are real, adequate and comfortable. Total coverage ratio continues to increase as a clear indication that the current assets are increasing faster than the corresponding increase in current liabilities.  With low expansion of current liabilities and absence of long term debt, company leverage is very low averaging at less than 14% better than expected industry average of 25%.

� Oji-Okoro, I: Analysis of the Contribution of Agricultural Sector on the Nigerian Economic Development, World Review of Business Research Vol. 1. No. 1. March 2011. Pp. 191 - 200 


� Falk, C.L (2010): Survey on Feasibility of Sachet-packed honey in Kaduna State funded by Winrock International (�HYPERLINK "http://www.winrock.org"�www.winrock.org�
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Disclaimer: (for use at the end of the document)

The Business Innovation Facility (BIF) is a pilot project funded by the UK Department for International Development (DFID). It is managed for DFID by PricewaterhouseCoopers LLP in alliance with the International Business Leaders Forum and Accenture Development Partnerships. It works in collaboration with Imani Development, Intellecap, Renaissance Consultants Ltd, The Convention on Business Integrity and Challenges Worldwide.  

This publication has been prepared for general guidance on matters of interest only, and does not constitute professional advice. You should not act upon the information contained in this publication without obtaining specific professional advice. No representation or warranty (express or implied) is given as to the accuracy or completeness of the information contained in this publication, and, to the extent permitted by law, PricewaterhouseCoopers LLP and the other entities managing BIF (as listed above) do  not accept or assume any liability, responsibility or duty of care for any consequences of you or anyone else acting, or refraining to act, in reliance on the information contained in this publication or for any decision based on it. The views presented in this publication are those of the author(s) and do not necessarily represent the views of BIF, its managers, funders or project partners.  
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2

[image: image3.jpg][image: image4.jpg]