
 
 

 

 



 
 

 

 
Introduction 
 
The Gates Foundation (GF) promotes inclusive agricultural transformation in Africa. This transformation refers 
to a structural and systemic shift in the agricultural sector that increases productivity, resilience, and value 
creation while ensuring that smallholders, women, youth, and marginalized actors are actively included and 
benefit economically and socially. The transformation involves professionalizing production, aggregation, value 
addition, and marketing so that farmers can move from subsistence-oriented activities toward business and 
market-oriented, competitive, and agri-food value chains. 
 
With a view of inclusive agricultural transformation promotion, the GF funded Beyond Farmer Collective (BFC) 
program (implemented from 2022 to 2027) partners with farmer organizations—particularly higher-level 
cooperative unions, associations, and federations whose members are organizations rather than individual 
farmers. They are also referred to as Agri-Food Industry Organizations (AFIOs), broadly defined as structured, 
member-based organizations that actively engage in agribusiness functions within agricultural value chains. 
Although AFIOs are a mixed bag of organizations, they have in common that they provide embedded services 
to members, such as access to inputs, finance, and logistics, while also engaging in value addition and 
processing activities. In addition, they facilitate market linkages, undertake advocacy efforts, and support policy 
engagement and compliance with standards. 
 
More specifically, BFC supports AFIOs in Ethiopia, Nigeria, and Tanzania by providing investment grants 
combined with capacity development, such as training and coaching. These resources enable AFIOs to introduce 
innovative business-oriented services for their members, promoting productivity through inputs and/or market 
access via aggregation, processing, and digital market solutions. 
 
Systematic learning from program implementation—reflected against experiences from other programs and 
insights from the literature—is essential in BFC to understand the effectiveness of partnering with AFIOs. A key 
learning question, therefore, is: what are the critical elements of partnering with AFIOs to promote agribusiness 
in African value chain systems? More specifically, what can be learned about the necessary conditions that 
should be met to successfully initiate investments in business-oriented services that benefit both AFIOs and 
their members? The variety of participating AFIOs and investments in the BFC program provides a range of cases 
that enable comparative learning (see BFC website). 
 
At present, as the BFC program nears its end, the initial outcomes of the AFIO investment cases already allow 
for addressing the learning question and presenting some grounded insights. This learning brief reviews four 
successful BFC investment cases and compares them with less successful and contrasting experiences. It 
explores how farmer organizations introduce the service innovations supported by the BFC program, and 
identifies necessary conditions for these service innovations to become commercially viable while achieving 
impact at scale and reaching large numbers of farmers. 
 
 
 
 
 
 

https://www.beyondfarmingcollective.org/


 
 

 
 
 
 

 
Highlighting Successful cases in the BFC program 

 

Case 1: Productivity: Bore Bako Maize Union (BBMU), Ethiopia 

The Bore Bako Maize Union (BBMU) is a cooperative 
union in Ethiopia, bringing together 28 primary 
cooperatives representing around 15,000 maize-
producing small-scale producers (SSPs). BBMU 
provides aggregation and marketing services for its 
members, facilitates access to agricultural inputs, 
and supports members with credit and 
mechanization services. Regarding the provision of 
inputs, in its efforts to improve the productivity of its 
members, BBMU observed that traditional maize seed 
varieties did not produce consistent yields in terms 
of quantity and quality compared to available 
improved seed varieties. It therefore saw an 
opportunity to introduce improved seeds as a new 
service for its members.  
 
After joining the BFC program, the BBMU leadership 
reflected on its strategy, business model, and value 
proposition as a basis for establishing capacity 
among its members to multiply and distribute 
improved seed. In early 2024, BBMU received a grant 
from the BFC program for involved the procurement 
of improved seeds, training of agronomists and seed 
multipliers, establishment of seed processing and 
certification facilities, and the development of 
distribution channels. 
 
 
 
 
 
 
 
 
 
 
 
 

In the first season, BBMU successfully organized 190 
SSPs within its member primary cooperatives to 
cultivate 132 hectares and produce approximately 330 
tons of improved seed. The seed multipliers received 
seed and fertilizer on credit under contracts requiring 
them to sell their entire output to BBMU.  
 
 
 
 
 
 
 
 
 
 
 
After the first season of seed multiplication, BBMU 
aggregated the newly produced maize seed by 
offering seed-producing SSPs a higher price than 
local seed buyers in the market. This generated 
additional income for the SSPs and motivated them 
to view BBMU as a trusted partner. BBMU 
subsequently cleaned, sorted, and conducted quality 
control procedures to certify the seed. It then sold 120 
tons of improved seed to 5,546 SSPs in the member 
primary cooperative at prices approximately 30% 
below those offered by local traders. 
 
The multiplication of improved seeds in the first 
season has added a profit-generating activity to 
BBMU’s revenue model. In addition, a group of 
farmers (190) benefited directly from new income 
opportunities through seed multiplication, while a 
much larger number of farmers (5,546) benefited from 
lower seed prices and higher yields from improved 
varieties. However, these income gains were partly 
offset by rising fertilizer prices, price volatility, and 



 
 

the union’s still limited aggregation capacity. Despite 
these challenges, BBMU continued the seed 
multiplication and distribution initiative in the 
subsequent season without grant support, with the 
new service firmly integrated into BBMU’s business 
model. 
 
The success of this project can largely be attributed 
to the entrepreneurial attitude and leadership of 

BBMU’s management. BBMU not only identified this 
business opportunity but also addressed challenges 
and developed practical solutions as they emerged 
during implementation. In addition, the initiative was 
supported by a well-articulated business plan and a 
clearly defined business model, organized as a 
distinct business activity within BBMU and managed 
in a transparent manner.

 

Case 2: Processing; National Association of Women in Agriculture (NAWIA), Nigeria

The National Association of Women in Agriculture 
(NAWIA) organizes and empowers female farmers, 
processors, and agribusiness actors across 28 states 
in Nigeria. It has 7,000 registered members, while 
around 30,000 women indirectly benefit from its 
activities. Since its establishment in 1999, the 
operational model has relied largely on donor-
funded projects and external partnerships, which has 
been recognized as fragile in terms of financial 
sustainability. 
 
Through joining the BFC program, NAWIA reflected on 
its service offering to members and opted to diversify 
its revenue model and adopt a more business-
oriented approach by generating income from 
services to members. The program supported NAWIA 
in clarifying its value proposition and business 
model, streamlining its service portfolio, and 
identifying new opportunities. One such opportunity 
concerned the manual processing of cassava, rice, 
and groundnut by female farmers, which is 
associated with inefficient value addition, high labor 
demands, time losses, and inconsistent product 
quality and volumes. 
 
NAWIA received a BFC grant in September 2023 to 
establish a processing and storage facility. The 
investment aimed to provide affordable and efficient 
infrastructure, enabling women to reduce post-
harvest losses, add value to their produce, and 
increase incomes. The Agro-Service Center was 
established following a business-oriented approach 
and operates as an autonomous SME under a cost-
recovery model, with its own management 
responsible for daily operations. As a separate 
business unit of NAWIA, the cente began processing 
in May 2024. 

 
 
 
 
 
 
 
 
 
 
 
 
By May 2025, 276 female farmers had used the centre 
to process cassava into gari, rice into flour, and to 
shell groundnuts. They reported shorter processing 
times, improved product quality, and more consistent 
output. Processing volumes also increased, as some 
farmers began aggregating produce from neighboring 
SSPs. Processed cassava (gari) and milled rice 
reportedly achieved roughly double the price per unit 
weight compared to raw produce. After deducting 
processing fees, beneficiaries reported an average 
10% increase in revenues. 
 
Despite this progress, user numbers fell short of the 
projected 500 farmers in the first year, limiting 
optimal use of the facility. NAWIA and centre 
management found that many potential users were 
insufficiently informed about its services and 
existence, while some farmers remained reluctant, 
preferring traditional methods. In response, the 
management launched a promotion campaign 
involving local entrepreneurs and political figures. 
NAWIA also invited community leaders and female 
farmers for free demonstrations and hands-on use of 
the equipment to showcase its quality and value 
addition. 



 
 

 
 
 
 
 
 
 
 
 

Swiftly addressing these challenges can be attributed 
to the active and committed involvement of center 
management and NAWIA, their entrepreneurial 
mindset, and the organization of the center as a 
separate business unit. The management assumed 
direct responsibility for attracting more users rather 
than seeking additional BFC support. Overall, 
operating as an independent unit has helped lay the 
groundwork for a more diversified and financially 
viable model beyond donor grants. 

 

 

Case 3: Agricultural Council of Tanzania (ACT) – Establishing a Commercial Rice Processing Facility in 
Mvomero 

The Agricultural Council of Tanzania (ACT) is a 
national private-sector membership organization 
established in 1999 that strengthens agricultural 
value chains by supporting agribusinesses and 
facilitating dialogue between farmers, government, 
and development partners. ACT has 234 members 
across mainland Tanzania, including farmer 
cooperatives and associations, input suppliers, agro-
processors, transporters, financial institutions, and 
researchers. ACT has relied predominantly on donor 
funding, with only a limited contribution from 
membership fees. 
 
 
 
 
 
 
 
 
 
 
 
In the Morogoro Region, ACT has focused on 
strengthening the rice value chain. Through an earlier 
donor-funded project, smallholder farmers adopted 
rice intensification practices, increasing yields from 
around 4 to more than 8.6 tons per hectare. This 
success also exposed major post-harvest 
bottlenecks. Between 20% and 35% of harvested rice 
was lost due to outdated milling facilities. Existing 
private mills could process only about a quarter of 
local demand and often produced inconsistent 
quality. 

In response, ACT requested support from the BFC 
program in 2024 to establish a state-of-the-art rice 
milling facility. To qualify, the facility is needed not 
only to be technically sound but also financially 
viable, supported by a solid business plan and 
professional management. This required ACT to 
design the investment as a commercial operation. 
The BFC program supported ACT in developing these 
plans. 
 
Rather than operating the facility directly or through 
a cooperative, ACT established a legally registered 
SME, named Agrilink and Services Company Limited, 
to manage operations. This model aims to strengthen 
entrepreneurship and commercial discipline while 
avoiding governance challenges often associated 
with cooperatives. As an independent company, 
Agrilink complies with national registration and tax 
requirements and is expected to maintain clear 
governance, pricing discipline, and risk management. 
ACT retains an oversight role, provides occasional 
strategic advice, and receives a modest revenue 
stream, contributing to diversified income. 
 
ACT secured a location next to an existing warehouse 
with storage capacity exceeding 5,000 metric tons of 
paddy, creating synergies between storage and 
processing. The facility is now technically ready, with 
a capacity of 20 tons of paddy per day. The business 
model combines processing fees, sales of branded 
premium rice, and by-products such as bran and 
husks. Processing fees are set at approximately 60 
TZS (0.02 USD) per kilogram, competitive while 
reflecting higher quality. At scale, first-year revenues 



 
 

are projected at about TZS 116.7 million (USD 43,490), 
with operating costs of TZS 56.9 million (USD 21,192), 
resulting in a gross margin of 58% and a net profit of 
TZS 59.9 million (USD 22,298). The facility is expected 
to contribute at least TZS 5 million (USD 1,863) 
annually to ACT. 
 
 
 
 
 
 
 

Although the success of the initiative can only be 
assessed after several years of operation, the 
organizational setup already represents a departure 
from ACT’s traditional reliance on donor funding, 
introducing a more business-oriented approach. A 
key feature is the direct responsibility placed on the 
management of the SME: management operates 
autonomously and can be held accountable for 
performance. The business model has been carefully 
designed and financially assessed. Overall, the 
initiative marks a strategic shift for ACT—from a 
donor-dependent support organization toward a 
revenue-generating agribusiness. 
 

 

 
 

Case 4: Tanzania Pulses Network (TPN) and the PEAICH Platform 

The Tanzania Pulses Network (TPN) was established 
in 2016 as a member-based platform representing 
around 40 actors across the pulses value chain, 
including smallholder farmer organizations, traders, 
exporters, processors, and logistics providers. TPN 
aims to coordinate and support its members in 
promoting investment, strengthening market 
linkages, and advocating for an enabling business 
environment that enhances the competitiveness and 
inclusiveness of Tanzania’s pulses sector. 
 
Despite substantial national production—estimated 
at between 1 and 2.5 million metric tons annually—
effective and profitable marketing remains a 
challenge. TPN identified a persistent mismatch: 
buyers often lack reliable information on available 
supply, while farmers have limited access to accurate 
data on market demand and prices needed for 
production planning. In addition, there is limited 
transparency regarding input and transport costs, 
and knowledge of good post-harvest handling 
practices remains insufficient, affecting product 
quality and market outcomes. 
 
Led by a team of young, entrepreneurial, and 
technologically oriented professionals, TPN 
identified these constraints as key barriers to 
farmers’ effective participation in the value chain. In 
response, it developed the concept of a digital 

trading and information-sharing platform. In 2024, 
TPN secured a grant from the BFC program to develop 
the Pulses East Africa Intelligence Central Hub 
(PEAICH). The platform combines a web-based portal 
for traders and smartphone users with a USSD 
channel to ensure access for farmers without internet 
connectivity. 
 

 
While the website was successfully developed, 
implementation faced challenges. Integrating the 
USSD channel required regulatory approval from the 
Tanzania Communications Regulatory Authority, 



 
 

which proved more complex and costly than 
expected, though ultimately resolved. The initial 
subscription fee of TZS 3,000 (USD 1.12) per month was 
also too high for farmers given seasonal incomes and 
was reduced to TZS 1,000 (USD 0.37) to better match 
affordability. Based on these adjustments, TPN 
estimates that financial viability could be achieved 
within five months after full rollout, assuming 
sufficient user uptake. 
 
A more fundamental challenge emerged regarding 
the role of cooperatives. The initial model for PEIACH 
assumed that cooperatives would aggregate and 
market produce via the platform, as Tanzania’s 
regulated marketing system requires organized and 
formal sales through entities such as cooperatives. 
However, TPN found that pulses farmers often 
perceive cooperatives as inefficient and offering 
relatively low prices; Relying on cooperatives for 
trading through the PEAICH platform was not a viable 
strategy. 

In response, TPN began organizing farmers into 
groups linked to the PEAICH platform, investing its 
own resources to support this process. These groups 
enable farmers to aggregate volumes, negotiate 
formal contracts, and transact in compliance with 
national regulations, which require formalized 
agreements. By organizing these groups (bypassing 
cooperatives) and facilitating transactions through 
PEAICH, farmers gain improved market access and 
stronger bargaining positions. By March 2025, around 
10,000 farmers had joined these groups and were 
using platform-related services. 
 
PEAICH became operational in early 2025. Although 
still in rollout, progress to date reflects TPN’s 
entrepreneurial leadership. The organization 
responded proactively to challenges, adapting its 
model, investing its own resources, and taking 
ownership of problem-solving rather than relying on 
external support.

 
 
 
 
 
 
 
 
 
 
 
 
 

 
 



 
 

 
 
 
 
 
 
Challenging investments 
Across the BFC program, some AFIOs struggled to introduce and establish the service innovation as projected. 
These challenges stemmed from internal issues, insufficiently developed plans, and market or external factors. 
Among these more challenging investments, several notable similarities can be identified. 
 
 A recurring challenge was the absence of a clear 

and ‘owned’ value proposition embedded in a 
coherent strategic direction within the AFIO. In 
several cases, the social objectives of the AFIOs 
dominated, while the importance of a business-
oriented mindset in the service vision was 
acknowledged but the services did not materialize 
accordingly. As a result, the investments were not 
sufficiently internalized within a broader 
business-oriented orientation, limiting their 
potential to develop into sustainable entities 
within the AFIOs. 

 
 A practical challenge concerned the lack of a 

tested and validated business model. Some AFIOs 
had limited proven experience in developing 
business models to ensure the financial viability 
of new services. While intentions were good and 
the business case appeared promising on paper, 
the underlying assumptions had not been 
sufficiently stress-tested in practice or lacked 
realism. In these cases, revenues frequently failed 
to align with projections. This was particularly 
evident when launching entirely new services, 
where demand, pricing structures, and cost 
recovery mechanisms had to be estimated from 
scratch and often proved more complex than 
anticipated. 

 
 Project-funded AFIOs often faced difficulties in 

transitioning toward a genuinely business-
oriented revenue model. Leadership teams were 
largely accustomed to operating within donor-
funded frameworks, where activities are driven by 
project logic rather than market logic. When new 
operational or financial challenges emerged, the 

default response was often to seek additional 
donor support instead of taking ownership and 
initiative to address the challenge. This reliance 
on external funding constrained adaptive capacity 
and slowed the shift toward entrepreneurial 
decision-making and financial discipline. 

 
 Several AFIOs demonstrated limited capacity to 

navigate the broader institutional and regulatory 
environment effectively. Obtaining necessary 
permissions, licenses, or formal registrations 
proved more complex and time-consuming than 
anticipated. In some cases, compliance 
requirements were underestimated, while in 
others, relationships with regulatory authorities 
were weak.  

 
 Finally, the absence of weak entrepreneurial 

leadership emerged as critical constraints. In 
several cases, leadership structures were either 
overly centralized — functioning as a one-person 
operation — or largely inactive, with limited 
initiative beyond awaiting donor opportunities. In 
addition, generational dynamics sometimes 
played a role, as relatively older leaders appeared 
to view their position as a long-term 
representational role rather than a dynamic 
entrepreneurial responsibility. This occasionally 
created tensions with younger members seeking 
innovation and renewal. Across cases, a 
consistent theme emerged: without strong 
governance systems and forward-looking 
entrepreneurial leadership, service innovations 
struggle to mature into sustainable business 
units. 



 
 

Key takeaways 
By comparing the successful cases and reflecting on why some investments were less successful, several key 
takeaways emerge about the necessary conditions under which such investments can stimulate a more business-
oriented approach among AFIOs managing agricultural value chains. Across all cases, challenges emerged that had 
not been anticipated in the original proposals, meaning that some of the initial assumptions behind the project ideas 
did not hold in practice.  
 
These experiences highlight that unforeseen challenges are inevitable in agribusiness investments. What matters is 
not only how risks are assessed beforehand, but how organizations respond when challenges arise—by taking 
responsibility, showing ownership, and developing innovative responses. The three key takeaways: 
 
 Key takeaway 1: Organizing service innovations as 

separate business units within the farmer 
organization is a necessary condition for creating 
transparent and accountable business processes 
while encouraging managers to adopt a commercial 
mindset. 
 

Across the four cases—BBMU (Ethiopia), NAWIA (Nigeria), 
ACT (Tanzania), and TPN (Tanzania)—a common success 
factor emerges. The first takeaway is that the investment 
should be established as a separate business unit within 
the AFIO. The strongest-performing initiatives structured 
the BFC-supported innovation as a distinct business 
subsidiary or semi-autonomous unit, creating clearer 
governance boundaries, stronger commercial discipline, 
and greater operational autonomy. This separation 
enabled quicker decision-making, reduced the influence 
of cooperative or NGO-style governance on commercial 
operations, and ensured that services operated 
according to a clear business logic—generating revenue 
through activities such as seed sales, processing 
services, or digital subscriptions, reinvesting profits into 
the business, and maintaining administrative separation 
from the AFIO’s broader member-based activities. 
 
 Key takeaway 2: Building the service innovation on 

a robust and realistic business model, supported by 
well-validated financial assumptions and a carefully 
developed contingency plan, is a necessary 
condition for achieving economic viability and long-
term sustainability. 
 

Across the four cases, the investments addressed clear 
market bottlenecks—such as access to improved seed 
(BBMU), affordable processing (NAWIA and ACT), and 
real-time market intelligence (TPN), by introducing 
services with a concrete value proposition for paying 
users. These initiatives combined service delivery with 
revenue generation through mechanisms such as seed 
sales, processing fees, and subscription-based digital 

services, demonstrating practical viability and user 
demand even where revenues initially fell short of 
projections. The second takeaway is that service 
innovations should operate according to a tested and 
validated business model grounded in realistic 
assumptions about demand, pricing, and operational 
capacity.  
 
 Key takeaway 3: When unforeseen challenges arise 

during the implementation and scaling of service 
innovations—as they almost always do—
entrepreneurial leadership is essential. Having 
managers and leaders who are proactive, decisive, 
opportunity-driven, and willing to take calculated 
risks is a necessary condition for overcoming 
emerging challenges through internal capacity 
rather than relying on external (donor) support. 
 

Across the four cases, entrepreneurial leadership at the 
level of the business unit proved decisive for the success 
of the service innovations. Managers demonstrated a 
willingness to experiment, adapt pricing models, 
respond to user feedback, and navigate institutional 
constraints—for example, TPN adjusted its subscription 
model and explored alternative USSD solutions, ACT 
legally separated its commercial operations to 
strengthen financial discipline, NAWIA shifted from 
advocacy-focused programming toward enterprise 
management, and BBMU expanded its seed 
multiplication initiative into a core service without 
additional grant support. The third takeaway is that the 
management of service innovations should demonstrate 
entrepreneurial leadership by proactively identifying 
market opportunities, taking calculated risks, and 
turning operational challenges into opportunities for 
innovation and growth. Strong and forward-looking 
leadership enables projects to adapt and progress, 
whereas centralized, opaque, or reactive leadership 
often leads to stagnation or failure.



 
 

 

 

 

 
Next steps; assessment of entrepreneurial leadership 
Getting back to the key learning question of the learning brief concerning critical elements in partnering with 
AFIOs, the takeaways above identify three such elements: a separate business unit, a viable business model, 
and entrepreneurial leadership. One avenue of next steps is operationalizing these takeaways is to validate 
these critical elements in new partner initiatives with AFIOs.  
 
The presence of a separate business unit and a viable business model can be assessed relatively easily by 
reviewing an organogram and conducting an economic analysis, respectively. Assessing entrepreneurial 
leadership, however, is less straightforward. In practice, few tools exist to systematically assess entrepreneurial 
leadership within AFIOs, particularly with the aim of promoting agribusiness development. 
 
The concept of entrepreneurial leadership has been studied and measured in academic literature since the 
1980s (Sushant, 2018). Entrepreneurial leadership refers to the ability to recognize and exploit opportunities, 
mobilize resources, and inspire others to create value through innovation and strategic action under conditions 
of uncertainty (Gupta et al., 2004). Beyond conceptual discussions, several measurement approaches have been 
developed in the literature, including scales that assess leader attributes associated with entrepreneurial 
leadership, instruments that capture strategic, communicative, personal, and motivational factors, and 
measures that focus on the leadership behavior of startup leaders (Renko et al., 2015; AMEA, 2017; Agriterra, 
2020). In the context of farmer organizations in African agri-food value chains (Francesconi & Wouterse, 2015) 
suggest that entrepreneurial leadership must be assessed the leadership capacity of individuals and the 
organizational capabilities of the farmer organization itself.  

Assessment tool for evaluating entrepreneurial leadership in AFIOs 

Combining insights from the BFC case experiences with the broader literature on entrepreneurial leadership 
provides a practical basis for developing an accessible assessment tool for AFIOs. The cases show that 
entrepreneurial leadership is not only reflected in strategic vision but also in concrete leadership behaviors 
during implementation, particularly when organizations face uncertainty and operational challenges. Drawing 
on these lessons and existing research on entrepreneurial leadership, Table 1 presents seven critical elements 
that can be identified relevant for AFIOs that together capture the key behavioral and organizational 
dimensions that enable leaders to translate agribusiness opportunities into sustainable services. These 
elements provide a practical criteria framework for assessing whether AFIO leadership demonstrates the 
capabilities required to successfully develop and manage business-oriented member services. 
 
 
 

 

This learning brief was authored by Jaap Voeten (KIT Institute) and Meron Tadesse (Bopinc), June 2026. 



 
 

Table 1: Assessment criteria for evaluating entrepreneurial leadership in AFIOs 
 

Entrepreneurial Leadership area Criterion 

1. Anticipation and Problem 
Recognition 

AFIO leaders/managers anticipate and openly analyse challenge: 
• Leadership actively scans for risks and opportunities related to the agribusiness 

investment. 
• Emerging technical, market, financial, or governance challenges are recognized early. 
• Problems are openly discussed within the organization. 
• Leadership consults relevant stakeholders to analyse the problem. 
• Evidence exists that the problem is analysed systematically (data, discussions, analysis). 

2. Ownership and Responsibility 
for Economic Viability 

AFIO leaders/managers take responsibility for the success of the investment: 
• Leadership acknowledges responsibility for the economic viability of the agribusiness. 
• Problems are not externalized or blamed on external actors alone. 
• Leadership mobilizes internal resources to address challenges. 
• The organization actively works toward solving problems rather than postponing 

decisions. 

3. Creativity and Innovation in 
Problem Solving 

AFIO leaders/managers demonstrates creativity and willingness to innovate: 
• Leadership proposes creative solutions to overcome challenges. 
• The organization experiments with new approaches or business models. 
• Leadership demonstrates willingness to take calculated risks. 
• External knowledge or partners are actively mobilized to develop solutions. 

4. Decisiveness and Ability to Act AFIO leaders/managers move from analysis to action: 
• Leadership takes timely decisions to address challenges. 
• Leaders have the authority and mandate to act. 
• There is organizational support for the proposed solution. 
• The organization mobilizes the necessary resources (financial, human, institutional). 

5. Stakeholder Engagement and 
Support 

AFIO leaders/managers builds support for change: 
• Leadership consults relevant stakeholders within the AFIO. 
• External stakeholders (members, partners, investors) are actively engaged. 
• Leadership effectively communicates and convinces stakeholders of the proposed 

approach. 
• Sufficient stakeholder support exists to implement the solution. 

6. Monitoring, Learning, and 
Adaptive Management 

AFIO leaders/managers learn and adapt: 
• The organization monitors performance of the agribusiness investment. 
• Leadership evaluates outcomes and challenges regularly. 
• Lessons learned are used to adapt strategy or operations. 
• There is evidence of continuous improvement. 

7. Transparency and 
Documentation 

AFIO leaders/managers ensures transparency and accountability: 
• Decisions and actions are documented. 
• Progress and challenges are reported openly. 
• Financial and operational information is shared transparently with stakeholders. 
• The organization maintains clear records of investment performance. 
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