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	SCOPE OF WORK
Commercialization Consultant
Impact Market Growth Advisory Platform  |  CARE Economic Growth Unit
Duration: 10 Weeks  |  Part-Time Engagement  |  Investor-Commissioned



1. Background and Context
CARE's Economic Growth Unit has developed a proven methodology for transforming how financial service providers (FSPs) design and deliver products to underserved clients. Originating in women-centered design work with over 15 banks and MFIs across more than 20 countries, this methodology has demonstrated consistent results: improved portfolio quality, stronger client retention, and measurable gains in financial inclusion impact.

CARE is now formalizing this as an Impact Market Growth Advisory (IMGA) technical assistance platform, available to FSPs, impact investors, and blended-finance facilities on a commercial basis. The IMGA platform generalizes the rigor and discipline of CARE's women-centered design approach to the full range of underserved and emerging client segments, with gender-responsive product design remaining a core and proven area of specialization. This broadening reflects both market demand and the scalability of the methodology across client types, geographies, and institutional contexts.

The IMGA platform offers three engagement tiers:
1. Design Sprint: Rapid product design and optimization (customer insights, segmentation, co-design workshops, prototyping, pilot design, business case, implementation roadmap).
1. Product Transformation: Full product and operational change around one product, including onboarding and launch support, operational model changes, staff training, and non-financial services integration.
1. Portfolio Transformation: Two to three products with institution-wide shifts and twelve-month performance tracking.

CARE brings over 75 years of experience working with underserved communities in more than 100 countries, a proven track record with financial institutions across Africa, Latin America, and Asia, and established relationships with impact investors, DFIs, and blended-finance platforms.

2. Purpose of the Assignment
CARE seeks to engage an FS-TA Commercialization Consultant to transform the Impact Market Growth Advisory platform into a commercially structured, investor-ready, and private-sector-ready business line. The consultant will shape and sharpen the value proposition, develop targeted pitch materials, conduct coached live engagements with a defined set of named institutions, and support CARE's business development team to convert interest into signed, funded TA agreements.

This assignment is explicitly results-oriented. Success is measured not by the quality of materials produced but by the number of qualified conversations advanced and agreements initiated during the engagement period. The consultant is expected to work alongside CARE staff in live interactions, not only to prepare them but to actively support deal progression.

3. Objectives
The assignment will pursue the following objectives:
1. Reframe and sharpen the commercial and impact value proposition of CARE's Impact Market Growth Advisory platform for impact investors, DFIs, blended-finance platforms, and private-sector FSPs, positioning women-centered design as the proven foundation and entry point.
1. Develop investor-ready and buyer-ready pitch materials that clearly articulate the problem, solution, business case, impact case, and specific asks.
1. Conduct coached, live engagements with a named set of target institutions, providing real-time support to CARE staff in scoping calls and pitch meetings to directly advance deal progression.
1. Build CARE's internal capacity to proactively sell the TA offer, including a practical sales playbook and a structured handover of a live, progressed pipeline.
1. Exit with at least two qualified expressions of interest or concept note conversations in active progress with named institutions.

4. Scope of Work and Deliverables

Phase 1  Discovery, Listening, and Institution Mapping   Weeks 1–2

1. Review CARE's existing women-centered design and IMGA materials, case studies, results data, and current partner pipeline, including any live investor-referred institution lists.
1. Design and conduct six to eight in-depth interviews with a mix of impact investors, blended-finance actors, and FSP buyers to validate demand, decision criteria, and willingness to pay.
1. Design and implement a sourcing process to identify and map 15 to 20 FSP institutions as potential IMGA clients, drawing from CARE's existing pipeline, investor-referred opportunities, and the consultant's own network. From this longlist, develop a prioritized shortlist of 10 to 12 institutions for coached engagement in Phase 3, with clear prioritization rationale for each.
1. Synthesize insights into a buyer segmentation matrix and refine the core value proposition (maximum 150 words) for each priority segment.

	
	Deliverables
1. Inception note and interview guide.
1. Sourcing process design and implementation note, including outreach approach and activation steps.
1. Buyer and investor segmentation matrix.
1. Longlist of 15–20 mapped institutions and prioritized shortlist of 10–12 with rationale.
1. Refined value proposition statements per segment and a list of top ten pitch objections with suggested responses.



Phase 2  Pitch Materials and Commercial Model   Weeks 2–4

1. Develop a concise pitch narrative linking CARE's IMGA methodology, track record, and three engagement tiers to clear commercial and impact outcomes.
1. Build two tailored pitch decks (12–15 slides each): one for impact investors and blended-finance facilities, one for private-sector FSPs and fintechs.
1. Propose a commercial model for the TA offer (fee-for-service, recoverable grants, impact-linked incentives) with indicative pricing tiers for each engagement type.
1. Develop a short scoping conversation guide: a structured set of need-assessment questions for use in first meetings with FSP targets, organized by institutional profile and context.

	
	Deliverables
1. Draft pitch decks (investor version and FSP version) with speaker notes.
1. One-page executive summary of the IMGA offer.
1. Commercial model note with options, trade-offs, and recommended approach.
1. Scoping conversation guide for first meetings with FSP institutions.



Phase 3  Coached Live Engagements with Named Institutions   Weeks 4–8

This is the core commercial phase of the assignment. The consultant will work alongside CARE staff in real interactions with named target institutions, providing pre-meeting preparation, live or immediate post-meeting coaching, and structured follow-up support to advance each conversation toward a defined next step.

1. Design and implement the outreach and activation process for the Phase 1 shortlist, initiating contact with all 10 to 12 prioritized institutions and advancing a minimum of eight to structured scoping calls.
1. Support CARE to conduct scoping calls with a minimum of eight named FSP targets, providing pre-call briefing and post-call debrief for each.
1. Co-develop tailored follow-up notes or concept outlines for the three to four highest-priority institutions following initial scoping conversations.
1. Coordinate and support four to six formal pitch meetings with selected investors and two to three meetings with FSP buyers, with real-time or same-day coaching for CARE staff.
1. Maintain a live opportunity tracker throughout the phase, documenting status, key objections, agreed next steps, and deal progression stage for each institution.
1. Identify and flag at least two institutions where conditions exist to advance to a signed agreement or formal concept note within 60 days of handover.

	
	Deliverables
1. Pre-meeting briefing notes for each coached engagement.
1. Post-meeting debrief summaries with agreed next steps.
1. Tailored follow-up notes or concept outlines for priority institutions.
1. Live opportunity tracker (updated throughout the phase).
1. Feedback synthesis report on pitch resonance, objections, and recommended adjustments.
1. Final pitch decks (version 2) incorporating field insights.



Phase 4  Handover, Sales Enablement, and Pipeline Transfer   Weeks 9–10

The final phase is a structured handover, not a training event. The consultant's role is to transfer a live, progressed pipeline to CARE's business development team with sufficient context, documentation, and coaching to sustain momentum without the consultant's continued involvement.

1. Facilitate a structured pipeline handover session with CARE's business development and program leads, walking through each active opportunity, status, next steps, and ownership.
1. Develop a concise sales playbook, including standard outreach templates, meeting agendas, talking points by institution type, and objection-handling guidance.
1. Deliver a 60-day continuation plan: named targets, specific next actions, responsible CARE staff, and milestone dates for each active opportunity.
1. Remain available for up to two weeks post-handover for targeted questions on specific live opportunities.

	
	Deliverables
1. Pipeline handover deck and session (with recording where possible).
1. Sales playbook document with editable templates.
1. 60-day continuation plan with named institutions, actions, owners, and milestones.
1. Final end-of-assignment report summarizing progress, pipeline status, and recommended priorities.



5. Success Metrics
This assignment will be evaluated against the following outcomes at close:
1. A longlist of 15 to 20 FSP institutions sourced and mapped, narrowed to a prioritized shortlist of 10 to 12.
1. A minimum of eight institutions engaged in structured scoping calls, with pre-call and post-call coaching delivered for each.
1. A minimum of four institutions advanced to a formal pitch or proposal conversation.
1. A minimum of two qualified expressions of interest or active concept note discussions with named institutions.
1. At least one institution advanced to a formal proposal or pricing discussion.
1. CARE's business development team equipped with a live pipeline, a sales playbook, and a 60-day continuation plan with clear ownership.
A performance-linked component of the consultant's fee may be tied to the number of qualified leads at agreed progression stages at the point of handover.

6. Timeline
The assignment runs for ten weeks from contract signature, structured as follows:

	Weeks
	Phase
	Key Output

	1–2
	Phase 1: Discovery and Institution Mapping
	Segmentation matrix, named target list, value propositions

	2–4
	Phase 2: Pitch Materials and Commercial Model
	Pitch decks, commercial model, scoping guide

	4–8
	Phase 3: Coached Live Engagements
	8+ scoping calls, 4–6 pitch conversations, live opportunity tracker

	9–10
	Phase 4: Handover and Sales Enablement
	Pipeline transfer, sales playbook, 60-day plan



A detailed workplan with specific dates will be agreed during inception. The consultant must flag any anticipated delays at least five business days in advance of affected milestones.

7. Roles and Responsibilities
Consultant
1. Lead design and delivery of all phases.
1. Manage interviews, test pitches, and coached engagements with named institutions.
1. Produce all agreed deliverables on schedule.
1. Advise CARE on commercial model, positioning, and objection handling.
1. Actively participate in live scoping calls and pitch meetings alongside CARE staff.
1. Maintain and update the live opportunity tracker throughout Phase 3.
CARE Economic Growth Unit
1. Provide access to background documents, data, case studies, and existing partner pipeline.
1. Identify and facilitate access to interview and test-pitch participants.
1. Designate named CARE staff to participate in coached engagements and take pipeline ownership at handover.
1. Review and provide timely feedback on all draft deliverables.
1. Ensure business development and program leads are available for the Phase 4 handover session.

8. Reporting and Coordination
The consultant will report to the Senior Director for Women's Entrepreneurship and Market Systems within the Economic Growth Unit. Brief written progress updates will be provided at the close of each phase, with a standing bi-weekly check-in and additional touchpoints as needed around key milestones. During Phase 3, the consultant will share an updated opportunity tracker ahead of each check-in.

9. Consultant Qualifications
This is a commercialization and business development role. The ideal candidate has a demonstrable track record of originating and closing paid advisory or technical assistance engagements with financial institutions, not solely delivering programs after others have sold them. The following qualifications are required or strongly preferred:

Required
1. Minimum seven to ten years of experience in financial inclusion, impact investing, or financial sector advisory, with a significant portion in a business development, commercialization, or client acquisition capacity.
1. Demonstrated track record of originating and closing paid TA or advisory engagements with FSPs, MFIs, banks, or fintechs. Evidence of signed contracts or funded agreements resulting from the candidate's direct commercial efforts is expected.
1. Deep familiarity with the impact investor and blended-finance landscape, including how DFIs, impact funds, and blended-finance facilities make and finance TA decisions.
1. Experience developing commercial models for advisory or TA services, including fee structures, pricing, and performance-linked arrangements.
1. Strong facilitation and coaching skills, with demonstrated ability to develop the sales and engagement capabilities of program or technical staff.
1. Ability to work independently and manage a live opportunity pipeline with minimal oversight.

Strongly Preferred
1. Prior experience at or consulting for a specialized financial inclusion or impact advisory firm (such as MicroSave Consulting, Enclude, Dalberg, 60 Decibels, or equivalent), with exposure to the full cycle from business development through delivery.
1. Experience structuring or selling gender-responsive or women-focused financial product TA to FSPs or investors.
1. Existing relationships with impact investors, DFIs, or blended-finance facilities relevant to the IMGA platform's target buyer segments.
1. Experience developing institutional sales playbooks, pitch materials, or commercial frameworks for advisory organizations.

10. Level of Effort and Budget
The level of effort and budget will be agreed based on the consultant's proposed approach. CARE anticipates a part-time engagement of approximately ten weeks. The financial proposal should clearly distinguish professional fees and any reimbursable expenses.

A performance-linked component tied to the number of qualified leads at defined progression stages at handover is encouraged and may be structured as a bonus above the base fee. CARE will agree clear qualification criteria for this component at inception.
