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GAIN’s procurement is conducted based on our procurement principles, including “a focus on ethical 

and sustainable procurement which requires us to take note of our legal and ethical commitments… 

in our procurement and supplier management.” 

We require all our partners, suppliers and service providers to familiarise themselves with our Code 

of Conduct (Code) and to adhere to either our Code or to their own equivalent code or set of 

behaviours.  

This is addition to any relevant clauses and provisions in our contractual terms.  

We also expect our partners, suppliers, and service providers to proactively inform GAIN, via the 

mechanisms detailed in the Code, of any breaches, potential or perceived breaches of its provisions. 

Any supplier or service provider found to be in violation of these principles will be excluded from this 

process and may be barred from responding to future opportunities.  
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I. Introduction  

The Global Alliance for Improved Nutrition (GAIN) is a Swiss-based foundation launched at the UN 

in 2002 to tackle the human suffering caused by malnutrition. Working with both governments and 

businesses, we aim to transform food systems so that they deliver more nutritious food for all people. 

At GAIN, we believe that everyone in the world should have access to nutritious and safe food. We 

work to understand and deliver specific solutions to the daily challenge of food insecurity faced by 

poor people. By understanding that there is no “one-size-fits-all” model, we develop alliances and 

build tailored programmes, using a variety of flexible models and approaches. 

We build alliances between governments, local and global businesses, and civil society to deliver 

sustainable improvements at scale. We are part of a global network of partners working together to 

create sustainable solutions to malnutrition. Through alliances, we provide technical, financial and 

policy support to key participants in the food system. We use specific learning, evidence of impact, 

and results of projects and programmes to shape and influence the actions of others.  

Headquartered in Geneva, Switzerland, GAIN has representative offices in The Netherlands, the 

United Kingdom, and the United States. We currently have a presence and conduct programming 

activities in Bangladesh, Benin, Ethiopia, India, Indonesia, Kenya, Mozambique, Nigeria, Pakistan, 

Rwanda, Tanzania and Uganda. 

 

II. Background & timescales  

The purpose of this RFP is to engage services of a qualified organisation to implement community-

level cooking demonstrations and one-on-one consumer/vendor activations for the FoodFiti brand, 

geared towards promoting purchase and consumption of vegetables in Kenya. 

Set out below is the proposed timescale for this procurement. It is a guide and whilst the GAIN does 

not intend to depart from the timetable, it reserves the right to do so at any stage. 

RFP issue date 25th May 2026 

Deadline for Bidders to submit questions 2nd June 2026 5:00pm EAT 

Deadline for GAIN to respond to clarifications (via 

email) 

5th June 2026 

RFP closes - deadline for submission  10th June 2026 5:00pm EAT 

GAIN evaluation and pitch presentations for 

shortlisted candidates  

12th June to 5th July 2026 

Contract award - subject to negotiation & due 

diligence checks 

10th July 2026 

Planned contract signature date 1st August 2026 

Date by which all work is to be completed 30th June 2027 
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III. The Opportunity 

The selected service provider will undertake development and implementation of a differentiated 

below-the-line campaign for the FoodFiti brand that will encompass cooking experiences and one-

on-one consumer/vendor activations within FoodFiti Zones (FFZs), with the aim to: 

1. Increase purchase intent for vegetables 

2. Increase demand of a variety of vegetables among target communities. 

3. Improve cooking skills by teaching preparation techniques that enhance both taste and 

nutritional value. 

4. Promote vegetable recipes and dissemination of nutritional benefits of vegetables in 

partnership with a Nutritionist. 

Cooking Experiences 

The agency will conduct cooking sessions that will follow a guide issued by GAIN, that showcases 

essential cooking techniques, nutritional insights, and cost-effective flavour-enhancing methods. In 

the sessions consumers will be issued with recipe booklets. The sessions will include community 

health promoters/county nutritionists to further strengthen reach and credibility. 

 

One-on-One Mama Mboga/Consumer Activations 

The agency will provide brand representatives who will be stationed at select mama mboga stalls 

to: 

1. Reinforce key training messages with mama mbogas, ensuring continued knowledge 

retention and engagement. 

2. Interact with customers, introducing them to the brand, talking up key messages, showcasing 

the recipe booklet, and encouraging the purchase of a diverse range of vegetables. 

 

Scope of Work to be Undertaken 

1. Cooking Experience & One-on-One Consumer/Vendor Activation Strategy 

• Strategy & implementation: Development and rollout of a coordinated execution plan 

across the 6 counties. 

• Community engagement: Working with local representatives and Community Health 

Promoters to mobilize participants, support session delivery, and disseminate nutrition 

education. Recipe booklets will be distributed to all participants. 

• Cooking experiences: Delivery of 750 participatory cooking sessions across the 6 

counties between 1st August 2026 and 30th June 2027. Each cooking day will host 3 

sessions, with 40 participants per session. 

• One-on-one Mama Mboga activations: Direct consumer engagement at Mama Mboga 

stalls, working with brand representatives to drive awareness and education between 1st 

August 2026 and 30th June 2027 

• Participant consent: Collection of signed consent forms for image and audio usage, as 

well as mobile numbers for direct marketing, in support of GAIN’s broader nutrition 

advocacy efforts. 

 

2. Coordination and Management: 

• Oversee all stakeholders engaged in the activities, ensuring alignment with quality 

standards and brand guidelines. 
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• Guarantee on-time and on-budget delivery of all experiential initiatives. 

• Ensure smooth implementation and engagement with consumers and mama mbogas.  

 

3. Logistics and Coordination: 

• Provision of cooking materials & sourcing raw vegetables from local mama mbogas.  

• Venue sourcing and licensing: Coordinating with county governments for necessary 

approvals and permits where applicable.  

 

4. Compliance and Risk Management: 

• Ensure all activities comply with relevant regulations and standards. 

• Identify potential risks and develop contingency plans to mitigate unforeseen challenges 

during implementation. 

 

5. Documentation: 

• Maintain comprehensive documentation of all aspects of the cooking experiences and 

one-on-one mama mboga activations, including plans, permits, contracts, and post-

activity evaluations. 

 

6. Feedbacking, Reporting and Analysis: 

• Develop a reporting mechanism to track the success and impact of cooking experiences 

and one-on-one activations. 

• Providing daily, weekly, and monthly activity and data reports using GAIN internal data 

tool: SurveyCTO.  

• Conduct a thorough post-campaign evaluation to assess the overall success of the 

experiential initiatives and identify areas for enhancement in future campaigns. 

 

Project Background 

Vegetable for All Project: 

GAIN has developed a market-based approach to scale dietary improvement programs, recognizing 

that economic development significantly influences food access and choices in low and middle-

income countries. In Kenya, low-income consumers face unique barriers to nutritious eating, 

including limited income, high food costs, time constraints, and accessibility challenges. These 

factors make it difficult for households to achieve a balanced, nutritious diet, with many prioritizing 

eating for survival over health-focused nutritional decisions. 

Currently, only 6% of Kenyan adults meet the World Health Organization’s recommended daily 

intake of 400 grams of fruits and vegetables. Despite Kenya experiencing a 46% GDP growth over 

the past 15 years, vegetable consumption remains notably low, with an average intake of just 100-

130 grams per person per day. This underscores the complex nature of Kenya’s nutrition challenges, 

which include obesity, undernutrition, micronutrient deficiencies, and diet-related non-communicable 

diseases. Many diets are heavily reliant on carbohydrate-rich staples, often lacking sufficient proteins, 

vitamins, and minerals. 

To address these gaps, GAIN’s FoodFiti initiative takes a demand-led approach, focusing on 

increasing access to and awareness of the importance of vegetables. By promoting diets that are 

diverse, adequate, and resilient, the project aims to improve diet quality through increased vegetable 

consumption among 1.1 million base-of-the-pyramid consumers. This shift is designed to enhance 
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the nutritional well-being of low-income households by helping them diversify their diets and adopt 

healthier, more sustainable eating habits. 

 

The FoodFiti Brand 

FoodFiti is a brand dedicated to helping parents provide their families with nutritious meals. By 

building an emotional connection with parents, we aim to inspire better food choices and encourage 

dietary diversity, particularly through increased vegetable consumption among low-income urban 

and peri-urban communities. 

 

FoodFiti Zones (FFZs) 

FoodFiti collaborates with Mama Mbogas (vegetable vendors) in low-income neighborhoods, 

actively engaging them in promotional activities as trusted, community-based sources of vegetables. 

These vendors serve as the primary vegetable point of purchase for consumers in mapped FoodFiti 

Zones (FFZs). GAIN has identified over 10,000 mama mbogas, delineating these areas in a Keyhole 

Markup Language (KML) file linked to Google Earth, creating defined boundaries for implementation 

areas, otherwise known as FoodFiti Zones. 1 FFZ has 1,000 HouseHolds. 

 

Focus Vegetables 

FoodFiti emphasizes the following vegetable categories: 

• Green Leafy Vegetables: Kanzira, Kunde, Malenge, Managu, Mchicha, Mitoo, Mrenda, 

Sagaa, Spinach, Kale. 

• Ingredient Vegetables: Tomatoes, carrots, bell peppers, courgettes, avocados. 

• Flavor Enhancers: Onions, garlic, coriander. 

 

Key Messages 

FoodFiti’s campaign core messages aim to engage and inspire consumers by presenting nutrition in 

a relatable and exciting way. The key messages come as a mnemonic, SASA: 

1. S - Saa zote unakula hakikisha kuna mboga. 

2. A - Aina tofauti za mboga kila siku. 

3. S - Size ya mboga kwa plate iwe most. 

4. A – Afya bora ni muhimu. 

 

Target Audience  

• Broad Audience: Parents aged 18-35 years in Kenya, typically within households of 4-5 

members.  

• Primary Target (Bullseye): Mothers with children aged 3-12, as they are often the primary 

decision-makers in purchasing and meal preparation. 

• Income Segment: Low-income group, Living Standard Measure (LSM) 3-6, with a household 

income range of KSH 15,000 - 40,000 per month.  

*About LSM  

The Living Standard Measure (LSM) is a segmentation tool, initially developed by the World Bank, to categorize households by income 

and purchasing capacity. In Kenya, households fall into three categories: Bottom (LSM 1-6), Middle (LSM 7-12), and Upper Class (LSM 

13-17), reflecting the ability to afford and access a range of goods and services. This framework allows for targeted marketing to groups 

based on their standard of living and disposable income*  
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Focus Regions: Nairobi (40% resource allocation), Kilifi (18%), Mombasa (15%), Kiambu (12%), 

Nakuru (10%), and Machakos (5%).  

Total Target Reach: A minimum of 400,000 consumers  

Campaign Period: 11 months (August 2026 – June 2027) 

 

Deliverables 

[Exact targets to be discussed and agreed upon in the contracting stage] 

1. Reach and Impact: 

• The project's reach will be assessed by the number of participants directly involved in the 

cooking experiences and one-on-one activations and the estimated household impact, 

considering family members. 

• Participants: a minimum of 100,000 consumers directly reached.   

2. Consumer Feedback and Satisfaction: 

• Assess overall satisfaction levels and identify areas for improvement. 

• GAIN, through a monitoring partner, will collect and analyze feedback from consumers 

regarding their experience with FoodFiti cooking experiences. 

3. Data Analytics for Decision-Making: 

• Utilize data analytics to make informed decisions regarding the optimization of cooking 

experiences and one-on-one activations. 

 

Budget 

The budget cap is $200,000 (inclusive of all taxes) and should include: 

1. Consultant fees 

2. Implementation costs (Provision of cooking materials & sourcing raw vegetables from local 

mama mbogas to be carried out simultaneously across 6 counties). 

3. Any related Council Fees and other costs 

Applicants are required to provide GAIN with a detailed financial proposal.  

The final budget amount will be approved by GAIN prior to starting the project. 

Payment Profile  

GAIN will make a down payment of up to 30% of the total contract value, with the balance paid 

through milestone-based partial payments spread across the contract period, subject to achievement 

and approval of agreed deliverables. 

 

IV. Instructions to bidders  

This section is designed to ensure that Bidders are provided with the necessary information to 

understand and respond to the requirements and ensure that a consistent level of information is 

obtained from each Bidder and provide a structured framework for the evaluation of Proposals.   

Bidders should read these instructions carefully before completing their submission.  

 



 

 
 

7 
 

GAIN contact: Email address: procurementkenya@gainhealth.org 

 

Queries and clarifications 

• Bidders are to direct any questions regarding the RFP to the GAIN contact in writing via email.  

• It is the Bidder’s responsibility to ensure safe receipt of communication.  

• No other member of GAIN staff should be contacted in relation to this RFP unless directed to 

do so by the GAIN contact. 

• GAIN may choose to convey responses to submitted questions and queries to all Bidders so 

that each is equally informed. 

• GAIN may amend the RFP documents by issuing notices to that effect to all Bidders and may 

extend the closing date and time if deemed appropriate. 

Preparing your response  

• Bidders must obtain, at their own responsibility and expense, all information necessary for the 

preparation of Bids.  

• Bidders should notify GAIN promptly of any perceived inconsistency, or omission in this RFP, 

or any of its associated documents. 

Submitting your response 

The Proposal and any accompanying documents must be in English. 

Bidders must submit their Proposal in the following way: 

Email to contact’s email address. The subject heading of the email should be FoodFiti Cooking 

Experiences & One-on-One Consumer Activations RFP. All submitted documents must be 

viewable using the Microsoft Office suite of applications. Your submission should not exceed 30MB. 

Your submission must include the following: 

 

Technical proposal:  

A submission, of no more than 20 PowerPoint slides or 10 sides of A4, including   

• Description of previous relevant work in community consumer engagements (maximum 1-

page with private sector brands and at least 1 nutritional brand).  

• Composition of team with names of all key staff. Please include a description of everyone’s 

role on the project and during which phase they would be working. 

• A description and timeline of the development process (assuming you are selected - starting 

with the RFP and ending with implementation), providing clarity as to what will happen at 

each stage and how the agency would collaborate with the GAIN team and the other partners. 

• 2 client references (ideally, they would be from the relevant work examples provided in bullet 

I) 

Financial proposal:   

Fee and timelines proposal to include:  

• Signed Offer of Services (see section V: Offer of Services below)  

• Budget, broken down by; 

o Consultant Fees 

o Implementation Costs 

o Council Fees 

o For additional notes on budget (see Notes on Budget below) 

mailto:procurementkenya@gainhealth.org
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Cooking experience & one-on-one activations proposal: 

• Strategy including how you would: 

o Drive consumers to attend the cooking experiences 

o Creatively promote vegetables within the cooking experiences and at mama mboga 

stands 

o Support mama mbogas in promoting their participation. 

• Implementation plan 

• Full work plan showing roll-out, which will run from August 2026 to June 2027 

Notes on submissions 

• Bidders should not include in their submission any extra information which has not been 

specifically requested in the RFP for example, any sales literature etc. 

• No Proposal may be modified after the deadline for receipt. 

• GAIN may request additional information from Bidders to assist further evaluation of Proposals. 

 

Notes on budget 

• As a donor funded organisation, GAIN is committed to achieving value for money in all our 

procurements. 

• Submitted rates and prices are to be deemed include all costs, insurances, taxes, fees, 

expenses, and other things necessary for the performance of the requirement. 

• Any charge not stated in the Proposal as being additional, will not be allowed in any resultant 

contract. 

• We are looking for full cost disclosure: there must be an appropriate breakdown of costs to 

allow for price visibility.  

• All rates and prices submitted must be in Kenya Shillings.  

Notes on evaluations 

• GAIN may choose to shortlist Bidders at any stage of the process. 

• GAIN reserves the right to negotiate on the final costs, and the final scope of work of the 

proposal.  

• GAIN reserves the right to limit or include third parties at GAIN’s sole and full discretion in such 

negotiations.  

• Bidders should note that GAIN may award a Contract on the basis of the original Bid received 

and may, at its absolute discretion, undertake any or all of the following processes:  

o Shortlisting 

o Taking up references 

o Undertaking presentations or meetings 

o Entering into a dialogue with one or more Bidders. 

Evaluation criteria 

Understanding of the scope of work 

• Proposal shall demonstrate a clear understanding of the project objective and deliverables as 

outlined in Section II. 

• Demonstrate a clear understanding of the technical requirements of this RFP: 

• Providing detailed technical documentation of the proposed strategy. 

• Evidence of experience delivering solutions using the proposed information technology 

platform. 
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• The creative and methodological approaches required to implement each of the parts of the 

scope of work. 

Comprehensiveness of work plan and reasonableness of proposed time frame 

• Proposal shall include a feasible work plan to ensure successful completion of deliverables. 

• The work plan details how activities will be coordinated. 

Detailed budget and cost-effectiveness of proposed approach 

• Evidence of cost-effective approaches to undertaking the scope of work within the proposed 

budget. 

• Proposal shall identify possible challenges and include creative approaches to addressing 

them. 

Management and personnel plan: 

• The team members working on this project have the relevant qualifications and overall 

experience required to successfully implement the project. 

• Roles and responsibilities of each team member are clearly defined. GAIN shall have one main 

contact person clearly identified in the proposal. 

 

V. Terms and conditions 

This section constitutes the full conditions of this RFP and participation in the process automatically 

signals that the Bidder accepts the conditions. 

Jurisdiction 

Any Contract resulting from this RFP shall be governed by Swiss law. 

Late Proposals 

Any bid received after the deadline may be rejected at GAIN’s absolute discretion. 

Disclaimers 

Bidders will not be compensated for costs incurred in preparing proposals, submitting revised 

proposals or in participation in any meeting or presentation. 

This RFP does not commit GAIN to any course of action; it is not an offer or a contract and does not 

commit GAIN to contract for any of the services detailed within the RFP. 

GAIN reserves the absolute right to: 

• accept or reject any or all Proposals with or without notice or reason 

• accept or reject any proposal in whole or in part 

• accept a proposal other than the lowest priced 

• negotiate with any, all or none of the Bidders 

• modify or cancel this RFP 

Acceptance of Proposals 

GAIN is under no obligation to accept the lowest priced Proposal, or any Proposal, and reserves the 

right to reject any Proposal which is incomplete, conditional, or not complying with the RFP 

documents. 

A Proposal may be for all or part of the Requirement and may be accepted by GAIN either wholly or 

in part.  
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A Proposal will not be accepted, in whole or in part, unless and until GAIN has signed a Contract in 

writing to the successful Bidder. GAIN reserves the right to: 

• amend the terms and conditions of the procurement process  

• cancel the evaluation and award process at any stage  

• require the Bidder to clarify its Proposal in writing and/or provide additional information. 

Failure to respond adequately may result in the Bidder not being selected. 

Amendments 

Prior to the final date for submission of Proposal, GAIN may issue amendments to clarify, modify or 

add to the procurement documents. A copy of each amendment will be issued to each Bidder and 

shall become part of the RFP. 

Validity of Proposals 

Proposals submitted in response to this RFP are to remain valid for a period of not less than 90 

days from the RFP closing date. 

Withdrawals 

Proposals may be withdrawn at any time prior to the RFP closing date and time by written notice to 

the Company. 

Interpretation of Requirements  

Bidders are responsible for ensuring that they have all the information required for the preparation 

of their tenders and that they satisfy themselves about the information and correct interpretation of 

terminology used in the tender documentation.   

Bidders must also ensure that they are fully conversant with the nature and extent of the 

obligations to be accepted by them if their tender is accepted.   

Assumptions 

Any assumptions that have been made in responding to this RFP should be outlined in the Bidders 

response documents. 

Confidentiality 

Except as required for the preparation of this Proposal, Bidders must not, without GAIN’s prior 

written consent, disclose to any third party any of the contents of the RFP documents. Bidders 

must ensure that their employees, consultants, and agents also are bound and comply with this 

condition of confidentiality. 

Feedback to unsuccessful Bidders 

GAIN appreciates that significant time and resource go in to preparing a tender response, and we 

try to ensure that feedback is provided to all unsuccessful Bidders. 

Please note however that GAIN does not share detailed scoring information with unsuccessful 

Bidders. 

Inconsistencies and omissions 

Bidders must promptly advise the Company in writing of any inconsistencies and omissions they 

discover in the RFP. 

RFP documents 
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Bidders must destroy all copies of the RFP document if unsuccessful within 30 days of being 

notified they have not been successful (either issued by GAIN or created by the Bidder). 

Disclaimers 

Whilst the material in this RFP and the Information has been prepared in good faith, it does not 

purport to be comprehensive, nor has it been independently verified. 

Neither GAIN nor their advisors, their respective directors, officers, members, partners, employees, 

other staff or agents makes any representation or warranty (express or implied) as to the accuracy, 

reasonableness or completeness of the Information; or accepts any responsibility for the 

information contained in the Information or for their fairness, accuracy or completeness of that 

Information nor shall any of them be liable for any loss or damage (other than in respect of 

fraudulent misrepresentation) arising as a result of reliance on such Information or any subsequent 

communication. 

Collusive behaviour 

Any Bidder who: 

• fixes or adjusts the amount of their Response by or in accordance with any agreement or 

arrangement with any other party; or 

• communicates to any party other than GAIN the amount or approximate amount of its 

Responses or information which would enable the amount or approximate amount to be 

calculated (except where such disclosure is made in confidence to obtain quotations necessary 

for the preparation of the Response or insurance or any necessary security); or  

• enters into any agreement or arrangement with any other party that such other party shall 

refrain from submitting a Response; or 

• enters into any agreement or arrangement with any other party as to the amount of any 

Response submitted; or  

• offers or agrees to pay or give or does pay or give any sum or sums of money, inducement, or 

valuable consideration directly or indirectly to any party for doing or having done or causing or 

having caused to be done in relation to any Response, any act or omission. 

shall (without prejudice to any other civil remedies available to GAIN and without prejudice to any 

criminal liability which such conduct by a Bidder may attract) be disqualified. 
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VI. Offer of services 

I/we agree to supply the required services described within this Request for Proposal, for the sum 

of: 

Sum in figures: ……...…….………………………  

Sum in words.....................………………………………………………………...……………… 

I/we the undersigned confirm that I/we are able to furnish all expertise, supervision, materials, and 

any other things necessary to complete, to the entire satisfaction of the Executive Director or 

authorised representative, required services described within this Request for Proposal, according 

to GAIN’s terms and conditions. 

I/we agree that any obvious errors in pricing or errors in arithmetic that may discovered by GAIN in 

examination of the priced Specification submitted by me/us shall have no effect on the amount of 

this offer unless GAIN shall otherwise decide.  

I/we understand that the lowest or any tender will not necessarily be accepted.  

I/we agree that the Offer of Services will remain valid for a period of sixty days (60) calendar days 

after the date of its receipt by GAIN.  

I/we confirm that I/we have read the GAIN Code of Conduct and understand my/our duties under 

the Code.  

I/We confirm that I/we have no actual, potential or perceived conflicts of interest which apply to this 

procurement OR that I have notified GAIN in writing of any actual, potential or perceived conflicts 

of interest which apply to this procurement. 

I/We confirm that we will use the following organisational and payment details, if our Bid is 

successful: 

Company name (including 

any trading names)   

 

Registered Company 

address, including postal 

code and country 

 

Company Registration 

Number 

 

Tax Identification Number 

(TIN) - if not applicable, 

please put N/A 

 

 Business Identification 

Number (TIN) - if not 

applicable, please put N/A 

 

chrome-extension://efaidnbmnnnibpcajpcglclefindmkaj/https:/www.gainhealth.org/sites/default/files/publications/documents/GAIN-code-of-conduct-2023.pdf
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Company contact phone 

number 

 

Company contact email 

address 

 

Bank where account is 

held (name of the bank) 

 

Name on the payment 

bank account 

(individual/company name) 

 

Bank Account Number    

Swift/BIC Number - if not 

applicable, please put N/A 

IBAN Number - if not 

applicable please put N/A 

 

 

Signed by: 

 

 

Print Name:  

 

 

Job Title: 

 

 

For and on behalf of 

(Company name): 

 

 

Date: 

 

 

 


