














End Line

Mid Term

Baseline

Measurement
level

Attribution << Spectrum >>

Annual Performance Assessment

Results Framework

Aggregation and
Reviews

Aggregation and
Reviews

Information collected
from IFPRI FTF Mid-
term survey

MEL FRAMEWORK

Theory of Change

* Tracking Sentinel indicators
* Sector systemic change case studies
* Ego Network progress

* Tracking Sentinel indicators
* Sector systemic change case studies

* Ego Network Analysis

* AAER Framework

* Sector level sentinel Indicator(s)
identification and baseline

Tracking Program Sentinel indicators
End-line Qualitative Social network analysis of
agro-market systems in FTF zone

* Tracking Sentinel indicators

Baseline Qualitative Social network analysis of
agro-market systems in FTF zone

Program level sentinel indicator(s) identification
and baseline

Intervention Level
Indicators

Intermediate Systemic
Change

Program level systemic
Change
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Culture

360* regular & open
feedback from supervisor

Open door policy
Creation of empowered cross-
functional CLA Coordination Team

Review meetings will be learning
events where members can raise
critical Issues (Weekly Managers
meeting & Monthly All staff)

Organize meetings and events to
build team spirit

CLA ENABLING CONDITIONS

Maturity matrix and self
assessment

MEL processes to distill and
share knowledge (monthly, sector
review, portfolio review meetings)

Organizing learning events
Access to share point resources

Matrix organization and
delegated decision making power

Resources

« Clear roles and responsibilities
vis-a-vis CLA.

* Professional and training
development in technical and
managerial skills (MEL and
Market Systems)

+ Well resourced and staffed
CLA coordination team
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MEL ATTRIBUTION STRATEGY

_ Dealer/Retailer
Input companies receive
training/input

Technical supports
to collectors/
traders, suppliers
and buyback

Procurement

Agents, LSPs
receive training,
info, financial,
advisory, extension
services etc

LSPs, retailers,
machine operators
receive training and
post-sales services

Mechanization

Offer Service

Offer procurement
service

Offer stand alone or
embedded services

LSPs, retailers,
machine operators
provide
mechanization
service/ products

Farmer Uptake

Farmer sell

Farmer receive or
buy service

Farmer Uptake
mechanization
services and
products

Collect Total Input Sales
Input use per farmer per unit of land
for individual production season

Total Volume Procured
Use average sales volume per
farmer in production season

Select Service Delivery Points
Collect farmers list, receiving the
services, from client registry
system.

Enumerator will randomly select
dates of data collection for selected
service provider

Enumerators will list down the
name and address of the farmers
















EGO-NETWORK ANALYSIS MAPS-IAL

Map — Grouped by VC Role, Map — VC Actor Groups, Map — Real Alters and Groups, Node Sized by
Colored by Group Sized by Number of Relations Degree Score, Node Colored by Ego/Group/Alter,
Edge type by Frequency of Communication, Edge
color coded by Effectiveness of Communications

Observation (Baseline)

IAL is doing a lot more work outside of the FTF zone than it is within it.

IAL seems to have a narrow / focused set of relationships, be very driven by transactions, and have minimal partner
communications.

IAL’s main frustrations seem to be in the area of quality, although given their low levels and effectiveness of
communications with other actors, they do not appear to have been measures taken to address the issues.


http://linclocal.org/wp-content/uploads/2017/10/map-05.jpg
http://linclocal.org/wp-content/uploads/2017/10/map-06.jpg
http://linclocal.org/wp-content/uploads/2017/10/map-07.jpg
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Farmers Gross Farmers Transaction of
marging Sales Companies Sam
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Farmers use product and services Other SMEs change behavior (access &
A usage)

: A
Farmers have access to products and services |
|

A I
|

r

|

4

|

1

1

|
Conducive Environment Wider service

availability/Systemic change

T
. ) . Other Service provider Crowd-in/
Change in service provision === _ )
t current service provider expand
A
Partner/SP respond to improved knowledge,
capacity and information

f

Change in capacity, knowledge of the partner/SP

T

TA, cost share to increase partner/SP capacity
T Independent but trigger activities by

partner to support intervention

Sign contract with partner




