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Execu•ve Summary  
 
Overview 
Liberia is emerging from a period of prolonged civil war and is working to rebuild its economy,
infrastructure, and social fabric. The country faces structural challenges, because the 

 

popula!on is largely rural and is primarily involved in subsistence farming.  Pre-civil war, the 
country relied heavily on agricultural and mining concessions, and the post-war recovery 
strategy has again relied on the awarding of (or currently nego!a!ng over) USD 20 billions of 
concessions since 2006. 
 
Large foreign concessions can have a signi"cant impact in terms of genera!ng tax revenue but 
do not always bene"t the local communi!es and popula!ons of the host countries where they 
operate.  Building business linkages, par!cularly between host country suppliers of goods and 
services to concessionaires, is one major strategy to ensure the large foreign-owned projects 
create local economic growth.  Examples of such e#orts can be seen throughout Africa and 
globally. 
 
Liberia currently has a system of preference for favouring Liberian and Domes!c "rms ("rms 
registered in Liberia but owned by foreigners) in public procurement.  Current concession 
agreements encourage, but do not require, the use of na!onal suppliers of goods and services.  
The one excep!on to this is in agriculture, where concession agreements generally require the 
concessionaire to put aside and manage land for outgrowers when then produce crops that 
they sell back to the concessionaire. 
 
The domes!c private sector of Liberia is largely informal and underdeveloped, but the 
poten!al exists to increasingly supply goods and services to concessionaires.  Star!ng with 
more basic items such as catering, cleaning, and security, and the procurement of parts and 
suppliers, the private sector could be mobilized to meet interna!onal standards and 
increasingly take on more complex jobs in construc!on and civil works.  Such an ini!a!ve 
would need support from the government, commitment from the private sector, and 
willingness on the part of concessionaires. 
 
Strategy 
In order to promote greater business linkages between Liberian and Domes!c "rms and 
interna!onal concessionaires, the government of Liberia and the Na!onal Investment 
Commission (N.I.C.), in par!cular, have three main strategies to pursue. 

1.  Legal II.  SME Support III.  Infrastructure 
Development 

Develop legal impera!ves 
and incen!ves for 
concessionaires to work 
with Liberian "rms 

Develop mechanisms to 
the growth and 
development of Liberian 
SMEs 
 

Develop infrastructure 
needed for the 
development of the 
private sector in Liberia 
 

§ Concession 
Agreements  

§ Tax Code and 
Incen!ves 

§ Business-Enabling 
Environment 

§ Access to Informa!on 
§ Crea!on of Joint 

Ventures 
§ Training/Capacity 

Building 
§ Access to Finance 

§ Infrastructure 
Op!miza!on 

§ Construc!on of New 
Infrastructure 

 

Each of these strategies has a series of ac!on steps that can be pursued both in the short and 
medium term. 



4

Quick Wins 
Policy 
and Plans 

Develop a N.I.C. policy and strategy that outlines: 
§ Levels of support for Liberian vs. Domes!c vs. Interna!onal businesses; 
§ A strategy and mechanism for coordina!ng Linkages between agencies and 

actors; 
§ A process for ongoing dialogue with concessionaires. 

Develop a detailed roll-out plan that includes: 
§ Leadership and monitoring mechanisms; 
§ Detailed understanding of procurement plans and projec!ons (to determine 

exact shape of partnership); 
§ Partnerships structures with concessionaires, Liberian businesses, and partners 

including IFC and Peace Dividend Trust. 
 

Legal Review the Concession process with an eye to the following: 
§ Establish a strong monitoring of concessions; 
§ Review WMA and other countries’ agreements to determine best prac!ce for 

Liberia to incorporate local content requirements/incen!ves; 
§ Close the PPCA loophole so that local content is a part of all new concession 

agreements; 
§ Review WMA and other countries’ agreements to determine best prac!ce for 

Liberia to incorporate shared infrastructure agreements. 
Review other tax and regulatory structures for quick wins 

§ Review other tax and incen!ve structures for improvements; 
§ Review other business-enabling environment possibili!es. 

 
SME 
Support 

1. Develop a comprehensive SME database / Business Directory 
§ Directory to be accessed by  concessionaires to "nd local suppliers. 

2.  Develop a ranking system to score SMEs. 
§ The ranking system would either score SMEs by industry or produce a cross-

sectorial ranking system (example: ExxonMobil stars system in Chad). 
3.  Hold quarterly public mee!ngs between concessionaires and Liberians. 

§ At the public mee!ng the large companies would share demand 
projec!ons, quality standards, and  process for tendering. 

4.  Hold a Trade fair. 
§ Introduce concessionaires and poten!al suppliers 

 
Medium Term 
Policy 
and Plans 

§ Roll out implementa!on of Linkages policy and coordina!ng e#orts. 
 

Legal § Implement new concession agreements that strengthen local content language; 
§ Implement new concession agreements that strengthen outgrower agreements; 
§ Monitor and enforce agreements with concessionaires; 
§ Work with the BRC and other ins!tu!ons to enact Doing Business reforms. 

 
SME 
Support 

§ Ins!tu!onalize, within Liberia, access to informa!on and markets informa!on 
systems; 

§ Coordinate with the Ministry of Commerce for high quality and ongoing training 
and capacity-building programs; 

§ Coordinate with the Ministry of Agriculture and USAID for support to 
outgrowers; 

§ Facilitate access to "nance for Liberian "rms. 
 

Infra-
structure 

§ Coordinate with the Ministry of Planning, the Ministry of Public Works , and 
private sector partners on the development of Growth Corridors. 
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1. Objec ves!and!Purpose!of!Visit!
 
In November 2010 the Chairman of Na!onal Investment Commission (N.I.C.) of Liberia 
requested German Development Coopera!on to provide exper!se in order to assist the 
Liberian government to be"er iden!fy and formulate a strategy to create economic linkages 
in the extrac!ves sectors for the Liberian businesses, in par!cular with a view to the 
poten!al of the large foreign concessionaires.  The objec!ves in the Terms of Reference by 
N.I.C. and the Deutsche Gesellscha# für Interna!onale Zusammenarbeit (GIZ) stated the 
following: 

§ Develop a strategy for the N.I.C. to promote business linkages in Liberia between 
concessionaires and Liberian small and medium enterprises (SMEs). 

 
The study, $eld trip, report wri!ng and debrie$ng with stakeholders took place between 
15th March and 16th April 2011, conducted by Alex Burger.  
 
 2.

 
Liberian!Context

!
 Liberia is emerging from fourteen years of civil war that destroyed the country’s economy, 
crippled infrastructure, and fractured human capital growth.  With a peace accord signed in 
2003, and the subsequent elec!on of President Ellen Johnson

-
Sirleaf in 2005, Liberia has 

charted a road to recovery and development.  Signi$cant gains have been made in the last 
six

 
years, including signi$cant new legal and regulatory frameworks, the beginning of 

rebuilding the country’s infrastructure, and USD 4.6 billion of debt relief from interna!onal 
creditors.

 
 Despite Liberia’s move toward

s
 recovery, the country s!ll faces signi$cant challenges. 

Infrastructure is s!ll weak (the country runs without a central electricity supply), 
unemployment is high, and the private sector is largely informal and agriculturally based. 
Liberia’s GDP in terms of PPP (purchasing power parity, a measure which adjusts for 
%uctua!ons

 
in exchange rates) has declined for six of the last seven years.

 

Chart 11 Chart 22

Liberia faces structural challenges in that its popula!on is predominantly rural and currently 
agriculturally based. Sixty-seven percent of the current popula!on lives outside of 

  CIA World Factbook.
  Ibid.

1

2
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Montserrado County where the capital city of Monrovia lies, and over 50 percent of its 2010 
GDP is from agriculture and !sheries. 
 

      
  Chart 33       Chart 44 

Liberia’s economy during the la"er part of the 20th century, before the civil war, depended 
heavily on concessionaires with foreign !rms, primarily in rubber and mining.  During the 
1960s and 1970s, 50 percent of its GDP came from mining and agriculture.  Post-war, the 
Liberian government has embarked on an aggressive campaign to jump-start the economy 
through again awarding concessions to interna#onal !rms.  Concessions awarded or in 
progress since 2006 represent a poten#al investment in Liberia of USD 20.8 billion, with the 
poten#al for crea#on of 108,000 jobs.5 

      
  Chart 5       Chart 6 

Analyzing the data above, an es#mated 78 percent of the projected concessionaire 
investment and 94 percent of the projected concession job crea#on will occur in the mining 
and agricultural sectors. 

                                                           
3 Government of the Republic of Liberia  “2008 Na#onal Popula#on and Housing Census” . 
4 2010 IMF Projec#ons. 
5 N.I.C. Records. 
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Despite this high es!mated investment by concessionaires, the investment will o"en take 
place over a period of up to 25 years, in the case of mining, and up to 65 years in the case of 
agriculture.  Given the data for concessions awarded (not yet fully available for concessions 
in progress) graphs of average investment/year look as follows: 
 

           
  Chart 7       Chart 8 

 
These graphs are merely rough es!mates; in reality the investment will not take place 
evenly over the life of the project.  Project construc!on investments will be much higher 
near the beginning of projects, with investment tapering o# near the end.  Nonetheless, the 
graphs show an order of magnitude es!ma!on of investment/year in these two sectors. 
 
Although the Liberian economy has tradi!onally relied on exports from concessionaires, this 
economic ac!vity has not always bene$ted the general popula!on.  Concessionaires and 
other larger $rms opera!ng in country can some!mes act like “islands” where bene$ts 
accrue primarily to the central government through taxa!on and to foreign investors and 
local elite, but not to the general popula!on.  The phenomenon has been observed globally 
where countries rich in non-renewable natural resources have tended to experience less 
growth and worse human development indicators than their counterparts. 
 
Data on the economic bene$t of concessionaires to the Liberian economy is not readily 
available, but the Peace Dividend Trust did conduct a study of the United Na!ons Mission in 
Liberia (UNMIL) spend.  Their report analyzed to es!mate what percentage of their spend 
entered the Liberian economy.   The report looked at eight countries, with Liberia ranking 

   
 

                                                           
 . 
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Chart 9

                                        
                  6 Peace Dividend Trust “Economic Impact of Peacemaking”  March 2006

 

near the bo!om with only 4 percent of spend entering the local economy.6    Selected countries 
are shown below.

A further analysis of the spend shows that the majority of spend entering the local economy was 
sta" allowances, whereby of a total mission spend of USD 722,634, USD 242,656 was spent on 
procurement, but only 2.1 percent, or USD 5,186, of the procurement was local.  So out of a total 
mission of nearly ¾ of a billion USD, .7 percent was spent on procuring local goods and services.

UNMIL is undoubtedly an extreme example: A foreign and temporary force, largely concerned 
with peacekeeping ac#vi#es, will be lower in impact than many foreign actors. Nonetheless, the 
lack of local economic impact, par#cularly in terms of local procurement, is troubling.  Liberia 
needs a strategy to ensure that bene$ts accrue to local popula#ons.
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3. Proposed Solu!on 
 
3.1. Linkages Overview 
 
In order to create domes!c bene"t from large concessions projects, one major strategy is to 
build economic linkages with local "rms.  These linkages can be built upstream (goods and 
services), sideways (related industries) or downstream (further re"nement/processing or 
value-added products).  Agricultural ventures also have linkages with outgrowers (small 
farmers who grow products which they then sell on the large concessionaire).  The following 
diagram indicates poten!al linkages in Liberia. 
 
 

 
 
      Chart 10 

 
Economic linkages have the poten!al to bene"t both foreign and domes!c "rms.  For some 
goods and services, foreign "rms bene"t from procuring locally because of cost savings 
and/or the convenience of having local services.  Local procurement is also a major way that 
companies can build posi!ve rela!onships with local communi!es and na!onal 
governments. 
 
Linkages bene"t domes!c "rms not only by giving them goods and services contracts with 
concessionaires, but they can also serve as a catalyst for businesses to grow and develop. In 
many countries, linkages programs are structured so the local "rms gain experience as 
subcontractors, or they are partnered with more technically experienced partners, and 
thereby learn cri!cal skills.  These domes!c "rms can then gain experience and diversify 
their client base.  Concessions, which o#en last 25-60 years, o$er an excellent opportunity 
to grow and develop a domes!c private sector. 
 
Since 2006, the government of Liberia has awarded USD 12.4 billion in agricultural and 
mining concessions, with another USD 5.1 billion in progress in these two sectors7.  Of the 
USD 12.4 billion (for which good data is available), assuming an even distribu!on of 
investment, this equals a planned investment of 330m/year in mining and 4.2m/year in 
agriculture. 

                                                           
7 N.I.C. records. 
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3.2. Liberian Linkages Projec!ons 
 
The cri!cal ques!on for this study is how much of that spend can be localized and thereby 
enter into the Liberian economy.  The following table makes calcula!ons on scenarios in 
which 10 percent, 30 percent, and 50 percent of spend was localized in Liberia.  The table 
then further calculated this spend in terms of contribu!on to GDP. 
 
 

% Concessionaire 
Investment  
Localized 

Mining/Yr 
(USD) 

Agriculture/Yr 
(USD) 

Total/Yr (USD) % Contribu!on to 
GDP 

10% 33m 4.2m 37.2m 3.8% 
30% 99m 12.6m 111.6m 11.5% 
50% 165m 21m 186m 19.2% 

      Table 1 

 
Graphically illustrated, the above informa!on looks as follows in terms of GDP contribu!on. 
 

    
      Chart 11 

 
These calcula!ons are es!mates to give order-of-magnitude "gures.  The es!mates are low 
because: 1) only awarded and not in-progress concessions are counted; 2) as indicated 
earlier, investment by concessionaires is much greater at the beginning of a project. 
 
This data reveals the importance of an aggressive strategy to build business linkages with 
Liberian companies.  Because the concessions are over such a long dura!on, investment will 
be spread over that !me.  A target of 50 percent spend (which is very high) s!ll only 
produces less than USD 200 million of opportuni!es a year, a por!on of which will be items 
such as fuel and equipment manufactured abroad, so that a por!on of the spend is 
essen!ally #ow-through to foreign suppliers.  Signi"cant e$ort needs to be made toward 
maximiza!on of bene"ts. 
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Strong examples exist from other countries in which business linkages were built with 
domes!c "rms.  South Africa is a par!cularly good example because of the strong legisla!ve 
framework that requires purchasing from Black Economically Empowered (BEE) "rms. 
Lonmin Pla!num, the world’s 3rd largest pla!num producer, ran a local supplier 
development program in conjunc!on with the Interna!onal Finance Corpora!on (IFC) and 
achieved the following results: 
 

 
 
Na!onal results were achieved in response to mining legisla!on that required spend with 
BEE suppliers.  Local results (in a 15km radius of the mine) were achieved by focus and 
e#orts of the company to build stronger !es with the local community. 
 
 

4. Liberian Procurement Regula!ons 
 
Liberia currently has a preferen!al procurement policy for the procurement of goods and 
services by the government, but has yet to make any requirement of concessionaires.  It is 
worth looking more in-depth at the public procurement policy to understand its dimensions 
and what is possible in the Liberian context. 
 
The objec!ve of the Margin of Preferen!al Procurement Policy is that it “eases the 
condi!ons for Liberian and Domes!c Businesses to provide goods, works or services in 
Government procurement.”8  The Public Procurement & Concessions Commission published 
“A Policy of Margin of Preference” in 2006 which has the following characteris!cs. 
 

  
 

                                                           
8 Public Procurement & Concessions Commission “A Policy of Margin of Preference for Liberian and Domes!c 
Business” October 11, 2006. 
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§
 

Di•eren•a•on between Liberian, Domes•c, and Interna•onal Firms:
 

 
-  “Liberian Business is a business or an established Legal Person registered under 

the Liberian Law whose ownership is 51% or more Liberian, managed 
technically and !nancially by Liberians and opera"ng in Liberia. 

-  Domes"c Business is a business owned by foreign na"onals and registered 
under Liberian Law, with less than 51% Liberian ownership or without Liberian 
ownership but opera"ng in Liberia.”9 

  
§ Di•eren•a•on in capital  requirements: 

- “Liberian and Domes"c businesses must sa"sfy at least 80% of all ICB 
!nancial requirements to be quali!ed for MOP considera"on, while 
interna"onal businesses must meet 100% of !nancial requirements. However, 
all businesses are required to meet 100% of non-cash requirements.” 

  
§ Preferen•al Treatment in Manufacturing 

- “That for the procurement of similar goods manufactured and/or produced 
locally with minimum quan"ty of about 30% of its inputs imported, Liberian 
businesses shall be granted 50% preference. 

- For the procurement of similar goods of which 50% of its raw materials are 
Liberian, Liberian and Domes"c businesses shall be granted 40% preference 

- For procurement of similar goods assembled in Liberia, all other things equal, 
Liberian and Domes"c businesses shall be granted 30% preference.”         

- To s"mulate local entrepreneurship, 40% of central Government purchases 
shall be reserved exclusively for local manufacturing companies.”10 

 
§ Preferen•al Treatment in Goods and Services 

- “For NCB (na"onal compe""ve bidding), all things being equal, Liberian 
Businesses should be given preference of not more than 15% to 20% 
di#erence in cost/price bidding for works, goods and services, quality and 

- In bidding for works/construc"on in the amount of US$ 100,000.00 or less, 
Liberian businesses with comparable quali!ca"on, ability and experience shall 
be given preferen"al treatment in the award of such contract. 

- For ICB for works above the value in (f),(?) Liberian or Domes"c Businesses 
with 40% Liberian par"cipa"on should be given preference of not more than 
12% percent di#erence in cost/price bidding cost for works, goods and 
services. 

- For ICB (Interna"onal Compe""ve Bidding) for Works, Liberian Business or 
Domes"c Businesses with at least 40% Liberian par"cipa"on must partner 
with foreign businesses to qualify in their submission. 

- For ICB, Domes"c Businesses with 25% Liberian par"cipa"ons should be given 
preference of not more than 8% di#erence in cost/price bidding for works, 
goods and services.”11 

 
A number of items are noteworthy from this policy: 

                                                           
 9 Ibid. 

10 Ibid. 
11 Ibid. 
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1. The policy dis!nguishes between "rms registered in Liberia that are owned by Liberians 
vs. foreign na!onals, thereby focusing par!cularly on support to indigenous businesses. 

2. Manufacturing lays out preferences for purchasing from Liberian and Domes!c "rms. 
3. Goods and services give price di#eren!als for purchasing from Liberian and Domes!c 

"rms. 
 
Current Liberian regula!ons for the private sector (as opposed to government procurement above) 
encourage but do not require any use of local business for concessionaires and do not set up a 
system of preference.  Language both from the Explora!on Regula!ons and from speci"c 
concession agreements reads as follows:  

 
“Preference to the maximum extent prac!cal to materials and goods produced in Liberia, 
and to services provided by Liberian ci!zens resident in Liberia or en!!es incorporated or 
formed in Liberia where Liberian ci!zens resident in Liberia, are en!tled to receive 60% or 
more of all pro"ts from such en!!es.’’12 

 
Language from concession agreements further states: 
 

“The Concessionaire must report to the Minister within 60 days following the end of each 
Financial Year on the extent to which the Concessionaire and its major contractors acquired 
during such year materials, goods and services from the preferred sources described in the 
"rst sentence of this Sec!on.”13 

 
Concession agreements do, on the other hand, require a host of other contribu!ons and 
agreements, including expenditure and contribu!on to: 

- Working with outgrowers 
- Use of na!onal labour 
- Access to infrastructure 
- Community investment 
- Housing for workers 
- Sanita!on requirements 
- Water requirements 
- Health provisions for workers and dependants 
- Training requirements 
- General educa!on requirements 

 
The ques!on of whether and how to write local content into concession agreements is not an easy 
one.  Companies o$en make their own decisions about how to work with domes!c vs. 
interna!onal suppliers, and government interven!on can be seen unfavorably by poten!al 
concessionaires and slow nego!a!ons down. Requirements for companies to provide water or 
sanita!on are much more easily executed and only marginally impact a company’s core business. 
On the other hand, requirements for local content can have a drama!c impact (as seen in the 
South Africa example) and help ensure bene"ts for the country.  Discussions were held with NIC on 
!ming and phasing to achieve such objec!ves. 
                                                           
12 Ministry of Lands, Mines & Energy   “Regula!ons Governing Explora!on under a Mineral Explora!on License of the 
Republic of Liberia” March 2010. 
13 Mi%al Concession Agreement. 
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5. Poten al!for!Liberian!Linkages!
 
In order to build business linkages with concessionaires, it is important to understand the 
scope of the goods and services they will procure.  A rough scan of mining, oil and 
agricultural supply chains looks as follows.  In general, items more technical and cri!cal to 
the business are at the top, and those less technical and cri!cal to the business are at the 
bo"om.   
 

  
 
 

 
   
! ! Chart!12!! ! ! ! !

Chart!13

!

 
In general terms, a program to develop and encourage local suppliers begins with the low- 
hanging fruit: the least technical and essen!al to core business.  From there, a program can 
work its way up the supply chain, par!cularly through the crea!on of joint ventures and 
partnerships.  An analysis of these two supply chains reveals the following possibili!es for 
work with Liberian and Domes!c #rms. 

MINING!and!OIL!

Technical!
 Geological 

 
Engineering 

Equipment 
- Trucks 
-  Dozers 

  
-  Specialized Oil 
-  Specialized   
Mining 

 Civil!Works!
-  Construc!on 
-  Road Works 

  
- Engineering 
- Road Maintenance 

Logis cs!  

Fleet!
Maintenance 

 

Supplies!&!Parts 
-  Electrical 
-  Fuel 

  
-  Tires 
-  Spare Parts 

Basic!Goods!&!
Services 
-  Hotel 
-  Transport 

 
  
-  Catering 
-  Security 

AGRICULTURE!

Technical!
Equipment 
-  Tractors 

  
-  Trucks 

 Civil!Works!
-  Construc!on 

  
-  Road Works 

Logis cs!  

Fleet!
Maintenance 

 

Agricultural!
Inputs 
-  Seedlings 

  
 
-  Fer!lizers 

Basic!Goods!&!
Services 
-  Hotel 
- Transport 

 
  
-  Catering 
-  Security 
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Low-hanging fruit tends to provide jobs that are low-skill, but employ mul!ple people.  
Medium-term opportuni!es can include purchasing of goods and equipment that are generally 
manufactured outside of Liberia, so the money "ows through.  One company interviewed, for 
example, is planning on buying USD 20million in trucks and equipment that could be bought 
through a Liberian intermediary.  This company also spends USD 50,000/month each of !res 
and lube, about half of which is bought locally and half imported.  This spend could be 
localized.  Medium-level construc!on and civil works also fall into this category, and more 
complicated jobs fall into the long-term category. 
 
A much more thorough analysis needs to be done of the supply chains of oil, gas, and mining 
companies.  Some data was gathered, but the data was not su#cient to aggregate across 
industries and form a complete picture.  Once further informa!on is known, the government 
of Liberia and the private sector can make plans for growth and development in speci$c 
sectors to meet the demands of concessionaires. 
 
One of the cri!cal ques!ons in embarking on a local content program is to understand the 
current capacity of $rms in Liberia to meet the demand.  Data on Liberian businesses is hard to 
gain, beyond experien!al and anecdotal evidence.  The Ministry of Commerce has 7,357 
businesses registered in Liberia, of which 6,167, or 84 percent, are owned by Liberians and 
1,190, or 16 percent, are owned by non-Liberians.  The Liberian Business Associa!on has 
published a 2009/2010 directory that lists primarily businesses in Montserrado County (where 
Monrovia is located).  NIC, with support from the MOCI, is looking collect more informa!on 
about the capacity of SMEs in other coun!es, especially those near concession areas.    

Poten!al for Liberian Goods & Services 
Low-Hanging 
Fruits 

 
§ Transport 
§ Catering 
§ Security 
§ Simple goods and 

service purchasing 
 

Medium- 
Term 

§ Supplies and Parts 
§ Equipment Purchasing 
§ Transport 
§ Logis!cs 
§ Maintenance 
§ Agricultural Inputs 
§ Waste Management 
§ Construc!on 
§ Civil works 

 
Long-Term § Civil Works 

§ Construc!on 
§ Technical Services 

 
     Chart 14 



Barrier Explana!on 
Concessionaire 
Resistance 

Concessionaires may be resistant to work with local suppliers for a number 
of reasons, including familiarity with current suppliers, distrust of Liberian 
!rms, uncertainty over quality, or a lack of incen"ves to use local !rms. 

Access to Informa"on Concessionaires do not know how to !nd Liberian registered !rms, nor the 
quality that they produce. Liberian registered !rms o#en do not know the 
needs of concessionaires, nor the process to tender, and do not fully 
understand the quality standards. 

Access to 
Training/Capacity 
Building and Access 
to Finance 

Liberian and Domes"c !rms need access to quality support and training, and 
access to capital. 

Access to 
Infrastructure 

Both concessionaires and domes"c !rms need access to infrastructure to do 
business in Liberia, including a reliable electrical supply, roads, rail, and 
ports. 

A Suppor"ve 
Business 
Environment 

Liberia currently has a number of regulatory environments that make doing 
business di$cult, including the di$culty of enforcing property rights and 
contracts. 
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     Chart 15 

 
The Liberian Ins"tute of Sta"s"cs and Geo-Informa"on (LISGIS) has gathered more substan"al 
data on Liberian business, including sector of ac"vity, annual turnover, number, of employees, 
etc., although this data is apparently not in an aggregated form.  A much deeper analysis of the 
private sector is needed to properly understand the size, poten"al bene!ts, and focus areas for a 
business linkages program. 
 
In order for a linkages strategy to work, a number of barriers need to be overcome. These barriers 
have been iden"!ed in programs across Africa and are also present in Liberia.   They include: 
 
 

     Table 3
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A !nal considera"on in designing a linkages program is that, based on the phase of the project 
for the concessionaire, the type of interven"on is di#erent.  Contractors in the 
explora"on/feasibility phase are di#erent from those in the construc"on phase, which are in 
turn di#erent those in the opera"onal phase.  The one advantage is that Liberia has mul"ple 
projects coming on-line, so that phases from di#erent projects will sequence with one another. 
 

 2011 2012 2013 2014 2015 2016 2017 2018 2019 2020 

ArcelorMi$al  

China Union 1 Explora"on/Construc"on Poten"al Produc"on 

China Union 2 Explora"on/Feasibility Construc"on Poten"al Produc"on 

BHP Explora"on/Feasibility Construc"on Poten"al Produc"on 

Chevron Explora!on Poten!al Produc!on 

     Chart 16 

 

6. Linkages Strategy 
The N.I.C. and other actors in Liberia have three main mechanisms to support business linkages 
in Liberia: Legal, SME Support, and Infrastructure Development.  The following chart outlines 
the possibili"es in each of these three arenas. 
 

I.  Legal  II.  SME Support III.  Infrastructure 
Development 

Develop legal 
impera"ves and 
incen"ves for 
concessionaires to work 
with Liberian !rms 

Develop mechanisms to 
the growth and 
development of Liberian 
SMEs 
 

Develop infrastructure 
needed for the 
development of the 
private sector in Liberia 
 

§ Concession 
Agreements  

§ Tax Code and 
Incen"ves 

§ Business-Enabling 
Environment 

 

§ Access to 
Informa"on 

§ Crea"on of Joint 
Ventures 

§ Training/Capacity 
Building 

§ Access to Finance 

§ Infrastructure 
Op"miza"on 

§ Construc"on of New 
Infrastructure 

 

      Chart 17 

The following sec"ons discuss each of these arenas in some depth. 

Produc"on
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6.1. Legal 
 
6.1.1. Current Situa!on 
 
Concessions 
Concession agreements that require working with local !rms is a signi!cant way to create 
business linkages in the mining, oil, and agricultural sectors.  Requirements for local content 
have been set in the agriculture sectors by requiring concessionaires to work with outgrowers. 
Agricultural concessions in Liberia generally include two main provisions related to 
outgrowers: designa"on and management of land, and designa"on of the investor’s 
responsibility to support ant purchase from the outgrowers.  An example from the Golden 
Veroleum concession states: 
 

Land Designa!on:  “200,000 acres of land will be selected for the Concession Area 
and an area equal to 440,000 hectares of land will be selected for the Outgrowers’ 
Program” 14  

 
Rela!onship with Outgrowers:  “Investor shall (i) assist Government to obtain 
sources of funding (but, for the avoidance of doubt, not to provide !nance) for the 
Outgrowers’ Program through interna"onal !nancial ins"tu"ons, the World Bank, 
or other such development funds (for the avoidance of doubt, Investor shall have no 
obliga"on whatever to provide or raise funding for the Outgrowers’ Program); (ii) 
iden"fy suitable land for the Outgrowers’ Program and communicate with the 
government to suggest the provision of such suitable land for the Outgrowers’ 
Program; (iii) collaborate with Government in iden"fying poten"al Outgrowers for 
the Outgrowers’ Program; (iv) support and assist (but, for the avoidance of doubt, 
not to provide !nance for) Outgrowers with the purchase of equipment and 
fer"lizer and the purchase of oil palm plan"ng materials of the most scien"!cally 
advanced proven type planted by Investor; (v) develop and manage the land area 
provided by Government for such Outgrowers’ Program; (vi) purchase all of the 
Fresh Fruit Bunches from the Outgrowers and? that the Fresh Fruit Bunches meet 
certain quality standards generally considered  to be reasonable within the palm oil 
industry worldwide; (vii) provide Outgrowers with technical knowledge and 
management skills appropriate for and in the normal course of managing 
coopera"ves; and (viii) ensure project "melines in accordance with the 
Development Plan.”15   

 
In brief, the concession agreement is requiring that the concessionaire: 

1. Designate land for outgrowers and manage that land; 
2. Help the government to select outgrowers; 
3. Help outgrowers to !nd !nancing (but not provide it themselves); 
4. Provide outgrowers with technical and management assistance; 
5. Purchase from outgrowers, assuming they are of a certain quality. 

Note that while the concession document does require concessionaires to set aside and 
manage land for outgrowers, it then encourages, but does not legally bind, concessionaires to

  

                                                           
14 Ministry of Foreign A#airs “An Act to Ra"fy the Concession Agreement between the Republic of Liberia and 

Golden Veroleum (Liberian) Inc.”  September 2, 2010 
15 Ibid. 
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help, support, and purchase from outgrowers.  There exist some economic incen!ves for 
the concessionaire to do so, although these are con!ngent on the quality of the outgrowers 
and the other support (including "nancing) that the outgrowers receive. 
 
In mining, as noted earlier in the report, legal requirements suggest but do not impose 
requirements for the use of local suppliers. A report commissioned by GIZ by Paul Jourdan16 
summarizes the origins and poten!al methods for remedying this situa!on.  The report lays 
out that the 2010 Liberian Public Procurement and Concessions Act (PPCA) is aligned with 
the na!onal sector strategy (Mineral Policy of Liberia, March 2010) and the principles of the 
“Africa Mining Vision”17. PPCA allows for auc!oning of mining contracts and includes 
elements of local procurement.  The challenge lies in the fact that the PPCA governs the 
auc!oning of mining concessions that apply to “terrains known.” The Minerals and Mining 
Law (from year 2000, outdated in many aspects) and regula!ons need upda!ng to 
harmonize with the Mineral Policy, PPCA and further laws and regula!ons. 
 
In sum, both Liberian concessions currently encourage but do not require work with local 
suppliers of good and services, except for the case of agricultural concessionaires to set 
aside and maintain land for outgrowers.  The spirit of the concessions moves toward 
posi!ve bene"ts for Liberia, although given that there are many encouragements, the actual 
bene"t may be limited. 
 
Business Environment 
 
Beyond the speci"cs required (or not) in concession agreements, a number of regula!ons 
exist in any country that promote or inhibit the Liberian sector.  Some of these regula!ons 
and procedures will have a speci"c impact on the crea!on of business linkages.  Many of 
these indicators are captured annually in the World Bank’s “Doing Business Report.” The 
Business Reform Commi#ee of the N.I.C. is convened to address some of these challenges 
and create a be#er business environment.  Of par!cular note is the fact that, according to 
the “Doing Business Report,” Liberia ranks near the bo#om globally on Registering Property 
(176 out of 183) and Enforcing Contracts (166 out of 183).18 
 
In addi!on to “Doing Business” indicators, tax law and tax incen!ves are another barrier for 
concessionaires to work with local entrepreneurs.  The current tax system allows 
concessionaires to carry out duty-free imports on certain capital items, and yet if they buy 
those same items from local distributors, they have to pay duty.  So, for example, a 
Caterpillar tractor that a concessionaire buys directly from overseas is duty-free, but if he or 
she buys the same equipment through the local supplier (unless the suppliers special-
ordered the tractor) they would have to pay duty. 

                                                           
16 Paul Jourdan “An assessment of extrac!ve sector regimes of Sierra Leone and Liberia” 23 January, 2011 
17 The strategy paper on the u!lisa!on of natural resources for development was adopted by the African heads of 
state and government at the 2009 African Union (AU) Summit. Besides the "scal bene"ts of improved natural 
resource u!lisa!on, sustainable development is sought through systema!c social and economic integra!on in 
the upstream linkages (investment in goods and services which also have a development e$ect on the local 
economy), downstream linkages (development of a domes!c industry for re"ning natural resources, further 
processing before expor!ng) and sidestream linkages (developing infrastructure for transport, energy, water and 
guaranteeing 3rd party use). 
18 The Interna!onal Finance Corpora!on “Doing Business 2011: Liberia” . 
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6.1.2. Poten al!Solu ons!
 
A number of easily achievable solu!ons to the issues iden!"ed above exist, including the 
following: 
! 1.!!Monitor!the!current!concession!agreements:!

Current concession agreements encourage the use of Liberian "rms and require 
concessionaires to “report to the Minister within 60 days following the end of each 
Financial Year on the extent to which the Concessionaire and its major contractors 
acquired during such year materials, goods and services from the preferred sources 
described in the !rst sentence of this Sec"on.”19 
 
N.I.C.!should!therefore: 

A.  Establish personnel and sta# to monitor the concession either at the Bureau of 
Concessions or within N.I.C.; 

B.  Establish a dialogue with concessionaires to let them know N.I.C. is ac!vely 
interested in and will be monitoring work with local contractors; 

C.  Request and receive informa!on from concessionaires and discuss with them 
how to con!nually improve. 

 
2.!!Develop!a!plan!for!strengthening!of!local!content!requirements!in!agricultural,!

mining,!oil,!and!other!concessions:!
 The plan would be carried out as follows: 

A. Thoroughly understand how other countries have wri$en local content 
requirements into their concessions.  Nigeria, Ghana, and South Africa may be 
par!cularly good examples of lessons learned in the oil or mining industries.  

B. Develop a strategy for how Liberia could strengthen its concessions, based on 
lessons learned and results from these other countries.  Consider how the 
Public Procurement system of preference may or may not apply, par!cularly 
given that the state is? a shareholder in many of these enterprises. 

C. Develop a phased approach to introducing these requirements. These could 
be introduced in certain sectors right away, and amended into the "ve-year 
review of exis!ng contracts. 

 
 3.!!Update!the!Minerals!and!Mining!Law!

Update the Minerals and Mining Law to align with the Minerals Policy so that for instance 
the auc!oning of mining concessions applies beyond “terrains known.” 
 
4. Con nue!to!Improve!the!Business-Enabling!Environment!

! Through the Business Reform Commi$ee and other partners, con!nue to improve the 
 Business-Enabling Environment for Liberian and Domes!c "rms, including: 

A. Review of the “Doing Business” indicators; 
B. Review and improvement to taxa!on law that may inhibit working with local 

suppliers; 
C. Other reforms as necessary. 

                                                           
 

  

19 Ministry of Foreign A#airs “An Act Ra!fying the Amendment to the Mineral Development Agreement (MDA) dated 
August 17, 2005 between the Government of the Republic of Liberia (THE GOVERNMENT) and Mi$al Steel Holding A.G. and 
Mi$al Steel (Liberia) Holding Limited (THE CONCESSIONAIRE) 
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6.2. SME Support 
 
6.2.1. Current Situa!on 
 
Di!erent from legisla"ve interven"on, the government of Liberia could undertake a number of 
interven"ons to support the development of the private sector in Liberia.  These interven"ons 
would fall in the following four areas:  

A.  Access to informa"on 
 B.  Crea"on of joint ventures and local subcontractors 
 C.  Training and capacity building 
 D.  Access to finance 
 
Access to Informa!on 
Concessionaires interviewed o#en expressed the opinion that they did not know how to $nd 
quality Liberian suppliers.  They indicated that Liberia lacks a kind of Yellow Pages (the closest is 
the LIBA Business Directory, which is primarily Monrovia-focused) and they have li%le way of 
knowing the quality of certain suppliers. 
 
Liberian $rms interviewed expressed that o#en “you have to know someone” in order to get a 
contract with a larger $rm.  They indicated that some"mes they saw tenders in the newspaper, 
but had no consistent knowledge of how to access opportuni"es.  They indicated that o#en 
when they saw tenders they believed that the bidder was already pre-chosen, or that they were 
adver"sing just to get the required number of bids.  Furthermore, Liberian $rms o#en did not 
know or understand the quality, health, and safety requirements of interna"onal 
concessionaires. 
 
Poten!al for Joint Ventures and Local Subcontractors 
The opinion was generally expressed by concessionaires that they were faced with the choice of 
either working with interna"onal suppliers who were o#en of a known quality, price, and 
reliability, or working with local suppliers who were of an unknown quality and of variable price 
and reliability.  Without a coherent program for working and developing na"onal suppliers, this 
is true, but a strong third op"on exists in the forma"on of Joint Ventures or requiring the use of 
Local Subcontractors. 
 
Concessionaires (with the assistance of the government and other actors) can facilitate the 
development of the Liberian private sector through the forma"on of Joint Ventures.  These joint 
ventures are o#en between a technically less experienced Liberian $rm and a more technically 
experienced other Liberian, Domes"c, or Interna"onal $rm.  Concessionaires can literally 
arrange the tender process and the weigh"ng of tender scoring to encourage and promote the 
crea"on of such joint ventures. These joint ventures can also progress over "me, based on 
performance, to increase the percentage of local ownership. 
 
A further strategy is to encourage the use of local subcontractors.  Again, the strategy is 
primarily used by concessionaires and will be built in as part of their scoring mechanisms for 
tenders.  Local subcontractors can gain signi$cant experience working on jobs with more 
technically experienced contractors. 
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Training and Capacity Building 
 
A number of training and capacity building schemes currently exist in Liberia, although the 
speci!c content and quality of these programs was not inves"gated during this mission.  It 
appears from conversa"ons with members of government and of the private sector that 
these ini"a"ves serve well certain segments of the popula"ons, par"cularly micro- and 
small businesses, but that more advanced and more technical assistance would be needed 
to work with some of the companies that would supply to concessionaires.  It is also not 
known how many of these programs work outside of Monrovia. 
 
Some of the current training and capacity building ini"a"ves that exist include: 

§ Spark:  Suppor"ng approximately 20 businesses/year with training and 
access to !nance.  Funded by the Netherlands. 

§ 10,000 Women:  Supports approximately 60 female entrepreneurs/year with 
training and access to !nance.  Run by CHF and funded by the Goldman 
Sachs Founda"on 

§ IFC Business Edge/SME Toolkit:  A training program and resources for 
training businesses in business basics.  The SME toolkit exists online and on 
CD-Rom, and Business Edge is a training program that is in roll-out phase.   

§ The Marketplace:  Incuba"on services for 10-15 companies.  Funded by 
Humanity United and Soros. 

§ Economic Empowerment for Adolescent Girls:  training for 2,000+ young 
women in business.  Funded by World Bank, Danes, and Nike. 

 
There also exists a group of independent Liberian business consultants (some of whom are 
cer"!ed as Business Edge trainers) that could be mobilized to provide support and capacity 
building to suppliers.  An important issue is the formaliza"on of the Liberian private sector. 
Es"mates are that up to 75% of the Liberian private sector is working informally. 
Formaliza"on of the sector is necessary to meet the standards of concessionaires.  
 
N.I.C. is currently looking to roll-out an Enterprise Development Grant Matching Scheme 
that will provide match funding to Liberian businesses to partake of training and capacity 
building. 
 
Access to Finance 
Liberia currently has eight licensed !nancial ins"tu"ons opera"ng in country.  These 
include: 

1. Access Bank 
2. Ecobank Liberia 
3. First Interna"onal Bank (Liberia) 
4. Global Trust Bank (Liberia) 
5. Global Bank Liberia 
6. Interna"onal Bank 
7. Liberian Bank for Development and Investment 
8. United Bank for Africa 
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1.  
 
Liberia Enterprise Finance Development Corpora!on (LEFDC)

 
 
Liberia has a generally underdeveloped "nancial sector for SME lending, with "nancial ins!tu!ons 
generally only issuing loans with up to a three-year repayment period.  Banks have had trouble 
iden!fying quality local projects.  This problem is in part created by the fact that Liberia to date 
has not had a credit bureau, although IFC is currently engaging with the Central Bank to set one 
up.  It also appears that Liberian SMEs o#en lack the ability to put together bankable projects.  A 
number of ini!a!ves are underway to increase lending to SMEs, including: 
 1.  Central Bank Financing Pool: Funds o$ered by the Liberian Bank to other banks at a low  
                   interest rate for SME lending; 
 2. IFC West Africa Ventures Fund:  A venture capital fund currently being set up by 
 IFC to take equity and quasi-equity stake in Liberian businesses. 
 
One major opportunity is to begin to educate and form partnerships with "nancial ins!tu!ons for 
“contract "nancing” arrangements where lending is made to SMEs in part on the strength of the 
contract that they have with large corporates. 
 
6.2.2. Poten al!Solu ons!
 
A number of concrete steps can be taken in this area to improve the support to the Liberian 
private sector.  These steps include: 
 1.! ! Improve! Informa on! Flows! between! Concessionaires! and! Liberian! and!
! Domes c!Firms!
 Signi"cant gains could be made by increasing the informa!on %ow between 
 concessionaires (and other large bodies) and Liberian and Domes!c "rms.  Vehicles 
 for this include: 
! ! A.!!Develop!a!Country-Wide!Business!Database!

The "rst step in building business linkages is to have a clear and regularly updated 
directory of businesses registered in Liberia.   Ideally, this informa!on would be both in a 
database and a print form, and would include such "elds as name and address of 
business, sector of ac!vity, year established,  turnover records, number of employees, 
and history of bank "nancing. 

B.!!Develop!a!Poten al!Supplier!Ranking!System!
One of the greatest challenges for concessionaires is to know the quality of poten!al 
suppliers.  Systems have been developed in other countries where poten!al suppliers are 
pre-screened based on standard criteria (evidence of registra!on in Liberia, evidence of 
tax payments, certain turnover size), and then those pre-quali"ed "rms can be evaluated. 
In Chad, for example, ExxonMobil worked with the Chamber of Commerce to roll out an 
evalua!on and starring system whereby poten!al suppliers were evaluated as either a 
one-, two-, three-, or four-star supplier, with room for improvement clearly designated. 

C.! ! Hold! Informa onal! Mee ngs! between! Concessionaires! and! Poten al!
Suppliers!
Organize a series of mee!ngs where concessionaires present to the Liberian business 
community their sense of their poten!al future demand, the process for tending, and 
standards that suppliers need to meet. 

D.!!Hold!a!Trade!Fair!
A trade fair is a vehicle for concessionaires and suppliers to meet one another face-to- 
face. 

In addi!on, Liberia also has a non-bank "nancial ins!tu!on:
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2. Improve Concessionaires’ Ability to Create JVS and Require Use of Local  Subcontractors 
 Partner with private sector companies to increase their abili!es and capaci!es to 
 structure contracts and opportuni!es in a way that will encourage the crea!on of Joint 
 Ventures and the use of local subcontractors. 
 
 3.  Support Training and Capacity Building Ini!a!ves 

Evaluate and support current ini!a!ves for training and capacita!ng the Liberian private 
sector.  

 
4.  Support Access to Finance Ini!a!ves 
Support the current access to "nance ini!a!ves.  Broker stronger rela!onships between 
exis!ng "nancial ins!tu!ons and poten!al suppliers to concessions.  Explore the crea!on 
of partnership, including ones based on contract "nancing. 

 
6.3. Infrastructure Development 
 
6.3.1. Current Situa!on 
 
Infrastructure is currently a constraining factor both for the growth and development of 
concessionaires and for the Liberian private sector.  Roads, ports, rail, and power are all essen!al 
founda!ons for the growth of a private sector.  Infrastructure can be thought of in two 
categories: "rst, the infrastructure that concessionaires build and how that will be used by others 
in Liberia; and second, infrastructure constraints that impact foreign, domes!c, and Liberian 
"rms. 
 
Use of Concessionaire Infrastructure 
Currently concession agreements generally make provisions for the government to use and grant 
access to infrastructure built by the concessionaire provided there is “excess capacity.” 
Agreements are agreed to be nego!ated in “good faith.”  An example from the Mi#al Steel 
amended concession agreement concerning the rail and port follows: 
 
“The GOVERNMENT shall, in consulta!on with the CONCESSIONAIRE, and on reasonable 
no!ce to the CONCESSIONAIRE, authorize third par!es’ use of excess capacity of the Railroad 
and the Buchanan Iron Ore Port, provided that the CONCESSIONAIRE con"rms that excess 
capacity exists and third party use of such excess capacity does not unreasonably interfere 
with the e#cient and economic conduct of the Opera!ons. 
 
The technical and commercial terms for such third party use of the excess capacity of the 
Railroad and/or the Buchanan Iron Ore Port shall be mutually agreed to, in good faith, 
amongst the GOVERNMENT, the CONCESSIONAIRE and such third par!es in accordance with 
accepted interna!onal standards.”20 
 
The agreement further goes on to s!pulate the process for resolu!on should the government and 
the concessionaire disagree about the use of infrastructure. 
 

                                                           
20 Ministry of Foreign A$airs “An Act Ra!fying the Amendment to the Mineral Development Agreement (MDA) dated 
August 17, 2005 between the Government of the Republic of Liberia (THE GOVERNMENT) and Mi#al Steel Holding 
A.G. and Mi#al Steel (Liberia) Holding Limited (THE CONCESSIONAIRE). 
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Whereas the provisions wri!en in concessions certainly are correct in spirit, they risk allowing 
for li!le actual bene"t to anyone beyond concessionaires.  Concessionaires’ constraints around 
infrastructure are real: The economic viability of their opera#ons depend on access to good 
infrastructure.  On the other hand, the current agreements leave a dis#nct possibility that the 
concessionaires will claim a need for total access and no bene"t to the government. 
 
Two alternates exist.  The "rst is stronger language in the concession agreement about third-
party use of infrastructure.  This may or may not be possible, depending on the speci"c case. The 
second op#on is be!er joint planning around infrastructure construc#on.  A port that needs to 
be enlarged for use by a concessionaire could be further enlarged at the same #me through a 
public/private partnership and blended funding streams.  Such ini#a#ves take more #me and 
planning but have proved very successful in such places as Madagascar, Mozambique, and South 
Africa. 
 
Development of New Infrastructure 
 
A lack of infrastructure constrains both concessionaire ac#vity and private sector growth in 
Liberia.  A lack of infrastructure means that concessionaires will tend to look outside of Liberia 
for certain goods and services.  One company interviewed, for example, indicated that if the port 
at Buchanan were be!er equipped they might purchase up to USD 5 million of water, fuel, and 
u#lisa#on of storage space there, but because of constraints they will instead use the port in 
Takoradi, Ghana. Numerous examples like this exist of infrastructure constraints. 
 
Infrastructure is currently being developed by concessionaires and by the government of Liberia. 
The important considera#on here is to plan for and develop infrastructure as an enabler of 
private sector growth, rather than more generally as a public good.  The current economic 
corridors project is a good step in this direc#on.  N.I.C. could play a roll to ensure that 
infrastructure development, and infrastructure plans are #ed in with concessionaire 
developments. 
 
7. Way Forward 
 
Given the analysis above, the N.I.C. and other actors in Liberia can take signi"cant steps to move 
the country forward in terms of building stronger business linkages between concessionaire and 
domes#c "rms. 
 
The "rst big step is for N.I.C. to create a policy and plan for building be!er linkages between 
concessionaires and the private sector.  Without an overall policy, strategy, and plan, e$orts risk 
becoming fragmented and will not have the synergies and impact that they should.  An overall 
policy and strategy should include three important elements: 
 

§ Levels of support and priori#es for Liberian vs. Domes#c "rms 
§ A strategy and mechanisms for coordina#ng between agencies and actors 
§ A process for ongoing dialogue and collabora#on with concessionaires 

 
Once a general policy and strategy is in place, a more detailed plan should be developed.  This 
plan should include: 
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§ A more detailed projec!on of concessionaires’ goods and services procurement 
needs.  This will allow N.I.C. and other actors to focus their ac!vi!es in certain 
sectors. 

§ Speci"c coordina!ng between actors and agencies. 
§ Partnership structures, including between N.I.C., the Ministry of Commerce, and 

interna!onal partners. 
 

A !meline of all the work discussed in above sec!ons looks as follows: 
 
 

Quick Wins (6 months) 
 

Policy Develop a N.I.C. policy and strategy that outlines: 
§ Levels of support for Liberian vs. Domes!c vs. 

Interna!onal businesses; 
§ A strategy and mechanism for coordina!ng 

Linkages between agencies and actors; 
§ A process for ongoing dialogue with 

concessionaires. 
Develop a detailed roll-out plan that includes: 

§ Leadership and monitoring mechanisms; 
§ Detailed understanding of procurement plans 

and projec!ons (to determine exact shape of 
partnership); 

§ Partnerships structures with concessionaires, 
Liberian businesses, and partners including IFC 
and Peace Dividend Trust. 

 

GIZ and other Int’l. 
Agencies 
 

Legal Review the Concession process with an eye to the 
following: 

§ Establish a strong monitoring of concessions; 
§ Review WMA and other countries’ 

agreements to determine best prac!ce for 
Liberia to incorporate local content 
requirements/incen!ves; 

§ Close the PPCA loophole so that local content 
is a part of all new concession agreements; 

§ Review WMA and other countries’ 
agreements to determine best prac!ce for 
Liberia to incorporate shared infrastructure 
agreements. 

Review other tax and regulatory structures for quick 
wins 

§ Review other tax and incen!ve structures for 
improvements; 

§ Review other business-enabling environment 
possibili!es. 

GIZ and other Int’l. 
Agencies 
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SME 
Support 
 

1. Develop a comprehensive SME database / 
Business Directory 
§ Directory to be accessed by  concessionaires 

to !nd local suppliers. 
2.  Develop a ranking system to score SMEs. 

§ The ranking system would either score SMEs 
by industry or produce a cross-sectorial 
ranking system (example: ExxonMobil stars 
system in Chad). 

3.  Hold Public mee"ngs between concessionaires 
and Liberians. 
§ At the public mee"ng the large companies 

would share demand projec"ons, quality 
standards, and  process for tendering. 

4.  Hold a Trade fair. 
§ Introduce concessionaires and poten"al 

suppliers 

GIZ and other Intl. 
Agencies 
 

 
Medium Term (6 months – 3 years) 
 
Policy § Roll out implementa"on of Linkages policy 

and coordina"ng e#orts. 
Interna"onal Agencies 
and the Ministry of 
Planning 

Legal § Implement new concession agreements that 
strengthen local content language; 

§ Implement new concession agreements that 
strengthen outgrower agreements; 

§ Monitor and enforce agreements with 
concessionaires; 

§ Work with the BRC and other ins"tu"ons to 
enact Doing Business reforms. 

Interna"onal Agencies; 
Ministry of Mines and 
Land, and Energy; 
Ministry of Agriculture;  
BRC 
 

SME 
Support 
 

§ Ins"tu"onalize, within Liberia, access to 
informa"on and markets informa"on 
systems; 

§ Coordinate with the Ministry of Commerce 
for high quality and ongoing training and 
capacity-building programs; 

§ Coordinate with the Ministry of Agriculture 
and USAID for support to outgrowers; 

§ Facilitate access to !nance for Liberian !rms. 
 

Ministry of Commerce,  
LEAD, 10,000 Women, 
Spark, UNESCO, CHF, 
LBBF, USAID, 
Commercial Banks, 
LEDFC, IFC Ventures 
Fund 
 

Infra-
structure 
Support 
 

§ Coordinate with the Ministry of Planning, the 
Ministry of Public Works , and private sector 
partners on the development of Growth 
Corridors. 

 

Private Sector Partners, 
Ministry of Planning, 
Ministry of Public Works 
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8. Annex A  
 
List of Publica!ons Consulted 
 
African Ins!tute of Corporate Ci!zenship  “Case study on Corporate Responsibility 
Challenges and Prospects in Liberia”  March 2010 
 
Cambridge University Press  “The Impact of Foregin Rubber Concessions on the Liberian 
Economy, 1966-71”  March 2010 
 
Cardno  “Na!onal Outgrower Programme for Liberia Op!on Paper”  January 2011 
 
Corporate Responsibility Forum Liberia  “Strategy to promote sustainable business in Liberia 
2011-2012” 
 
Department of Agriculture  “Dra" Tree Crops Development Strategy” 
 
Eric Werker  “Private-Sector Development in Liberia”  August 17, 2010 
 
FIAS: The Investment Climate Advisory Service  “Liberia: Removing Barriers to Enterprise 
Formaliza!on”  June 2007 
 
Government of the Republic of Liberia  “2008 Na!onal Popula!on and Housing Census” 
 
Her Excellency Ellen Johnson Sirleaf “Annual Message to the Fi"h Session of the 52nd 
Na!onal Legislature of the Republic of Liberia”  25 January, 2010 
 
Interna!onal Monetary Fund “World Economic Outlook: Recovery, Risk and Rebalancing” 
October 2010 
 
Ministry of Commerce and Industry  “Liberia Allevia!on and Wealth Crea!on through Small 
Enterprise Development”  December 2010 
 
Ministry of Commerce and Industry  “Liberia Na!onal Industrial Policy and Strategy”  April 
2010 
 
Ministry of Foreign A#airs, various concession agreements 
 
Ministry of Lands, Mines & Energy   “Regula!ons Governing Explora!on under a Mineral 
Explora!on License of the Republic of Liberia” March 2010 
 
Na!onal Investment Commission  “Five-Year Business Plan for The Na!onal Investment 
Commision (NIC) of Liberia  2008-2013”  June 23, 2008 
 
Paul Jourdan “An assessment of extrac!ve sector regimes of Sierra Leone and Liberia” 23 
January, 2011 
 
Peace Dividend Trust “Economic Impact of Peacemaking”  March 2006 



30

Public Procurement & Concessions Commission “A Policy of Margin of Preference for 
Liberian and Domes!c Business” October 11, 2006 
 
Republic of Liberia  “Liberia’s Vision for Accelera!ng Economic Growth: A Development 
Corridor Desk Study”   
 
Republic of Liberia  “The Investment Act of 2009:  Repealing and Replacing the Investment 
Incen!ves Act of 1973”   
 
Republic of Liberia Infrastruture Implementa!on Unit “Dra" Agro-Industrial Development 
Framework”   May 2010 
 
The Interna!onal Finance Corpora!on “Doing Business 2011: Liberia”Peace Dividend Trust  
 
World Bank  “Liberia Tapping Nature’s Bounty for Bene#ts of All”  December 2008 
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9.  Annex B

Selec•on of the list of interviews

GOVERNMENT OF LIBERIA 
Ministry of Agriculture  
Ministry of Commerce  
Ministry of Lands, Mines, 
and Energy  
Ministry of Planning and 
Economic A!airs  
  
Na"onal Investment Commission

PARTNERS  
African Governance 
Ini"a"ve (AGI)  
German Development 
Coopera"on - GIZ
Interna"onal Finance Corpora"on 
(IFC)  
  
LEDFC  
  
Liberia Be#er Business Forum 
Liberia Chamber of Commerce 
Peace Dividend Trust  
US Embassy  
  
PRIVATE SECTOR  
ArcelorMi#al  
Bassa Business Community  
BHP Billiton  

Buchanan Renewables  
Chevron

China – Union Investment  
LIBA  

Business Community in 
Monrovia and Buchanan
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Further copies of this document 
can be obtained from Na!onal Investment Commission in print 

(info@nic.gov.lr)

So" copies are available for download on 
www.nic.gov.lr 


