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Investee	
  Characteris8cs	
  

Market-­‐Based	
  Solu0on	
  
(Monitor	
  Group,	
  2011)	
  
1.  Financially	
  self-­‐sustaining	
  	
  
2.  Scalable	
  and	
  reach	
  

significant	
  numbers	
  of	
  low-­‐
income	
  people	
  

3.  Provides	
  tangible	
  social	
  
benefit	
  to	
  low-­‐income	
  
people	
  (via	
  product	
  or	
  
service)	
  

	
  
	
  

Observa8ons	
  
•  Needs	
  to	
  have	
  at	
  least	
  one	
  

revenue	
  stream	
  
•  Can	
  vary	
  in	
  terms	
  of	
  legal	
  

form	
  –	
  nonprofit,	
  co-­‐op,	
  
private	
  firm,	
  etc.	
  

•  Scale	
  is	
  subjec8ve	
  and	
  
rela8ve	
  to	
  region/issue	
  

•  Must	
  have	
  inten8onal	
  social	
  
impact	
  (customer,	
  employee	
  
or	
  beneficiary)	
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Social	
  Enterprises	
  in	
  Ghana	
  

3	
  Source:	
  Bri8sh	
  Council	
  and	
  ODI	
  (2015)	
  Social	
  Enterprise	
  Landscape	
  in	
  Ghana	
  

“Any	
  defini*on	
  and	
  understanding	
  	
  
of	
  social	
  enterprise	
  used	
  in	
  Ghana	
  will	
  
benefit	
  from	
  being	
  explicit	
  that	
  the	
  
commercial	
  viability	
  of	
  a	
  social	
  enterprise	
  
is	
  as	
  important	
  as	
  its	
  social	
  mission.	
  “	
  



Example:	
  Farm	
  Shop	
  (Kenya)	
  

4	
  Source:	
  Farm	
  Shop	
  



Scalable	
  Business	
  Models	
  

5	
  Source:	
  Kubzansky,	
  Cooper,	
  Barbary	
  	
  (2011)	
  Promise	
  and	
  Progress:	
  Market-­‐based	
  Solu8ons	
  to	
  Poverty	
  in	
  Africa	
  

1.  Smallholder	
  farmer	
  aggregators	
  (e.g.	
  credit,	
  storage)	
  

2.  Distribu8on	
  and	
  sales	
  via	
  improved	
  informal	
  shops	
  

3.  Private	
  voca8onal	
  training	
  (e.g.	
  service	
  industry	
  in	
  SA)	
  

4.  “Last	
  mile	
  infrastructure”	
  (e.g.	
  water,	
  electricity)	
  

5.  Mobile-­‐enabled	
  non-­‐financial	
  services	
  (e.g.	
  educa8on)	
  

6.  Distribu8on	
  through	
  direct	
  sales	
  force	
  (e.g.	
  solar	
  panels)	
  

7.  Pay	
  per	
  use	
  models	
  (e.g.	
  water,	
  electricity,	
  mobile)	
  

8.  Mobile	
  money,	
  microsavings	
  and	
  microinsurance	
  	
  



How	
  Investees	
  Create	
  Impact	
  
•  Low-­‐income	
  people	
  as	
  Customers	
  (i.e.	
  address	
  issues	
  of	
  

access,	
  affordability)	
  
•  Low-­‐income	
  people	
  as	
  Employees	
  (i.e.	
  address	
  issues	
  of	
  

access	
  to	
  opportunity,	
  new	
  markets)	
  
•  Low-­‐income	
  people	
  as	
  Suppliers	
  (i.e.	
  address	
  issues	
  of	
  

access	
  to	
  markets,	
  inclusive	
  hiring,	
  aggrega8on	
  of	
  
product,	
  access	
  to	
  credit)	
  

•  Low-­‐income	
  people	
  as	
  Agents,	
  Distributors,	
  and	
  
Entrepreneurs	
  (i.e.	
  address	
  issues	
  of	
  access	
  to	
  
opportuni8es,	
  access	
  to	
  markets	
  and	
  credit,	
  product/
service	
  innova8on)	
  

•  Low-­‐income	
  Households	
  and	
  Community	
  (indirect)	
  
6	
  Source:	
  Drawing	
  on	
  Kubzansky,	
  Cooper,	
  Barbary	
  	
  (2011)	
  



Extending	
  the	
  Impact	
  Value	
  Chain	
  	
  

7	
  Source:	
  	
  E.T.	
  Jackson	
  and	
  Associates	
  (2015)	
  

Social	
  Enterprise	
  
(e.g.,	
  Educa0on,	
  

Health)	
  

Access	
  to	
  Health	
  
Services	
  

Family	
  Nutri0on	
  

Revenue	
  from	
  
Other	
  Businesses	
  

	
  Real	
  Value	
  of	
  
Family	
  Assets	
  
(e.g.,	
  Housing)	
  

	
  Impact	
  
Investor	
  

	
  Investment	
  Fund	
  Product	
  
-­‐ Debt	
  (Loans,	
  Guarantees)	
  
-­‐ Equity	
  and	
  Quasi-­‐Equity	
  	
  

	
  SME	
  in	
  Poor/	
  
Emerging	
  
Region	
  	
  

Employee	
  
Income Household	
  	
  

Access	
  to	
  
Educa0on	
  and	
  

Training	
  

Owner	
  	
  
Income	
  

Financial	
  Services	
  
Ins0tu0on	
  (e.g.,	
  
Microfinance)	
  

Green/Social	
  
Infrastructure	
  	
  

(e.g.,	
  Wind	
  Farms)	
  

Services	
  to	
  
Beneficiary	
  	
  

(e.g.,	
  Borrower,	
  	
  
Smallholder,	
  
Consumer)	
  

Segment	
  3	
  Segment	
  1	
   Segment	
  2	
  

Environmental	
  
Benefits	
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Different	
  Pathways	
  to	
  Scaling	
  

8	
  Source:	
  Dalberg	
  (2012)	
  Catalyzing	
  Smallholder	
  Agricultural	
  Finance	
  



Investee	
  Lifecycle	
  and	
  Varying	
  Needs	
  

9	
  Source:	
  Koh,	
  Karamchandani	
  and	
  Katz	
  (2012)	
  From	
  Blueprint	
  to	
  Scale	
  



Matching	
  Financing	
  to	
  the	
  Need	
  

10	
  Source:	
  Alex	
  Nicholls	
  and	
  Cathy	
  Pharoah	
  (2008)	
  The	
  Landscape	
  of	
  Social	
  Investment.	
  



Challenges	
  and	
  Barriers	
  	
  

•  Lack	
  of	
  financing	
  op0ons	
  apart	
  from	
  commercial	
  banks.	
  Angel	
  
investor,	
  venture	
  capital,	
  and	
  private	
  equity	
  markets	
  are	
  s8ll	
  very	
  small.	
  	
  

•  High	
  collateral	
  requirements	
  for	
  loans.	
  Banks	
  are	
  very	
  risk	
  averse,	
  and	
  
do	
  not	
  tailor	
  their	
  products	
  or	
  services	
  to	
  meet	
  social	
  enterprise	
  needs.	
  	
  

•  Capacity	
  gaps.	
  Enterprises	
  face	
  challenges	
  maintaining	
  robust	
  systems	
  
e.g.	
  financial	
  records,	
  human	
  resources,	
  governance,	
  and	
  marke8ng.	
  	
  

•  High	
  cost	
  of	
  doing	
  business.	
  Poorly	
  developed	
  infrastructure	
  makes	
  it	
  
difficult	
  to	
  bring	
  products	
  to	
  market.	
  This	
  adds	
  complica8ons	
  for	
  
enterprises	
  already	
  struggling	
  to	
  secure	
  customers	
  and	
  expand.	
  

•  Difficulty	
  conforming	
  to	
  differing	
  investor	
  requirements.	
  Investors	
  
have	
  differing	
  and	
  some8mes	
  cumbersome	
  requirements	
  to	
  sa8sfy	
  
their	
  due	
  diligence	
  ac8vi8es.	
  	
  

11	
  Source:	
  Dalberg	
  and	
  GIIN	
  (2015)	
  	
  Landscape	
  for	
  Impact	
  Inves8ng	
  in	
  West	
  Africa	
  



Unpacking	
  Investee	
  Challenges	
  

1.  Geing	
  the	
  business	
  model	
  right…	
  or	
  geing	
  the	
  right	
  business	
  
model?	
  (i.e.	
  mee8ng	
  market	
  need/pain	
  point)	
  

2.  “Investment	
  readiness”	
  to	
  put	
  capital	
  to	
  work	
  

3.  Whether	
  capital	
  is	
  the	
  most	
  pressing/compelling	
  need	
  

4.  Understanding	
  scale	
  within	
  sector,	
  region,	
  customer	
  group	
  

5.  To	
  what	
  extent	
  is	
  impact	
  embedded	
  in	
  the	
  business	
  model	
  

6.  Entrepreneur’s	
  desire	
  for	
  control	
  (for	
  equity	
  financing)	
  
7.  Investor	
  expecta8ons	
  around	
  risk	
  rela8ve	
  to	
  return	
  &	
  impact	
  

8.  Substan8al	
  difference	
  between	
  real	
  and	
  perceived	
  risks	
  
9.  Cultural	
  norms	
  around	
  entrepreneurship	
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The	
  Importance	
  of	
  Intermediaries	
  

13	
  Source:	
  Dalberg	
  and	
  GIIN	
  (2015)	
  	
  Landscape	
  for	
  Impact	
  Inves8ng	
  in	
  West	
  Africa	
  



Combina8on	
  of	
  Supports	
  Required	
  

14	
  Source:	
  Roberts	
  et	
  al.	
  (2016)	
  What’s	
  Working	
  in	
  Startup	
  Accelera8on:	
  Insights	
  from	
  15	
  Village	
  Capital	
  Programs	
  	
  



Test	
  and	
  Validate	
  Needs/Assump8ons	
  

15	
  Source:	
  Roberts	
  et	
  al.	
  (2016)	
  What’s	
  Working	
  in	
  Startup	
  Accelera8on:	
  Insights	
  from	
  15	
  Village	
  Capital	
  Programs	
  	
  



Strategies	
  for	
  Strengthening	
  Investees	
  

•  Business	
  incubators	
  and	
  accelerators	
  

•  Technical	
  assistance	
  (sector-­‐specific)	
  

•  Access	
  to	
  professional	
  networks	
  

•  Joint	
  marke8ng	
  and	
  branding	
  

•  Local	
  investor/intermediary	
  engagement	
  

•  Expand	
  ac8vity	
  beyond	
  major	
  urban	
  centres	
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