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PrEfAcE And cAvEATS

Innovations Against Poverty (IAP) commenced in 2011 and this 
BKÁͱMJÁ˓JKLÁ�$GͱOE>=@>Á�P<A:G@>Á+>HͱJL� ÁÁ0ABE>Á"�)ÁBKÁO>EEÁ
underway, about to close the fourth application cycle for grants, 
most grantee projects are still at early stages. IAP relies on 
information provided by companies in application forms, base-
line forms, and in our discussions. As the entrepreneurs would 
be more active in implementing their project than in reporting 
back on their progress we realise that the data is not always 
robust. Further problems arise when drawing aggregations and 
comparisons, as projects are diverse. In order to identify trends 
and draw out insights, we add a large measure of interpretation 
by IAP team members. While based on the evidence we have, 
this adds further subjectivity. For all these reasons, this report 
should be interpreted as a provisional report on what has been 
learnt initially from IAP. 

This report draws on the Portfolio Review of IAP, done in 
November 2012, which summarises information about grantees 
based on 29 baseline reports completed so far. In most cases 
therefore, when data and percentages are given, sample size 
(N) =29. The Portfolio Review provides more information on 
the nature of grantees and anticipated results, and will shortly 
be available at http://businessinnovationsfacility.org/page/all-
innovation-against poverty.

-ABKÁJ>HͱJLÁ=ͱ>KÁGͱLÁ@ͱÁBGLͱÁ=>L:BEÁͱGÁ:GQÁKH><B˓<ÁHJͱC><L�Á�Á
)JͱC><LÁ)Jͱ˓E>Á?ͱJÁ>:<AÁHJͱC><LÁ<ͱGLJ:<L>=ÁBGÁLA>Á"�)ÁHͱJL?ͱEBͱÁ
can be found at http://businessinnovationsfacility.org/page/all-
innovation-against poverty.

1 InTroducTIon

1.1 CONTExT
Recently, both the business and the donor community have 
shown an increasing interest in Inclusive Business (IB). IB is 
BGLJBGKB<:EEQÁ:HH>:EBG@Á;QÁͱ˒>JBG@ÁKͱEMLBͱGKÁLͱÁHͱN>JLQÁLA:LÁ=ͱÁ
not rely on subsidy, but rather on business drivers that can take 
solutions to scale. 

As a concept it does, however, remain relatively unproven and, 
in practice, entrepreneurs face many challenges. Inclusive 
business is currently, perhaps, at a tipping point: there are 
many ideas and pilots, some have achieved proof of concept, 
and a few are expanding or reaching scale. IB is possibly where 
FB<Jͱ˓G:G<>ÁO:KÁͬ��ͭ�ÁQ>:JKÁ:@ͱ�Á-A>J>?ͱJ>ÁBLÁBKÁN>JQÁBFHͱJ-
tant to share experience and speed up the learning process for 
everyone engaged in IB.

1.2 PURPOSE OF IAP
Innovations Against Poverty is designed for companies that are 
based or operate in a poor country. The programme functions 
as a risk sharing mechanism for sustainable business ventures 
(commercial companies or market oriented organisations) 
which have a strong potential to reduce poverty. It aims at cata-
lysing innovative inclusive business models by providing early 
stage grant support to organisations of various sizes across 
=B˒>J>GLÁK><LͱJKÁ:G=Á@>ͱ@J:HAB>K�Á

The IAP programme was set up by the Swedish International 
Development Cooperation Agency (Sida) to stimulate innova-
tions by the private sector that could lead to the emergence 
of new products and services that can help poor people help 
themselves. The logic behind IAP as an example of development 
funds being spent in support of IB is outlined  below. 
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THE LOGIC OF IAP SUPPORT FOR INCLUSIVE BUSINESS

IncluSIvE BuSInESS
2FCÐRCPKÐGLAJSQGTCÐ@SQGLCQQÐPCDCPQÐRMÐNPM˿R?@JCÐAMPCÐ
business activity that also tangibly expands opportuni-
ties for the people at the base of the economic pyramid 
(BoP). Such business ventures engage poor people as 
producers, suppliers, employees, distributors, consum-
ers - or even as innovators. 

BASE of THE PyrAmId (BoP)
In economic terms, this refers to the poorest socio-eco-
nomic group from a global perspective. In sub-Saharan 
Africa as well as South Asia, over seventy percent of 
people live on less than $2 a day. 

The phrase “base of the pyramid” is used in particular by 
people developing new models for doing business that 
deliberately target that demographic segment. ‘The BoP’ 
is the shorthand used to refer to the low-income people 
that are usually hard to reach but are engaged in and 
@CLC˿RÐDPMKÐGLAJSQGTCÐ@SQGLCQQi. 
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In the diagram on the previous page, the pink boxes outline 
the illustrative logic of a company developing and implement-
BG@Á:GÁ"G<EMKBN>Á�MKBG>KKÁFͱ=>E�Á"LÁBKÁ:KKMF>=ÁLA:LÁ>˒><LBN>Á
implementation delivers commercial return, which in turn drives 
growth. If the IB business is successful it will result in social 
gain. Because of the commercial drivers, growth is self-sustain-
BG@Á:G=ÁLA>Á;MKBG>KKÁ;>G>˓LKÁ<:GÁ@ͱÁLͱÁK<:E>Á:G=ÁJ>:<AÁF:GQÁ
people at the base of the pyramid.

It is, however, increasingly recognised that organisations face 
barriers (grey box) that may slow down the IB development pro-
cess or prevent a company from moving forward altogether. The 
aim of IAP support is most certainly not to provide any ongoing 
subsidy to Inclusive Business, which would contradict the logic 
of this approach, but to help an organisation overcome some 
of those barriers by sharing risk early on in the innovation cycle. 
The aim is that ultimately some of the IB models will expand 
and go to scale. Once an IB model is ‘proven’, donor input is no 
longer needed: commercial success then provides the driver for 
sustainability and growth.

0ABEKLÁLA>ÁMELBF:L>Á:BFÁBKÁLͱÁ:<AB>N>Á;>G>˓LKÁ:LÁLA>Á�ͱ)
ÁLA>Á?MEEÁ
impact is not necessarily expected to be realised for the major-
ity of the IAP grantees during the IAP project period. The IAP 
HJͱ@J:FF>ÁKMHHͱJLKÁHJͱC><LKÁLA:LÁ:J>Áͱ˗>GÁBGÁLA>BJÁN>JQÁ>:JEQÁ
KL:@>KÁͱ?Á"�Á=>N>EͱHF>GLÁ:G=ÁLA>ÁFͱKLÁKB@GB˓<:GLÁ=>N>EͱHF>GLÁ
results will emerge when some of the projects grow – either 
through direct expansion, or by other companies adopting and 
adapting their business model. Given the fact that lead times are 
EBD>EQÁLͱÁ;>Á:JͱMG=Á˓N>ÁQ>:JK
ÁLABKÁBKÁ>PH><L>=ÁLͱÁͱ<<MJÁ:˗>JÁLA>Á
end of the current programme. Thus reporting can only estimate 
trajectories, and full results will need to be assessed at a later 
stage.

1.3 PURPOSE OF THIS REPORT
The purpose of this report is to share information on the IAP 
portfolio and some preliminary insights into the progress of the 
projects and lessons that IAP is learning. It strives to stimulate 
debate and supports the overall IB agenda of Sida and other 
relevant stakeholders. 

2 IncluSIvE BuSInESS ProjEcTS 
 SuPPorTEd By IAP

2.1 TYPES OF INCLUSIVE BUSINESS SUPPORTED
�QÁ=>˓GBLBͱG
Á:EEÁÁ"�)�KMHHͱJL>=ÁHJͱC><LKÁ:BFÁLͱÁ>G@:@>ÁH>ͱHE>Á
at the base of the pyramid somewhere in their value chain – 
either buying produce from them, providing opportunities for 
them as entrepreneurs or employees, or increasing their access 
as consumers to useful goods and services. They are, or intend 
to be, ‘inclusive’.

But beyond that, they are innovative. They are usually not well-
established businesses already sourcing metric tonnes from 
farmers or selling to thousands in the BoP markets. They are 
developing and trialling new approaches. This is why they need 
– and qualify for – IAP support. This means the projects tend 
to be at early stages of project maturity: pilot stage and proof 
of concept. As of October 2012, 93% of projects are considered 
to be either at ‘Blueprint and Design’ or ‘Early Operation and 
Validation’ stage based on the IAP maturity indexii. 

Small grant recipients are more heavily clustered at early stages 
of project maturity, particularly at ‘Blueprint and Design’ stage 
(61% compared to just 27% of large grant recipients). This is an 
expected result of small grants targeting the development of 
innovative models rather than implementing or scaling up exist-
ing approaches.

For example:

kÁ "GÁLA>Á>G>J@QÁK><LͱJ
Á,MGGQÁ)>ͱHE>ÁBKÁ=>N>EͱHBG@Á:ÁHͱJL�Á Á
 able solar powered mobile phone charger, while GreenLaiti is  
 developing a gel that is intended to be a cheap    
Á :G=Á?M>E�>˕<B>GLÁ:EL>JG:LBN>ÁLͱÁ<A:J<ͱ:EÁ?ͱJÁ<ͱͱDBG@�

kÁ "GÁLA>Á:@JB<MELMJ:EÁK><LͱJ
ÁLOͱÁHJͱC><LKÁ:J>ÁOͱJDBG@ÁOBLAÁÁ Á
 farmers to develop moringa-based products, processing,   
 and marketing (Imagine Rural Development Initiative (IRDI)   
 and elementaire sarl) which are not yet well established on   
 their target markets.

kÁ 0BLABGÁK:GBL:LBͱGÁ:G=ÁA>:ELA
Á,:G>J@QÁBKÁ=>N>EͱHBG@ÁE:N:LͱJB>KÁÁ
 for slums, while Bonzun aims to develop online health 
 information.

2.1.1 SECTORAL FOCUS
The sectors most commonly represented in the IAP portfolio at 
present are
kÁ �@JB<MELMJ>Á�Á�ͱͱ=
kÁ �G>J@QÁ�Á"G?J:KLJM<LMJ>Á
kÁ 0:L>J
Á,:GBL:LBͱGÁ:G=Á0:KL>Á&:G:@>F>GL
kÁ !>:ELA
kÁ �BG:G<>

Broadly speaking, small grants are more concentrated in the 
agriculture and food sector, while large grants are more dis-
persed. The largest concentration of large grants is in energy (3 
projects) and sanitation and waste management (3 projects).

SECTORAL FOCUS OF IAP GRANTEES, OCTOBER 2012

Giving each project a strict single-sector label however, can be 
misleading, since a number of projects straddle sectors. This is 
LͱÁ;>Á>PH><L>=
ÁKBG<>ÁBGGͱN:LBͱGÁN>JQÁͱ˗>GÁA:HH>GKÁBGÁLA>ÁͱN>J-
lap of sectors. Waste management initiatives crossover into en-
ergy generation in the case of W2E and Greenway. Makit’s Ruby 
Cup (reusable menstrual cup) links to both health and waste 
management. Many projects across the sector harness mobile 
:G=ÁBGL>JG>LÁL><AGͱEͱ@Q
Á:KÁLA>Á˓@MJ>Á;>EͱOÁKAͱOK�Á"G=>>=
ÁBGÁ
the case Finaccess, this could be considered as a project in the 
˓G:G<B:EÁK><LͱJÁ�:KÁBGÁLA>Á:G:EQKBKÁ:;ͱN>�
ÁͱJÁ:KÁ:GÁ"�-ÁHJͱC><L�

2.1.2 INVOLVEMENT OF PEOPLE AT THE ‘BASE OF   
  THE PYRAMID’
1EBà?BKB̪@F>OFBP are generally low-income people: they may 
be urban or rural, but are not well networked into modern urban 
services. The majority of the projects (66%) engage people 
at the BoP as consumers of goods and services as primary 
;>G>˓<B:JB>K�Á-A>Á;MKBG>KK>KÁ:J>ÁHJͱ=M<BG@Á:G=ÁK>EEBG@Á@ͱͱ=KÁ
or services that are useful to households and usually inacces-
KB;E>
ÁMG:˒ͱJ=:;E>
ÁͱJÁGͱLÁͱ?Á:HHJͱHJB:L>ÁIM:EBLQ�Á-A>K>ÁBG<EM=>Á

solar powered lighting and charging, health care, sanitation 
products and services, food additives, cooking fuel and stoves, 
O>:LA>JÁ?ͱJ><:KLK
Á˓G:G<B:EÁK>JNB<>K
Á:G=Á:@JB<MELMJ:EÁ:=NB<>�Á"GÁ
most cases, low-income people will be buying these services at 
low-cost, although in a few cases the revenue model is based 
on other fees.    

Around a thirdiiiÁͱ?ÁLA>ÁHJͱC><LKÁ;>G>˓LÁLA>Á�ͱ)ÁBGÁ:Á=B˒>J>GLÁO:Q�Á
providing opportunities for them as producers or entrepreneurs 
to earn a living. Some agricultural projects are helping farmers 
sell their produce – such as Lotus Foods (with rice farmers) 
and Eco-Micaia (with baobab producers). Two waste projects 
�3:GJ><Á)E:KLB<KÁ:G=Á0:KL>Á/>GLMJ>K�Á:J>ÁFͱKLÁ=BJ><LEQÁ;>G>˓L-
ing waste-pickers, who can thus gain a livelihood, although 
the service will also provide a positive environmental impact at 
community level.

&:GQÁHJͱC><LK
ÁAͱO>N>J
Á:BFÁLͱÁ;>G>˓LÁ;ͱLAÁ<ͱGKMF>JKÁ:G=Á
entrepreneurs at the BoP. Most of the energy-focused projects 
– Vagga till Vagga, Sunny People, Nuru Energy, Greenway, 
Hi Nation, GreenLaiti and W2E – are structured so that local 
>GLJ>HJ>G>MJKÁOBEEÁ:EKͱÁ@:BGÁBG<ͱF>
ÁBGÁ:==BLBͱGÁLͱÁ;>G>˓LKÁLͱÁ
consumers.  

�KÁ<:GÁ;>ÁK>>GÁBGÁLA>Á˓@MJ>Á;>EͱO
ÁOͱF>GÁ?>:LMJ>ÁKLJͱG@EQÁ
:FͱG@KLÁLA>ÁBGL>G=>=Á;>G>˓<B:JB>K�Á0ABE>Á��ÁHJͱC><LKÁ>PH><LÁLͱÁ
;>G>˓LÁF>GÁ:G=ÁOͱF>GÁ>IM:EEQ
Á>N>GÁFͱJ>Á��ͬ�Á>PH><LÁOͱF>GÁ
LͱÁ?ͱJFÁLA>ÁF:CͱJBLQÁͱJÁ:EFͱKLÁ:EEÁͱ?ÁLA>BJÁ;>G>˓<B:JB>K�ÁÁ�ͱJÁ>P-
ample, Makit’s Ruby Cup and Swedstream’s ultrasound system 
KH><B˓<:EEQÁL:J@>LÁOͱF>GÁ:G=Á@BJEKÁͱ?ÁJ>HJͱ=M<LBN>Á:@>�Á0ABE>Á
HiNation and GreenLaiti expect more than half the users of their 
lights and cooking fuels to be women.  Only six projects expect 
LͱÁ;>G>˓LÁF>GÁFͱJ>ÁLA:GÁOͱF>G
ÁFͱKLÁͱ?ÁOAB<AÁ:J>ÁL:J@>LBG@Á
farmers.
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2.1.3 INNOVATION: WHAT DOES IT LOOk LIkE  
  IN AN IB CONTExT?
Innovation does not mean invention, but is more about creative 
solutions – taking ideas and combining them in new ways to 
create new products, services and business models. Develop-
BG@Á:Á;MKBG>KKÁFͱ=>EÁLA:LÁOͱJDKÁͱGÁEͱOÁBG<ͱF>ÁF:JD>LKÁͱ˗>GÁ
requires innovative ideasiv. 

Sometimes the innovation is the product or service itself: e.g. 
Greenway’s waste to heat converter is an innovative technol-
ogy that captures heat released from cooking and converts it to 
electricity that a household can use for lighting.  

But technological innovation is only a small part of innovation 
for IB. Many projects are adapting existing products and innovat-
ing in other aspects of the business model, particularly on how 
=BKLJB;MLBͱGÁLͱÁ�ͱ)ÁF:JD>LKÁͱ<<MJK�Á-A>Á˓@MJ>Á;>EͱOÁͱMLEBG>KÁ
the main areas of innovation for the current projects. 

MAIN AREAS OF INNOVATION

�KÁLA>Á:;ͱN>Á˓@MJ>ÁKAͱOK
ÁBGGͱN:LBͱGÁ<:GÁ;>Á?ͱMG=Á:GQOA>J>Á
in the business model. We particularly look for innovation in the 
type of product/service, and/or how it is produced, and/or how 
it is distributed and marketed. 18 projects score ‘High’ in at least 
one of these areas, but none score high in all three. 

Overall, high levels of innovation occur most commonly (in 11 
projects) in the product or service. This includes bug farming 
BGÁ"��(
Á˓G:G<B:EÁKQKL>FKÁBGÁ�BG:<<>KK
ÁBGL>JG>LÁ>P<A:G@>ÁBGÁ
Cafédirect, nutritional products in elimentaire sarl, and energy 
services in a number of projects. 

Is there innovation in 
the product/service?

Is there innovation 
in the production

Is there innovation in 
the distribution/market

High Medium Low

11
14

4 5

16 17

3

8 9

However there are also 9 projects scoring high on innovation in 
the distribution model. These include some of the same projects 
that score high on the product/service level (e.g. Finaccess, 
elimentaire sarl) and some others (e.g. Pamoja, Makit).    

"GGͱN:LBͱGÁBGÁ=BKLJB;MLBͱGÁBKÁ:;ͱMLÁ˓G=BG@ÁG>OÁG>LOͱJDKÁ:G=Á
models. d.Light is exploring new ways to market solar power by 
EBGDBG@ÁOBLAÁFB<Jͱ�˓G:G<>ÁG>LOͱJDK�Á,:G>J@QÁBKÁL>KLBG@ÁAͱOÁLͱÁ
F:D>ÁE:N:LͱJB>KÁBGÁKEMFKÁ:<<>HL:;E>Á?ͱJÁMK>JKÁ:G=ÁHJͱ˓L:;E>Á?ͱJÁ
micro-entrepreneurs. In these cases the product certainly must 
;>Á:=:HL>=Á:G=Á:˒ͱJ=:;E>Á?ͱJÁLA>Á�ͱ)ÁF:JD>L
Á;MLÁLA>Á@J>:L>KLÁ
BGGͱN:LBͱGÁBKÁBGÁAͱOÁF:JD>LBG@Á<A:GG>EK
Á<ͱGKMF>JÁ˓G:G<BG@
Á
and revenue streams are put togetherv.

There is also variability in how the companies themselves 
embrace learning and innovation. An innovation study done in 
2011vi, which also included the IAP large grantees at the time, 
indicates that social business ventures that have a strong focus 
on solving social problems using commercial models are more 
likely to succeed than those starting out with a general motive 
of making ‘good’, social impactvii.

This study also showed that companies with the highest innova-
tion capability are those using an open innovation process. Even 
more importantly – these companies address the question of 
how to create market demand.

There are two main areas where IAP companies would ben-
>˓LÁ?JͱFÁ?MJLA>JÁ:G:EQKBKÁ:G=ÁLA>Á:==BG@Áͱ?ÁFͱJ>ÁJ>KͱMJ<>K�Á
Strengthening of knowledge acquisition in the research and 
development process (for example connecting to more experts 
and seeking networks internationally, which can help solve a 
problem) and not getting locked into a particular product or 
services design too early.

2.2 WHAT kIND OF COMPANY IS SUPPORTED?
Around the world, companies developing IB vary from the start-
up and the social enterprise, to the well-established domestic 
conglomerate and the multinationalviii. 

In the IAP portfolio, the majority (79%) are start-up businesses, 
for whom their inclusive business model is their core business. 
For example, Makit is a start-up business and the development 
of the menstrual cup is their core business operation. Similarly, 
Nuru Energy is a start up business, although expanding and in-
creasingly well known. Developing, manufacturing and distribu-
tion of portable lights and PowerCycle recharging mechanisms 
to India make up the core business operation. 

There is some variation in organisation type.  For example, 
ICCO is an NGO-led project where an established organisation 

is looking to develop cricket farming as an inclusive business, 
supported by the organisation but which remains external to it: 
the ‘business people’ will be farmers and distributors. Text to 
Change is an established NGO that has established a separate 
entity, a Ugandan registered company called Research Africa, 
which manages the IAP funded project. GSS, with its local 
sourcing initiative, is an example of an established medium 
sized company with an IB venture that is an addition to core 
business.

The focus of organizations in the IAP portfolio can range from 
?ͱJ�HJͱ˓LÁ<ͱFH:GB>KÁBFHE>F>GLBG@ÁBG<EMKBN>Á;MKBG>KKÁFͱ=>EKÁLͱÁ
NGOs that are implementing commercially sustainable projects. 
-A>ÁHJͱ@J:FF>ÁMK>KÁLA>Á?ͱEEͱOBG@Á<:L>@ͱJB>KÁ:KÁ=>˓GBLBͱGK�

kÁ Social enterprise – an organization that applies commercial   
 strategies to maximize improvements in human and 
Á >GNBJͱGF>GL:EÁO>EE�;>BG@
ÁJ:LA>JÁLA:GÁF:PBFBKBG@ÁHJͱ˓LK�Á

kÁ commercializing nGo – NGOs that are establishing compa-  
Á GB>KÁ;QÁKHBGGBG@Áͱ˒Á:GÁ>PBKLBG@ÁHJͱ@J:FF>ÁBGLͱÁ:Á<ͱFÁ Á
 mercial business. 

kÁ !MKKCPAG?JÐNPM˿R�K?IGLEÐ@SQGLCQQ – a corporation that is   
Á BGL>G=>=ÁLͱÁͱH>J:L>Á:Á;MKBG>KK
ÁOAB<AÁOBEEÁJ>LMJGÁ:ÁHJͱ˓LÁLͱÁÁ Á
 the owners.  These grantees are implementing business   
Á Fͱ=>EKÁLA:LÁ;>G>˓LÁH>ͱHE>ÁEBNBG@ÁBGÁHͱN>JLQ�Á

�:K>=ÁͱGÁLA>K>Á=>˓GBLBͱGK
Á<MJJ>GLEQÁ��ґÁ:J>Á<ͱGKB=>J>=Á:KÁ
Social Enterprises, 10% are Commercialising NGOs and 11% are 
<ͱGKB=>J>=Á:KÁ<ͱFF>J<B:EÁHJͱ˓LÁF:DBG@Á;MKBG>KK>K�Á

So far IB projects are supported by IAP in 14 countries (see 
map). The location should not be interpreted as a map of IB 
ͱHHͱJLMGBLB>KÁͱJÁ:<LBNBLQ
Á;MLÁJ:LA>JÁ:Á;Jͱ:=ÁJ>˔><LBͱGÁͱ?Á"�)Á
priorities to date. Experience suggests that the number of ap-
plicants received from a country correlates fairly strongly with 
IAP investment in a launch event or other marketing.

For most large companies the issue of the additionality of the 
IAP funds becomes a key stumbling block. For many of these 
companies, providing technical assistance to help them in the 
development of their IB initiative may be more appropriate.
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3 cHAllEnGES of comBInInG 
 IncluSIvE, InnovATIvE And 
 commErcIAl BuSInESS

3.1 WHAT OBSTACLES TO COMMERCIAL 
  VIABILITY AND WAYS FORWARD CAN WE  
  SEE IN THE IAP PROJECTS?
All the businesses have high hopes and ambitious plans. The re-
ality is that only a proportion will reach break-even and become 
HJͱ˓L:;E>Á:G=Á:ÁKF:EE>JÁHJͱHͱJLBͱGÁKLBEEÁOBEEÁ;>Á:;E>ÁLͱÁK<:E>ÁMH�Á
This is what any private equity investor would expect, let alone 
an investor that focuses on business models at such an early 
stage of development as IAP. 

Projects must have clear potential for viability – and many app-
licants are rejected because they do not – but they undeniably 
have far to travel.  As shown in the logic diagram at the begin-
ning of this report (page 5) the aim is to select projects that both 
have a good chance of achieving viability and need IAP support 
to help them progress.

It is too soon to provide commentary on how far and how fast 
the projects progress with IAP support (only the very earliest 
and shortest projects have completed their IAP funded activi-
ties). Some clear patterns are, however, already emerging 
around the challenges that they face on this journey, and the 
solutions they are trying. These include:

i. need for external agreements, partnership arrangements,   
 and interaction with government; these can make or break a   
 project at an early stage.
ii. restrictive policy and regulatory environment: cumbersome   
 rules and regulations exist to various degrees according to   
 context, but are a common feature in many underserved   
 markets.
iii. �BBGRGML?JÐ?AACQQÐRMÐ˿L?LAC� beyond the IAP grant, business-  
Á >KÁKLBEEÁG>>=Á:==BLBͱG:EÁ˓G:G<>ÁLͱÁ@JͱO
ÁOA>LA>JÁ?JͱFÁBGL>JG:EÁÁ Á
Á J>KͱMJ<>K
Á@J:GLK
Á�Kͱ˗�Á<:HBL:EÁͱJÁ<ͱFF>J<B:EÁ˓G:G<>�
iv.  SQGLCQQÐK?L?ECKCLRÐQIGJJQ� lack of business expertise,   
 including business planning, is a common problem in the  
Á ,&�ÁK><LͱJ
Á:G=ÁGͱÁ=B˒>J>GLÁBGÁLA>Á"�)ÁHͱJL?ͱEBͱ�
v. 'LLMT?RGMLÐK?L?ECKCLRÐQIGJJQ� Development of the business   
 concept in isolation of the competitive context is likely to put   
 solutions at risk when going to scale.
vi. Translating a ‘good product’ into active consumer demand.   
Á -ABKÁ<A:EE>G@>ÁBKÁͱ˗>GÁ=>K<JB;>=Á:KÁ�EͱOÁ<ͱGKMF>JÁ:O:J>G>KK ÁÁ
 but is actually a bigger challenge than just awareness raising. It  
 is about product design, marketing, and listening to consumers

vii. Ð"GQRPG@SRGMLÐAF?LLCJQÐRF?RÐPC?AFÐ M.ÐAMLQSKCPQ� by   
Á =>˓GBLBͱGÁLA>K>Á<ͱGKMF>JKÁA:N>ÁEͱOÁHMJ<A:KBG@ÁHͱO>J
ÁÁ Á
  low risk tolerance, low information and are hard to reach,   
Á Á>BLA>JÁ@>ͱ@J:HAB<:EEQÁͱJÁ˓@MJ:LBN>EQ�
viii.  cost control:ÁD>>HBG@Á<ͱKLKÁ=ͱOGÁBKÁGͱLÁͱGÁBLKÁͱOGÁKM˕<B>GLÁÁ Á
 for success at the base of the pyramid, but it certainly is neces- 
 sary. It probably does not always get the attention it deserves.

3.1.1 ExTERNAL AGREEMENTS, PARTNERSHIPS,   
  RED TAPE AND INTERACTION WITH 
  GOVERNMENT
-O>GLQÁͱMLÁͱ?Áͬ�Á"�)Á@J:GL>>KÁB=>GLB˓>=Á:Á<ͱGKLJ:BGLÁ:JͱMG=Á>P-
ternal partnership or regulation in their top three constraints at 
baseline. Formal regulations can have a substantial impact on 
IB opportunities, though this varies widely from sector to sector. 
Regulation will, for example, be a major issue in ventures linked 
LͱÁ˓G:G<B:EÁK>JNB<>K
ÁKM<AÁ:KÁ�BG:<<>KKÁ:G=Á&��BJJ�

In some cases, the IB venture works either through or alongside 
civil servants. Swedstream’s ultrasound is intended to be used 
by local health workers, while IRDI’s private Farm Business 
Advisors are in fact a substitute for state extension, which has 
shrunk dramatically in recent decades. In such cases, arrange-
ments with (local) governments are critical, because govern-
ments can open doors to collaboration over such business 
developments at scale, or can simply block progress.

The same applies to waste-management and sanitation; even 
B?ÁEͱ<:EÁ@ͱN>JGF>GLÁBKÁGͱLÁ>˒><LBN>EQÁHJͱNB=BG@ÁLA>ÁK>JNB<>
ÁLA>Á
business directly crosses their jurisdiction and needs their 
sanction. Whatever the nature of the engagement with govern-
ment, delays caused by dealing with bureaucracy are a common 
challenge. 

PRIMARY COUNTRIES OF OPERATION

morocco (1)
Agro foods

nigeria (1)
d.light

Ghana (3)
Ignitia (sg, Ig), GSS

uganda (6)
W2E, Text to change, 

Pamoja, (sg, Ig))
Swedstream, 

Eco-fuel Africa

Tanzania (3)
Zanrec, calimera, 
 MMI�@W� MMI

Zambia (5)
millions of Stoves, 

Hination, IrdI, Green 
laiti, rent-to-own

2?HGIGQR?LÐ���
Swedstream

Bhutan (1)
lotus foods china (1)

Bonzun

nepal (1)
finaccess

India (5)
nuru Energy, Waste 
ventures, Greenway, 
onergy, Health Point

Ethiopia (1)
m-Birr

Kenya (6)
+?IGRÐ�QE
Ð'E�
Ð'!!-
Ð

Sunny People, cafédirect 

madagascar (2)
elementaire sarl, 

from the field Trading

mocambique (3)
IdE, Eco-mIcAIA, lcS
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PARTNERSHIPS AND REGULATION AS PROJECT 
CONSTRAINTS

The need for other external partnerships are underlined by 
several IAP grantees, with Makit noting that there are large 
G>LOͱJDBG@Á;>G>˓LKÁKL>FFBG@Á?JͱFÁ>G@:@BG@ÁBGÁ?MG=BG@Á:<LBNB-
ties, including social entrepreneurship competitions, which in 
LMJGÁE>:=ÁLͱÁ&:DBL KÁ˓JKLÁK:E>ÁBGÁ,ͱMLAÁ�?JB<:�Á!:NBG@ÁLA>ÁJB@ALÁ
partnerships in place before starting the IAP project has been 
imperative for many projects (e.g. Text to Change – mobile 
network operators in East Africa, M-Birr – Ethio Telecom and a 
GMF;>JÁͱ?ÁFB<Jͱ�˓G:G<>ÁBGKLBLMLBͱGKÁ�&�"K���

3.1.2 ACCESS TO FINANCE
"KKM>KÁ:JͱMG=Á:<<>KKÁLͱÁ˓G:G<>ÁO>J>ÁB=>GLB˓>=Á;QÁ��ÁͱMLÁͱ?Áͬ�Á
IAP grantees within their top three constraints, in their baseline 
reports, with several identifying two or even three issues. It is 
clear that the IAP grant is just one step on the journey. Many 
of the grantees do not yet have the robust business plans and 
HJͱͱ?Áͱ?Á<ͱG<>HLÁLA:LÁBKÁG>>=>=Á?ͱJÁ�Kͱ˗�Á<:HBL:EÁͱJÁ<ͱFF>J-
<B:EÁ˓G:G<BG@�Á2>LÁ:<<>KKBG@Á@J:GLÁJ>KͱMJ<>KÁBKÁA:J=ÁOͱJD
Á:G=Á
internal resources are limited in such small companies. Many 
"�)Á@J:GL>>KÁKH>G=Á:ÁEͱLÁͱ?ÁLBF>ÁͱGÁLJQBG@ÁLͱÁ:<<>KKÁ˓G:G<>�Á�ͱJÁ
instance, Text to Change is proactively focusing on marketing 
and outreach activities to connect with potential investors, by 
speaking at relevant conferences and events, in addition to hav-
ing joined several international business plan competitions to 
try to gain access to more funding.

�ͱJÁ>GLJ>HJ>G>MJKÁ:<LBN>ÁBGÁLA>Á˓>E=
Á?ͱ<MKBG@ÁͱGÁͱH>J:LBͱG:EÁ
K>L�MH
Á>N>GÁOA>GÁDGͱOBG@ÁOA>J>ÁLͱÁ˓G=Á˓G:G<>
Á<:GÁ;>Á:Á
major challenge. This is one of the reasons that IAP has co-
produced a new database of sources for inclusive businessix, to 
help IAP grantees and others, though much more is needed to 
L:<DE>Á˓G:G<BG@ÁG>>=K�

ACCESS TO FINANCE AS PROJECT CONSTRAINTS

3.1.3 BUSINESS MANAGEMENT SkILLS
Fourteen IAP grantees did not have a business plan at the time 
of submitting the baseline report.  This includes all recipients of 
small grants and one recipient of a large grant. It is noticeable in 
the application process that some applicants struggle to provide 
commercial data and estimates. IAP intentionally supports 
these early-stage businesses in order to allow them to test 
promising innovative ideas, but the concomitant of that is that 
many do not have well developed business skills. Overall, albeit 
with exceptions, knowledge of what is happening elsewhere in 
the sector and trends in competitiveness also seem to be lower 
than could have been expected. 

Many investors and funds have over time developed various 
models for providing technical support to build capacity in their 
investees and add to the value of the investment. The same 
applies to IAP, where the need for advisory support to grantees 
has been recognised and will now be applied on a greater scale 
than was originally envisaged. 

�<ͱ��M>EÁ�?JB<:ÁO:KÁLA>Á˓JKLÁHJͱC><LÁOA>J>ÁBLÁ;><:F>Á<E>:JÁLA:LÁ
:GÁ:HHEB<:GLÁA:=Á:GÁBGGͱN:LBN>Á;MKBG>KKÁB=>:
Á;MLÁOͱME=Á;>G>˓LÁ
from support in developing a formal business plan to ensure 
they would get the most value out of the IAP grant. Business 
advisory support through Challenges Worldwide was trialled 
earlier this year and the advisor’s report provided enough 
<ͱG˓=>G<>Á?ͱJÁLA>ÁL>:FÁLͱÁ<ͱGLBGM>ÁOBLAÁLA>Á"�)Á@J:GLÁHJͱ<>KK�Á
Similar support for an energy project is on its way. 

This general lack of business skills and commercial under-
KL:G=BG@ÁA:KÁ;>>GÁ<ͱG˓JF>=ÁLAJͱM@AÁ˓>E=ÁNBKBLKÁ<ͱG=M<L>=Á?ͱJÁ
a number of small grant projects. Examples of areas where 
additional support and assistance would be needed include 
business planning, tax and legal help, facilitating partnerships 
OBLAÁFB<Jͱ�˓G:G<>ÁBGKLBLMLBͱGKÁ:G=Á=>˓GBG@ÁHJB<BG@ÁFͱ=>EK�Á"GÁ
many cases such support will be key to maximising the impacts 
of IAP support as well as ensuring businesses become sustain-
able and successful.

Additionally hiring and retaining the talent of managers is, or is 
likely to become, a challenge as the enterprises grow. This is 
:Á<ͱFFͱGEQÁB=>GLB˓>=Á<A:EE>G@>Á?ͱJÁKͱ<B:EÁ>GL>JHJBK>KÁ:KÁLA>QÁ
scale upx. In some cases grantees have requested IAP funds to 
H:QÁ<ͱJ>ÁKL:˒Á=MJBG@ÁLA>Á;MKBG>KKÁ=>N>EͱHF>GLÁHA:K>ÁBGÁͱJ=>JÁ
to ensure retention.  

To date, only one IAP grant has been awarded in the education 
sector, including applications for business incubators. The main 
reason is the lack of market-based approaches and applicants 

proposing business models that do not include governments 
as buyers. With consumer models for the base of the pyramid, 
BLÁBKÁN>JQÁ=B˕<MELÁLͱÁ˓G=ÁHJB<BG@ÁFͱ=>EKÁLA:LÁ:EEͱOÁ?ͱJÁ:ÁHJͱ˓LÁBGÁ
this sector. This is not unique to IAP applicants – there are few 
education projects targeting the poorest that have succeeded as 
inclusive businessesxi. What is currently missing is the combina-
tion of business skills in this sector and a willingness by most 
governments to procure education and business incubation 
services from private providers. 

Many IAP projects and inclusive business rely on partners to 
represent them, to generate sales and care for the important 
:˗>J�K:E>KÁ:KH><LKÁ:KÁO>EE�Á%�,Á)Jͱ&ͱLBͱGÁ"GL>JG:LBͱG:EÁA:KÁ
realised this and have produced a series of practical guides for 
�!ͱOÁLͱÁ;>Á:Á&:G:@>J�
Á�,L:JLÁ:Á,:G)E:LÁ)JͱC><L�
Á�!ͱOÁLͱÁ0ͱJDÁ
OBLAÁ)>ͱHE>�
Á>L<�Á-A>K>Á@MB=>KÁ:J>ÁHM;EBKA>=ÁͱGEBG>Á:G=Á?J>>ÁLͱÁ
copy for their partners and the general public.

3.1.4 INNOVATION MANAGEMENT SkILLS
Innovation management is not only a task for technical experts. 
It will involve nearly everyone in a start-up, since it is about how 
to develop the company’s customer proposition and how to 
ensure that this will have competitive advantages. It is a process 
ͱ˗>GÁ:KKͱ<B:L>=ÁOBLAÁE:J@>Á<ͱJHͱJ:L>K
Á;MLÁKF:EEÁ<ͱFH:GB>KÁOBEEÁ
:EKͱÁ;>G>˓LÁ?JͱFÁMG=>JKL:G=BG@ÁAͱOÁBGGͱN:LBͱGÁ<:GÁ;>ÁF:G:�
ged.  With the right understanding of the process, the company 
can, for example, ensure that user and customer feedback is 
included at the optimum point in the development process and 
aspects concerning quality and sustainability. The agility to be 
able to change a proposition based on customer demand or 
user feedback will be key to commercialisation.

A structured innovation process emphasises that early stage 
research must be given plenty of time and that development 
typically goes through a number of re-iterations with more or 
less drastic changes to a product or to a company’s approach to 
going to market. That does not mean failure, but should rather 
;>Á>G<ͱMJ:@>=�Á"LÁ=ͱ>KÁAͱO>N>JÁHͱBGLÁLͱÁLA>Á=B˕<MELQÁͱ?ÁKLB<DBG@Á
to a plan agreed between Sida and the IAP grantees at an early 
innovation phase. 

Another reason to pay attention to innovation management, 
which is particularly important when targeting low income mar-
D>LK
ÁBKÁLͱÁ>GKMJ>Á:ÁEͱOÁ<ͱKLÁ=>KB@GÁ:G=Á:Á<ͱKLÁ>˕<B>GLÁJͱML>ÁLͱÁ
market. Discussions with some IAP companies show that many 
rely mainly on reaching high volumes to get the cost of products 
down. But this is normal economies of scale, not evidence of 
success in designing a low cost product.  

.PMHCARQÐGBCLRGDWGLEÐ?AACQQÐRMÐ˿L?LACÐ?QÐMLCÐMDÐRFCGPÐ
RMNÐRFPCCÐAMLQRP?GLRQ

1NCAG˿AÐAMLQRP?GLRQÐLMRCB�
pÐ,CCBÐ?AACQQÐRMÐAMKKCPAG?JÐ˿L?LACÐ�BC@R
ÐCOSGRW�
pÐ,CCBÐRMÐ?AACQQÐDSPRFCPÐEP?LRÐQSNNMPRÐ�@CWMLBÐ'�.�
pÐ'LQŚAGCLRÐGLRCPL?JÐPCQMSPACQÐ?LBÐ˿L?LAC
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10
7
7

,M�ÐMDÐÐNPMHCARQÐ
responding

,Ð�Ð���Ð3NÐRMÐ�ÐPCQNMLQCQÐNCPÐNPMHCARÐUCPCÐGLTGRCB
Ð@?QCBÐMLÐ?Ð
BPMN�BMULÐJGQRÐMDÐ?PMSLBÐ��ÐAMLQRP?GLRQ
ÐNJSQÐ?LÐ¥MRFCP¦ÐMNRGMLÐDMPÐ
QCJD�BC˿LCBÐAMLQRP?GLRQ�

Projects identifying external partnerships and 
regulation as one of their top three constraints

1NCAG˿AÐAMLQRP?GLRQÐLMRCB�
pÐ,CCBÐN?PRLCPQFGNQÐUGRFÐEMTCPLKCLR
pÐ,CCBÐ@CRRCPÐN?PRLCPQFGNQÐUGRFÐMRFCPQ
pÐ.MJGAWÐ?LBÐPCESJ?RMPWÐCLTGPMLKCLRÐ?PCÐPCQRPGARGTC
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8
7

,M�ÐMDÐÐNPMHCARQÐ
responding

,Ð�Ð���Ð3NÐRMÐ�ÐPCQNMLQCQÐNCPÐNPMHCARÐUCPCÐGLTGRCB
Ð@?QCBÐMLÐ?Ð
BPMN�BMULÐJGQRÐMDÐ?PMSLBÐ��ÐAMLQRP?GLRQ
ÐNJSQÐ?LÐ¥MRFCP¦ÐMNRGMLÐDMPÐ
QCJD�BC˿LCBÐAMLQRP?GLRQ�

fEEdBAcK on mEnTor from Eco-fuEl AfrIcA
¥5CÐF?TCÐQNCLRÐRFCÐJ?QRÐRFPCCÐUCCIQÐUMPIGLEÐUGRFÐ
mr. jerry conwyn, the consultant you sent to us and as 
you advised, jerry helped us review the IAP budget and 
made new recommendations that we have incorporated 
in the revised budget attached.

We’re glad you sent us jerry because he helped us to 
reorganize our priorities, polish our 3 year business plan 
?LBÐBCQGELÐ?ÐK?PICRGLEÐQRP?RCEWÐUFGAFÐUCÐF?BL¦RÐCTCLÐ
considered.’
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3.1.5 ADAPTING TO CONSUMER NEED; CREATING   
  EFFECTIVE DEMAND
�Á?:GL:KLB<ÁBGGͱN:LBͱGÁOBEEÁGͱLÁK><MJ>Á>˒><LBN>Á<ͱGKMF>JÁ=>-
mand if it fails to match multiple consumer preferences. This 
is well known in the world of Inclusive Business and applies 
even more so to the IAP portfolio, where product innovation is 
relatively high, and where some business owners are in high- 
income countries, distant from the end consumer. Finely 
detailed understanding of consumer response and an enduring 
HJͱ<>KKÁͱ?ÁFͱ=B˓<:LBͱGÁ:G=Á:=:HL:LBͱGÁBGÁJ>KHͱGK>ÁBKÁ>KK>GLB:E�Á

Lack of adaptability to the BoP market is one reason why some 
HJͱC><LKÁ=ͱÁGͱLÁK<ͱJ>ÁKM˕<B>GLEQÁAB@AEQÁLͱÁ;>Á:O:J=>=Á:Á@J:GLÁ;QÁ
IAP. For example, if a solar panel project does not have a strategy 
LͱÁ:==J>KKÁLA>˗ÁBGÁJMJ:EÁ:J>:K
ÁLA>Á,>E><LBͱGÁ�ͱFFBLL>>ÁOBEEÁ;>Á
wary of allocating IAP funds. Another example is a company 
wanting to develop an online marketplace to help small-scale 
producers market their products, but focusing mainly on the 
development of the platform rather than the actual marketing 
strategy to enable SMEs to reach customers. More than one 
entrepreneur using online platforms is making this mistake; a 
proposition based on the Internet delivery of services with neg-
EB@B;E>Á>E>F>GLKÁͱ?Áͱ˒�EBG>ÁF:JD>LBG@Á:G=ÁHJͱFͱLBͱGKÁLͱÁ:LLJ:<LÁ
users.

For existing IAP grantees, we anticipate that some projects will 
GͱLÁF:G:@>ÁLͱÁ:=:HLÁLA>BJÁHJͱ=M<LÁKM˕<B>GLEQÁLͱÁF:L<AÁ:˒ͱJ=-
ability and preference, while  those that do will thereby gain a 
major source of competitiveness. There are many examples 
within the portfolio of this process of adaptation to consumer 
preference, such as illustrated below.

ßU>JMIBPàLCà>A>MQ>QFLKàQLàJ>Q@Eà@LKPRJBOàKBBAPà>KAà
MOBCBOBK@BP

&DKFQF> is looking at how to use icons instead of words in the 
weather forecasts that it provides for Ghanaian farmers via 
SMS; M-Birr, in Ethiopia, is adapting its technical infrastructure 
to allow Amharic and Tigraic words to be written in the local 
characters, not Latin letters. 

+RORàßKBODVàis adapting several aspects of their lighting 
product as they spread from Africa to India, in response to dif-
ferent consumer needs.  For example, in India they focus on 
solar charging rather than pedal-powered charging. They have 
learned that Indian products need to operate indoors more so 
than in Africa. In response to this they came up with a mini 360 
EB@ALÁOAB<AÁBKÁ=B˒>J>GLÁLͱÁͱLA>JÁF:JD>LÁHJͱ=M<LKÁ:G=ÁA:KÁKͱÁ?:JÁ
been positively received. 

0>KBODV, developing sanitation models in urban slums in Ken-
Q:
ÁA:KÁB=>GLB˓>=ÁLA:LÁHJͱ˓L:;BEBLQÁBKÁ=BJ><LEQÁBFH:<L>=Á;QÁMK>JÁ
HJ>?>J>G<>Áͱ?ÁE:N:LͱJQÁ=>KB@GÁ:G=Á=:BEQÁ<E>:GBG@Á<ͱKLK�Áͱ˒�LA>�
shelf squat plates do not meet the functional needs of users, 
particularly women. The IAP grant is being used to help them 
develop appropriate, durable and hygienic product elements. 

3.1.6 CHANNELS TO REACH THE BOP MARkET
(˗>G
ÁLA>ÁFͱKLÁBFHͱJL:GLÁ:KH><LÁͱ?ÁLA>Á;MKBG>KKÁFͱ=>EÁLA:LÁ
needs innovation and adaption is the route to market - how to 
get the product to the consumer and the consumer, with their 
money, to the product. For the majority of IAP projects that aim 
to engage people at the BoP as consumers, this is a key issue. 
Some have not yet developed the routes to market for their 
innovative products, and this is the biggest weakness to date 
in their model.  Others are already innovating and testing new 
channels for reaching across the ‘last mile’ distribution to the 
BoP.  

-A>ÁL:;E>ÁLͱÁLA>ÁE>˗ÁAB@AEB@ALKÁLA>ÁF:BGÁJͱML>KÁLͱÁF:JD>LÁLA:LÁ
are used or proposed in the portfolio.

PROPOSED ROUTE TO MARkET TO REACH BOP CONSUMERS

Project K>JBà -OLAR@Qà 1>ODBQàJ>OHBQà -OLMLPBAàOLRQBàQLàJ>OHBQà
    
Energy-related projects

HiNation Hi-light: solar powered  Households with mobile phones,  Entrepreneurs selling mobile charg- 
 lighting and charging businesses requiring lighting in Zambia ing services; businesses requiring  
   lighting.Á)ͱKKB;EQÁFB<Jͱ�˓G:G<>ÁÁ
   institutions.
    
d.Light design Solar powered lighting Rural families in Nigeria "GGͱN:LBN>Á<ͱGKMF>J�˓G:G<BG@ÁLͱ  
   allow gradual payback

Sunny People Mobile charging Rural mobile phone owners +MJ:EÁ>GLJ>HJ>G>MJKÁͱH>J:LBG@Áͱ˒>J�Á
   ing charging services

Nuru Energy Lighting plus pedal-power recharging  Rural households in India Village level entrepreneur

Vagga till Vagga Biomass pellet stoves Zambian households -ͱÁ;>Á<E:JB˓>=
ÁHJͱ;:;EQÁEͱ<:EÁ>GLJ>� 
   preneur

Greenway Waste to heat converter BOP markets, India and Burkina Faso Local sales and assembly team

GreenLaiti Cooking fuel gel Zambian households, initially urban, later remote Networks of locally employed   
   women and youth

Agriculture-related projects

Cafédirect Online farmers’ platform,  Farmers in Kenya Online platform
 advice from other farmers

Ignitia Weather forecasts via text Farmers in Ghana Sales to Farmers Associations  
   and agricultural companies for  
   yearly fee

IDE Farm Extension Extension services and agri products Farmers in Mozambique Franchisees: independent Farm  
   Business Advisors

Health , sanitation, water, nutrition related projects

Makit Menstrual cup Women and girls living in poverty in Kenya Network of women vendors

,O>=KLJ>:FÁ )ͱJL:;E>ÁMELJ:KͱMG=Á )J>@G:GLÁOͱF>GÁBGÁHͱͱJÁ:J>:KÁͱ?Á-:CBDBKL:GÁ�Á.@:G=:Á �ͱFFMGBLQÁA>:ELAÁOͱJD>JK

Bonzun  Digital health information Pregnant women, doctors, midwives in China Internet platform

Sanergy Lavatories, sanitation Urban dwellers in Kenya Local franchisees

elimentaire sarl Nutrient=rich food additive Undernourished households, Madagascar Domestic companies producing  
   school meals or baby food; thera- 
   peutic food producers, local NGOs.

�:EBF>J:Á,ͱEͱDJ:˗Á ͰJBGDBG@ÁO:L>JÁ�;ͱLLE>=�Á +MJ:EÁAͱMK>AͱE=KÁ Tbc: franchisor operates factory  
   and distributes

Financial sector projects

�BG:<>KKÁ &ͱ;BE>Á˓G:G<B:EÁK>JNB<>KÁ &ͱ;BE>ÁHAͱG>ÁMK>JKÁ�MG;:GD>=�ÁBGÁ'>H:EÁ Mobile banking agents

M-Birr Mobile money service Mobile phone users in Ethiopia MFI institutions,ÁEͱ<:EÁ@Jͱ<>JKÁ�ÁÁ
   agents 

�EM>Á?ͱGLÁBG=B<:L>KÁLAͱK>ÁMKBG@Á:ÁEͱ<:EÁ>GLJ>HJ>G>MJÁ?ͱJÁ=BKLJB;MLBͱG�ÁÁ J>>GÁ?ͱGLÁBG=B<:L>KÁ:ÁFB<Jͱ�˓G:G<>ÁG>LOͱJD�ÁÁ)MJHE>Á?ͱGLÁBG=B<:L>KÁ:GÁͱGEBG>ÁHE:L?ͱJF�Á
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The most commonly proposed route is a IL@>IàBKQOBMOBKBROà
LOàCO>K@EFPBBàThis is very common amongst IB projects: the 
idea is that a local person who is well established in the com-
munity, but also has entrepreneurial spirit, acts as the touch-
point linking the consumers and the product network. They 
not only sell the good or service, but educate consumers and 
provide pre and post sale support. Their costs are minimal and 
LA>ÁF:J@BGÁLA>QÁF:D>Á<:GÁ;>ÁKM˕<B>GLÁLͱÁHJͱNB=>Á:Á=><>GLÁ:G=Á
growing income.    

For example:

kÁ &:DBLÁ:BFKÁLͱÁ>KL:;EBKAÁ:ÁG>LOͱJDÁͱ?ÁOͱF>GÁN>G=ͱJKÁOAͱÁÁ Á
 will sell the menstrual cup, thus earning a living while also   
 educating consumers in menstrual hygiene.  
  
kÁ ,MGGQÁ)>ͱHE>ÁBKÁ=>N>EͱHBG@ÁFͱ;BE>ÁHAͱG>Á<A:J@BG@ÁHJͱ=�Á Á
 ucts and services. Local entrepreneurs buy chargers on hire   
 purchase and earn income by selling charging services. It is   
 estimated they can earn 6000 KSH per month.

kÁ &��BJJÁBGÁ�LABͱHB:
ÁOAͱÁBGÁLA>BJÁFͱ;BE>Á;:GDBG@Á;MKBG>KKÁÁ Á
 model see the need for not only partnering with local micro-  
Á ˓G:G<>ÁBGKLBLMLBͱGK
Á;MLÁ:EKͱÁL>:FBG@ÁMHÁOBLAÁ:ÁG>LOͱJDÁͱ?ÁÁ Á
 rural grocers and other agents used to handling cash.

There are common challenges in implementation of a village 
entrepreneur modelxii, particularly if the risks and capital costs 
of the market network are not otherwise covered. In addition 
to this the entrepreneurs need skills in customer care, product 
servicing or managing accountsxiii. Progress in developing these 
models will be critical to success.

Another common solution is to tap into existing networks that 
already extend into the BoP, particularly the networks of micro-
˓G:G<>ÁBGKLBLMLBͱGK�
 
kÁ �BG:<<>KKÁBGÁ'>H:EÁ:G=Á&��BJJ
ÁKͱͱGÁLͱÁE:MG<AÁLA>BJÁFͱ;BE>ÁÁ Á
Á H:QF>GLÁK>JNB<>K
Á;ͱLAÁKL:JLÁLA>BJÁF:JD>LBG@Á>˒ͱJLKÁ;QÁÁ Á
Á LJ:BGBG@Á:@>GLKÁͱ?ÁLA>BJÁFB<Jͱ�˓G:G<>ÁBGKLBLMLBͱGÁH:JLG>JK�ÁÁ 
 This will lower their costs for signing up new clients, while   
 enabling these community partners to extend their own 
ÁÁ J>:<AÁ:G=Áͱ˒>J�

kÁ =�%B@ALÁBKÁEͱͱDBG@Á:LÁ:ÁG>OÁ=BKLJB;MLBͱGÁFͱ=>EÁ?ͱJÁLA>BJÁHͱJL�Á Á
Á :;E>ÁKͱE:JÁEB@ALK
ÁLA:LÁEBGDKÁMHÁOBLAÁFB<Jͱ�˓G:G<>ÁG>LOͱJDKÁLͱÁÁ
 extend reach. 

�GͱLA>JÁKLJͱG@ÁJ>:KͱGÁLͱÁL:HÁBGLͱÁFB<Jͱ�˓G:G<>ÁG>LOͱJDKÁBKÁGͱLÁ
ͱGEQÁLA>BJÁ>PBKLBG@ÁJ>:<A
Á;MLÁLA:LÁLA>QÁ<:GÁA>EHÁ<ͱGKMF>JKÁLͱÁ˓-
nance their purchase, spreading the expense of a large payment 
ͱN>JÁ:ÁEͱG@>JÁH>JBͱ=Áͱ?ÁLBF>�Á�ͱGKMF>JÁ˓G:G<BG@ÁBKÁ:Á<ͱFFͱGÁ
challenge and requires a degree of adaptation at the BoP level.   

�=ͱHLBG@Á:Á=B˒>J>GLÁ:HHJͱ:<A
Á+>GL�Lͱ�(OGÁBGÁ3:F;B:ÁBKÁͱ˒>J-
ing equipment to farmers, carpenters, shop owners, bakeries, 
restaurants and other businesses on a hire-purchase basis. In 
the past, the company was facing challenges around people 
not being able to pay the loan instalments. The company is now 
looking to adapt the model by granting periods of grace so that 
customers do not have to make a payment in the extreme of 
the hunger season, when cash is most scarce. For example, 
?ͱJÁO:L>JÁHMFHKÁLA>Á˓JKLÁͭÁFͱGLAKÁ:J>Á?J>>Á:G=Á?ͱJÁF:BR>ÁFBEEKÁ
there is a period of grace for three months in the middle of the 
11 month payment period when farmers are least likely to have 
cash on hand. 

3.1.7 COST MODEL
Controlling costs is fundamental to long term viability. It is 
important to change the mindset (if it still exists) that inclusive 
business is ‘just’ about producing cheaper versions of a product 
KͱÁLA>QÁ<:GÁ;>Á:˒ͱJ=>=Á;QÁLA>ÁF:KK>K�Á'>N>JLA>E>KK
ÁLA>J>ÁBKÁGͱÁ
=ͱM;LÁLA:LÁLJBFFBG@Á<ͱKLKÁLͱÁ>GKMJ>Á:˒ͱJ=:;BEBLQÁ:G=Á=>EBN>JÁ:Á
HJͱ˓LÁF:J@BGÁBKÁ:Á<ͱFFͱGÁ<A:EE>G@>�

During a pilot phase, unit costs are usually high but the pilot 
phase needs to deliver a model that can operate at low cost 
when the company scales up. Some intend to develop mass 
production to secure economies of scale (for example mass 
production of the silicon Ruby Cup). Others use mobile networks 
to ensure low cost. Some projects include additional revenue 
KLJ>:FK
ÁKM<AÁ:KÁ<:J;ͱGÁ˓G:G<>
ÁLͱÁKMHHE>F>GLÁ=BJ><LÁMK>JÁ
fees. 

As a generalisation, however, attention to cost control appears 
to be lacking in projects at present, and more attention to cost 
structure will be needed in order for many projects to be pro-
duced to a viable scale. For example, some companies do not 
have the means to manage costs or procedures to detect the 
=B˒>J>G<>Á;>LO>>GÁ:<LM:EÁ<ͱKLKÁ:G=Á;M=@>L>=Á<ͱKLK�

A related challenge that many IAP grantees face is the ap-
proval and willingness to pay of the end-user and/or buyer. For 
instance, if end-users (farmers) in Ghana do not trust or use 
Ignitia’s product and the buyers (farmer associations) do not 
HJͱNB=>ÁKM˕<B>GLÁBG?ͱJF:LBͱGÁ:G=Á>=M<:LBͱG
ÁLA>J>ÁBKÁ:ÁJBKDÁLA:LÁ
results will amount to nothing in the short term.

SuPPlEmEnTInG uSEr fEES WITH cArBon rEvEnuE 
Waste ventures, incubating solid waste management 
companies in India, aim for additional revenue streams 
in the long term to supplement fees charged for door-
to-door waste collection. These could include sales of 
recyclables, compost, and biomass briquettes and use of 
carbon credits.
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4 fInAncInG nEEdS, PoTEnTIAl 
rESulTS, And THE rolE of IAP

4.1 WHAT IS IAP FUNDING USED FOR? 
IAP funds are either given as small grants (up to €20,000) or 
E:J@>Á@J:GLKÁ�MHÁLͱÁÄͬ��
�����Á+>˔><LBG@ÁLA>Á>:JEQÁKL:@>Áͱ?Á
F:LMJBLQÁͱ?ÁFͱKLÁͱ?ÁLA>ÁHJͱC><LK
ÁLA>ÁFͱKLÁ<ͱFFͱGEQÁB=>GLB˓>=Á
area supported by IAP grant support falls under ‘pilot activities’ 
(see below). 

MOST COMMOM USES OF OF IAP FUNDS

(˗>GÁLA>Á<ͱKLKÁ<ͱN>JÁKͱF>Á;:KB<ÁKL:˒ÁK:E:JB>K
Á:KÁO>EEÁ:KÁ<ͱKLÁ
of setting up new operations, bringing in expertise and training 
stakeholders, as can be seen in the examples on this page.

4.2 IAP’S ADDITIONALITY AND CONTRIBUTION AS  
  ONE PART OF THE BUSINESS JOURNEY
Any donor organisation that disburses grants has to ask a ques-
LBͱG�ÁOA:LÁ=B˒>J>G<>Á=B=ÁLAͱK>Á?MG=KÁF:D>ͯÁ0A:LÁ:==BLBͱG:EÁ
value did they create, above and beyond what would have hap-
pened anyway? This is known as ‘additionality’ – easy to debate, 
impossible to measure.

Against this background we aim to identify indicators of IAP’s 
additionality and in which projects it is high or low. We may be 
able to say that IAP contributed to a successful (or unsuccess-
?ME�Á>NͱEMLBͱGÁͱ?Á:Á;MKBG>KK
Á:G=Á=>˓G>Á�AͱO Á;MLÁHJͱ;:;EQÁGͱLÁ
‘how much’. It would be wrong to attribute all business success 
as a result of IAP for two main reasons:

kÁ -A>ÁCͱMJG>QÁLͱÁ;MKBG>KKÁ:LÁK<:E>ÁBKÁEͱG@Á�ÁK>N>J:EÁQ>:JK�ÁÁÁ Á
 There will be many partners along the way, all of whom   
Á <ͱGLJB;ML>ÁLͱÁKM<<>KK
ÁOA>LA>JÁOBLAÁ˓G:G<>ÁͱJÁͱLA>JÁÁ Á
Á BGHML�Á"�)Á˓G:G<>
Á>N>GÁ:ÁÄͬ��
���Á@J:GL
ÁBKÁMGEBD>EQÁLͱÁ;>ÁLA>ÁÁ
Á ͱGEQÁ<ͱG<>KKBͱG:EÁ˓G:G<>ÁG>>=>=�

kÁ 0A:LÁOͱME=ÁA:N>ÁA:HH>G>=ÁOBLAͱMLÁ"�)ÁKMHHͱJLÁBKÁ=B˕<MELÁLͱ 
 establish. Because IAP grants are given at an early stage, the  
 most immediate and attributable impact is likely to be inter-  
Á G:E
Á:˒><LBG@ÁLA>ÁH:<>Á:G=ÁG:LMJ>Áͱ?ÁLA>Á<ͱFH:GQ KÁ�"�ÁCͱMJ� 
 ney’. However, tracking this requires capturing company 
Á :<LBͱGKÁ:G=ÁKBLM:LBͱGÁ:LÁ;:K>EBG>Á:G=ÁE:L>J
Á:G=ÁF:QÁ;>Á=B˕�ÁÁ Á
 cult to do for some companies. Since there is no formal   
 control group, the question what would have happened with- 
 out the IAP support is a matter of conjecture. In some cases,  
 though, the project would probably have found an alternative  
 and still proceeded.

Nevertheless, there is emerging evidence  
of clear IAP additionality: 

kÁ �MG=J:BKBG@ÁBKÁ:Á<ͱKLEQÁ:G=Á=B˕<MELÁHJͱ<>KKÁ?ͱJÁKL:JL�MHKÁÁ Á
Á :G=ÁKF:EEÁ<ͱFH:GB>K�Á J:GLKÁͱ˗>GÁ<ͱF>ÁOBLAÁF:GQÁÁ Á
Á J>KLJB<LBͱGKÁ:G=Á:HHEQBG@Á?ͱJÁLA>FÁBKÁ:ÁKB@GB˓<:GLÁ;MJ=>G�ÁÁ Á
 If IAP had not granted them funds, many of the grantees   
Á OͱME=ÁGͱLÁG><>KK:JBEQÁA:N>Á;>>GÁ:;E>ÁLͱÁ˓G=ÁͱLA>JK�ÁÁ Á
 In the applications the companies/organisations all   
Á KL:L>=ÁAͱOÁ=B˕<MELÁBLÁOͱME=Á;>Á?ͱJÁLA>FÁLͱÁKL:JLÁͱJÁ<ͱGLBGM> 
Á LA>ÁHJͱC><LÁ=M>ÁLͱÁ=B˕<MELB>KÁLͱÁ:<<>KKÁ˓G:G<>�Á"GÁ:Á?>OÁ<:K>KÁÁ
 the grants have been the absolute ‘do or die’ decision and, in  
 some cases other funders have come in only because IAP   
 did, which would have been less likely if IAP had not.

kÁ -A>J>Á:J>Á?>OÁ?MG=KÁOͱJDBG@ÁBGÁLABKÁKH:<>
ÁHJBͱJÁLͱÁHJͱͱ?Áͱ?ÁÁ Á
 concept. By funding early work, IAP can help a business   
 develop and demonstrate the model to the point where risk   
 is lowered, and other investors can come in for the next   
Á HA:K>�Á!B@AÁ:==BLBͱG:EBLQÁ=>JBN>KÁ?JͱFÁ˓EEBG@ÁBGÁͱG>ÁJMG@ÁͱGÁÁ Á
 the ladder of support.

kÁ �>QͱG=ÁLA>Á˓G:G<B:EÁN:EM>Áͱ?ÁLA>Á@J:GL
ÁLA>Á<J>=B;BEBLQÁͱ?Á"�)ÁÁÁ
 is of high value to some. Businesses operating at an early   
 stage do not have the track record that is required to gain   
 traction with others or meet due diligence criteria. Having   
 a ‘stamp of approval’ via association with IAP helps.This may  
 help leverage other funding, or may help secure other types   
 of support and partnerships. At least 3 projects have men-  
 tioned that IAP grant helped unlock further assistance from   
 business angels and philanthropic foundations. An example   
 of other support is W2E, who has been able to attract a highly   
 respected mentor to help them develop their business,   
 thanks to the credibility that the IAP support denotes.

4.3 WHAT RESULTS MAY BE ExPECTED?
As the Preface explains, it is too early in the lifetime of IAP to 
provide meaningful insights into actual results of the grant-
supported projects. Many will only provide tangible results in 
years to come. IAP does not necessarily select projects with 
AB@AÁHͱL>GLB:EÁLͱÁ;>ÁLMJG>=ÁBGLͱÁ˔ͱMJBKABG@Á;MKBG>KK>KÁ;QÁ>G=Á
of 2013, but rather aims to stimulate innovation and achieve 
sustainable development impact.

It still is worth looking at the types of results that we are track-
ing at the project and portfolio levels, and summarise some 
of the trends emerging to get a better understanding of what 
impacts could be expected from inclusive businesses supported 
by IAP.

When projects are scored during the assessment and selection 
phase, and monitored during IAP engagement, the main issues 
that are assessed are potential or actual:
kÁ <ͱFF>J<B:EÁNB:;BEBLQ
kÁ =>N>EͱHF>GLÁBFH:<L�ÁBG<EM=BG@Á=BJ><LÁ�ͱ)ÁJ>:<AÁ:KÁO>EEÁ:KÁÁ Á
Á DGͱ<D�ͱGÁ>˒><LKÁKQKL>FB<Á<A:G@>Á:G=Á>GNBJͱGF>GL:EÁÁ Á
 results. 
kÁ BGGͱN:LBͱGÁBGÁ"G<EMKBN>Á�MKBG>KK�

Pilot activities

Finding partners

Competitor and market 
research

Writing a business plan

Marketing activities

�AACQQÐRMÐ˿L?LACÐ?ARGTGRGCQ
Primary area of 
support (no. of 
projects)

Seconday area 
of support (no. 
of projects)

Product design

&0QR?˾ÐPCAPSGRKCLR
Tertiary area of 
support (no. of 
projects)

Technical reserach and 
development

d.lIGHT SummAry AcTIvITy PlAn 
 SGJBGLEÐMLÐRFCGPÐCVGQRGLEÐNPMBSARÐQMJSRGMLQÐRF?RÐM˾CPÐ
M˾�EPGBÐNMPR?@JCÐJGEFRGLE
ÐB�*GEFRÐNJ?LQÐRMÐNGJMRÐ?ÐLCUÐ
solar product targeting low-income households based 
MLÐGLLMT?RGTCÐAMLQSKCP�˿L?LAGLEÐ�.�7�%-��Ð
pÐ+GJCQRMLCÐ��Ð"CQGELÐNPMBSARÐ�QM̃U?PCÐ?LBÐF?PBU?PCÐÐ
 architecture) 
pÐ+GJCQRMLCÐ��Ð"CTCJMNÐRP?GLGLEÐ?LBÐK?PICRGLEÐK?RCPG?J
pÐ+GJCQRMLCÐ��Ð1CJJÐ?JJÐNGJMRÐNPMBSARQÐ@WÐ(SLCÐ����

SAnErGy SummAry AcTIvITy PlAn
As part of Sanergy’s objective of building and scaling 
commercially and sustainably viable sanitation infra-
structure in the slums of nairobi, they are using IAP 
funding to support the product development of durable 
and hygienic toilet design elements to ensure hygienic 
structure, local production and customer satisfaction. 
pÐ +GJCQRMLCÐ��Ð"CTCJMNÐPCOSGPCKCLRQÐ?LBÐBCQGELÐ 
Ð AMLACNRÐ�DPMKÐDMASQÐEPMSNQ
Ð@PM?BCPÐQRSBGCQ
ÐKMAI�Ð
 up designs, etc.)
pÐ +GJCQRMLCÐ��Ð"CQGELÐ?LBÐRCQRÐNPMRMRWNCÐ
pÐ +GJCQRMLCÐ��Ð!ML˿PK?RGMLÐ?LBÐT?JGB?RGMLÐMDÐNPMRMRWNCÐÐ
Ð �GLAJSBGLEÐK?LSD?ARSPCPÐGBCLRG˿A?RGMLÐ?LBÐNJ?L�

THE lonG journEy To ScAlE – nuru EnErGy
According to nuru Energy, one of their main lessons 
learned in India so far is that their initial measure of 
success does not need to be  “how many” products they 
sell, but rather it is essential that people are buying the 
product at a price that is right. This is what matters for 
long-term success. Expansion and the reaching scale in 
LSK@CPQÐQMJBÐUGJJÐR?ICÐ?ÐJMLEÐRGKCÐRMÐ?AFGCTC�

THE vAluE of IAP fundInG for furTHEr AccESS To 
fInAncE
IAP additionality stems from meeting a ‘gap in the mar-
ICR¦ÐDMPÐFGEF�PGQIÐC?PJWÐQR?ECÐ˿L?LAC�

“...most commercial funding and grants are focused on 
implementation and scaling rather than new product 
development. The IAP facility is unique in its ability to 
provide early stage support and funding, including criti-
cal product development support [...] IAP funding will 
be catalytic in raising additional commercial and grant 
A?NGR?JÐRMÐQA?JCÐSN���¤�Ð1?LCPEWÐ�NNJGA?RGMLÐ$MPK

“So far private investors have shown great enthusiasm 
for the business concept but are hesitating to invest the 
?KMSLRQÐMDÐKMLCWÐRF?RÐGQÐLCCBCBÐRMÐ˿L?LACÐRFCÐAMK-
mercial pilot. Before a commercial pilot is done, they 
?PESC
ÐRFCÐPGQIÐGQÐTCPWÐFGEFÐDMPÐ?LÐGLTCQRMP�Ð'DÐ'�.ÐUMSJBÐ
QSNNMPRÐRFCÐAMKKCPAG?JÐNGJMRÐ?LBÐQF?PCÐRFCÐ˿L?LAG?JÐ
PGQI
ÐGLTCQRMPQÐF?TCÐGLBGA?RCBÐRF?RÐRFCWÐ?PCÐJGICJWÐRMÐNPM-
TGBCÐ?BBGRGML?JÐ˿L?LAG?JÐKC?LQ�Ð2FCÐGLTCQRMPQÐUMSJBÐ?JQMÐ
value the due diligence done by IAP to ensure that this 
NPMHCARÐF?QÐNMRCLRG?JÐCLMSEFÐRMÐ@CÐ˿L?LACBÐ@WÐ1UCBGQFÐ
tax payers money”. Sunny People, Application form
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Innovation is a characteristic rather than a ‘result’ and was 
covered earlier in Sections 2.1.3 and 3.1.4. A project may have 
FͱJ>ÁBFH:<LÁͱGÁͱLA>JÁ˓JFKÁ;><:MK>ÁBLÁBKÁBGGͱN:LBN>Á:G=ÁLAMKÁBLÁ
sparks replication. If so, that is a ‘result’ that is captured under 
systemic change (part of development impact). Commercial and 
development potential or results are assessed at the outset and 
monitored throughout the IAP engagement period, particularly 
through the Baseline and Completion Reports.xiv 

This framework is heavily dependent on self-reporting by the 
grantees which presents severe limitations. Knowing what 
a business estimates to achieve is not the same as knowing 
whether it is likely to achieve it. Some organisations may be 
able to report the number of BoP customers or entrepreneurs 
reached, but nothing further about impact on their lives. This 
can be due to their commercial need being based on metrics of 
volume rather than on numbers of suppliers. For most projects 
=:L:ÁLA:LÁBKÁJ>HͱJL>=Á<:GGͱLÁ;>Á>PL>JG:EEQÁN>JB˓>=�

Our aim is to track changes in results over time for each project, 
to answer the question: is it on track to reach viability and to de-
EBN>JÁ=>N>EͱHF>GLÁ;>G>˓LKͯÁ0>Á:EKͱÁ=J:OÁ<ͱFH:JBKͱGKÁ:<JͱKKÁ
the portfolio to gain an overall picture,  though in full awareness 
LA:LÁHJͱC><LKÁ:J>ÁN>JQÁ=B˒>J>GLÁ�BGÁKL:@>
ÁLQH>
ÁͱJ@:GBK:LBͱG�Á
location and in ‘what counts as success’) so comparisons are 
better for describing the portfolio than prescribing what counts 
as ‘best.’

To help provide high-level pictures of portfolio performance, we 
have constructed ‘indicesxv‘ of:
kÁ <ͱFF>J<B:EÁNB:;BEBLQÁ
kÁ HͱL>GLB:EÁ=>N>EͱHF>GLÁJ>KMELK
kÁ HͱL>GLB:EÁ>GNBJͱGF>GL:EÁBFH:<L
kÁ =>@J>>Áͱ?ÁBGGͱN:LBͱG�

The latter three are all combined into one index called ‘Impact 
index’.

4.3.1 COMMERCIAL VIABILITY
The focus of our @LJJBO@F>IàSF>?FIFQVà>K>IVPFP is to under-
stand a project’s likelihood to reach commercial viability.  Only if 
a project reaches viability, can it achieve its other development 
impacts, so viability determines impact and sustainability. 

(GÁLA>ÁͱLA>JÁA:G=Á"�)ÁA:KÁGͱLÁ>KL:;EBKA>=Á˓JFÁL:J@>LÁE>N>EKÁ?ͱJÁ
return rates, as would commercially focused venture capital 
?MG=K�Á"GKL>:=ÁLA>ÁL>JFÁ<ͱFF>J<B:EÁNB:;BEBLQÁJ>˔><LKÁLA>ÁHͱL>G-
tial and likelihood of the project being able to break even in the 
short to medium term, and to what extent it is likely to be oper-
ated on a commercially sound footing.

A number of indicators are analysed including:   
kÁ !:KÁ;J>:D>N>GÁ:EJ>:=QÁ;>>GÁJ>:<A>=ͯ
kÁ 0A:LÁBKÁLA>ÁEBD>EBAͱͱ=Áͱ?Á;J>:D>N>GÁ;>BG@ÁJ>:<A>=ÁBGÁͬ��ͭÁÁ Á
 and in 2016?
kÁ Ͱͱ>KÁLA>Á;MKBG>KKÁA:N>Á:Á;MKBG>KKÁHE:GͯÁ
kÁ "KÁLA>J>Á>NB=>G<>Áͱ?ÁKLJͱG@ÁE>:=>JKABHͯ
kÁ "KÁLA>Á;MKBG>KKÁͱGÁLJ:<DÁ:@:BGKLÁB=>GLB˓>=ÁL:J@>LKͯ
kÁ Ͱͱ>KÁLA>Á;MKBG>KKÁA:N>Á:<<>KKÁLͱÁLA>Á>PL>JG:EÁ=>:EK
Á˓G:G<>ÁÁ
 and partnerships that will be necessary? 

As expected, the majority of projects currently score ‘medium’ 
for overall viability, but there is a spread (14% high, 55% me-
=BMF
Áͭ�ґÁEͱO��Á-ABKÁJ>˔><LKÁLA>ÁJBKDÁ:HH>LBL>Áͱ?Á"�)Á:G=ÁLA>Á?:<LÁ
that the fund’s primary focus is on development and innovation. 
With respect to commercial drivers of the inclusive business 
ͱLA>JÁLA:GÁJ>N>GM>
Á"@GBLB:ÁF>GLBͱGKÁ@>LLBG@Á˓JKLÁFͱN>JÁ:=N:G-
tage and developing competitive advantage over competitors.

4.3.2 DEVELOPMENT IMPACT
Analysis of potential development result focuses on: 
kÁ 'MF;>JÁͱ?Á�ͱ)Á;>G>˓<B:JB>KÁ>KLBF:L>=ÁLͱÁ;>ÁJ>:<A>=Á:LÁLA>ÁÁÁ
 time of IAP project completion
kÁ -A>ÁEBD>EQÁK<:E>Áͱ?ÁLA>Á;MKBG>KK ÁJ>:<AÁLͱÁLA>Á�ͱ)Á;QÁͬ���
kÁ %BD>EBAͱͱ=Áͱ?ÁͱLA>JKÁJ>HEB<:LBG@ÁLA>Á;MKBG>KKÁFͱ=>EÁE>:=BG@ÁÁ Á
 to indirect impact at scale
kÁ ,B@GB˓<:G<>Áͱ?ÁBFH:<LÁLͱÁ>:<AÁH>JKͱGÁLA:LÁ;>G>˓LK
Á:G=
kÁ ,B@GB˓<:G<>Áͱ?ÁHͱKBLBN>ÁDGͱ<D�ͱGÁKQKL>FB<ÁBFH:<LKÁLA:LÁ:J>ÁÁ
 likely to be created by the project.

It is based on current plans, and assumes the question:  ‘if it 
proves viable, then what does it contribute to development…?’   
The majority of projects currently score ‘medium’ (62%) for 
development potential overall (21% low, 17% high). 

Direct impacts on people at the BoP, as producers, consumers 
or distributors, are the most tangible development impact. The 
LͱL:EÁGMF;>JÁͱ?Á;>G>˓<B:JB>KÁJ>:<A>=Á:LÁ;:K>EBG>Á:<JͱKKÁLA>Á
portfolio is 52,261. Within 3 years from baseline, projects expect 
to dramatically increase their reach to the BoP as they are able 
to scale up the business. Most estimates appear over-optimistic 
while a few projects may surpass current expectations. 

$Gͱ<D�ͱGÁ>˒><LKÁ,QKL>FB<Á�A:G@>Á�Á:J>Á=B˕<MELÁLͱÁF>:KMJ>ÁͱJÁ
predict, but can be a large part of the value of the IAP portfolio, 
particularly given the importance ascribed to supporting in-
GͱN:LBͱG�Á�MKBG>KKÁBFH:<LKÁ<:GÁFMELBHEQÁ;QÁBG˔M>G<BG@ÁͱLA>JKÁ
through:

- Replication: if others adopt the inclusive business model   
 then thousands or millions more people at the BoP may  
Á ;>G>˓LÁ�Á>N>GÁB?ÁLA>Á"�)Á@J:GL>>Á;MKBG>KKÁ=ͱ>KÁGͱLÁ:<LM:EEQ 
 thrive (‘second movers’ may be able to learn from mistakes 
 made when developing their business case). 62% of projects  
 score Medium on this (replication potential is high in all IB;   
 medium means they are as likely as any other IB model to  
 be replicated.) while 34% score high.

�Á ,QKL>FB<Á<A:G@>�Á"�ÁHJͱC><LKÁ<:GÁBG˔M>G<>Á;>A:NBͱMJÁͱ?ÁÁ Á
 other market players in other ways, aside from replica-  
 tion. They may encourage other companies to invest   
 in the BoP segment or encourage government to develop   
 more supportive regulation.  At this early stage, it is hard to   
 spot high potential here - 55% score medium on this,   
 and 31% low – but this is likely to change.
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Projects scoring high on replication potential include those in an 
active emerging market, such as d.Light and Nuru, in the solar 
HͱO>JÁF:JD>L
ÁͱJÁ&��BJJÁBGÁLA>ÁÁ˓G:G<B:EÁK><LͱJ�Á�><:MK>ÁͱLA>JKÁ
:J>Á:<LBN>
ÁLA>BJÁ;MKBG>KKÁFͱ=>EÁBKÁEBD>EQÁLͱÁ;>ÁBG˔M>GLB:EÁB?ÁBLÁ
succeeds. Others, such as Calimera and Sanergy, score highly 
because there are relatively few companies developing bottled 
water or toilets in this market so far, so there is potential to  
attract others in. 

Projects scoring high on systemic change potential include 
Swedstream and Finaccess because success would be likely 
LͱÁBG˔M>G<>ÁOB=>JÁ=>N>EͱHF>GLKÁBGÁLA>ÁK><LͱJ�Á.HL:D>Áͱ?ÁJMJ:EÁ
MELJ:KͱMG=ÁK>JNB<>KÁOͱME=ÁEBD>EQÁA:N>ÁDGͱ<D�ͱGÁ>˒><LKÁ?ͱJÁ
provision of other services that use the ultrasound information, 
and also application of telemedicine to other types of diagnostic, 
thus having a material impact on rural health as a whole. 

Market research done by Text to Change’s indicates that there 
is a likelihood that companies will adapt their products and 
services to the preferences of the low-income segment. This 
should give a better match between supply and demand in the 
EͱO�BG<ͱF>ÁF:JD>L
ÁOAB<AÁHͱL>GLB:EEQÁ<ͱME=Á:˒><LÁLA>Á;>A:NBͱMJÁ
:G=Áͱ˒>JBG@KÁͱ?ÁͱLA>JÁF:JD>LÁHE:Q>JK�Á"GÁ:==BLBͱG
ÁGͱG�HJͱ˓LÁ
organisations that gain better insights into their target groups’ 
awareness on e.g. health can better tailor their poverty reduc-
LBͱGÁ<ͱFFMGB<:LBͱGÁ:G=ÁKLJ:L>@B>K
ÁOAB<AÁBGÁLMJGÁF:QÁ:˒><LÁ
ͱLA>JÁͱJ@:GBK:LBͱGKÁOͱJDBG@ÁBGÁLA>ÁK:F>Á˓>E=�

To provide a preliminary map illustrating the team’s analysis, 
the graph above maps the current IAP portfolio on the commer-
cial viability index (x axis), the development impact index (y axis) 
while illustrating their degree of innovation.

lEArnInG from fIrST movEr mISTAKES 
A survey of social entrepreneurs in Indiax, one of the 
K?PICRQÐUGRFÐRFCÐJMLECQRÐFGQRMPWÐMDÐ@SQGLCQQCQÐUFMÐ?GKÐ
at delivering a social impact, shows that most of the en-
RPCNPCLCSPQÐ@PC?IÐCTCLÐUGRFGLÐRFPCCÐRMÐ˿TCÐWC?PQ
ÐUFCPCÐ
numbers of direct BoP reached go to the hundreds of 
thousands. The study also concludes that companies 
QR?PRCBÐRMB?WÐA?LÐ@CLC˿RÐDPMKÐRFCÐJC?PLGLEQÐMDÐMRFCPQ�Ð
RFCÐRGKCÐRMÐ@PC?I�CTCLÐF?QÐQFMPRCLCBÐUGRFÐ?LÐ?TCP?ECÐMDÐ
two years in the past decade. of the start-ups (average 
RUMÐWC?PQÐMJB�
ÐF?JDÐF?BÐ?JPC?BWÐPC?AFCBÐRFCGPÐ@PC?I�CTCLÐ
NMGLRÐ?LBÐ��ӼÐUCPCÐNPM˿R?@JC�  

SySTEmIc cHAnGE – fInAcESS BEInG PArT of A 
SHIfT InfluEncInG AcTIonS of mAny
Ð£,CTCPÐ@CDMPCÐGLÐ,CN?J¦QÐ ?LIGLEÐ?LBÐ˿L?LAG?JÐFGQRMPWÐ?Ð
AMKGLEÐRMECRFCPÐMDÐKSJRGNJCÐ@?LIQÐF?QÐCTCPÐF?NNCLCB�Ð
5GRFÐ?ÐQGLEJCÐ?ECLB?Ð¡ÐRMÐ@?LIÐRFCÐSL@?LICBÐ¡Ð?LBÐRFSQÐ
customer Acquisition!
They have agreed upon:
 - uniform rates across the platform
Ð �Ð�JJÐ?ECLRQÐQF?PCBÐ@WÐ?JJÐN?PRLCPÐ@?LIQ
 - All branches will be shared
 - In rural areas they will not compete with each other  
   (for now).”

SySTEmIc cHAnGE – SWEdSTrEAm could 
cHAllEnGE THE norm
There is widespread agreement that most maternal 
mortality, along with maternal health problems such as 
˿QRSJ?
ÐAMSJBÐ@CÐNPCTCLRCBÐRFPMSEFÐ?NNPMNPG?RCÐFC?JRFÐ
care, yet meeting the millennium development Goal 
target to reduce maternal mortality remains a challenge. 
one problem is that girls and women simply do not get 
medical attention or information during pregnancy.   By 
K?IGLEÐJMUÐAMQRÐSJRP?QMSLBÐ?T?GJ?@JCÐGLÐPSP?JÐ?PC?Q
Ð
Swedstream could – and hopefully will – help catalyse 
further development of low-cost services and increased 
?AACQQÐGLÐPSP?JÐ?PC?Q�ÐÐ2FGQÐUMSJBÐ@CÐ?Ð¥QWQRCKGAÐC˾CAR¦Ð
that would disrupt the status quo and save many lives.
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4.4 LESSONS ABOUT DONOR SUPPORT FOR 
  INCLUSIVE BUSINESS
A number of lessons have already been learnt within the IAP 
programme, among others, about the development of the 
inclusive businesses, and how a donor programme can support 
them. IAP was set up by Sida as one approach within ‘Business 
?ͱJÁͰ>N>EͱHF>GL ÁOBLAÁLA>ÁHMJHͱK>Áͱ?ÁHBEͱLBG@Á:Á@J:GL�;:K>=Á˓-
nancial instrument. It will inform design of future donor engage-
ment with the private sector in general and inclusive business in 
particular.  

Some of the lessons learnt that may be relevant to wider  
engagement include:

i. When setting up a donor programme, there is a long journey  
Á ;>LO>>GÁ=>KB@GBG@ÁLA>Á�ͱ˒>J Á:G=Á=BK;MJKBG@ÁLA>Á˓JKLÁ?MG=K�ÁÁ Á
Á Ͱ>KB@GÁͱ?Á>˒><LBN>ÁͱMLJ>:<A
Á:HHEB<:LBͱGÁHJͱ<>KK>K
ÁK>E><LBͱGÁÁ Á
 criteria, selection processes, due diligence and risk manage-  
 ment methodologies, monitoring and evaluation framework  
 and legal contracting, are detailed tasks that need to be   
 done diligently and well rather than hurriedly, because each   
Á KL>HÁBG˔M>G<>KÁLA>ÁKA:H>Áͱ?ÁLA>ÁHJͱ@J:FF>�Á"GN>KLF>GLÁ:G=ÁÁ
 time at this stage is therefore critical.

BB�Á (MLJ>:<AÁͱJÁF:JD>LBG@ÁA>:NBEQÁBG˔M>G<>KÁLA>ÁGMF;>JÁͱ?ÁÁ Á
 applications. Potential applicants will not hear of a programme  
 or apply just because it is on a website. In-country events 
  drive applications, as do collaboration with channel partners   
 who already have networks reaching key target groups.

iii. Large numbers of applications have been received even from  
 the start, but the success rate of applicants is relatively lowxvii.  
 While the high application rate may indicate high need for   
 support, many applicants simply do not have a proposal that 
  meets the commercial and development criteria of IAP,   
 notwithstanding the high appetite for risk. 

iv. Each application needs to be taken through at least part   
 of the assessment process, which leads to costs. In order to   
 achieve a greater quality of applications, as opposed to 
  quantity, the marketing and outreach need to be tailored   
Á :G=ÁKH><B˓<:EEQÁL:J@>L>=ÁLͱÁ=B˒>J>GLÁͱJ@:GBK:LBͱGKÁ:G=Á?ͱJ:ÁÁ Á
 where IB and innovation are more likely to be in focus, and   
 where entrepreneurs are more experienced. Relevant partners  
 in this context include, among others, social enterprise and   
 business incubators, and research and innovation centers.

v. IAP aims to have a relatively light-touch process and pro-  
 vides coaching to applicants of large grants, once shortlisted.  
Á �ͱ:<A>KÁ˓EEÁ:GÁBFHͱJL:GLÁJͱE>ÁBGÁ>PHE:BGBG@ÁHJͱ<>KK
ÁHJͱNB=�Á Á
 ing general guidance on development of the application, and  
 exploring the proposition. In many cases it has proven 
ÁÁ =B˕<MELÁLͱÁKLB<DÁOBLAÁ:Á�EB@ALÁLͱM<A Á:HHJͱ:<A�ÁÁͰBJ><LÁ>G@:@>� 
 ments with the applicant or requests for further information  
Á :J>Áͱ˗>GÁG>>=>=�Á"GÁ:==BLBͱG
Á;JBG@BG@ÁBGÁ>PL>JG:EÁ>PH>JLBK>
ÁÁ Á
 with an understanding of best practice in some key sectors,   
 has been useful.

vi. The logic of catalysing Inclusive Business poses a challenge   
 for traditional accountability and monitoring and evaluation 
  in a European donor system. Emphasis on donor account- 
 ability requires scrutiny that funds are indeed spent for the   
 purposes for which they are allocated. Business success 
  does, however. not usually depend on grantees sticking  
 with an initial activity plan, but on smart adaptation to market  
 changes and the latest opportunity or challenge. Thus it is   
 important to have processes that ensure grantees spend   
Á ?MG=KÁ�O>EE Á:G=ÁAͱG>KLEQ
ÁOABE>Á:<<ͱFFͱ=:LBG@ÁLA>Á˔>PB;BEBLQÁÁ
 that a business needs to succeed. In IAP Sida has expressed  
Á KM<AÁ˔>PB;BEBLQ�

vii. Results from support to Inclusive Business are highly unpre-  
Á =B<L:;E>Á:KÁO>EEÁ:KÁ=B˕<MELÁLͱÁF>:KMJ>�Á"GÁ:==BLBͱGÁLͱÁLABKÁBLÁBK 
  yet unknown which projects succeed, and whether they 
  reach a few thousand or a few million people at the BoP.  
 Therefore it is important that Sida has clearly stated an ap- 
 petite for risk, and that results are expressed not only in 
 terms of people reached, but as supporting innovation and   
 sharing knowledge about inclusive business.

NBBB�Á�KB=>Á?JͱFÁG>>=BG@Á?MG=K
ÁF:GQÁ:HHEB<:GLKÁOͱME=Á;>G>˓LÁÁ Á
 from technical advice to help them develop their business   
 well. To partially address this, IAP is expanding the provi- 
 sion of direct Technical Assistance to its grantees as describ-  
 ed in Section 3.1.3. More general assistance and support out- 
 side the group of grantees is provided through the 
  Practitioner Hubxviii on Inclusive Business, where a range of   
 useful resources and ways to engage with other practitioners  
 can be found. There is, however, clearly more potential to   
 help both grantees, and those not selected, with technical   
 assistance.

The Inclusive Business space seems to be evolving fast, and in-
terest in learning from each other appears high. The Practitioner 
Hub hosted by IAP and the Business Innovation Facility has re-
ceived over 23,000 unique visitors over the last twelve months - 
:GÁ>PHJ>KKBͱGÁͱ?ÁBGL>J>KLÁBGÁ˓G=BG@ÁͱMLÁFͱJ>Á:;ͱMLÁHJͱC><LKÁ:G=Á
business ideas on a relatively new and under-marketed site. 
With new models, strategies and solutions emerging in Inclusive 
Business – on how to reach the BoP, create inclusive supply 
chains, build essential partnerships, source from smallholders, 
create tracking and monitoring approaches - there are continu-
ously new experiences to share and insights to gain.

This report has shared some preliminary insights into the IAP 
portfolio as of October 2012, and there is no doubt that it is just 
one step along the way, in learning from IAP grantees, and 
contributing to the IB agenda. The next KE report, due in mid 
2013, is likely to have a more solid set of insights and lessons 
learnt to share on what IB solutions work with respect to the 
IAP portfolio. 
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!LRKQOVà +>JBàLCà?RPFKBPPà�à?O>KAà 0B@QLOà -OLAR@Q�0BOSF@Bà  >PBIFKBà 
à à à à @LJMIBQBA

�AML:GÁ %ͱLMKÁ�ͱͱ=KÁ �@JB<MELMJ>Á�Á?ͱͱ=Á ,+"ÁJB<>Á 2>K
    
China Bonzun Health Online health platform Yes
    
Ethiopia M-BIRR ICT Services PLC Finance Mobile banking No
    

 A:G:Á  ,,ÁBGL>JG:LBͱG:EÁKͱMJ<BG@Á �G>J@QÁ�ÁBG?J:KLJM<LMJ>Á �J>KAÁ?ͱͱ=Á 2>K
 Ignitia (SG and LG)  Other  Weather forecasts Yes (SG and LG)
    
"G=B:Á  J>>GO:QÁ �G>J@QÁ�ÁBG?J:KLJM<LMJ>Á 0:KL>ÁA>:LÁ<ͱGN>JL>JÁ 2>K
 Health Point Health Mobile e-health tool No
Á 'MJMÁ�G>J@QÁ �G>J@QÁ�ÁBG?J:KLJM<LMJ>Á %B@ALBG@Á 2>K
Á (G>J@QÁ �G>J@QÁ�ÁBG?J:KLJM<LMJ>Á +>G>O:;E>Á>G>J@QÁ<>GLJ>KÁ 'ͱ
Á 0:KL>Á/>GLMJ>KÁ 0:L>J
ÁK:GBL:LBͱGÁ�ÁO:KL>ÁF:G:@>F>GLÁÁ 
Á Á �G>J@QÁ�ÁBG?J:KLJM<LMJ>Á 0:KL>ÁF:G:@>F>GLÁ 2>K
    
$>GQ:Á �:?c=BJ><LÁ)Jͱ=M<>JKÁ�ͱMG=:LBͱGÁ��)��Á �@JB<MELMJ>Á�Á?ͱͱ=Á (GEBG>Á<ͱFFMGB<:LBͱGKÁ 2>K
Á "��(Á �@JB<MELMJ>Á�Á?ͱͱ=Á �=B;E>ÁBGK><LKÁ 2>K
 Makit Aps (SG and LG) Health  Menstrual cup Yes (SG, not LG)
Á ,:G>J@QÁ 0:L>J
ÁK:GBL:LBͱGÁ�ÁO:KL>ÁF:G:@>F>GLÁ -ͱBE>LKÁ 2>KÁ
Á ,MGGQÁH>ͱHE>Á �G>J@QÁ�ÁBG?J:KLJM<LMJ>Á &ͱ;BE>Á<A:J@BG@Á 2>K
    
Madagascar elimentaire sarl Health Nutrition supplement Yes
Á �JͱFÁLA>Á�B>E=Á-J:=BG@Á�ͱFH:GQÁ"G<�Á +>L:BE
ÁF:GM?:<LMJBG@Á�Á<ͱGKMF>JÁ@ͱͱ=KÁ /:GBEE:Á;>:GKÁ 2>K
    
Morocco Agro Food Industrie  Health Nutritious baby food products No
    
&ͱR:F;BIM>Á �<ͱ�&"��"�Á%BFBL:=:Á �@JB<MELMJ>Á�Á?ͱͱ=Á �:ͱ;:;ÁHJͱ=M<LKÁ 2>K
Á "Ͱ�Á�:JFÁ:=NBKͱJKÁ �@JB<MELMJ>Á�Á?ͱͱ=Á �MKBG>KKÁ:=NB<>Á 2>K
Á %�,Á 0:L>J
ÁK:GBL:LBͱGÁ�ÁO:KL>ÁF:G:@>F>GLÁ )E:KLB<ÁK:GBL:LBͱGÁHE:L?ͱJFKÁ 'ͱ
    
Nepal Finaccess Private Ltd Finance Mobile banking Yes
    
'B@>JB:Á =�EB@ALÁ=>KB@G
Á"G<�Á �G>J@QÁ�ÁBG?J:KLJM<LMJ>Á ,ͱE:JÁHͱO>JÁ 2>K
    
Tajikistan Swedstream* Health Ultrasound equipment Yes*

Tanzania Book by Book Education Ordering platform for  
   educational material No
Á �:EBF>J:Á,ͱEͱDJ:˗Á 0:L>J
ÁK:GBL:LBͱGÁ�ÁO:KL>ÁF:G:@>F>GLÁ ͰJBGDBG@ÁO:L>JÁ 2>KÁ
Á 3:GJ><Á)E:KLB<KÁ 0:L>J
ÁK:GBL:LBͱGÁ�ÁO:KL>ÁF:G:@>F>GLÁ )E:KLB<ÁJ><Q<EBG@Á 2>K
    
.@:G=:Á �<ͱ��M>EÁ�?JB<:Á%BFBL>=Á �@JB<MELMJ>Á�Á?ͱͱ=ÁÁ�G>J@QÁ�ÁBG?J:KLJM<LMJ>Á �BͱF:KKÁ;JBIM>LL>KÁ 'ͱÁ
Á ):FͱC:Á<E>:GL><AÁ�, Á:G=Á% �Á �G>J@QÁ�ÁBG?J:KLJM<LMJ>Á �BͱF:KKÁHE:GLÁ 2>KÁ�, 
ÁGͱLÁ% �
 Swedstream* Health Ultrasounds Yes*
 Text to Change Other Market research Yes
Á 0ͬ�Á �G>J@QÁ�ÁBG?J:KLJM<LMJ>Á �Bͱ@:KÁ?JͱFÁO:KL>Á 2>K
    
Á3:F;B:Á  J>>G%:BLBÁ �G>J@QÁ�ÁBG?J:KLJM<LMJ>Á �ͱͱDBG@Á?M>EÁ@>EÁ 2>K
Á !B':LBͱGÁ �G>J@QÁ�ÁBG?J:KLJM<LMJ>Á %B@ALBG@Á:G=Á<A:J@BG@Á 2>K
Á "F:@BG>Á�"+Ͱ"�Á �@JB<MELMJ>Á�Á?ͱͱ=Á &ͱJBG@:ÁHJͱ=M<LKÁ 2>K
 Rent-to-Own Finance Leasing of agricultural products No
Á /:@@:ÁLBEEÁ/:@@:ÁÁ �G>J@QÁ�ÁBG?J:KLJM<LMJ>Á �BͱF:KKÁKLͱN>KÁ 2>K

�ͱMGLJQÁGͱLÁÁ ,>>Á&QÁ-J>>Á +>L:BE
ÁF:GM?:<LMJBG@Á�Á<ͱGKMF>JÁ@ͱͱ=KÁ �BG:G<B:EÁK>JNB<>KÁ<:J;ͱGÁ<J>=BLKÁ 'ͱ
=>˓G>=

*Swedstream is listed two times in the table, since the IAP project is taking place in two countries. There is however only one baseline for the project.  

rEfErEncES

i For more on ‘What is Inclusive Business?’ see our Spotlight at 
the Practitioners Hub (www.inclusivebusinesshub.org).
ii For further information on IAP indices see section 4.
iii  Inclusive Business Portfolios vary widely in the balance 
between producer-focused and consumer-focused projects, 
:G=Á:EKͱÁN:JQÁBGÁAͱOÁLA>K>Á:J>Á=>˓G>=�Á�ÁJ><>GLÁKLM=QÁͱ?ÁKͱ<B:EÁ
enterprises in India (On the path to sustainability and scale.Intel-
lecap 2012) found the majority targeted the BOP as consumers.   
The Business Innovation Facility portfolio in contrast is balanced 
roughly half and half.  IAP lies between these two, and is mostly 
consumer focused, but does not exclude producer-focus. 
iv For more on how inclusive business can integrate innova-
LBͱG
ÁK>>ÁͱMJÁ,HͱLEB@ALÁ�"GGͱN:LBͱGÁBGÁ"G<EMKBN>Á�MKBG>KK�Á:LÁLA>Á
Practitioners Hub;  Simple Strategies to boost Innovation in Your 
Company. 
v See a blog by Ruth Branvall at the Practitioner Hub: Getting 
Your Business Model Right.
v i +Á�J_GGN:EEÁ�Á#Á#ͱA:GKKͱGÁ�ͬ����
Á"GGͱN:LBͱGÁ?ͱJÁ.G=>JK>JN>=Á
Markets, Njord Consulting.
v i i +Á�J_GGN:EEÁ�Á#Á#ͱA:GKKͱGÁ�ͬ����
Á"GGͱN:LBͱGÁ?ͱJÁ.G=>J-
served Markets, Njord Consulting.
v i ii  For further information about the variety of IB models being 
developed see e.g. IFC Inclusive Business Portfolio, or the case 
study database of UNDP’s Growing Inclusive Markets Initiative.
ix ALLH�;MKBG>KKBGGͱN:LBͱG?:<BEBLQ�ͱJ@H:@>=:L:�ͱ?�˓G:G<B:E�
and-technical-support-for-inclusive-businesses
 x On the path to sustainability and scale.Intellicap 2012
 xi Hystra consulting (2011), Leveraging Information and Com-
munications Technology for the Base of the Pyramid.
xii See ‘Reaching the Rural Consumer: Is the Village Level Entre-
preneur Right for Your Business?’ Checklist and the Inside Inclu-
sive Business on ‘Last Mile Distribution’at the Practitioners Hub.

 xiii LCS ProMotion International has recognised the challenge 
ͱ?Á>GKMJBG@ÁH:JLG>JKÁ<:GÁ@>G>J:L>ÁK:E>KÁ:G=Á=>EBN>JÁ:˗>J�K:E>KÁ
care in their SanPlat project. They have  produced a series of 
HJ:<LB<:EÁ@MB=>KÁKM<AÁ:KÁ�!ͱOÁLͱÁ0ͱJDÁOBLAÁ)>ͱHE>��ÁÁ-A>K>Á
guides are published online and free to copy for all. 
xiv As part of the contracting process, each grantee completes a 
baseline form.  At the end of IAP grant disbursement they com-
plete a Completion Report. An introduction to these for grantees 
can be found on the Practitioners Hub.  In addition, they maintain 
ongoing contact with a ‘buddy’ in the IAP team, and may provide 
further updates formally for each disbursement or informally 
through dialogue.
xvÁ�:<AÁBG=>PÁBKÁ;:K>=ÁͱGÁ:Á<ͱFHͱKBL>Áͱ?Á=B˒>J>GLÁBG=B<:LͱJKÁ:G=Á
ratings (e.g. red, amber, green or high, medium, low likeli-
hood, or simple yes/ no answers). Some of those are based on 
company reporting (e.g. baselines) - some others are based on 
assessments made by IAP team members. All assessments 
represent a snapshot for each project at a moment in time. This 
scoring has clear limitations, but helps to understand the overall 
portfolio and how it may evolve. Assessment will be repeated to 
track changes over time.
xviiÁ+>HͱJLÁͱ?ÁLA>Á˓JKLÁ<Q<E>Áͱ?Á"�)Á<:GÁ;>Á?ͱMG=ÁͱGÁALLH�;MKB-
G>KKBGGͱN:LBͱG?:<BEBLQ�ͱJ@?ͱJMFLͱHB<K:G:EQKBK�J>HͱJL�˓JKL�
round-of-iap-project-1 : 22 out of 167 applicants were funded 
(14%). A report of the second cycle can be found on http://busi-
nessinnovationfacility.org/group/innovationsagainstpoverty/fo-
JMFLͱHB<KBGGͱN:LBͱG�:@:BGKL�HͱN>JLQ�<Q<E>�ͬ�BG�˓@MJ>K�ÁÁÁ��Á
applicants out of 236 were funded (4.6%).   Analysis of the third 
cycle will be published shortly. 
xviii The Practitioner Hub has not been the focus of this report but 
is further explained on the Hub on the webpage www.inclusive-
businesshub.org.
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