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o Cuman 3 llia cuia
~1.1 Billion JS cen 40

> $11 ,680 (PPP)

$3,000-11,680 ey siida e Buls ~2 3 Billion

The BoP are a
SOCIo-economic

Jseh
- : segment, not a
Cuman Al ~ ’
< $3,000 rp) v e 4.6 Bi location
‘PPP” = Purchasing
Power Parity

Gapminder: https://www.gapminder.org/fw/income-levels/
World Bank: https://www.worldbank.org/en/topic/poverty#:~:text=New%20poverty%20estimates%20by%20the. about%20736%20million%20in%202015.
Additional Data Sources: PovcalNet; Pew Trust; WB/IFC’s Global Consumption Database
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Source: TL Photo, Malawi

Source: TL Photo, Kenya © Ted London
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NO ZERO

GOOD HEALTH QUALITY
POVERTY HUNGER

GENDER AN WATER
EQUALITY J AN” SANITATIC

AND WELL-BEING EDUCATION
o o o o ——
\J 3
Lb% & 2 &
DECENT WORK AND 9 IIIISIRY INNOVATION 1 0 REDUCED RESPONSIB
ECONOMIC GROWTH INEQUALITIES CONSUMPTION
AND PRODUCTIO

13 honov 14 o warer

1 LIFE 16 PEACE, JUSTICE PARTNERSHIPS
ON LAND

AND STRONG FOR THE GOALS )
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Sources: https://www.oecd.org/dac/financing-sustainable-development/development-finance-standards/ODA-2021-summary.pdf;

; https://unstats.un.org/sdgs/report/2019/goal-17/

© Ted London


https://www.oecd.org/dac/financing-sustainable-development/development-finance-standards/ODA-2021-summary.pdf
https://unstats.un.org/sdgs/report/2019/goal-17/

4 Development Community )
* Need for scale
* Have too many “customers”
* Support local producers
\__*Alleviate poverty )

\) New
Approaches

Goal: Build sustainable, scalable enterprises that
have a net positive impact on poverty alleviation

© Ted London
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https://www.weforum.org/agenda/2021/07/can-new-technology-solve-the-global-housing-crisis; https://www.urbanet.info/the-global-housing-crisis/
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_| Immense Market Opportunlty

A cpl 5 BN 50 S S G CEMEX
Cadlay | Slles
Lf':d T Provide cement & other
Payment building materials
S () ) o yaad j Al o) lidl Distributor

orders and weekly

Building material T l Deliver building materials
payments ’

Slide/photo: Courtesy of Patrimonio Hoy Cu Stﬁmer
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Slide: Courtesy of Patrimonio Hoy
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Technical Micro-Credit Build!ng Fast and Safe  Accessible
Support Materials

Housing project = CEMEX finances = Supply and * Building 3 times . \yjithout formal
created 80% of the cost of storage of all fasterat 1/3 cost  equirements
acccc)jrdir}g to ;c]he materials required material = Imgr%ving quality , Weekly payments
needs ot eac = Clients build credit = Fixed prices and the G
family: : N : functionality of Service cepters

score with during the project ) among their

- From scratch Patrimonio Hoy cycle housing e
- Improvements
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CEMEX

TRy “ Provide cement & other
- building materials

Distributor

Building material

Deliver building materials
orders and weekly

payments

Customer

PATRIMONIO
L!:I(CMQOIO DE // CeEmEXx

2 2o 9 ASud
SR Ldsa g Al

CEMEX

‘ Architect

Payment

Provide cement & other

' building materials
|
I Building material orders &
2 80% of weekly payments
PH Cell & > Distributor
Customer ™, * :
I

Service Agent

Socio
(Customer)

Deliver building materials

Source: Exhibits 9 and 10, Constructing a BoP Business in a MNC

© Ted London




ll» 29 g S 9 s

+4295,000 45
it

S B g3
+3.0 4444
Sl @iy e (sl OEY S el s & )

(Columbia, Costa Rica,

+ 2 8 O 9 9 % Dominican E?;::i; Nicaragua,

Dlde) )Y (sl

Slide: Henning Schoutz, PH; revised by Ted London © Ted London



+ 2 million benefited people, including children

+ building better assets with less investment: 3
times faster at 1/3 less cost through fix prices, storage,
planning

+ 30 percent use space for economic activities
+ Socios building financial history
+ Socios feel empowered, growth in self-esteem

5 ' + 3,000 promoters empowered by training
2 - and an additional income

women

Local distributors have more income and income stability

Slide: Henning Schoutz, PH;

revised by Ted London © Ted London
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Flow of Cash i I
Flow of Material 1 ¥
Flow of Order Information :
1
1
1
| o8 |
1 v
Direct :
Distribution !
14
] |
Stock delivered |
by distributor :
v
e o
88 !
Larger/closer = m y ‘
communities -
Large Retailer Store Small-retailers
Kirana Shop
ot o
Indirect t I t I
e oer e ! v I
Distribution I 1 v
g Micro-retailers o Micro—retailers_
(Same Hub Town or nearby villages) within small/remote villages|
Consumers Consumers f I f I
1+ 1 v

Consumer in more
remote villages

m ¥, A
' 7,
Q A i gm ’1

Consumer in hub town or nearby villages




Initial Pilot for
Shakti Initiative

Reliance on NGO

generation

Reporting and
re-stocking

Earns 11-13% on

consumer sales Shakti Entrepreneur
(registered sales outlet)

% Entrepreneur covers

Photo: BoPinc. Org;

Ted London 2-4 local villages

) HUL and partner identify
partnerships potential markets HQ Staff

350+ Partners " .
Local income _ Initial approach through local NGOs partnerships

Meet with self-help groups Rural Sale

% %

&

Rural
Distribution

> o
( Shakti S hakt l

Cross sector

'

Concept Selling

ﬂ Promoter
@

Entrepreneur selection

a and training

Stocks delivered
to entrepreneur

Local logistics
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Hile S5 Shakti Channel Strategy (What, where, how much) “ " “ “
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Hindustan Uniover Liswited aalow s B |
i—» HUL/Factory
|

|
1 1
Operations Management (Recruit, train, manage) : \d
Field managers (FMs) : . o [ "_f-
Capability Leaders (CLs) I v ‘ i
Rural Sales Promoters (RSPs) I Third Party
I I
| o8 | CFA
| v
o000 I R1IR D RIB OR
m Sales Agents (Demand fulfillment) : ~30-60
Shaktis . W
RSP comes 1-2 times a month to coordinate RSP goes to the child parties in the @
o with Shakti and check HUL stock village with Shakti or alone to take orders
=

ﬁ jf%&] TR E% j{ﬁ n E% Shakti Entrepreneur

Krana Stors. ST RSP SHemsR S D) registered sales outlet)
- Child Party

' RSP ~
5 % Shakti
é.\mé Child Party |

i T : X
Delivery Person i prEELL 2
Stock delivered to Shakti within2-4 ]

° days of ordering based on route plan

- - ————

]

|

| . .

v Micro-retailers

{ L] Distributor Vehicle ithi i
= within small/remote villages|
: Iom% Based on the =] 2 %9
I o current stock at u |
: Shakti store and | [ I 4
Distributor receives the L ;:th"g Z?gaﬁsers RSP Consumer in more
o el G orders through remote villages

dispatches stock

> ‘ HUL’s mobile app ﬁ ;
Rural ) < l
Distributor m
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Assume you are leading a BoP
enterprise and you are briefing a
newly hired team:;

|dentify three words to describe the
“target population” (the BoP) that
you think will be most helpful in

guiding your team to engage in the




g ] Al.‘ & ﬁll L'LA_.A, /&.t’l‘

: u‘J3M JclSJucubM

- O Kl ‘m", W7 L0 RE

I b b pladal g @UA"-‘
R L '-f,\ y-

Photo: Ted London



T¢ You wanT To Go AAST
Go AlLoNe.

.
-

Cog™ "'&x \~.
"é-‘s\\‘l k\

- 3 - Credlts —
e : A s g Shuan,SadreGhazn



'5_\,‘ r(uSs

Photo: Ted London



1) s el sl sl

O3S A lailia) sl ) 3l G b (a5

) (S 3 \ &3 ‘\AJ\J\A_\\
\ k hﬁ 9 3 Jj ¢ < . L
...: .: @ - .. ‘ L

(= 9Ll

araaal (5 ) (5L Cuy ol
TR

l Cudgana bl sl

dddddddddd



=

OO

Distributor  Retailers m " Customers
-~ s - - -

Product Flow
iz

Warehouse

=
[)E @ @ = o dlladde C o | )E 2100

el
Ha
Factory
el
Ha
Factory

Business Model Co-create, Innovate, | Impact Assessment Partnership
Innovation Framework] Embed Framework Framework Ecosystem Framework

Development Market Creation

|
I Co | Facilitate Enterprive Activities Facilitate Market Transactions
. et nisigence Owmand Creation
Metrics \ T © Cumusal comtent, competitng Landecape © dussan misiag; ehivier Sungs
« Does tean Iave the right portfolio of skils "o the darienimetrks abow for reale [+ 5 * o/ Joiba, exonomic A © Veuibmrvdeios v .
. nnovatn - Maket Access
4 experserces 1o engage i ol maskets S [re—

* Do the financial investoss offer sufficient et b ) - Prc n— +i- Exnting
Nexibiay to innovate? *Do the long-4erm metrics consider ] o Duasieesien, new
- financial and sexsal performance” d

© implementation sujpost "’AL_Y ot prodanes
P e
Vabe o mgewred ipus

Creaton
o Assens poverty mpacts A o vopens

|+« Acvess to

, = §
Problem-Solving ' Structure nceetainty, rik e, Infrastructure ;

| Financd Captal Bastuchre
O Gaumbs, equity; debd, b grassimber o Piywcal infrarucase devlopaent
o Quabty avarasce and cevtdiation
Hman Coptal 0 Madket teaseparency
.

re Ve Chain
+ s the toam engaging appropeiate intermal *Does the Jegal entity sugpont the desieed X e 3 ;:,M

capetad stractisre and scope of activities”

Ay
S
o
o
=

and external partners in developung their
business sedel?

= Do organizational & geographic locations. i T | /- Gender, cante, race
B the team solvng the rght problems? of team enable BoP-anented innovation? Sl oy o soarapes

lllustrating
and Assessing
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lllustrating
and Assessing
BoP Business

~  Product Flow

111 R
B & M LAAAZ
Distributor  Retailers m .~ Customers

Warehouse

Models

Key Considerations: Scaling BoP Business Models requires...

the right balance of bricolage
* and de novo

structures and incentives
2 . that synchronize scaling of
sub-components

understanding the need for
" demand creation vs. demand
fulfillment

4 net positive returns for all
« stakeholders

addressing the balance
. between business and social
goals

6

enabling learning and
© continual improvement

© Ted London
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Cocreate-Innovate-Embed (C-1-E) Scaling Strategies

/ Co-Create Innovate
Envision Pilot
/ Craft Solutions Find the Orches’Frate Address Market\
: . Effective .
with the BoP Positive E ) Creation
xperlments

* Ensure a perspective
based on respect and
dialogue

» Establish interaction
guidelines

-

* Leverage what
already exists

* Value informal assets

V Assess mutual value creation

and institutions

* Articulate specific
learning goals

* Value and manage
failure

* Assess competition

* Understand market-
creation opportunity

* Seek co-investors

Generate
Integration-based
Competitive Adv

Build Social
Embeddedness

wddress risks

_/

\; Ensure mutual value creation

* Encourage crossing
boundaries, co-mingling
assets, and creating value

+ Change the playing field

* Create ecosystem of
partners

Enhance mutual value creation

* Develop capability
to access market
information

* Develop capability
to interpret market
information

Strategizing about Scale from the Start

Source: London, T.,
2016. “The BoP

Promise”

© Ted London
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Economic
Well-Being

\
y

Buyer

Community

+/- Income, income
stability

+ /- Access to
credit/new debit

7

+ /- Economic
consumer surplus
+ /- Economic
productivity

~

"

+ /- Local
livelihoods/income
+ /- Businesses
serving community

\

+ /- Skills, Knowledge

: + /- Contentment,

quality of life

\.

+ /- Health and
morbidity

+ /- Self-confidence,
dignity

-~

.

+/- Perceptions about
education, healthcare
+ /- aspirations

+ /- Household roles
+ /- Social status

Alleviating Poverty Creating Value

+ /- Network access
+ /- Power of
intermediaries

-~

+/- Gender equity
+ /- Relationship with
environment

© Ted London



Partnership Ecosystem Framework (PEF)

Enterprise Development Market Creation
Facilitate Enterprise Activities Facilitate Market Transactions
Market Intelligence Demand Creation
o Cultural context, comp. landscape o Awareness raising, behavior change

o Consumer demand, supplier preferences |© Micro-credit, other sources of financing
o Vouchers/subsidies

o Processes , tools, and frameworks o DPolicy changes; regulation eff

Social Capital Institutional Infrastructure
o Legitimacy, access to networks o Banking, property enhanceng

oD

o

z

i o'

]

i

- Market Access

© |o Distributors, other platforms Supply Enhancement

‘B |o Implementation support o Advisory services for producers

- o Improved inputs

<€ | Value Creation (Assess poverty impacts) o Aggregation of outputs

?:o Enhance Enterprise Resources Enhance Market Environment

g |Financial Capital Value Chain Infrastructure

= | o Grants, equity, debt, loan guarantee o Physical infrastructure development

B | Human Capital o Quality assurance and certification

AR 1o Talent development, technical assistance | © Market transparency 35:? ::unwnm To Go /AST,
o oNe.

% Knowledge Capital Legal Infrastructure ; -

)

e

3]

O

Source: London, T., 2016. “The BoP Promise”



-l Sustainability at Scale Toolkit
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Design for Plan for Manage Value Develop
Success Scale Creation Partnerships

- Business Model Co-create, Innovate, | Impact Assessment Partnership
o € 0 Innovation Framework] Embed Framework Framework Ecosystem Framework
c s Y B = e
S »n C o " i e et
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Toolkit of Strategies, Frameworks and Processes
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