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What do we need funding 
for?
Which type of funding 
should we be looking for?
Which type of funders 
should we target?
From these funders’ 
perspectives, are we ready 
for their investment?

A set of simple tools for last mile distributors (LMDs) looking to begin their fundraising journey

Which specific funders 
should we pursue? 

How do we attract the 
attention of funders?
How do we pitch our 
business?
How do we build 
relationships with 
funders?

Which documents do we 
need to share about our 
business?
In particular, how do we 
communicate our 
financials (e.g., unit 
economics, financial 
forecast, etc)? 

Investment-
readiness self-

assessment

Funder database

Pitch 
recommendations 

and templates

Templates for required 
documents (financial 

model)





• Major purchases that your company makes, which are used 
over the long term (more than one year) to improve your 
company’s performance in the future. E.g., vehicles, a 
warehouse, or office equipment.

• Capex can also include intangible assets, such as intellectual 
property.

• You will typically list Capex in the investing activities section 
of the cash flow statement.

• Capex can be financed through equity, debt, or grants.

Capex…

Companies raise money for a variety of different purposes, e.g., so the business can get off the ground, to be 
able to run day-to-day operations, to expand, or to transform in some way. These purposes can often translate 
into different expenditure categories:

Sometimes companies raise 
capital not for a specific 

purchase, but to strengthen a 
company’s balance sheet 

(maintain a reasonable leverage 
ratio)



• Day-to-day expenses that your company incurs to keep its 
business running (for items used within one year). E.g., 
inventory, salaries of staff, commissions, or rent.

• You will typically list Opex in the operating activities 
section of the cash flow statement.

• You will typically finance Opex with your own revenues, but 
will also need to borrow to have enough cash to cover 
working capital needs (working capital loans).

… and Opex

Sometimes companies raise 
working capital not for a 

specific purchase, but 
to operate with more liquidity
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You are a start-up 
company getting off the 
ground, with negligible 
revenues. You are 
looking for funds to 
develop a product 
prototype, a business’ 
proof-of-concept, 
and/or to run pilots.

You already have a strong track record (an established user base, 
consistent revenue figures, or some other key performance 
indicator). You need more funds to purchase inventory and 
finance your receivables. You may also want funding to further 
optimise your user base and product offerings, and/or to scale 
the product across different markets.

Your company is growing fast. You want to keep with this fast 
growth and become market leaders and/or operate across several 
markets. You need substantially more capital to expand your 
distribution infrastructure and to finance your operations. 

Funding needs often vary based on the 
development stage of your business, and 
on your objectives… 

You are already making 
sales. You’ve invested 
into your own company 
and need external 
funding to invest in 
minimal viable 
infrastructure (a 
warehouse, transport, 
HR, etc) and to grow 
sales.

Proof of concept Operations

Fast growth/international expansion

Moderate growth/increase sales
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Pre-seed funding

Typically funded by 
founders, family and 
friends; but also grants
from business plan 
competitions, 
foundations, incubators, 
or crowdfunders. 
Exceptionally, equity 
from angel investors.

To grow sales, debt for working capital becomes critical to 
fund inventory and receivables.
Companies may also raise grants, debt and perhaps a 
small amount of equity, to invest in infrastructure, new products, 
nor ew projects.

Series A and onwards

Equity will play a substantial role if you are choosing this path. You 
will be selling part of the company, which also means giving up a 
certain amount of control over it. Debt for working capital will also 
become substantial.Seed funding

Companies may continue 
to use their own funds or 
raise external finance, 
like grants, seed equity, 
or debt to invest in 
distribution 
infrastructure, inventory 
and into your team. 

Proof of concept Operations

Fast growth/international expansion

Moderate growth/increase sales
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Convertible 

equity/debt

Least onerous

Most onerous

Sourcing funding from masses online
• This refers to crowdfunded donations. Not to be confused with 

crowdfunded loans/crowdlending platforms (see under debt), or 
crowdfunded equity.

• Includes platforms like Gofundme.
• There is no obligation toward funders beyond delivering rewards.
• This is a good option if you want to sell products to consumers, 

without giving up control of the company.
• Crowdfunding requires a lot of planning and energy to “go viral”.

Crowdfunding

Grants

Debt

Revenue sharing

Equity

https://www.gofundme.com/en-gb
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Convertible 

equity/debt

Least onerous

Most onerous

Crowdfunding

Grants

Debt

Revenue sharing

Equity

Receiving a donation from a foundation aligned with your mission/ 
enterprise
• “Free money” but often comes with strict reporting requirements.
• Grant awards are often competitive, which requires significant effort 

in proposal writing.
• For-profit companies can get grants with mission alignment, i.e., 

impacts achieved by the company are aligned with the objectives 
the of funder.

• Grants can be in the form of upfront grants, or disbursed after 
achieving specific milestones (e.g., results-based financing). 

• Examples of funders actively supporting LMDs are AECF, D-Prize, 
DOEN foundation, and USADF.   

https://www.aecfafrica.org/
https://d-prize.org/
https://www.doen.nl/en
https://www.usadf.gov/
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Convertible 

equity/debt

Least onerous

Most onerous

Crowdfunding

Grants

Debt

Revenue sharing

Equity

Borrowing money and repaying it with interest, according to a timeline
• Debt can be used to finance fixed assets as well as to finance 

working capital (eg via revolving line of credit).
• Expect negotiations around terms: grace period, interest rate, term.
• Lenders need to be convinced about your capacity to repay.
• Currency of the loan may be problematic if it is not matched by the 

currency of your revenues (e.g., a USD loan to be repaid with 
revenues in different currency).

• Lenders may require collateral in the form of fixed assets, inventory 
or receivables account. 

• You don’t give up any control (unless limitations with selling asset).
• Can have limitations if you need to pay back upon additional 

financing.
• Crowdlending platforms such as Charm Impact, Bettervest and 

Lendahand are important lenders in the sector.
• Examples of other types of lenders to LMDs include specialised 

investors and funds such as Beneficial Returns and the SIMA Angaza 
Distributor Finance Fund.

https://charmimpact.com/
https://www.bettervest.com/en
https://www.lendahand.com/en-EU
https://www.beneficialreturns.com/
https://www.angaza.com/distributor-finance-fund/
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Convertible 

equity/debt

Least onerous

Most onerous

Crowdfunding

Grants

Debt

Revenue sharing

Equity

Fundraising instrument that provides investors recurring payments 
based on the company’s financial results (“revenue share” or "profit 
share" deals)
• Companies can offer a set percentage of sales revenue or a 

percentage of a specific net profit metric and pay it to investors as a 
form of interest payment on a loan.

• Good option for getting capital into the company without diluting 
equity.

• You will need someone who understands your cash flow/repayment 
possibilities to set the repayment conditions and schedule.

• Can link to impact metrics to lower your return.
• Can put stress on accounting system/cash, or discourage future 

investors, as this will often need to be paid off first.
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Convertible 

equity/debt

Least onerous

Most onerous

Crowdfunding

Grants

Debt

Revenue sharing

Equity

Raising financing that will later convert to equity, but is simpler to do 
right now
• Easier for earlier stages/smaller rounds.
• Comes in as debt (with interest rate + repayment obligation), or 

equity on balance sheet.
• Allows postponing the difficult exercise of company valuation until 

the conversion.
• Investors typically don’t have voting rights until the conversion.
• Often includes valuation cap and discount rate – investor gets a good 

deal for taking an earlier risk.
• Use simple, quick documents for agreements with investors (e.g. 

SAFE) to reduce the time spent negotiating the terms of the 
investment.

• Convertible equity can come with complications; sometimes the 
valuation is already fixed, the repayment obligation may be delayed 
until after the conversion decision, etc.

• Most early-stage investors active in the space do this, e.g., elea 
foundation, Persistent and Gaia Impact.

https://www.ycombinator.com/documents
https://www.elea.org/en/home-en
https://persistent.energy/
https://gaia-impactfund.com/en/
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Convertible 

equity/debt

Least onerous

Most onerous

Crowdfunding

Grants

Debt

Revenue sharing

Equity

Selling part of the company and voting rights, in exchange for money
• Issued for large amounts of funding ($2-5M+ depending on sector).
• Requires the largest negotiations around control and ownership. 

Biggest discussion point is often valuation of the company, while 
many other important terms may get less attention.

• Can simplify with off-the-shelf documents (e.g. Series Seed) for 
under $3M.

• Early-stage investors active in the space include Acumen, elea 
foundation, Persistent and Gaia Impact.

https://www.elea.org/en/home-en
https://persistent.energy/
https://gaia-impactfund.com/en/
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Debt
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• Foundations
• Programs from 

governments or 
development partners

• Crowdfunded 
donations

• …

Grants

• Banks (local or international)
• Specialist financial 

intermediaries, including 
crowdlending platforms

• Foundations
• Development Finance 

Institutions
• Corporations/CSR
• Government programmes
• …

• Impact investors/ 
patient capital

• Philanthropic 
investors

• Foundations
• Angel investors
• Private equity
• Venture Capital (VC)
• …

Equity and quasi-equity

Cannot stress this enough: 
be aware of currency risk for 

debt finance in hard 
currency from international 

sources 



Pre-seed funding
Seed funding Small working capital 

facilities

Post-series A toward 
commercial capital

~Series A Working capital 
facilities

pilot fund

Distributor fund

Equity Small working 
capital facilities

• The GDC’s Last Mile Disitribution Capital Continuum: 
trends, gaps and opportunities research mapped 
concrete investors with a track record in last mile 
distribution, active at different stages of company 
growth.

• This information can be found in the GDC’s LMD 
funding database.

https://infohub.practicalaction.org/bitstream/handle/11283/622923/GDC%20LMD%20capital%20continuum%20research_July%202022.pdf?sequence=1&isAllowed=y
https://globaldistributorscollective.org/lmd-funding
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The GDC’s LMD funding database 
provides an overview of relevant 
funders, who can be filtered by 
sector, geography, type of finance, 
ticket size, and stage of company 
growth: 

• Pre-seed, seed, early growth, 
accelerated growth, and slower 
growth. 

See who funders have invested in 
before. Are any of their previous 
investments in companies similar to 
yours?

Make sure you go through their 
websites as a starting point. Check 
their eligibility criteria to make sure 
you qualify.

Investment-readiness self-assessment for LMDs

https://globaldistributorscollective.org/lmd-funding
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• The Village Capital VIRAL Pathway: Venture 
Investment-Readiness and Awareness Levels can 
help you measure how investment ready you 
are, using the language of investors.

• The VIRAL framework outlines 9 levels that 
companies go through over their lifetime. It also 
identifies milestones across a range of criteria: 
team, product, business model, and others.

• Assess your company against each of the criteria
in the top row. 

• Find what level you are at and therefore which 
type of capital you should be raising.

• Apps like abaca can help you go through self-
assessment.

Criteria ↓Levels ↓ Types of funding ↓

Source: Village Capital. Click here to read in full.

https://medium.com/village-capital/entrepreneurs-and-vcs-need-to-be-more-precise-in-the-way-they-talk-to-each-other-3e714e7a5245
https://abaca.app/investment-readiness-training
https://medium.com/village-capital/entrepreneurs-and-vcs-need-to-be-more-precise-in-the-way-they-talk-to-each-other-3e714e7a5245
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External investors will want to see a strong 
team, with relevant experience, and knowledge 
of the market and industry.

Investors will want you to have clearly identified 
the problem your company wants to solve, how 
you plan to solve it, and why you are best placed 
to do this

You will need to know who your customers are. 
Do you have evidence that they will pay your 
price? Do you have evidence that your solutions 
solve their problems better than others? How 
much do they value your products and services?

If developing a new product or technology, 
investors will want to know at what stage of 
development it is (prototype, patents, etc). This 
is not always relevant for distributors, where the 
emphasis is on how you design and manage 
your distribution and sales.

You should be able to demonstrate a clear 
understanding of the addressable market, market 
share you will capture, regulatory issues, and have 
a clear strategy and potentially partners to enter 
the market.

You will need to be able to describe your business 
model, pricing, costs along the value chain, and 
have financial showing positive unit economics and 
financial projections.

You may have identified other markets to expand 
to, have a strategy for expansion, and evidence that 
your business model will work. Note this is not as 
relevant for LMDs not pursuing a fast growth 
strategy.

You may be expected to provide evidence of a 
growth trajectory that will eventually lead to an IPO 
or acquisition, allowing your investors to exit. Note 
this is not as relevant for LMDs not pursuing a fast 
growth strategy.

Team

Problem
and vision

Value 

proposition

Product

Market

Business 

model

Exit

Scale



Source: Ababa investment readiness training. Click here to read in full.

Insert presentation title into the footer 23

Your company may score different 
“levels” in each criteria. Your overall 
level, however, is the maximum level 

in which all criteria are fulfilled.

https://abaca.app/investment-readiness-training
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> Years of 
operation

Pre-seed + 
prizes

Debt in local currency 
from Cordaid (CIM) + Kiva 

loan allowed for first 
containers of products

Seed round (Acumen, 
Gaia) allowed for 

growth, doubling size 
every year

Expansion to Liberia 
supported by AECF 

grant, working capital 
finance from CIM

Series A by Acumen and FMO, and 
debt facilities from Trine and SIMA-

Angaza DFF allow to deepen 
presence in both countries, 

becoming leading distributor

Series A2, plus working capital 
facility in local currency from FEI 
OGEF allows to refinance smaller 

debt facilities 

Lighter curves in the 
background represent 
the growth 
trajectories of other 
LMDs we have 
researched on

Leading distributor of 
PAYG off-grid solar 
products in Sierra Leone 
and Liberia, having 
reached 120,000 
customers to date

Investment-readiness self-assessment for LMDs
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> Years of operation

D-Prize award

USADF grant allows to 
open outlets in 3 

counties and engage 
more distributors

Loan from Kiva allows 
company to build credit 
history and expand to 

more counties

Loans from SIMA-
Angaza DFF, EARF and 
Yunus Social Business 
to allow to continue 
growing operations Actively looking for equity to 

accelerate growth

Company starts 
operating profitably

Distributor of PAYG off-
grid solar and 
appliances, with 
presence in 8 counties in 
Kenya, reaching 27,000 
customers in 
underserved rural areas

Investment-readiness self-assessment for LMDs
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Once you have identified investors you’d like to engage with, using the GDC LMD funding 

database, how do you approach them and how do you pitch to them?

Next: go to the pitch recommendations and templates (find this in our Knowledge Hub).

Investment-
readiness self-

assessment

Funder database

Pitch 
recommendations 

and templates

Templates for required 
documents (financial 

model)

Investment-readiness self-assessment for LMDs

https://globaldistributorscollective.org/lmd-funding
https://globaldistributorscollective.org/knowledge-hub


Useful resources / helpful links
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• Village Capital VIRAL, https://medium.com/village-capital/entrepreneurs-and-vcs-need-to-be-more-precise-in-
the-way-they-talk-to-each-other-3e714e7a5245

• Abaca, https://abaca.app/ - do a self assessment
• Abaca, https://abaca.app/investment-readiness-training - read more…
• Explore GOGLA’s access to finance resources at the Off-Grid Solar Energy Academy 

(https://www.gogla.org/node/1405/) to get more detailed information on equity and debt financing, which will 
be applicable beyond the off-grid energy sector.

https://medium.com/village-capital/entrepreneurs-and-vcs-need-to-be-more-precise-in-the-way-they-talk-to-each-other-3e714e7a5245
https://www.gogla.org/node/1405/

