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Overview of investment-readiness tools for LMDs

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

Investment-
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for their investment?



What do we
need funding
for?



What do we need funding for?

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:

Capex

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.

Sometimes companies raise

capital not for a specific
purchase, but to strengthen a
company’s balance sheet
(maintain a reasonable leverage
ratio)

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.




What do we need funding for? (continued)

... and Opex

* 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.

Sometimes companies raise
working capital not for a
specific purchase, but
to operate with more liquidity

* 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).




What do we need funding for? (continued)

Funding needs often vary based on the

development stage of your business, and
on your objectives... Fast growth/international expansion

Your company is growing fast. You want to keep with this fast
growth and become market leaders and/or operate across several

‘ AR markets. You need substantially more capital to expand your
Proof of concept P distribution infrastructure and to finance your operations.

You are a start-up You are already making
company getting off the sales. You've invested :
ground, with negligible into your own company Moderate grOWthlmcrease sales
revenues. You are and need external You already have a strong track record (an established user base,
looking for funds to funding to invest in consistent revenue figures, or some other key performance
develop a product minimal viable indicator). You need more funds to purchase inventory and
prototype, a business’ infrastructure (a finance your receivables. You may also want funding to further
proof-of-concept, warehouse, transport, optimise your user base and product offerings, and/or to scale
and/or to run pilots. HR, etc) and to grow the product across different markets.

sales.

Investment-readiness self-assessment for LMDs




Which type(s) of
funding match
our needs?



Which type(s) of funding match our needs?

Proof of concept g

Pre-seed funding
Typically funded by

Seed funding

> Fast growth/international expansion

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.

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.

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

—> Moderate growth/increase sales

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.



More on these types of funding

Least onerous
Sourcing funding from masses online

Crowdfunding * This refers to crowdfunded donations. Not to be confused with
crowdfunded loans/crowdlending platforms (see under debt), or
Grants crowdfunded equity.
* Includes platforms like Gofundme.
Debt * There is no obligation toward funders beyond delivering rewards.

e Thisis a good option if you want to sell products to consumers,
without giving up control of the company.
Revenue sharing * Crowdfunding requires a lot of planning and energy to “go viral”.

Convertible
equity/debt

Equity

v
Most onerous


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

More on these types of funding

Least onerous

Debt

Revenue sharing

Convertible
equity/debt

Equity

v
Most onerous

Crowdfunding Receiving a donation from a foundation aligned with your mission/
enterprise
Grants * “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/

More on these types of funding

Least onerous
Crowdfunding .

Grants .

Debt ’

Revenue sharing

Convertible
equity/debt

,

Most onerous

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/

More on these types of funding

Least onerous

Crowdfunding
Grants Fundraising instrument that provides investors recurring payments
based on the company’s financial results (“revenue share” or "profit
share" deals)
Debt * 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
Revenue sharing form of m_terest payment orT a I(_)an. . -
* Good option for getting capital into the company without diluting
. equity.
Conyertlble * You will need someone who understands your cash flow/repayment
equ1ty/debt possibilities to set the repayment conditions and schedule.
e Can link to impact metrics to lower your return.

Equity * Can put stress on accounting system/cash, or discourage future
v investors, as this will often need to be paid off first.

Most onerous




More on these types of funding

Least onerous Raising financing that will later convert to equity, but is simpler to do

Crowdfunding right now
* Easier for earlier stages/smaller rounds.

° 1 : 2 + . o
Grants Comes in as debt (with interest rate + repayment obligation), or

equity on balance sheet.
Debt the conversion.
* Investors typically don’t have voting rights until the conversion.
Revenue sharin
deal for taking an earlier risk.
e Use simple, quick documents for agreements with investors (e.g.
equity/debt investment.
e Convertible equity can come with complications; sometimes the
Most onerous * Most early-stage investors active in the space do this, e.g., elea
foundation, Persistent and Gaia Impact.

e Allows postponing the difficult exercise of company valuation until
e Often includes valuation cap and discount rate — investor gets a good
Convertible SAFE) to reduce the time spent negotiating the terms of the
! valtfation is already fixgd, the_r(.epayment obligation may be delayed
until after the conversion decision, etc.
e w



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

More on these types of funding

Least onerous

Crowdfunding

Grants

Debt

Selling part of the company and voting rights, in exchange for money
e Issued for large amounts of funding (52-5M+ depending on sector).

* Requires the largest negotiations around control and ownership.
Biggest discussion point is often valuation of the company, while
Convertible many other important terms may get less attention.
equity/debt * Can simplify with off-the-shelf documents (e.g. Series Seed) for
under S3M.
. * Early-stage investors active in the space include Acumen, elea
v foundation, Persistent and Gaia Impact.

Most onerous


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

Which types of
funders do we
approach?



Which types of funders do we approach?

Grants Debt Equity and quasi-equity
* Foundations Banks (local or international)
* Programs from Specialist financial
governments or intermediaries, including
development partners crowdlending platforms
* Crowdfunded Foundations
donations Development Finance

Institutions
Corporations/CSR
Government programmes

Cannot stress this enough:
be aware of currency risk for
debt finance in hard
currency from international

sources



Which types of funders do we

approach?

 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.

Cordaid
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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

Which types of funders do we approach?

Sector Geography Type Investment Stage

The GDC’s LMD funding database
provides an overview of relevant
funders, who can be filtered by o=
sector, geography, type of finance,
ticket size, and stage of company
growth:

Off-grid solar v East Africa v Grants v Seed v

Examples of GDC

Investment Stage ** )
investees

Type Sector * Geography Application

All, Improved Severa
Grants or repayable $50K -
g $500

e Pre-seed, seed, early growth, RS :
rants .
accelerated growth, and slower

grOWth. Agriculture, All,

Seed cooking, Off-grid Sub-Szharan Africa  windows a £ .
Zambia, Zonful Energy

Altech, Mukuru Clean
Health, Improved Stoves, Endurance
Invest in new ventures that )
. up to cooking, Off-grid
D-Prize Grants distribute proven poverty Globa

See who funders have invested in 520K solar, Water &

interventions.
sanitation and

-annua Electric, Harness

competition Energy, Deevabits

Green Ene

b€f0re. Are any Of thelr DFEVIOUS WAS Livelyhoods, Essmart

investments in companies similar to Polinate Group,

Grants and debt ) _ ) | East Africa (Kenya, Frontier Markets and
i ) - Give special attention to All, Improved o _
0 u rs? DOEN {convertible notes S25K - o i . . X Tanzania, Rwanda Livelyhoods, Inysneri,
. . ) _ initiatives which are in a pilot cooking, Off-grid . Open ) )
Foundation and equity also $250K ) ) and Uganda) and Jiro-V'e, Offgrid Box,
and/or starting stage. solar

possible) India Shine, Simusolar,

Make sure you go through their Sistema.bio
WEbSItes as da Sta rtlng p0|nt. CheCk Mostly invest in early-stage Agriculture, All,

their eligibility criteria to make sure g

early-stage K concept, companies need to solar, Water &

Grants, convertible companies (between pre seed Health, Improved
grants and eguity for
.
yO u q ua | |fy. Companies prove unit economics and clear sanitation and

and series A). After proof of cooking, Off-grid

B
o
[

elea foundation Globa Open Essmart, ATEC

path to profitability. nygiene (WASH)



https://globaldistributorscollective.org/lmd-funding

Are we ready for
investment?




From these funders' perspective, are we ready for
their investment?

Levels |

Criteria |

Types of funding |

VILL L]
Level Name Team Prob!e_m g Value Prop Product Market Business Model Scale Exit 5 fIYe=st fundmg
Vision tvalr.aluclnsed:t this level
Team positionedto  Global leader in Citedasthetop  Product Clearline-of-sight to  Minimum 2x revenue Strong unit Growth with exit
- navigate M&A, IPO. stated vision. solutionin the astopinindustry.  industrydominance.  growth for multiple economics for .
9 Sight industry solving this years. multiple customer Rgems
problem. segments
Teamisrecognizedas  Systems-Level Multiplerenewals  Strongcustomer  Brandestablished. MOMrevenue meets Growthofcustomer  Team has turned
marketleadersinthe  Changevalidated.  with low saleseffort.  product feedback in Hard-to-beat industrystandard.  base accelerates  downacquisition
8 Scaling Up industry Customersinmultiple  multiple markets. parlme‘rsh\'ps for month-on-month. offer.
markets love the distribution,
product. marketing, and
growth Clase VCfor
C-sulteasgoodor  Impactissuccessfully Majority of firstsales  Productisbuiltfor  Salescyclesmeetor  Businessmodel  Evidenceofstrong  Team hasstrong Recurring Revenue +Growth
better than founding validated. intargetmarketare  scale and additional exceedindustry  validated - Validation unit economicsacross  relationships with
7 Hitting Product-Market | CEO and can stay inbound. offerings in progress. standard. of strong unit multiple markets. multiple acquirers.
Fit with company economics.
through its growth
and exit phases.
Teamhasproven  Salesvalidate impact  Sales beyondinitial =~ Complete product  Supply/distribution  Sales begintomapto Company hascleared Team has identified
sales,productdev  tiedtosolutionand  targetcustomers.  withstronguser  partnersseetheir  projections. Evidence regulatorychallenges specific acquirer(s)or!
6 Moving Beyond Early skills, and grow assolution  Customersloveitand experiencefeedback. successalignedwith  ofdecreasing CAC  and (if applicable) is other exit Close Institutional VC for 1st Sales,
Adopters management ability scales. are referring the ‘the company’s with growing implementing 2 environment. Market Expansion
tosupport a growing product to others. success. customer base buying  strong IP strategy.
team for scale. at target price.
Team has clear Evidence ofimpact  Target customers Fully functional Team s having Financial model with  Vision and ini Inbound interest from
sales/ops tied to solution-the  love the product and prototype with conversations with evidence of valid evidence of positive large strategics.
: understanding and companyhas  wanttokeepusingit.  completionof  strategicpartnersto projectionstoreach uniteconomicsintwo -
5 Tt strategy. evidence that by productforwide  capture theirmarket | positive unit markets. a"“""""’“":,‘c‘“w"'d Early
Business Model growing the business, commercial faster/cheaper than economics.
company solves the distributioninsight.  the competition.
problem.
Team has clear The company can Evidence of Team has clear Evidence of $1B+ Teamhasfinancial  Initial evidence that ~ Evidence of growth
understandingofhow  articulate system- differentiation understandingof  total addressable  modelwithcostand  multipletypesof  trajectory that could
theirtarget market  level change -how  throughinitial target  product development market revenue projections  customers find value lead to IPO,
idati operatesandhas  thissolutionwould  customerfeedback  costs and how to articulatedanda  inthe solutionorinan  acquisition, or self- .
4 V"'dat"ﬁ::k':‘"emh'e strongindustry transformthe  thatthesolution build theinitial strategyforhitting  extensionofthe liquidstingexit. P
contacts in this industry. solves their problem product cost- these projections.  product that the
market significantly better effectively company is well-
than othersinthe positioned to
market. develop.
Team has technical  The company can Evidence that Team has builta Initialevidence  Teamcanarticulate  Clearstrategyto  Initial evidence that
abilitytobuildfully  articulate why they're  customerswill pay  working prototype  throughsalesthat  projectedcostsalong  movetomultiple  the solution already
functional product  the best onestosolve  the target price. For and a product teamcancapture  the value chainand markets. solves the problem
3 Solidifying the Value and has a clear this problem_ B2C - 100 customers, roadmap. initial target market.  target cost points to better than any
Proposition understanding of the for B2B - 5 customers. reach positive unit incumbents
value chain and cost and conversations economics. .
structures in their with multiple Friends and
industry sinesch Family. G rants for R&D
Teamhassenior  The team cansolve Theteamhas  Teamhasabasiclow- Teamunderstands Companycanpointto Initial evidence that Vision for growth has|
members withlived ~ the problemandcan  potential customers  fidelity prototype any regulatory pricing and business  multiple markets company solving a
experienceofthe  articulateitsvision at whoprovide evidence  thatsolvesthe  hurdlestoentering  models of similar experience this large piece of the
2 Setting the Vision [JProblemand/ordezp  scale -what dossthe  that solution solves problem. themarketandhasa  products in the problem. global problemin 10
understandingof  worldlook like ifthey  key pain point - strategytoovercome  industry as further years.
their target succeed? product is a painkiller, them. evidence that their
customer's problem not vitamin. revenue assumptions
hold.
Strong foundingteam Teamhasidentifieda Teamhasidentified = Teamhasabilityto  Teamcanclearlly  Teamhasidentified Team hasidentified  Team understands
-atleast2people  specific,important,  theirhypothesisof  developlow-fidelity  articulatetotal  anoutlineof revenue  multiple possible  what an exitis and
ishi ingl| Withdifferentiated  and large problem. theirtargetcustomer  prototypeandhas  addressable market, model. markets or customer  has a vision for how
§ =T h".'f:; T skillsets. the specifictypeof  freedom tooperate-  the percentage they segmentsandhas  they will ultimately
personwhose  notblocked byather  will capture, and aspirationtoscale.  provide a return for
problem they are patents. initial target market. their investors.
solving.
Team Prub!e_m o Value Prop Product Market Business Model Scale Exit psothEving
Vision closed at this level

readiness self-assessment for LMD

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.

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

Investment-readiness framework criteria

Problem
and vision

Value
proposition

Product

External investors will want to see a strong
team, with relevant experience, and knowledge
of the market and industry.

Market

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

Business
model

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 Scale

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 Exit
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.

Investment-readiness self-assessment for LMDs

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.




Exit in Sight

Scaling Up

Product-Market
Fit

Moving Beyond
Early Adopters

Profitable
Business Model

Validating an
Investable
Market

Value
Proposition

-

=

—

€

»

-

Team

Our team is prepared
to navigate a merger,
acquisition or PO.

Our team is
recognized as market
leadars in the
industry.

We have a
team that

Problem and Vision

We're a global leader
in solving this
problem.

We're beginning to
have systems-level
change in solving our
problem.

Value Proposition

We're recognized as
the top sclution to
this problem.

Customers are
renewing or
repurchasing without
much sales effort.

Your company may score different
“levels” in each criteria. Your overall

Product

Our product is
recognized as the top
in the industry.

Our product is
successfully handling
dramatic growth.

is built

level, however, is the maximum level

are ready for growth.

We have aclear
strategy and
understanding of
sales.

©@

transform the
industry.

We can articulate
why our vision offers
a superior value

proposition.

in which all criteria are fulfilled.

customers.

Our initial target
customers love the

product and keep
using it.

Customer feedback
shows that our

solution is better than

others,

We have evidence
that customers will
pay our target price.

, and
gathering feedback.

Our product is almost
ready for broad
commercial
distribution.

Our team
understands product
management and
associated costs.

Wae've bulit a working
prototype and have a
product roadmap.

Market

We have a clear line
of sight to industry
dominance.

We have hard-to-beat
partnerships for
distribution,
marketing, growth.

Our sales cycle
meets or beats the
industry standard.

Our suppliers &
distributors see
meaningful benefits
from our success.

Large partners are
talking with us about
distribution,
marketing, etc.
We have evidence
that our total
addressable market is
over S1B.

Initial sales provide
evidence that we can
capture our target
market

Business Model

Our revenue has met
or exceeded
investors' targets for
multiple years.

We're rapidly growing
each month and
we've got a path to
profitability.

We've validated our
business model. We
have sirong unit
economics.

Our customers
acquisition costsare
going down & pricing

is going up.

Our actual revenues
& costs support
future positive unit
8conomics.

We have projected
revenues and costs
and have a trategy to
hit them.

We can articulate the
cost structure & unit
economics in our
industry.

Scale

Unit economics are
strong for multiple
markets or customer
segments.

Growth in our
customer baseis
accelerating
month-on-month.

Our unit economics
are positive in
multiple markets.

We've cleared
regulatory challenges
and have a clear IP
strategy.

Our unit economics
are tipping to positive
in at least two
markets.

Customers in multiple

markets find value in
our solution.

Serious companies

We have a clear
strategy to scale to
multiple markets.

Exit

We're on the cusp of
an exitand reaching
the finish line.

We've turned down
an accquisiton offer
already.

We have strong
relationships with
multiple potential

accquirers.

We've identified
specific accquires or
other exit options.

We're seeing inbound
interest from large
portential accquirers.

have made serious
investments inour
industry.

Evidence suggests
our value proposition
is of interest to
accquires

Typical Funding

Acquires |IPO

VC:
Series C, D+

VC:
Series B, C

VC:

Series A Debt

VC:
Seed Angel

Angel

Friends & Family

Angel

Friends & Family
Personal Credit

Setting the
Vision

Founding Team

-

-

We have a vision for
how to solve the
problem and can

axecute on it.

We've identified a
specific, important
and large problem.

Potential customers
validate that our
solution will sove a
key point

We have a hypothesis
for how we will solve
this problem

We've built a
low-difelity
prototype.

We have the ability to
developa low-fi
prototype.

We understand
applicable regulations
& have a strategy for
compliance.

We know our total
eddressable market
size and target
market share,

Existing pricing and
business models
support our revenue
model.

We have an outline of
a revenue model.

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

We have evidence
that multiple markets
experience this
problem.

We've identified
multiple markets or
customer segments,

We have a vision of
how to ultimately
deliver liquidity to

investors.

We know what an exi
is and understand its
importance to

investors.

Friends & Family
Personal Credit

Friends & Family
Personal Credit


https://abaca.app/investment-readiness-training

Examples of GDC members’' growth and
fundraising journeys: Easy Solar e e

products in Sierra Leone
and Liberia, having
reached 120,000

Leading distributor of

Expansion to Liberia
supported by AECF

= 10 grant, working capital customers to date
Z 9 finance from CIM Series A2, plus working capital
U% Seed round (Acumen, facility in local currency from FEl
g 8 Gaia) allowed for OGEF allows to refinance smaller
g . growth, doubling size debt facilities
é every year
6 Series A by Acumen and FMO, and
Debt in local currency debt facilities from Trine and SIMA- (Jyear
from Cordaid (CIM) + Kiva Angaza DF_F allow to dee!oen j.é_\ﬁ(l__,—
loan allowed for first presence in bgth cc.)un.trles, 7 Lighter curves in the
containers of products becomlng leading distributor background represent
17— A S — == the growth
reseeds | | |/ _AS L= trajectories of other
orizes | | @ N/ LMDs we have
T L _________ researched on
1 2 3 4 5 6 7 8 9 10 11 > Years of
operation

Investment-readiness self-assessment for LMDs




Examples of GDC members’ growth and
fundraising journeys: Deevabits Green Sl

appliances, with

Energy presence in 8 counties in

Kenya, reaching 27,000
customers in
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What's next?




What's next?

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).

Pitch :
Investment- recommendations Templates for required
readiness self- Funder database I documents (financial
assessment and templates model)



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

Useful resources / helpful links

* 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/

