
ge
Leading explosive growth 

© Copyright 2007. All rights reserved. No unauthorised copying, public presentation, or email distribution.

ED

ED Global experience & best practice

April 2008



Leading explosive growth © Copyright 2008. All rights reservedgeED 2

Session 1: ED Global experience & best practice
Contents

• Why ED? The global context 

• What is ED? 

• Overview of major Int’l ED projects & players

• A best practice framework for ED managers



Leading explosive growth © Copyright 2008. All rights reservedgeED 3

Why enterprise development? 

Poverty 
must be 
fought

Business & 
public must 

help

SME 
development 

is THE
key tool

ED is crucial
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Business & 
public must 

help

SME 
development 

is THE
key tool

Poverty 
must be 
fought

ED is crucial

• 100’s of millions of people are suffering from extreme poverty; ED is 
important to us because its important to them

• Fighting poverty is now a nearly 60 year old battle…

• For the first time in 6 decades, the developmental world now agrees on how 
to fight poverty

• The UN Millennium Development Goals (MDG’s) are the focus 

• Africa is unlikely to meet any of the MDG’s, and is moving backwards in many 
areas

• The poverty situation is not vastly different in South Africa: with 
unemployment at >40%, and most of the nation living on under $2/day

• Poverty in SA will not go away on its own
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Poverty 
must be 
fought

SME 
development 

is THE
key tool

Business & 
public must 

help
ED is crucial

• “We” have a central role to play in fighting poverty

• We means you and I, since we are those with influence to make a difference

• There are 5 reasons why we must do everything we can

– Failure and fatigue

– Size of task

– Role of State

– Self interest

– Golden rule

• It is even more important in SA that you and I play a role, than in the rest of 
the developing world
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Poverty 
must be 
fought

Business & 
public must 

help

SME 
development 

is THE 
key tool

ED is crucial

• After 6 decades of trying, the latest global consensus for how to address poverty 
is captured in the World Bank’s “Attacking Poverty” Strategy, with 3 pillars
– Opportunity
– Empowerment
– Security

• International development experts view pro-poor private enterprise 
development as the key to alleviating poverty 

• But not just them: most poor people view a sustainable livelihood as the best way 
to escape poverty

• There are good reasons ED is looked upon as the most effective means of 
addressing poverty: it is the most effective vehicle for job creation, and 
sustainable livelihoods are the most powerful weapon against poverty

• In SA, effective ED is even more important than the rest of the developing world
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Poverty 
must be 
fought

Business & 
public must 

help

SME 
development 

is THE 
key tool

ED is crucial

• Enterprise development is not just a South 
African idea, or another BEE checkbox. It is 
probably the most powerful tool for nations to 
address poverty, and almost certainly the most 
powerful opportunity for YOU to contribute to 
building a better South Africa
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ED is growing SMME’s to create jobs

Grow the economy 
& improve lives of the 

poor

Grow local enterprises

Create more and better 
jobs

Provide services to 
help local enterprises overcome 

growth constraints “The key task is to 
increase the number of 
businesses that survive
the first few years of 
establishment and 
progress to growth and 
expansion, thus 
contributing to higher 
levels of job creation and 
economic growth” – The 
DTI. SA (2)
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This requires holistically addressing SME 
constraints 

• There are many different types of 
and approaches to ED: here we 
focus on direct SME support

• Direct ED is about helping SME’s
leap  growth hurdles

• 3 primary sets of constraints affect 
SME growth

• To unlock growth, you need to 
holistically address constraints to 
growth, of which there are 6…

– Opportunity constraints

– Obvious constraints

– Overlooked constraints

To unlock growth, you need to holistically 
address constraints to growth…
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Operations constraints
(systems, tools, processes, 

etc)

Resources & capabilities
constraints (access to finance, 
skills, knowledge, people etc)

Management capacity 
constraint

The planning constraint (even 
with finance, inadequate 
resource to plan strategic 

resource allocation)

Market opportunity 
constraints (ability to 

compete in quality 
growth markets)

The “Hunger”
constraint (desire to 

pursue growth 
opportunities)

The obvious constraints

The opportunity 
constraints

The overlooked 
constraints
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This in turn requires medium- to long-term incubation, 
within a clear business strategy & plan

• Several common SME support interventions exist to address each SME 
constraint

• Each type of support has a broad array of intensities & delivery modes, 
depending on SME needs

• But most SME’s will not grow from 
single interventions: they require 
medium- to long-term incubation

• That’s why any ED intervention 
must be part of a broader 
business strategy and plan to 
achieve and sustain a competitive 

Most SME’s will not grow from single interventions: they
require medium- to long-term incubation

Constraint addressed

This is 
NOT

how ED 
works
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Common SME support interventions

Financial services

Training

• Develop SME 
knowledge 
and skills in 
management, 
operations, 
etc

• Broad range 
of teaching 
activities 
involving 
facilitators / 
trainers 

• Not usually 
one-to-one

Extension
(consulting/
mentoring/ 
coaching)

• Advise or assist 
improved 
business 
decisions, 
outside a 
classroom

• Consultancy: 
expert advice 
on tech. & 
mgmt issues

• Mentoring: 
Expert self-
development 
advice 

• Coaching: 
guided self-
discovery 
problem solving

Supply 
inter-

mediation

• Develop 
commercial 
entities as 
‘brokers’ to 
bundle supply 
purchases of 
member 
SMEs, thereby 
reducing cost 
or improving 
supplies

Operations Development

• Provide 
structured 
capital for a 
commercial or 
subsidised fee, 
including:

• Short- & 
long-term 
debt

• Private 
equity 
Preferential 
payment 
terms (for 
suppliers / 
distributors)

• Commercial 
debt 
guaranties

Transaction 
banking 
services

• Provide access 
to cheque / 
current 
account, with 
ability to make 
withdrawals 
and deposits 
through 
various 
channels

Finance/ 
capital 

provision

Business 
linkage 

facilitation

• Improve 
commercial 
linkages 
between 
SME’s and 
global and 
national 
supply chains, 
and between 
SMEs

Market 
research

• Improve the 
information 
environment of 
SMEs so they 
are able to 
respond to 
market signals

• Includes trade 
fairs, 
exhibitions, 
etc

• Passive 
services are 
ineffective; 
proactive 
information 
delivery is 
essential

Market access 
facilitation

Sales / 
distrib’n

inter-
mediation

• Develop 
commercial 
entities as 
‘brokers’ to sell 
outputs of 
member SME’s, 
leveraging scale 
to improve 
market access 
and cost of 
sales and 
distribution

Non-Financial Business 
Development Services (BDS)

Source: Adapted from World Bank (1998). Business Development Services for SMEs: Preliminary Guidelines for Donor-Funded Interventions. Pp 12-20
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Intensity range of need/ interventionSME need / 
type of BDS

(not exhaustive)

Each type of support has a broad array of intensities & 
delivery modes, depending on SME needs

HighLow

(1) ILO (2007). Synergies through Linkages: Who Benefits from Linking Micro-Finance and Business Development Services? ILO Int’l Training Center, Turin, Italy

• Advice from lawyers
• Dispute resolution with gov’t., employees, 

other firms

• Advice and services in legally registering 
an enterprise at municipal level

• Advice on basic laws

• Legal services

• Accountancy training
• Account. Advice/consultancy

• Finalizing accounting records for tax and 
or formal purposes,

• Quick advice

• Accounting

• Consultancies on complex standards and 
regulatory issues

• Basic advice on setting up and running 
business in specific sector

• Information: regulations, 
standards and MSE ideas

• Access to basic, design, finishing and related 
technology

• Advice on purchase of basic tools and 
machinery, access to supplier 
information

• Access to technology

• Consultancy
• Contracted consultancy services
• Embedded training

• Usually services embedded in other 
business transactions

• Technical advice related to 
productivity, design, etc.

• Market surveys and strategy
• Planning and organizing group buying and group 

selling

• Design of advertising materials
• Basic information on local suppliers and 

output markets,
• Advertising advice

• Marketing, advertising 
assistance, market analysis

• Personnel management, hiring, firing,
• Occupational safety and health Strategic 

planning on HRD
• Incentive schemes, Benefits planning

• Short legal instructions and advice• Human resources and 
employee relations

• Apprenticeships, long-term training plan, 
competency based learning

• Short courses on single abilities• Vocational skills training

• Advanced marketing, upgrading and strategic 
planning

• Business start-up advice
• Business idea planning

• Management training and 
business planning

• Regular, intense instruction• Basic instruction on loan repayment
• Short refresher

• Financial literacy and credit 
use

Modes of delivery

• Contracted service from local lawyer
• Private law firms or lawyers of business association
• Advice from MSE ass. or chamber of commerce

• Contracted services from local accountant or accounting firm
• Part of financial literacy or management training
• Structured instruction for MSE’s own use

• Internet cafés,
• Trainers, consultants
• Sector/cluster association or chamber of commerce
• Private media programs on large or SMEs
• Internet

• Access purchased from private owners
• Collective small group ownership
• Provided through sector/cluster association

• Trainers, consultants
• Equipment/input suppliers, product buyers
• Coop/sector/cluster association

• Local graphic design shops
• Marketing consultants
• Embedded media services (e.g., newsp. ad department)
• Through coop/sector/cluster association

• Local lawyers
• Designated courses, government OSH unit
• Specialist HRD consultants
• Employer and employee organizations

• Limited designated programs
• Existing VET institutes and private providers
• Sector/cluster/business associations

• Business plan competitions
• Continuing education at local colleges
• Business associations and private trainers
• On-going mentoring

• Group, classroom-setting prior to first loan
• During loan repayment meetings
• Training workshops
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Overview of major Int’l ED projects & players (1 / 2)

• Thousands of organisations are 
involved in ED; the best research 
exists on global donor institutions 
(e.g. USAID, DFID, UNDP, UNIDO, etc), 
& a handful of corporate giants (Shell, 
Unilever, Coca Cola, SAB, etc)

• There are several key global 
stakeholders groups; the most 
influential are int’l donors, big 
companies, & local delivery 
partners

There are thousands of organisations engaged in ED; 
the best research is on global donor institutions, & a 
handful of corporate giants

Non-profit 
delivery partners

Private delivery 
partners

Corporations  & 
parastatals

Donors or donor 
implementat’n

agencies
Major global 
players

•Grameen Bank

•BRAC

•Opportunity 
International MF

•Endeavour

•Enablis

•Technoserve

•SEEP Network

•AfriCap microfinance

•Delloitte

•IBM

•Mesopartners

•Many and varied, 
including many global 
giants and national 
giants

•Most prominent 
include Shell, BP, 
Coca Cola, Nestle, 
Unilever, Chevron 
Texaco

•UNCTAD, UNIDO, 
UNDP, ILO, etc

•SwissContact, USAID, 
DIFD, GTZ, etc

•World Bank 

•IFC

•Gates foundation

•Etc.

SA players 
(alphabetical)

•The Business Place

•Enablis

•Endeavour

•SAIE

•SPB

•AfriCap microfinance

•Business Partners

•edge Growth Solutions

•Grofin

•National ED Platform

•Productivity SA

•RaizCorp

•Etc…

•“The usual suspects”
(primarily JSE Top 40)

•Particularly, the major 
oil & petroleum and 
mining companies, and 
SAB

•Anglo Zimele
•ChemCity
•Coca Cola
•Unilever
•Etc…

•ComMark Trust

•FinMark Trust

•Triple Trust 
Organisation

•UNIDO

Focus, since most 
relevant to this audience

Several key stakeholders; most influential are int’l 
donors, big companies, & local delivery partners
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SMMEs

National, provincial, and local governments
•Policy 
•Funding

International donors

National financial and BDS 
wholesale institutions 
(e.g. Ntsika, Khula)

Local funders & grant-
making institutions 

(incl. CSR)

Statutory 
agencies

Non-profit 
delivery 
partners

Private delivery 
partners

Corp. & 
parastatal

procurement

Private 
consultants

Academic 
institutions

Donor 
implementat’n

agencies

Source: Adapted from Umsobomvu Youth Fund (2002). ENTREPRENEURSHIP SKILLS DEVELOPMENT AND BUSINESS SUPPORT NEEDS OF POTENTIAL AND EXISTING YOUNG ENTREPRENEURS. Pp 70
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Overview of major Int’l ED projects & players (2 / 2)

• Many direct ED models are being tried (see next slide) 

• Appendix I contains many 1pg case studies of successful ED 
projects run by corporate sponsors 
(target audience for this presentation is corporate SA)

• Many have had a great impact, when implemented well

• But there is another side to the story: most ED projects fail 
to deliver measurable impact

• In summary: best practice is crucial
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Direct ED models
Summary description
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Venture 
capital

Business 
Centres

Sector / VC
development

Development 
finance
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Business 
Incubators

Virtual Business
Incubators

Entrepreneur 
development

Focused Service 
Providers

Microfinance

• Investment funds which invest alongside management in young, rapidly growing companies with potential to become significant 
economic contributors

• Fund managers (usually government or ODA funded)  which provide finance to entrepreneurs and businesses in competitive 
industries, to promote national socio-economic development

• Small banks which provide finance, transactional banking services, and sometimes other business development services, to 
micro-entrepreneurs and small businesses unable to access funding from commercial banks

• Companies that provide young entrepreneurs with primarily personal development services, (including entrepreneurial, 
management, functional, and personal training / coaching / consulting) and facilitate learning, networking and linkages to 
resources 

• Consulting organisations which support the development of a particular SME sector by addressing constraints at and sometimes 
beyond enterprise level for a vertically integrated group of enterprises concerned with the same product or operating within the
same value chain

• Walk-in entrepreneurial centre that offers non-financial services, mostly facilitating business start-up and early stage growth, on 
a commercial, subsidized, or free basis

• Business centre that offers start-ups and young businesses premises, facilities, and access to a suite of on-site services to address 
constraints to growth (excludes finance). Sometimes sector focused

• Companies that offer SME’s of any size a holistic business services solution to enable aggressive growth management (excludes 
facilities and finance)

• Companies that provide a discrete set of business services (out of the large universe), including management, functional (e.g. 
finance, marketing), and technical support, delivered through training, coaching, mentoring, consulting/advisory, or technology

Distribution 
development

Supplier 
accelerators

• Customised model which decisively addresses all 3 areas of dominant SME need (financial, market, and operational), through 
performance-based growth contracts, and a holistic, managed growth solution (including finance, operations, and capacity 
development)

• Corporate player developing local suppliers through a customised supplier development model which decisively addresses all 3 
areas of dominant SME need - financial, market, and operational – leveraging performance-based growth contracts and a holistic, 
managed growth solution (including finance, operations, and capacity development)

Hybrid models 
(many varieties)

• Any of the dominant typologies, with some added features from other models, but still not able to decisively address all 3 areas
of dominant SME need: financial capital, market access, and operational development
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A best practice framework for ED managers
It is possible to achieve nation-changing impact through 
these 7 Golden Rules ( © Copyright edge)
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Implement strategic &  holistic ED 
models

Target “winners” with 
employment growth potential

Evaluate holistically, using 
balanced scorecards

Use best practice private sector 
delivery partners

Provide equity & loan capital & 
leveraged BDS

Focus on value chain integration 
in the right economic sectors

Target job-creation & corporate 
returns
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• An effective ED program 
requires excellence at all 3 
levels of Strategy, Design & 
Mgmt, and Delivery 

• There are 7 key areas to 
consider when designing an 
ED program

• It is possible to achieve 
nation-changing impact by 
applying these 7 Golden 
Rules (© Copyright edge)
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Key take-aways
Why ED? The global context 
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It is possible to achieve nation-changing impact through 
these 7 Golden Rules ( © Copyright edge)
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Implement strategic &  holistic ED 
models

Target “winners” with 
employment growth potential

Evaluate holistically, using 
balanced scorecards

Use best practice private sector 
delivery partners

Provide equity & loan capital & 
leveraged BDS

Focus on value chain integration 
in the right economic sectors

Target job-creation & corporate 
returns

D
es

ig
n 

&
 M

gm
t

36Leading explosive growth © Copyright 2008. Al rights reservedgeED

In summary: ED is a lifeline for South Africa

Poverty 
must be 
fought

Business & 
public must 

help

SME 
development 

is THE
key tool

ED is crucial

Enterprise development is not just a South African idea, or another BEE 
checkbox. It is probably the most powerful tool for nations to address 

poverty, and almost certainly the most powerful opportunity for YOU to 
contribute to building a better South Africa

26Leading explosive growth © Copyright 2008. Al rights reservedgeED

ED is growing SMME’s to create jobs

“The key task is to 
increase the number of 
businesses that survive
the first few years of 
establishment and 
progress to growth and 
expansion, thus 
contributing to higher 
levels of job creation and 
economic growth” – The 
DTI. SA (2)Grow the economy 

& improve lives of the 
poor

Grow local enterprises

Create more and better 
jobs

Provide services to 
help local enterprises overcome 

growth constraints 

2

4

What is ED? 

Best practice framework

5555Leading explosive growth © Copyright 2008. Al rights reservedgeED

Global experience

• Achieving powerful impact is possible

• But it is not easy: ED is complex and highly 

nuanced

• Customised best practice is essential

1

Overview of global experience

3
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Appendix I – Case studies - Contents

Supply Chain

• Anglo Zimele, SA

• Delta Motor Corporation, Zimbabwe

• Fiat Automotive, India

• Du Pont, Columbia

Distribution

• Coca Cola SA

• Unilever, Vietnam

General SMME support

• Shell, Global

• Chevron Texaco, Kazakhstan
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Anglo Zimele, SA
Combine support to Black Economic Empowerment (BEE) SMEs that supply Anglo 
with non-core inputs, along with more general support to the SME sector

Source: UNIDO (2004), Partnerships for Small Enterprise Development. Report prepared by Deloitte, for UNDP and UNIDO. Pp 15
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Delta Motor Corporation, Zimbabwe
Support SMMEs development by assisting entrepreneurs in establishing their own 
businesses

Source: UNIDO (2004), Partnerships for Small Enterprise Development. Report prepared by Deloitte, for UNDP and UNIDO. Pp 21
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Fiat Automotive, India
Develop a clear-tiered market structure among automotive component suppliers 
through strategic development of automotive component suppliers, by providing 
support and training particularly in plastics, rubber and metalworking

Source: UNIDO (2004), Partnerships for Small Enterprise Development. Report prepared by Deloitte, for UNDP and UNIDO. Pp 15
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Du Pont, Columbia
Financing for farmers so that they can purchase inputs from DuPont to maximize 
their yields for the season

Source: UNIDO (2004), Partnerships for Small Enterprise Development. Report prepared by Deloitte, for UNDP and UNIDO. Pp 28
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Coca Cola SA

Developing the capacity of the distribution network comprising 
individual entrepreneurs in underdeveloped markets

Source: UNIDO (2004), Partnerships for Small Enterprise Development. Report prepared by Deloitte, for UNDP and UNIDO. Pp 30



Leading explosive growth © Copyright 2008. All rights reservedgeED 27

Unilever, Vietnam
Developing a range of sourcing and distribution “partnerships” with local SMMEs

Source: UNIDO (2004), Partnerships for Small Enterprise Development. Report prepared by Deloitte, for UNDP and UNIDO. Pp 24
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Shell, Global
Provision of training and support services to young entrepreneurs through local 
Shell companies and a range of local partners; encourages business start-ups as a 
positive employment choice

Source: UNIDO (2004), Partnerships for Small Enterprise Development. Report prepared by Deloitte, for UNDP and UNIDO. Pp 35
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Chevron Texaco, Kazakhstan
Support of entrepreneurs through the creation of a business center supported 
financially by ChevronTexaco and Citigroup Kazakhstan and implemented by UNDP

Source: UNIDO (2004), Partnerships for Small Enterprise Development. Report prepared by Deloitte, for UNDP and UNIDO. Pp 36


