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Pacific RISE
Business needs of Pacific social enterprises

1 Introduction
Pacific RISE facilitated the development of an innovative finance solution to expand access to locally made
reusable pad products for managing menstruation in the Pacific.
Supply chain issues were a major challenge faced by Pacific enterprises that produce and distribute products to
manage menstruation. The cost of materials made up 70 to 90% of their operating costs and the materials were
difficult to source. Pacific RISE supported the development of a menstrual health trade finance vehicle (MHTFV)
that helps menstrual health enterprises by establishing supply chains for more affordable input materials – such
as specialty fabrics and fasteners – required to produce reusable menstrual pads. More affordable and reliable
supplies helps to stabilise the enterprises’ cash flows, which helps them scale their production and grow. This in
turn leads to stabilised and increased local production of reusable pads, increasing access to better menstrual
health products and education in the Pacific.
The MHTFV was designed to be a demand-driven solution. Pacific RISE brought together stakeholders to identify
the challenge, come up with a solution, and design and test a pilot. Pacific RISE guided the process, bringing in
the right people at the right time – starting with the Pacific menstrual health ecosystem, then bringing in trade
finance experts to assist with vehicle design, and finally bringing in investors to fund the pilot. The time and
facilitation effort that this process took was considerable, but necessary.
The MHTFV has undergone one pilot round, raising US$49,316 (A$66,100) in funds. The pilot improved access to
lower cost materials for four participating enterprises, delivering savings of approximately US$29,885
(A$40,000). The MHTFV expects to continue expanding by facilitating orders for more menstrual health
enterprises in the Pacific.
This case study outlines how the financing and business needs were identified, how the vehicle was designed,
the outcomes of the pilot round, the lessons learned, and the challenges in developing and implementing the
vehicle.

2 Background
In 2015, research funded by the Australian Department of Foreign Affairs and Trade (DFAT) examined the
experience of women and girls in managing menstrual hygiene in Solomon Islands, Fiji and Papua New Guinea. 1
The research produced a 2017 report titled The Last Taboo, which identified the challenges that women and girls
face in the Pacific around menstruation. 2 These challenges included:
»

a significant lack of education and access to information around menstruation

»

strongly held beliefs and cultural norms and taboos that influence women and girls’ ability to manage
menstruation safely and with dignity

»

limited access to affordable, practical and culturally appropriate products to manage menstruation

»

inadequate water, sanitation and hygiene facilities in many schools and workplaces to meet the needs of
menstruating girls and women.

The report also identified recommendations to address these challenges. In 2018, DFAT’s Gender Branch
supported Pacific RISE and its implementing partner Criterion Institute to examine one of the recommendations,
specifically recommendation 3: ‘Improve availability, affordability, and access to quality commercial menstrual
hygiene products in remote parts of the Pacific.’
In September 2018, Pacific RISE and Criterion Institute held a workshop in Melbourne, inviting menstrual health
enterprises and other industry stakeholders to talk about opportunities, challenges and constraints in the market
for menstrual health products. Overall, 43 participants from 13 countries 3 attended the four-day workshop.
The workshop focused on understanding the challenges faced by Pacific social enterprises working in menstrual
health and identifying opportunities to improve the market (see Annex A – Note 1). The workshop asked the core
question, ‘Do these enterprises need finance?’ The answer that emerged was clearly, ‘No, they don’t.’ The
businesses were operating relatively effectively. But it became clear that the enterprises faced an important
common barrier in their supply chain: the cost of materials made up 70 to 90% of their operating costs and the
The research was overseen by a consortium involving Burnet Institute, WaterAid and the International Women’s Development
Agency, and coordinated by local partner organisations in each of the three countries: Solomon Island Planned Parenthood
Association and WaterAid (Solomon Islands); International Planned Parenthood Federation Sub-Regional Office for the Pacific
(Fiji); and Susu Mamas PNG and Plan International Australia (Papua New Guinea).
2
Burnet Institute, The Last Taboo: Research on menstrual hygiene management in the Pacific, September 2017.
3 Australia, Fiji, Indonesia, New Zealand, Papua New Guinea, Philippines, Republic of the Marshall Islands, Solomon Islands,
Samoa, Timor-Leste, United Kingdom, United States of America, and Vanuatu.
1
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materials were difficult to source (see Annex A – Note 2). But these materials could be purchased for much less,
and with much less effort, in other countries.
The high cost and difficulty of sourcing materials impacted their business in three key ways:
1

It was hard to plan ahead for their businesses, especially when thinking about growing their customer base
or market share, when they were not sure when or how they could access materials.

2

Businesses could not take advantage of larger non-government organisation (NGO) orders because they
could not quickly turn around orders, or produce a large enough quantity of products.

3

Production costs were high, which put pressure on the businesses’ working capital and limited the scale of
production.

While finance for the individual enterprises might have helped them purchase supplies in the short term, the
underlying issue of a broken supply chain would remain. This raised an opportunity for Pacific RISE to develop an
innovative finance solution to reduce the cost of key materials and ultimately expand access to reusable products
for managing menstruation in the Pacific. 4 Early conversations with select investors demonstrated interest in the
idea of investing in an opportunity that would provide better access to period products for women and girls in
the Pacific. DFAT approved Pacific RISE’s allocation of a grant for an organisation to design and implement a
solution to the problem identified.
Pacific RISE sought expressions of interest from a range of finance,
intermediary and social impact organisations to design and launch a
new trade finance vehicle that uses finance to support both formal
and informal micro-, small and medium-sized enterprises in the
Pacific menstrual health market, by addressing the main constraint
of material sourcing.
Only two organisations applied – Red Hat Impact and Lotus Impact
– both impact investing intermediaries that have a strong social and
gender focus. 5 In November 2019, a co-design workshop in Sydney
gave Red Had Impact and Lotus Impact an opportunity to engage
with Pacific and regional menstrual health enterprises to learn more
about the challenges and opportunities in the Pacific and to talk
through potential design ideas (see Annex A – Note 3).

Red Hat Impact helps enterprises,
investors and organisations to solve
problems, break barriers and grow
impact by providing capital, business
support and advisory services.
Lotus Impact targets early-stage
enterprises across Southeast Asia,
providing venture building services
and impact capital to dedicated
entrepreneurs seeking to transform
value chains.

The workshop participants identified two scenarios where trade finance could be used to improve the supply of
materials for Pacific menstrual health enterprises:
1.

Financing a bulk order of the specialised materials needed to create reusable menstrual pads. Ordering in
bulk direct from a wholesaler or manufacturer would lower the unit cost of materials for the enterprises.

2.

Financing the logistics costs of getting those materials to the enterprises in the Pacific.

During the workshop, Red Hat Impact and Lotus Impact decided that their skills were complementary and that
they could be more effective working together rather than competing for the grant. The two intermediaries
agreed to partner to design the trade finance vehicle.
One recommendation from the original workshop in Melbourne in 2018 was that the vehicle needed to be led
and driven by the Pacific enterprises themselves. Pacific RISE set up an advisory board consisting of Criterion
Institute, Pacific menstrual health enterprises and WaterAid (Table 1) to provide ongoing support to Red Hat
Impact and Lotus Impact throughout the design and implementation. This would help to ensure that the trade
finance vehicle was based on the needs of the businesses that would use it.

Criterion Institute and Pacific RISE, Unlocking the Opportunity in the Pacific Menstrual Health Market: Lessons learned from a
workshop of menstrual health actors working in the Asia–Pacific region, November 2018. Pacific RISE and Criterion Institute
presented the workshop findings to investors in March 2019.
5
During the expression of interest period, Pacific RISE facility manager, Amanda Jupp, approached a large number of trade
and finance organisations – Pacific and regional banks, microfinance institutions, development banks, multilateral banks – but
none were interested. They felt that menstrual health was not a large or profitable market or they had existing products and did
not want to design something new. ‘If this was agriculture,’ they said, ‘we would look into it.’
4
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Table 1: Membership of advisory board 6
Member

Organisation

Member

Organisation

Mary Elizabeth
Ramosaea

Kaleko SteiFree
(Solomon Islands)

Isabell Rasch

Mana Care (Samoa)

Belinda Roselli

Mamma’s Laef (Vanuatu)

Anne Shirley Korave

Queenpads (Papua New
Guinea)

Camille Escudero

Quality Philippine Export
Lingerie and Apparel,
Inc. (QPELA)

Joy Anderson

Criterion Institute

Chelsea Huggett

WaterAid

Lucy Wells and
Amanda Jupp

Pacific RISE (secretariat)

3 The vehicle
At its core, the menstrual health trade finance vehicle (MHTFV) is solving a supply chain problem: the enterprises
need a regular supply of materials at a reasonable cost. The lack of access to materials was affecting their cash
flow and limiting their scale of production, ultimately impacting their ability to grow their businesses and reach
more women and girls with more menstrual health products.
For the vehicle to solve this problem effectively and meet the needs of the menstrual health enterprises in the
Pacific, stakeholders identified the following key design principles:

Market challenges are
in the supply chain,
not the enterprise.
Therefore, we solve
supply chain issues
and don’t work to ‘fix’
the enterprise

Producers should not
bear the risk of the
financing

Enterprises should be
strengthened by this
effort to shift their
market position in
their communities
through access to
financing

Producers are largely
informal enterprises
and should not have
to formalise in order
to participate in the
scheme

The initial focus is
solely on menstrual
health enterprises,
but could expand to
related products, such
as nappies/diapers

With those design principles, and with oversight from the advisory board, a trade finance vehicle to support
menstrual health product producers in the Pacific was designed and piloted.

3.1 How the MHTFV works
The function of trade finance is to introduce a third party to stock supply transactions to reduce the payment risk
for wholesalers and the supply risk for enterprises. In this instance, the trade finance (investing funds) sits in
between the buyer and the seller to provide up-front payment to the seller and allow the buyer (the enterprises)
time to pay for the goods once received (Figure 1).
The MHTFV helps menstrual health enterprises by establishing more affordable supply chains for the required
input materials to produce reusable menstrual pads. The MHTFV, by ordering in bulk, can lower the cost of
acquiring these materials for producer enterprises, and allows the enterprises to access and use the materials to
fill orders before they are required to pay for them. This helps to stabilise cash flows and the supply of input

6
The advisory board was created to shape the design of the vehicle, so this board has ceased and there are no funds currently allocated for its
meetings and oversight. However, the regional menstrual health network facilitated by WaterAid involves many of the same representatives so it
could play a role in the TFV going forward.
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materials for all enterprises, including informal enterprises, and to support the growth of enterprises that are
looking to scale their production. This in turn leads to stabilised and increased local production of reusable pads,
which supports impacts for local women and girls, such as income, employment, increased access to better
menstrual health products, and the education that is associated with the distribution of these products.
Figure 1: Operation of the menstrual health trade finance vehicle

As shown in Figure 1, the MHTFV is designed to work as follows:
»

Investors invest into the MHTFV via a loan, and receive a fixed 5% return on their investment, payable after
12 months 7.

»

The MHTFV uses those funds to make a bulk purchase of the nominated goods identified by participating
enterprises and arranges shipping to a hub where goods will be stored and dispatched. For example, the
first pilot order placed by the MHTFV for menstrual health producers in the Pacific was 6,662 metres of
plain-colour polyurethane laminate (PUL) and 4,800 metres of Zorb (3,200 metres made of bamboo viscose,
and 1,600 metres made of polyester). This was based on the projected needs for a 12-month’s worth of
supply of the participating enterprises.

»

Enterprises enter into a supply agreement with the MHTFV and submit an order for fabric.

»

The MHTFV arranges shipping to the enterprise using a freight forwarding service.

»

Enterprises pay for the materials on an agreed timeframe that works best for them: on receipt, 30 days or
60 days. The MHTFV retains a lien over the stock until payment is received. The price per metre paid by the
enterprise is inclusive of fabric cost, shipping and handling, insurance, cost of finance (the return for the
investors, foreign exchange risk, etc.), and a small fee to cover the cost of MHTFV services and operations.

»

Once all of the fabric is sold, investors can decide at the end of their loan term (12 months) whether to roll
over their investment into a new round, or receive their principal and interest.

7 The first investment was placed in September 2020. The size of the return was set to be higher than a bank interest rate, lower than market

rate returns but high enough to provide an attractive enough ROI for investors.
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»

Subsequent orders will be triggered by growing demand and available stock levels 8. The MHTFV expects to
broaden the range of materials available, as demand requires and supplier prices permit. As demand for the
MHTFV grows, more investors or larger buy-ins from existing investors will be sought. If the capital required
for subsequent rounds is not met by rolled-over funds, then the vehicle can either ask existing investors to
invest more funds or seek other investors.

The MHTFV is designed to benefit participating enterprises in the following ways:
»

Access to a stable, predictable supply of lower cost specialty materials that are otherwise difficult to access
in the Pacific (see Annex A – Note 4). This could lead to better margins and more working capital.

»

No requirement for enterprises to enter a debt contract or to take on finance, which means formal and
informal enterprises can participate. The payment structure and terms and conditions to purchase the
materials is flexible and not overly cumbersome, which helps smooth cash flows.

»

The MHTFV does the ‘leg work’ in negotiating and securing supply, which reduces the burden on the
enterprises. Suppliers often have minimum order quantities that are too large for a single enterprise, so
negotiating in bulk not only reduces the cost but gives the enterprises access to the amounts they need.

»

Enterprises will be able to access the materials ‘on demand’, so production won’t be delayed because of lack
of fabric.

These benefits are expected to increase production and distribution of menstrual pads, which will increase Pacific
women and girls’ access to affordable and appropriate products to manage menstruation safely and with dignity.

3.2 The pilot round
Once the vehicle was designed, the design team decided that a pilot round would help to identify any issues and
further refine the model. This pilot round would also confirm the amount of investor funding required and test
out how it would be used. Four enterprises agreed to participate in the pilot, and an amount of US$50,000 was
targeted as the minimum viable amount of investment needed to cover the cost of the materials and shipping
and handling, based on the projected demand from the four participating enterprises.
The design team wanted to establish a syndicate of investors, rather than a single investor (which would have
been possible based on high levels of investor interest), to diffuse what could have become a power imbalance –
one investor could have felt they had the right to steer the MHTFV, when the point was that the vehicle was
developed by and for the enterprises. Using a syndicate of investors also maximised participation of interested
parties and distributed risk among investors.
The first funding round targeted a group of investors that were aware of the work done prior to MHTFV pilot.
Thanks to Criterion Institute, these investors were ‘warm’ to the opportunity because of engagement and
communication as early as the 2018 workshop in Melbourne. Criterion Institute identified these investors from
within their own networks – they were value-aligned with the intended impact and had a good understanding of
the mission.
The first funding round was very successful. A call was held with the interested investors, and the round was
fully funded 9 within 30 minutes after the call. Some investors were negotiated down in their investment in order
to allow more investors to participate and create more balance between them. The overriding ethic that
resonated among investors was the clear intent to put finance at the service of impact and not the other
way round. The value proposition for investors was about unlocking the opportunity to participate directly in a
major innovation for impact investment that would benefit women and girls. The investors who participated in
the first round were already interested in gender lens investing and were more receptive to financial loss in
pursuit of this social impact than typical investors tend to be. The investor group was excited by the opportunity
to have capital invested as a means and not as an end (see Annex A – Note 5).
The first round of investors included:
»

15 investors participating as a syndicate

»

13 women or organisations that invest exclusively in women

»

US$49,316 raised, and US$51,781 to be repaid

»

a largest single investment of US$10,000

»

a smallest single investment of US$1,816.

8 If the TFV has not sold all fabric and needs to repay investors (at 12 months) the fabric will be sold in Australia at a higher rate (estimated
Australian value of the stock is in Annex Table 3: Stock balances at 30 June 2021). Given the domestic price is so high the risk of not being able
to repay investors is very low – even if some pacific entrepreneurs are late or default on payments.
9 The amount that the first funding round raised was how much it would cost to buy an appropriate amount of material for 1 year of production
– determined by a demand assessment conducted with enterprises by Red Hat Impact.
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3.3 Managing risk
Risk-sharing elements were incorporated in the initial design of
the vehicle, recognising that risks to communities and social
enterprises should be valued at the same weight and
evaluated with the same rigor as risks to investors.
It was important that the vehicle be designed so that the
enterprises would not take on risk through their participation.
In the MHTFV model, communities and social organisations
hold virtually no risk, other than investing their time into the
project. Enterprises will not be indebted by participating in the
vehicle, so it was designed that they do not pay for materials
until up to 60 days after delivery.
For investors, the key risks revolved around possible failure of
the innovative model. The first defence to mitigate this risk
was to raise only the minimum viable amount needed to
purchase only those materials that would meet the forecast
requirements of the participating enterprises. The second
defence was the syndicated investment model, which
distributed risk across the 15 investors, who each invested a
relatively small amount. The third defence was to use a stock
holding hub in Brisbane, Australia, so that surplus stock could
be sold into the Australian market at low cost, if necessary, to
recoup funds. The return of 5% offered to investors was
attractive compared to other market opportunities with similar
risk.

The terms of the investment were:
»

A 12-month loan at a 5% simple
interest rate – term commences
when first order is placed

»

Investment secured against unused
stock

»

Principal and interest repaid in full
at the end of 12 months

»

MHTFV carries the currency
exchange risk

»

End-of-term option to receive
repayment or roll over into
subsequent orders under a new
term and agreement

»

Red Hat Impact provides regular
updates and insights to investors
as the term progresses

Much of the risk across the transaction is absorbed by Red Hat Impact, the financial intermediary. Red Hat
Impact maintains the risk associated with importing and storing materials, as well as currency risk. To
underscore their dedication to the project, both Red Hat Impact and Lotus Impact have invested their own funds
into the vehicle. If the 5% return to investors is not possible for any reason, Red Hat Impact has agreed to
absorb the costs.

3.4 Demand-driven design
The MHTFV was designed to be a demand-driven solution. Often investment readiness interventions will start
with capital, and then will look for businesses that fit what the investor is looking for – a finance-led approach.
The design of the MHTFV flipped that process around. Pacific RISE first identified a need (at the first workshop)
and then spent time identifying an appropriate solution to that need. Finance was only brought in after the need
and a solution were identified – on terms that suited the problem and the beneficiaries.
Pacific RISE and the design team ensured that the solution would continue to be demand driven through the
following design features:
»

An advisory board consisting of Pacific menstrual health enterprises was created to support Red Hat Impact
and Lotus Impact throughout the design and implementation. This embedded the considerations of the end
users in the design process, and ensured that the trade finance vehicle was designed and would continue to
operate based on the needs of the businesses that use it.

»

A key design principle was that the vehicle should be accessible to all types of enterprises: micro-, small and
medium-sized, and formal and informal. Pacific RISE also stipulated that the enterprises should not bear the
risk of the transaction.

»

The vehicle design process was only handed to the Red Hat Impact and Lotus Impact team once key
stakeholders had a chance to participate and contribute ideas, and help Pacific RISE determine the design
principles. By the time the intermediaries were engaged, there was a clear definition of what should be built
and whom it should serve.

There was a high degree of flexibility to adapt the vehicle design to accommodate the circumstances and context
for all the participating enterprises. Through regular conversations during the design, Red Hat Impact built a
strong relationship with the enterprises so they were able to listen and respond to evolving needs and requests.
For example, in addition to bulk fabric orders, the vehicle has assisted one participating enterprise to procure
snap buttons, which will be built into the orders going forward. The designers also adapted the model to ensure
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that a microenterprise, ATprojects, was able to purchase from the MHTFV by including its order with the larger
shipment to Queenpads in Papua New Guinea. Combining the shipping meant that ATprojects’ small order was at
a reasonable price, and the enterprise was able to collect the order from Port Moresby.
»

Investors were brought in to finance the vehicle only once the vehicle was designed to solve the supply
chain problem. Specific mission-aligned investors were targeted, which ensures that the purpose and
function of the vehicle will be supported. Using a syndicate of investors also means that no one investor has
the power to change how the vehicle operates.

The role of Pacific RISE throughout was to facilitate the design and pilot process. The program brought together
stakeholders to identify the challenge, come up with a solution, and design and test a pilot. Pacific RISE guided
the process, bringing in the right people at the right time – starting with the Pacific menstrual health ecosystem
first, then bringing in trade finance experts to assist with vehicle design, and finally bringing in investors to fund
the pilot.
The time and facilitation effort that this process took was considerable, but necessary. While some delays
occurred as a result of the uncertainty around Pacific RISE’s extension in 2019, and due to COVID-19, a demanddriven design that brings together a diverse group of enterprises and stakeholders takes time to facilitate.

3.5 Outcomes of the pilot round
With only one pilot round of the MHTFV complete and a small number of enterprises involved, it is difficult to
report on the overall impact potential of the vehicle. To date, the MHTFV has enabled four enterprises to save on
the cost of materials, assisted in creating three new jobs, and improved planning and the ability to service larger
orders. The enterprises that have participated have reported the following benefits:
Reliable, predictable and affordable access to fabric has improved business operations
So far, three enterprises have purchased 39% of the fabric ordered, and a fourth has purchased indirectly from
one of the direct purchasers (see Annex A – Note 6). 10 The cost of the fabric to the enterprises through the
vehicle was in some cases up to 73% less than what they were paying before – and for some, this was the first
access they had to new PUL and Zorb (absorbent bamboo) materials, as they were previously using second-hand
materials and offcuts that they could source locally. Duties, taxes and order volumes were different for each
enterprise, so the price per metre varies. The enterprises have collectively saved an estimated US$29,885
(A$40,000) on fabric costs in this first order. 11
Not all enterprises expressing interest in the pilot purchased material during the trial period 12, but across the
board the MHTFV prices were lower than prices they could access previously. Even where the cost improvement
was modest (such as for Mamma’s Laef in Vanuatu), the additional benefits of the MHTFV are very attractive to
enterprises, and they have said they will purchase in subsequent rounds when they have exhausted their current
inventory.
The reliability and predictability of supply, flexible payment terms, as well as the lower cost of materials, have
allowed participating enterprises to accept larger orders from clients, such as international NGOs, and to
better plan production and distribution. This has led to more stable operations and employment (see Annex A
– Note 7).
A number of enterprises have indicated their intention to buy fabric from the MHTFV in future rounds, but either
were not ready or did not need fabric at this time. Some of these enterprises feel that the existence of the
MHTFV gives them confidence that they can continue their business and maybe grow in the future.
By removing the limiting factor (prohibitive fabric cost), enterprises are now thinking
about future growth
The MHTFV enabled the women entrepreneurs to think differently about how they can grow their businesses
beyond accepting grants or contracts from development, donor and government agencies. Conversations with
Red Hat Impact helped to draw out challenges and issues about the enterprises, but also supported women
entrepreneurs to think differently about how to scale their businesses through creating demand, diversifying,
Enterprises have purchased 4,480 metres of fabric from the stock of 11,462 metres pre-purchased by the MHTFV.
The comparison prices are for comparable fabric from an Australian online store that enterprises have used in the past for
suitcase trade.
12
The amount of fabric purchased was based on a survey of interested parties and how much they thought they would use in a
1-year period – so at the time of purchase this was expected to be all sold. Currently approximately half of the fabric is still
unsold. If any fabric remains unsold, the contingency plan is to sell the fabric domestically in Australia (see the estimated
Australian value of the stock in Annex Table 3) which would cover the costs of the vehicle, keeping the risk to investors low.
10
11

Pacific RISE – Menstrual Health Trade Finance Vehicle Case Study | Page 7

spreading and minimising risks, planning and forecasting, and thinking about design, pricing, sales, marketing,
and administrative and operational costs.
Through discussions with Red Hat Impact, they also increased their business skills, such as forecasting, planning
and scheduling, and negotiating contractual terms. The learnings and skill enhancements have translated into
higher confidence to negotiate contractual agreements, payments scheduling, production timelines and other
matters with existing development partners or other vendors and suppliers.
Networking, partnership and collaboration
The MHTFV has introduced women entrepreneurs to each other, based on relevant and overlapping needs. By
supporting each other to address supply chain issues such as sourcing materials, collaboration is bringing about
more scaling-up opportunities for these enterprises, including entry points for educating women and girls about
menstrual hygiene to create demand, and the distribution of more reusable menstrual pads as demand grows in
their country and region. Access to financing and input materials provided by the MHTFV can help to support this
growth, but many factors are outside the scope of the vehicle. To ensure that the MHTFV advisory board was
able to stay focused, other topics raised in this forum were referred to the Pacific Menstrual Health Network,
coordinated by WaterAid. This allowed for a clearer distinction between what could be done through finance and
what needed to be done through NGO efforts to build an ecosystem.

3.6 Next steps
With the pilot round now completed, the MHTFV is looking to its ongoing operations. The vehicle grows stronger
when purchasing consistent volume, so it needs to continue expanding its network of participating social
enterprises that can benefit from the vehicle, and continue fundraising with existing or new investors.
Criterion Institute, Red Hat Impact and Lotus Impact have committed to continue operating the TFV and are
seeking funding to support the global scaling-up of the MHTFV. They were unsuccessful in applying for a USAID
grant, which, if funded, would have scaled up the vehicle not only in the Pacific, but in at least three new
geographies around the world. They remain open to pursuing other grants from relevant donors. The ultimate
goal of these activities is to see the MHTFV operating globally in at least three regions by 2023. Although the
initial focus will be on the menstrual health sector, the MHTFV could broaden into other sectors where viable,
and where both the social impact and the barriers faced by enterprises are similar to the menstrual health sector.

4 Lessons learned
4.1 Demand-led programs need time to build relationships and trust
For the design of the vehicle to be truly demand led, Red Hat Impact and Lotus Impact needed to work in
partnership with the enterprises and the advisory board. The enterprises already had relationships with each
other and with Pacific RISE and Criterion Institute, but Red Hat Impact and Lotus Impact took over the design of
the vehicle at least a year after the original idea was conceived. While these existing relationships helped
maintain the momentum of the vehicle design, Red Hat Impact and Lotus Impact needed to spend time getting
to know the women entrepreneurs and understand their businesses, interests and alignment with the purpose of
the vehicle. Throughout the process, Red Hat Impact’s staff needed to exhibit humility and active listening to
draw out problems the women entrepreneurs were facing and to help them think through solutions. This type of
engagement with the women entrepreneurs fostered trust, but this took time.
Red Hat Impact and Lotus Impact did not cultivate relationships with the enterprises early enough in the
process. This was partially due to COVID-19 prohibiting the in-person meetings planned between the
stakeholders. While Pacific RISE and Criterion Institute had invested a significant amount of their own time and
resources in building relationships with menstrual health entrepreneurs in the Pacific, setting the stage for Red
Hat Impact and Lotus Impact to step in, Pacific RISE and Criterion Institute could have dedicated more time to
building trust and relationships between the enterprises and intermediaries. While efficiency is important, Pacific
RISE could have provided additional time in the early-stage meetings for stakeholders to get to know one
another and understand each member’s unique background and value.
Bringing in investors for the pilot round also required the cultivation of trust. Investors have signalled their deep
trust in the vehicle, asking limited questions during the engagement session, refraining from asking for a due
diligence process, and excitedly committing to invest funds in a very short turnaround. This trust likely existed
because of the investors’ already existing relationships with Criterion Institute. At this stage, it is hard to say
what the impact of this approach to capital raising might be.
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4.2 Demand-led design requires valuing local knowledge
The design team was able to use its expertise but required the
local knowledge and expertise of other stakeholders. The team’s
principle of respect for women’s knowledge, experience and
expertise created a two-way learning relationship. This resulted
in relationships that evolved into a partnership where women are
strengthening their business skills and acumen, confidence and
agency, and the MHTFV design team is learning to better
support, and be more responsive to, their clients’ emerging
needs. These principles and the team’s approach to building
relationships have resulted in a better designed and more
responsive vehicle, and have created a transformational journey
for women entrepreneurs.

Mary Elizabeth Ramosaea, founder
of Kaleko SteiFree, describes the
process of trust-building with Red
Hat Impact in selecting and ordering
the right materials and fabrics that
are appropriate for consumers in
Solomon Islands:
‘It’s the first of its kind, and I’m
learning to trust the process that we
all are engaging in through this TFV
process, making sure that it helps us
not only access the … fabrics, but
because of the conversations I am
having with you guys, … making
sure if there is a mistake along the
way we keep correcting it. So in a
way it helps and informs the way we
are taking fabrics in. We keep
improving.’

The creation of the advisory board was essential throughout this
process, as it built a mechanism into the foundation of the
vehicle that valued local voices and non-traditional expertise. The
board consisted of enterprises from different locations in the
Pacific and in different stages of their businesses. Because of this
diversity in representation, board members shared a variety of
concerns and feedback throughout the process. At times, the
advisory board had different concerns than those raised by
Pacific RISE or the intermediaries, such as competition in
accessing the vehicle. These concerns led to a course correction
in the immediate next steps of the vehicle design process.
Instead of focusing solely on long-term governance structures,
the project partners are now considering how to position a
conversation about competition and access that will be feasible and directed by the enterprises on the ground. It
remains important to not only have a range of organisations focused on gender and power involved in social
finance endeavours, but also to involve those with direct ties and lived experience in the project’s context and
location.
Kaleko SteiFree entrepreneur, Mary Elizabeth Ramosaea, shared an analogy about how transformational this
partnership has been for her: ‘It’s incredible, come to think about it … I can visualise as we move, we are
building a bridge, right? We are putting a plank. And then we step, and then we are putting another one till we
reach the other … side [of the] river.’

4.3 Demand-led design needs flexibility to adapt to new information
There is no one-size-fits-all model for the vehicle because the level of experience, operations, risk tolerance and
context are all different for each of the participating enterprises. In order to design the vehicle, Red Hat Impact
and Lotus Impact worked together to provide a platform to genuinely discuss women entrepreneurs’
experiences, limitations and challenges in accessing capital and managing their supply chain. A high degree of
flexibility was needed to adapt the vehicle design to accommodate the circumstances and context of all the
participating enterprises. Given the level of difficulty in moving forward new or innovative work and in
operationalising a framework to disrupt power dynamics in traditional finance processes, the flexibility and
support from DFAT was key.
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4.4 Businesses have a range of needs beyond finance
Through the partnership with the MHTFV, women entrepreneurs reported gaining more awareness of other
business skills they need to confidently run and grow their enterprises, especially since the main challenges of
high production costs and unpredictable material supplies are being relieved. Some skills that they can use more
support on include:
»

menstrual health education content for consumers

»

pricing and sales structure (direct sales or wholesale)

»

designing products

»

branding and marketing

»

market research and analysis

»

financing

»

monitoring and evaluation/impact tracking

»

cost forecasting to include import taxes, customs duties and other costs, such as administration and
operations, not associated with production.

Given that the MHTFV is not designed to address all these needs, it would be helpful for the enterprises to
identify the skills they need to scale and grow their businesses, and to create a resource list or build partnerships
with providers who can address those needs.

4.5 Equity is about shifting traditional power dynamics
The MHTFV exists to remove and/or reduce risks and barriers arising from geographic isolation and market
fragmentation, such as high costs of production. The vehicle creates market opportunities, and gives women
entrepreneurs the experience and pathways that enable them to strengthen their confidence and agency to
prepare and execute sustainable business plans. In the process, they can define and claim their story of success
through their own experiences and within their cultural context and lexicon.
The MHTFV has created a level playing field or entry point for women-led social enterprises to participate in the
market, grow their businesses, and create collective power to solve the needs of women and girls within a larger
ecosystem. This is shifting opportunities and power to women who have entrepreneurial talent and skills, but
who have been disadvantaged by structural gender and racial inequities and market failures.

4.6 Incentives are important for sustainability
Red Hat Impact took on the burden of risk throughout the project, and both financial intermediaries have a
direct financial motivation to perform positively as they have invested their own funds. Other structural
incentives ensure that the vehicle runs smoothly and accomplishes its outlined social and financial impact over
the long term:
»

Investors will receive a 5% return on their investment. Having a syndicate of investors also spread the risk
for investors and deliberately broadened the pool of investors for future funding rounds as the vehicle grows
or moves to test other geographies.

»

Enterprises are incentivised by the opportunity to access affordable materials to produce their products, and
they can repeatedly access the vehicle. One option under discussion is offering a ‘discount’ to enterprises in
future orders to incentivise paying back the materials in a timely manner, which would align with the
vehicle’s design principles.

»

Members of the advisory board are compensated for their time either through Pacific RISE or their own
organisations (in the case of WaterAid). This helps to not only value the time spent by board members
appropriately, but also keeps the board members engaged throughout the process despite competing work
priorities.
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5 Challenges
The MHTFV faced several challenges that have impacted the outcomes of the pilot round and the intended work
to support the growth of the participating enterprises.

5.1 COVID-19 increased the need for a trade finance vehicle
For the enterprises, the COVID-19 pandemic increased the need for the trade finance vehicle as it closed down
the suitcase trade that most businesses were using to source their fabric – where friends and family or the
entrepreneurs themselves would travel to Australia or New Zealand and purchase fabric from retail stores.
The pandemic provided a real-time example of how a crisis can affect businesses and business cycles. This crisis,
combined with other business issues faced by the enterprises, contributed to the women entrepreneurs’ thinking
about being able to forecast and plan better, and assess, reduce and manage risks. It also helped them to think
about what other skills they needed to be ready to scale, adapt or pivot their business in changing environments.
A number of the enterprises saw an opportunity to pivot from making reusable menstrual pads to making nonhospital-grade personal protective equipment, including face masks and coverings. This meant that access to
lower cost fabrics would quickly create even more benefit to the communities they serve.
For the MHTFV, COVID-19 meant that the team designing the vehicle needed to develop relationships with the
enterprises online, whereas they had originally planned to meet in person and gain a better understanding of the
contexts in which entrepreneurs were working. The inability to travel to local markets to get a better
understanding of the local market dynamics and build relationships highlighted the importance of having an
enterprise-led advisory board.
COVID-19 also made international supply chains and freight routes more complicated. The pandemic disrupted
the supply chain, resulting in delays in product delivery and higher costs for freight and transportation from
suppliers in China. The MHTFV solves this problem by purchasing bulk input materials and storing them at a hub
in Australia, but it became evident during the pandemic that it is important to diversify suppliers to absorb
shocks due to supply chain delays when crises occur.

5.2 Reaching informal enterprises is more difficult but remains a priority
So far, the trade finance vehicle has had difficulty reaching or engaging more small and informal enterprises in
the Pacific. A number of factors contribute to this difficulty:
»

Lack of awareness about the MHTFV – Pacific RISE supported the intermediaries in contacting many
enterprises and NGOs about the project, but this was limited to contacts that the program already had in
this space, and was further limited by the inability of the design team to travel due to COVID-19.

»

Timing – many of the organisations that Pacific RISE contacted were very interested in the idea, but did not
proceed to placing an order under the pilot, because in some cases they did not currently need additional
input materials.

»

Trust and track record – a number of organisations told Pacific RISE that they were interested in seeing
how the MHTFV progresses, and that they might order fabric in future.

»

Cost – for smaller informal enterprises, the benefits may not be as strong. The price per metre cost savings
is not as significant for smaller orders due to shipping and handling costs. This could be mitigated by
coordinating the timing of a number of smaller orders to one port – such as in the case of the Queenpads
and ATprojects orders in Papua New Guinea. Another solution could be establishing country-level ‘hubs’ that
hold a small amount of stock, operating as an outlet where smaller organisations can purchase as needed.

One key design principle for the vehicle is to provide access to material supply for both formal and informal
businesses alike. The challenge for future rounds is how to better bring the informal businesses into the trade
finance vehicle.

5.3 Clear communication depends on careful attention to power
dynamics
Pacific RISE was working simultaneously with Criterion Institute on a power dynamics framework while the
MHTFV was being designed. 13 Red Hat Impact and Lotus Impact agreed to use the tool as a test case to analyse
what power dynamics were at play and how power imbalances could be addressed.

13

Pacific RISE, The Design of a Power Dynamics Framework, May 2020.
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Clear communication emerged as a key cross-cutting principle for each of the seven dynamics identified in the
framework. In the context of the MHTFV design, on occasion multiple stakeholders intended to carry out a
power-equitable process, but the impact was not as planned due to miscommunication.
For example, Red Hat Impact produced presentations for the advisory board that they hoped would increase
transparency, begin discussions, and allow for substantial input from the enterprises. Their intention was for
equity and valuing expertise across stakeholders; instead, their approach was viewed as taking up too much time
and asking board members to engage in work beyond the scope of their role.
It became clear that it is not enough simply to agree on the importance of power dynamics; stakeholders must
also take care to proactively, consistently and clearly communicate with one another. In this process, the
importance of trust, relationship-building and communication are interrelated. Although varying degrees of power
between stakeholders are inevitable, if project partners know each other and have strong relationships, they are
more likely to assume positive intentions and feel comfortable raising questions when concerns arise. The
cultural and sectoral differences between stakeholders also influence how tasks and communication are
approached, and bring diverse norms and jargon from stakeholders’ respective fields. If communication is
perceived as not frequent or thorough enough, concerns about openness in the process can arise.
Implementing processes that correct a power imbalance takes significant time and practice. Donors and their
programs can signal to tenderers and grant applicants, including financial intermediaries, that power-equitable
processes are central to their work and ensure that mechanisms to understand power dynamics are implemented
in monitoring, evaluation and learning efforts.

5.4 High up-front costs for demand-driven design will likely be efficient
in the long run
The total cost of Pacific RISE and partner support for the design of the MHTFV is estimated at A$456,500. The
demand-driven approach to vehicle design would not have been possible without the buy-in of DFAT and
flexibility in how grants and program funds were awarded and allocated.
Demand-driven approaches may require more funds up front in order to design effective solutions, and are likely
to require more flexibility in how program funds are used than programs that provide direct-to-enterprise
investment readiness assistance. However, given the potential for impact beyond a single enterprise, designing a
vehicle that meets the immediate needs of multiple businesses is likely to be more efficient in the long term.
The work on this vehicle can be traced back to the 2015 research into the challenges of the menstrual health
market in the Pacific, which highlighted the issue and potential opportunity for DFAT (see Section 2 –
Background). This level of market research helped to identify the real challenges that needed to be addressed.
Subsequent costs incurred included:
»

two workshops organised by Pacific RISE

»

grant funding for vehicle design

»

stipends for advisory board members

»

non-financial support provided by Pacific RISE and its partner Criterion Institute along the way.

Funds were allocated for the advisory board members to be compensated for their time spent on the project,
and before COVID-19 rendered it impossible, to meet in person at least once. Within their work plan, Red Hat
Impact and Lotus Impact allocated funds to travel within the Pacific to learn about enterprises and the market,
and build relationships. In addition, the two intermediaries incurred their own costs to design the vehicle. Red
Hat Impact and Lotus Impact provided business support to the pilot participants for business forecasting and
planning, which was a necessary cost to support learning during the pilot round. The next version of the MHTFV
will need to consider how to fund and deliver this support through the ecosystem.
While the ratio of Pacific RISE funds spent on the initiative to the size of the investment may seem unbalanced,
the vehicle has significant potential to grow and be replicated. It demonstrates how innovative finance solutions
can be designed by identifying the problem first and adopting a community-led approach that places finance at
the service of social enterprises, instead of investing in investment readiness assistance to shift the behaviour of
the enterprise to meet the needs of the capital. As with any innovation, it is likely that over time, as more
innovative finance vehicles are developed and tested, the process of developing them will become less expensive
and the long-term impacts will outweigh the costs.
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6 Conclusions
The power of the menstrual health trade finance vehicle is its demand-led financial innovation. Pacific small
businesses, all from different countries, worked together to generate the scale and influence to change the
course of their supply chain. This has been a clear example of demand-driven investment coming from the needs
of Pacific enterprises.
The success to date of the MHTFV pilot demonstrates how an innovative and collaborative approach to blended
investment can be a means of facilitating a new market opportunity, enabling improved access to necessary
healthcare products, and supporting venture creation for both women entrepreneurs and informal businesses. In
the process, Pacific RISE learned that demand-driven impact investments need adequate time and resources to
learn, design an appropriate vehicle, build relationships and implement activities.
The MHTFV prioritises and respects women’s expertise, knowledge and voice in their work and in the
relationship-building process. This is a value-added component of the MHTFV that sets it apart from other
entities that provide business consulting and financing support. The MHTFV meets women entrepreneurs and
their enterprises ‘where they are at’ and uses finance to effectively solve a problem for them. These elements are
critical in helping women achieve their dreams to build a thriving and successful business that creates jobs and
meets the menstruation needs of women and girls in their communities.
The MHTFV was of particular interest to the growing community of gender lens investors who were looking for a
way to affordably invest in the region to benefit women and girls. Investors were attracted by the vehicle’s ability
to pool the need for finance and scale a number of enterprises together, and by the diversification it offered
within their portfolios.
The business offerings from the MHTFV, and the respect and trust built by partnering with the women
entrepreneurs through a demand-driven approach, demonstrate the value of this type of transformative
partnership in addressing the gender, cultural and economic inequalities in the Pacific.
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Annex A – Additional information
Note 1: Key takeaways from the Pacific menstrual health workshop
For menstrual health enterprises:
»

Menstrual health education is core to both customer acquisition and product uptake.

»

Lack of access to consistent, affordable, quality materials is the largest challenge facing enterprises, and
leads to an unreliable supply chain in-country and difficulties in quality and scale.

»

Enterprises need better market analysis to identify potential consumers and beneficiaries (and create price
points, or models, to meet markets).

»

Many menstrual health enterprises in the Pacific are appropriately scaled.

»

Empowering enterprises with better knowledge of finance and access to networks could improve their
efficiency and profitability.

At the menstrual health ecosystem level:
»

Pacific-led and Pacific-specific solutions must be the driving force behind menstrual health work in the
region.

»

Families and society recognition of the value of a menstrual health product will determine whether it is
prioritised as an item worth spending money on.

»

NGOs play a central role as major buyers and potential market facilitators that contribute to the
sustainability of the menstrual health ecosystem.

»

Actors should coordinate to ensure the needs of all women and girls are met.

Note 2: Enterprise solutions to supply chain challenges
Enterprises became creative in sourcing fabric for their products by:
»

repurposing second-hand clothes made out of polyurethane laminate (PUL) for the waterproof backing

»

engaging in suitcase trade (pre-COVID-19) to get friends and family to bring back PUL and Zorb (absorbent
bamboo) purchased at retail outlets like Spotlight or Lincraft during holidays to Australia or New Zealand.
Enterprises also made orders from online retailers such as Greenbeans Australia and either had the orders
shipped to friends and family in Australia or paid very high shipping costs to ship to Pacific countries

»

paying high prices per metre for fabric from local stores or online retailers that would ship to the Pacific.

One enterprise commenced a complicated multi-year project of trying to source bulk materials direct from a
supplier in China to improve reliability and price per metre.

Note 3: Collaborative design of the trade finance vehicle
The intermediaries designing the menstrual health trade finance vehicle needed to be able to work closely with
the existing stakeholders, design in collaboration with them, and run the vehicle once launched. The design
process needed to answer some key questions:
»

What is the right product and right quality for local enterprises?

»

Where does the wholesaler send the product?

»

Who facilitates the collection, storage and distribution in country?

»

What sort of insurance (for natural disasters, spoiled materials, etc.) is needed?

»

How do we incentivise the wholesaler to find the best price and shipping option, which will significantly
lower the cost?

Note 4: Estimated savings on materials
The estimated price advantages for the enterprises that purchased from the MHTFV in the pilot round are shown
in Annex Table 1.
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Annex Table 1: Estimated savings on materials purchased through MHTFV
PPM absorbent bamboo
savings

PPM PUL savings

PPM absorbent polyester
savings

US$

%

US$

%

US$

%

Enterprise A

5.84

54

12.49

72

5.00

56

Enterprise B

6.35

59

5.51

61

Enterprise C

Not purchased

Enterprise D

5.90

55

Average savings

6.03

56

Not purchased
13.00

75

Not purchased
12.75

Not purchased
Not purchased

73

5.26

58

PPM = price per metre; PUL = polyurethane laminate
Note: These fabrics are not consistently available in local Pacific markets. Therefore, the comparison price used to calculate savings is based on
the price plus shipping via an Australian online store that some enterprises (in Solomon Islands and Papua New Guinea) used when engaging in
suitcase trade prior to the MHTFV operating.

Note 5: Investors and capital in pilot round
Annex Table 2 shows the investors participating in the MHTFV pilot round, and the debt capital contributed by
each investor.
Annex Table 2: Investors and capital in MHTFV pilot round
Investor

Capital paid (US$) Term

Capital to be repaid (US$)

1

10,000 12 months

10,500

2

2,500 12 months

2,625

3

5,000 12 months

5,250

4

5,000 12 months

5,250

5

2,500 10 months

2,625

6

2,500 11 months

2,625

7

1,816 12 months

1,906

8

2,500 12 months

2,625

9

2,500 12 months

2,625

10

2,500 12 months

2,625

11

2,500 12 months

2,625

12

2,500 12 months

2,625

13

2,500 12 months

2,625

14

2,500 12 months

2,625

15

2,500 12 months

2,625

Total

49,316

51,781

Note: All investors provided debt capital at a return rate of 5%.
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Note 6: MHTFV quantity and pricing details
To date, menstrual health enterprises have purchased 4,480 metres of fabric from a pre-purchased stock of
11,462 metres (Annex Table 3).
Annex Table 3: Stock balances at 30 June 2021
Polyurethane
laminate
(PUL)

Absorbent
bamboo

Absorbent
polyester

Purchased by trade finance vehicle (metres)

6,662

3,200

1,600

Sold to enterprises (metres)

2,440

440

1,600

Balance (metres)

4,222

2,760

0

Minimum value of balance (landed in Brisbane) (US$)

10,766.10

6,900.00

0.00

Estimated maximum value of balance (at current price via Australian
online store supplier) (US$)

35,422.58

41,372.40

0.00

The MHTFV offers different prices to each enterprise based on the destination and volume required, because the
shipping cost and duties to each country are different. Shipping and handling is mostly made up of fixed costs, or
those that only go up at very large amounts, so the larger the order, the better the price per metre for the
enterprise.
Annex Table 4 shows the estimated prices that enterprises received on their orders.
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Annex Table 4: Estimated costs of materials purchased through MHTFV
Enterprise A

Enterprise
B*

Enterprise
C*

Enterprise
D**

Polyurethane laminate (PUL)
Quantity supplied (metres)

720

1,720

0

100

Cost of material per metre (US$)

2.55

2.55

–

3.00

Cost of shipping and handling per metre (US$)

2.39

1.88

–

1.88

Total cost per metre (US$)

4.94

4.43

–

4.88

Quantity supplied (metres)

400

0

40

0

Cost of material per metre (US$)

2.50

–

2.50

–

Cost of shipping and handling per metre (US$)

2.39

–

1.88

–

Total cost per metre (US$)

4.89

–

4.38

–

Quantity supplied (metres)

320

1,280

0

0

Cost of material per metre (US$)

1.60

1.60

–

–

Cost of shipping and handling per metre (US$)

2.39

1.88

–

–

Total cost per metre (US$)

3.99

3.48

–

–

Absorbent bamboo

Absorbent polyester

*

Enterprise B and C’s orders were shipped together to obtain efficiencies in shipping costs.

** The PUL for Enterprise D was purchased from Enterprise B, so a small margin was applied by Enterprise B. This quantity is part of Enterprise
B’s total as it was ordered by Enterprise B.

Note 7: How the MHTFV has benefited participating enterprises
Kaleko SteiFree in Solomon Islands has employed three additional employees as they have been able to
accept large orders from international NGO clients because they have reliable, predictable and affordable access
to fabric. Kaleko SteiFree has taken on an order from World Vision for 1,000 kits, and is now looking at a second
order of more than 2,000 kits. Kaleko SteiFree’s business director, Mary Elizabeth Ramosaea, has also gained
confidence and energy to negotiate with World Vision because she can confidently talk about and negotiate
schedules and up-front payments with World Vision based on what she learned through the contractual
arrangements with the MHTFV.
Kaleko SteiFree describes its shift as from ‘suitcase trade to larger-scale orders’. The enterprise took 3 years
(from 2017 to 2019) to make 3,000 reusable menstrual pads because of lack of access to quality raw materials
for absorption inserts, prior to the partnership with the MHTFV. In 2020, when it heard about how the MHTFV
would be able to connect local enterprises to input materials, it was able to make an order of materials for 3,000
pads in one go.
Queenpads in Papua New Guinea has been able to plan for 12 months of production and order from the
MHTFV on that basis. This is possible because of the reliability of the MHTFV supply, but also the flexible
payment terms. The company did not have to come up with the funds to support this ahead of time. For
Queenpads, this has meant it can ship products into shops to sell retail and elsewhere and still have product on
hand to support its education programs.
Queenpads said the relationship with the MHTFV was very timely as it wanted to scale to market as demand
grew from other provinces, but it didn’t know how to find quality input materials and was using second-hand and
lower-grade fabrics and materials. The enterprise also didn’t have the capital to afford the first instalment and
payment. For Queenpads founder Anne Shirley Korave, the two most helpful services provided by the MHTFV
were access to quality materials and a flexible payment schedule.
‘Definitely [it was] about affordability, but it was more to do with having to spread the payments; for us, we didn’t
have the startup capital to do an instant order and payment first,’ said Anne Shirley. ‘[We valued the] credit facility
and spread-out payments. We were able to order based on a guaranteed sale for the year. That really helped us.’
ATprojects, in the remote Eastern Highlands of Papua New Guinea, said purchasing from the MHTFV via
Queenpads in Port Moresby made things easier. It meant ATprojects could visit Port Moresby to see the fabric
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before purchasing. The MHTFV is investigating whether the use of larger enterprises as regional hubs could
further expand access to fabric for smaller NGOs. Shipping costs can make the price unviable for small orders;
however, aggregation of demand would bring the cost down again. The MHTFV is also investigating whether it is
possible to extend the flexible payment terms to enterprises that purchase from hubs in future, as this aspect of
the model is further developed.
Mamma’s Laef in Vanuatu had already spent significant effort and time to source a wholesale supplier in
China, because it previously faced price and availability constraints. The competitive price that the enterprise
obtained for supplies from China reflects the hard work put in by the Mamma’s Laef team. Mamma’s Laef has
noted that even though the MHTFV price is similar, it will prefer to deal with the MHTFV because of the
additional benefits that the vehicle provides, such as payment flexibility, and having someone else deal with the
logistics. The MHTFV also provides the opportunity to test other fabrics or items in future with lower risk, as the
enterprise wouldn’t need to buy large quantities.
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