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After completing a short overview, subsequent sections will describe in more detail: 

 WHY – the underlying agricultural and economic realities driving the  

 HOW – the Cheetah development and investment model creating the 

 WHAT – the businesses we invest in and grow  

PURPOSED to sustainably achieve the imperative FIRST WHY:  lives changed. 
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Introduction 

A Platform for Change 
Contained herein is a business plan for Cheetah Development though it is probably unlike any other 

such document you may have seen. We describe the causes of most poverty on earth and present a 

tested development platform to address it. We recognize this is an audacious claim and challenge you to 

engage it. Included is the most condensed summary of the causes of poverty you are likely to find plus a 

way to engage. As such it is worth your time. 

Do not miss that at its base, Cheetah is a development platform. It provides a model to support diverse 

initiatives of true social entrepreneurs, from R&D to launch to scale. It is part venture capitalist, part 

business incubator, and part fund manager. In this sense, Cheetah’s product/service set is neutral – it is 

looking for value creation that: 

a. Right sized – can create rapid returns for investors and consumers. 

b. Has a high leverage of impact creating outcomes that are orders of magnitude bigger than 

inputs. For example, 10 employees can change the life of 5000 or 25,000 (or more) people.   

c. Replicable opportunities – nothing is one-off and everything can be taken to scale. 

d. Strategic investments that unleash opportunities across a value-chain. 

e. Impacts sustainably and systemically individuals, communities and societies. 

 

Through Cheetah, two investments have already launched, releasing a series of significant product 

innovations in the poorest place on earth: East Africa. Two more will begin in 2014 with several others 

coming up fast, three slated for quick launch. Many dozens of opportunities exist and the ideas can 

come from the much larger pool of social entrepreneurs. Cheetah Development Inc. is an unusual 

hybrid. In the USA it is a registered nonprofit 501c3; it is establishing for-profit grass-roots businesses in 

Africa. As such it is a type of social enterprise. 

Social Enterprise – the New Way to Make a Difference 
Over the past 10 years the number of public nonprofits in the USA has exploded from around 600,000 to 

over 1,000,000, one for every 300 people. Today, almost everyone knows someone running a non-profit, 

much less working for one.  It is a tribute to the growing interest in personally making a difference, but it 

is not really an expansion – total giving has not increased and net impact has perhaps been diluted.  

During the same period around 200 social enterprises launched. These are organizations that believe 

that social problems can be addressed with a business model. Though none has yet achieved scale, it is 

widely recognized that innovation has come to the industry. This trend has its roots in microfinance, 

begun in Bolivia and Bangladesh 40 years ago and recently achieving scale. Microfinance firmly 

established a role for social entrepreneurship: 

 The value of investing in poor people rather than just giving to them 

 The importance of profit for development, especially sustainability and livelihood creation 

 The recognition of the assets of people, rather than just their needs 

 A focus on value creation rather than income redistribution 
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   It’s better to teach fishing than to 
give fish – It ends food dependency.  
   Why not buy the fish? It ends all 
dependency. 
     Why not build an industry and drive 
economic and social change? 

Farming in the mountains: high 

production, limited mechanization 

In like manner, social enterprises place investments with both business and social returns. Business 

returns are not just for monetary enrichment; they deliver sustainability needed for long-term results 

and demonstrate value to both consumers and investors.  

Cheetah has a path for growth. It is fundamentally a growth model to support value creation among the 

poor. The explosion in the number of nonprofits demonstrates that there is a lot of energy interested in 

changing the world. Cheetah is uniquely positioned to give that energy a productive outlet. 

However, we must also mention that support for poor, suffering people is a not a monetary priority of 

many in the USA. Hospitals, schools, churches and the arts (in that order) receive over 90% of American 

donor money and have over 95% of nonprofit assets. All other causes come after that and are extremely 

small because the rest of the pie is divided between them all. By the time we get to starving people 

around the globe very little proportional attention or giving occurs. If you are reading this with interest, 

you are among a very special minority.  

Executive Summary 

The Cheetah Approach 
Cheetah is focused on subsistence farmers, 

comprising the majority of poor on earth and the 

world’s largest single demographic. 

1. Innovations in capital markets are needed to 

drive change in these contexts because it is 

investment that drives growth and development.  Cheetah has created two new kinds of finance, 

including an equity investment model and a community collateralization system. Both provide 

$25,000 - $500,000 investments each time. Microfinance doesn’t come close to addressing this 

space, a key reason many nations have failed to develop. Worse, capitalization of agriculture in 

developing nations is severely constrained and actually declining per capita – primarily because 

current models usually perform poorly and most fail outright. 

2. Cheetah redefines the subsistence agricultural problem as a 

value creation opportunity. Clearly understanding problems 

leads to clear direction. 

 

3. The problems of culture, corruption, and infrastructure are significant but not insurmountable. 

Cheetah’s model includes business tools like “franchising” that allow culture to be mediated, 

corruption to be managed, and solutions to be taken to scale and bring resilience. Franchising 

inverts in the incentive model from donor-based top-down to consumer-based grass-roots up. 

 

4. A commitment to solve foundational problems of poverty focused on livelihood development. The 

underlying design is to buy from the poor (not just give to them or sell to them.)  

 

5. Cheetah has active partnerships with traditional NGOs, business organizations, and USAID, 

accelerating growth and creating reach. 
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Meeting to discuss a farmer cooperative 

Ray, the founder, is always 

playing with the kids 

Status 
It is on the intractable problem of subsistence farming in the poorest region of the world that Cheetah 

Development has focused. Consider the experience of a typical Cheetah supported farmer who 

increases production nearly 10 fold, receives remarkably large loans for seeds and fertilizer, goes from 

hungry to fed, and from $20 in savings to $200 – all in the first year. Meanwhile, the entire community 

(Cheetah is in 50 of them) is impacted as fair market prices are established and cash begins flowing. 

People place their children in school, buy medicine, and improve housing - the kinds of development 

initiatives driving most aid become sustainable for the first time – but with an important twist: they are 

self-sustaining. Finally, numerous studies show that when community income increases then child 

mortality is improved, HIV infection rates fall, domestic violence declines, education is increased, etc.  

This impact spreads beyond the village as Cheetah 

places equity investments in value-chain businesses 

and supports others across the area. It delivers 

impact that affects an entire region. Remarkably, 

Cheetah has learned how to extend this investment 

all the way to the poorest of the poor, successfully 

providing significant loans (much larger than 

microfinance) to widows and even orphans. 

Cheetah has completed a proof of concept phase 

and has demonstrated results on the ground with 

the following highlights:  

• Followed 2+ years of study 

• 3 years implementing a proof of concept 

• Over $750,000 in outside donations 

• Over $500,000 from the founder 

• Plus $165,000 in loans/investments placed 

• Over $1,000,000 in sweat equity/value 

creation  

• Two new products with patents pending 

• Investments placed in Africa 

• 4 companies started 

• 24 franchisees 

• Staff of over 20 

• Subsistence farmers experiencing 20 fold 

income increases (without GMOs) 

• Food security being established 

• Communities changed 

  

Cheetah’s results are 

extraordinary and sustainable. 

Its approach is different and part 

of a new trend known as social 

enterprise. This approach uses 

business principals to address 

social problems, requiring 

profitability as part of the mix. 
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Summary: the plan proposed for discussion seeks a $7 

million dollar donation/investment in Cheetah over the 

next 5 years to grow a nonprofit and service engine that 

even though it is very early stage:  

 Raises over $20 million in donations (3x) 

 Creates $50 million in business revenue(7x) 

 Manages $100 million in investment funds (12x) 

 Drives $400 million in revenue for the poorest 

people on earth. (50x) 

Astonishing impact – a different kind of philanthropy! 

Engagement  

for change 

What’s Next? 
Cheetah has planted the seeds of innovation and now seen the first fruits. The proof of concept is 

complete. What is needed is a team able to develop a global dynamism – a scale commensurate with 

both the problem and the opportunity.  

That it is achievable is without question: It is time to deploy the kind of expertise that has created major 

forces in American business like Google, Fedex, Subway, and others. These companies successfully 

implemented investments in a context of hyper-growth, international business, and real infrastructure.  

In less than five years let’s do it with the most important opportunity ever:  

 Directly impact a million+ people and 

indirectly far more 

 Operate in 2-3 regions/continents  

 Place more than 20 offices (a common 

test of franchising skills) in more than a 

dozen nations 

 Found more than 10 new companies  

 

Achieving this will demonstrate the ability of 

the company to achieve meaningful scale and 

prepare it to lasting legacy for change. 

Success to Significance to Legacy:  
As One - 1 Billion People from Subsistence to Substance 
Sought is a team of individuals and organizations to engage across a spectrum of three activity clusters: 
 
Expertise Funding Ground Support 

Consultation and support on franchising, 
growth strategies and management, 
agriculture, import/export, shareholder 
management, marketing, change 
management, communications,  etc. 

Consultation and financial 
commitment on fund creation, 
donor development, equity 
management, finance, 
international finance, etc. 

HR, legal, business management, 
project management, data 
support, international 
relationships, relationship 
management, etc. 

 

Members of the team will plan and drive the future of 

the organization. The effort will begin in a Visioning 

Meeting of very select individuals to consider their 

roles in changing the world. As a member of the Team 

stated, “One mission in life is going from success to 

significance to legacy.” This is an opportunity to take 

on that mission. The smog of poverty that putrefies 

much of the earth needn’t exist. Fresh opportunity 

can take its place – perhaps the most important 

economic revolution ever.               

Come join us!   
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Our future -  

for better or 

worse? 

WHY: Understanding Agricultural Economics in Developing Nations 

Subsistence Farming 
The majority of the poor on earth are subsistence farmers; it is the world’s largest demographic. The 

poorer the nation: the more people in this condition, accounting for 60% of people in Sub-Saharan 

Africa. This means that they eat what they grow and grow what they eat with little or nothing being 

sold. They are farmers because otherwise they would not eat – poverty is a lack of options in this and 

the rest of their life. Oddly, the food they eat is counted in national GDPs (often around one third). It is 

also included in calculating individual wealth (as in $1 per day). This is not only odd but misleading 

because there is no economic 

transaction between field and 

table; these people have far less 

actual cash. This is not a bucolic 

rural state: hunger and disease are 

rampant and the leverage to exit 

their situation is not accessible. 

The current trend suggests that 

during the next 20 years this is 

likely to change as the children of 

these people migrate to cities and 

so there will be an eventual shift in the majority of poor being in urban slums. Here the situation is even 

worse. There are no jobs, no sanitation, no water, disease is rampant, violence and drug abuse abounds, 

and most importantly, there are no assets to build on which to leverage opportunity. It is a dead end. 

They left the farm because it felt like a place of no opportunity and the cities look different on the 

surface. Further, there is significant concern that with the migration the ability of these nations to feed 

themselves is declining further. 

Building a manufacturing base in the cities is difficult for now. There is very little local economy to 

support it, terrible infrastructure and the effort would be pitted directly against China, India, and other 

Asia nations that are decades ahead and already overproducing relative to world demand.1 Economic 

growth must begin on the farm, as it has during most of history. Then there will be a base economy that 

can support economic diversification. Until then, people need to see there is income on the farm and 

stay to support it. 

Lifting farmers up is the only way to lift up the world: there are not enough consumers on earth to 

sustain the current pace of industrialization. Also, they are the single largest cause of carbon emissions 

and perhaps the most impacted by apparent climate shifts. People care but efforts have had little or no 

sustained impact. Like it or not, the fate of the world is interconnected with these farmers. 

Without question the path forward is to convert subsistence farmers (growing food to feed themselves) 

to business farmers (growing crops to sell) – a development process Cheetah calls ‘commercialization’. 

                                                           
1
 The most ironic example we have seen is a recent African themed Christmas promotion by Marshall 

Fields/Macy’s. It produced the traditional African merchandise (bead jewelry and carvings) in China. 
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Discussing a farmer’s progress with our agronomist 

Commercialized farmers generate enough income to provide for all their needs. This includes education, 

health care, food security, shelter etc. (the issues that drive most of aid and are the symptoms of 

poverty rather than the causes). There is an important twist – this approach is self-sustaining. For 

example, investing in a medical clinic could now make sense long-term because the staff and medicine 

can be paid for locally. 

Many thousands of NGOs are working on problems related to subsistence farming. The truth is that very 

little is getting sustainable results. Notable exceptions include introducing or improving export crops 

such as tea, coffee, vanilla, etc. This is at least slightly ridiculous since hunger is widespread and food 

imports are massive. Why start with export crops? Precisely because people can’t eat the food, so 

production is more reliable, loans can be repaid since the crop has no local value, and markets don’t 

need management or development (they already exist in the developing world.)  

Leaving farmers in this condition 

abandons them to a new type of 

colonialism: land grabs are proliferating 

while unrest is growing. Hundreds of 

thousands of farmers are being 

displaced every year to make way for 

massive modern-agriculture production 

by outsiders.2 The World Bank 

estimates that an area the size of 

France is being taken every three years. 

It is invariably the most fertile land 

locally and it is being taken mostly by 

Arab nations, China and others, often 

with stories of philanthropy and 

pointing to the unquestioned failure of local agriculture. Don’t be confused: most of the food is being 

exported to feed the source nations, local people are being pushed into more arid regions, and 

conditions are getting more desperate.3 If we displace a village with a few tractors, are we prepared to 

feed them indefinitely? This is a model that can only lead to increased poverty and dependency.4  

The opportunity for agriculture in Africa is as demonstrable as its current failure. Studies show that 

single nations like Uganda or Tanzania could literally feed the continent. However, in order to 

understand the business approaches to be taken requires a basic background in the conditions of 

subsistence agriculture, a subject familiar to very few. That is the objective of the following sections. 

                                                           
2
 It is highly attractive since the cost per acre is typically around $1 per year, given local corrupt government 

practices and the lack of clear land titles to protect local people. Actual land values are $ thousands per acre when 
sold on the open market. 
3
 One model of large scale agriculture shows promise: a processing factory with less than half of its production 

from the large estate-owned farm and the rest coming from local farmers. This gives the factory enough 
production to go into business but dependency on local farmers for their future growth. As a result, incentives are 
aligned and people are treated fairly. 
4
 Should we be surprised that extremists find a ready and growing audience in these nations? What will be the 

impact on long-term security in the world as China’s presence grows in the developing world? 
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The Four Halves of the Have-Nots 
NGOs are required by donors to footnote and substantiate all current conditions in terms of real data. 

Theoretically, this leads to a baseline understanding5 so that an approach is justified and impact is 

measurable.6  As a result, data proliferates; ironically perhaps more than the developed world has to 

start and run its businesses. 

The access to data can be helpful or confusing, proving the adage that ‘statistics lie’. During our two year 

assessment/study period, Cheetah poured over these numbers, aggregated them and connected them 

directly to reality on the ground. We summarize thousands of numbers with four simple aggregations: 

These numbers are not designed to 

be exact in their accuracy. Rather 

they convey the general condition 

and create a view of the entire 

forest rather than just the trees.  

1. Half the People Are Malnourished 
African nations have hunger statistics that generally vary numerically from 35 to 65% and qualitatively 

from chronically to acutely malnourished. This signals alarming levels of hunger. Remember, most of the 

people in these nations are farmers so this speaks to the failure of agriculture to even feed people – 

even the farmers themselves. The obvious question is, “Why?” 

2. Half the Year is a Famine 
It is startling to learn that in most nations of Africa and many parts of the world, famines are scheduled 

instead of coming only as the result of natural disasters or war. The rainy and dry seasonality becomes 

plenty and scarcity – trapping smallholder farmers in a feast and famine cycle. The wet season is a time 

of abundance – crops are grown, harvested and food is plentiful. However, the shortage of processing, 

storage and preservation means that most of this bounty can’t be reserved for the dry season. How long 

does a tomato last once the plant dies? This 

means that the lack of value-chain businesses 

to manage food is the primary cause of both 

hunger and poverty for agriculturalists.  

Market prices of agricultural products reflect 

these startling realities, exacerbating problems of poverty and malnutrition. Produce prices fluctuate 

dramatically between the seasons of plenty and scarcity largely because no preservation technology 

exists to extend the surplus. Variations of price in large cities are even more extreme than those shown. 

                                                           
5
 Baseline studies also lead to frequent reviews in villages where people are asked, “What are your needs? What is 

wrong with this place? We want to help you.” This is called a needs assessment and is a demoralizing and 
dependency creating process. Consider that it would never be done to a child. Cheetah operates in a directly 
opposing model, conducting asset assessments: “What are your assets? What are you good at? We want to invest 
in that.” We suggest reading the book, When Helping Hurts by Brian Fikkert and Steve Corbett. 
6
 Results measurements tend to be output based (in essence the shopping list of the project) rather than outcome 

based (the change created). That is, how many people were trained rather than did the training change lives. 
Another problem is that results are often short lived – they exist for the duration of the project and collapse 
shortly after it ends. 

Agricultural 
Product (Tanzania 
ag zone prices) 

Plenty 
Season 
Price 

Scarcity 
Season 
Price 

Gross 
Margins 

Tomatoes (basket) 15,000 tsh 45,000 tsh 67% 

Onions (sack) 75,000 tsh 250,000 tsh 50% 

Potatoes (sack) 45,000 tsh 65,000 tsh 31% 
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A farmers only or best 

market might be what 

happens to drive by 

3. Half the Food Is Imported from Other Nations 
Lacking sufficient processing, storage and preservation technologies forces developing nations to look 

outside their borders for food. This is especially true of processed food products, which is most African 

nations are 95% or more imported. These processed goods actually inflate the total value of imported 

food to many times the value of domestically supplied food products and shift value-addition and hence 

economic-opportunity elsewhere. Importantly, these levels of imported food signify a fundamental 

market reality: demand is high. Individuals are willing (or forced by virtue of feast/famine cycles) to pay 

a premium for imported foodstuff. This demand creates tremendous unrealized economic opportunity 

for smallholder income generation through domestic food processing and preservation.  

In raw tons some 

commodities are 

primarily 

produced locally, 

for example 

bananas. 

However, consider 

the example of 

Tanzania, a 

relatively 

prosperous nation by African standards: 20% of the maize, 30% of the rice, 60% of the cooking oil, and 

95% of the wheat are imported. These are all critical commodities. Moreover, in a nation of 18 million 

cows, almost all dairy products like milk, butter and cheese are being imported and there are only a few 

small dairies producing primarily pasteurized milk and yogurt. 

As a summary, we can say that an important proportion of African nations manage to produce 

something around or more than half of the raw tons of food that they consume but very few manage to 

produce half of the value consumed. This reality calls into question the standard development agenda of 

focusing on non-food export crops.  

We must also emphasize that most of this imported food is purchased in country – that is, it is not 

donated. This means that local food markets are massive, something we have quite easily demonstrated 

on the ground and a position in opposition to the accepted wisdom. This idea comes from NGOs 

because local food markets are extremely fractured and disorganized compared to developed nation 

distribution systems. Therefore, they are difficult to access and the perception is that they don’t exist. 

4. Half the Food Produced by Local Farmers is Wasted and Never Consumed 
It is a faulty logical leap to assume that hunger is caused by a shortage of food. However, the previous 

statistics suggest that something else is at play. Harvest losses across African nations far exceed 50% of 

food produced. That is, more than half the food grown by farmers is never eaten – not even by a pig. 

Confusion is caused because the standard measurement is post-harvest losses rather than post-growth 

losses. Studies only measure post-harvest losses, which is appropriate in the sense that it discounts 

losses due to plant disease and drought. However, it misses massive quantities of successful production 

and therefore post-growth losses are much larger. In the case of fruit farmers, on average only half of 
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Traditional threshing 

destroys 15-20% of the crop 

their grown fruit crop is actually harvested – the rest rots in the field. Farmers decline to pick crops that 

have no buyers. We have frequently encountered vast fields of pears, mangos, oranges and tomatoes 

that were never harvested.  

The following table shows how this post-harvest measurement is misleading: 

 

Understanding these statistics makes it 

clear that the real problem of hunger is 

generally not an absolute shortage of food 

production but rather the temporal 

storage mostly caused by lack of value-

chains to make use of that production. 

Simply increasing harvest yields fails to 

address these underlying issues and 

contributes to a system that is already 

overflowing with wasted product.  

One of the important issues that arise 

from this waste is that farmers are 

extremely hesitant to increase production 

– especially with expensive investments 

like better seeds and fertilizer. Why would 

they when they threw away much or even 

most of last year’s production?  

Crop Value-chain Stage % Loss 

Tomatoes 
(typical of 
most fruits) 

1. Left in field due to no market and no 
preservation system 

50% of growth 

2. Left at side of road, given away or sold for 
pennies 

25% of growth (usually ignored in statistics – it 
didn’t get to market) 

3. Official post-harvest statistics due to 
transportation and market losses 

23% of harvest (6% of growth) 

     TOTAL ACTUAL LOSS 81% estimate 

All grains 
including 
maize, 
wheat, rice, 
millet 

1. Left in field (little is left in field because the 
grain is preserved by nature of drying) 

0% 

2. Damaged and lost to primitive threshing 15-20% 

3. Official post-harvest numbers – mostly due to 
poor storage systems 

30% - 35% 

     TOTAL ACTUAL LOSS 45-55% 
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Two corn fields planted on the same day. 

Can you guess which is the Cheetah farmer? 

Increasing production is straightforward, as 

this picture (below) of two corn fields 

planted on the same day shows. Thanks to 

modern agronomy, this science is well 

understood.7 In this case the Cheetah 

farmer has far more than good agronomy 

on their side, which is really not difficult. It 

has been demonstrated for at least two 

decades by thousands of NGOs.  

Summary Implications of the Four 
Halves 
1) Agriculture: The existing agricultural 

systems are at once the root of the 

problem, the primary asset of most 

people, and the biggest immediate opportunity. They provide a pathway to develop a local 

economic base. 

2) Crop selection: There is a priority to focus on food crops rather than export non-food crops because 

local demand is significant and meeting that demand faces fewer logistical and technical 

complications than export management. Also, food crops are not subject to the economic swings of 

developed nations, the benevolent dictatorship of international corporations on pricing, or leaving 

people hungry if market demand collapses. Economically, the option is one of import substitution 

rather than export balance-of-trade. 

3) Markets: The demand and market opportunity for food production is massive and not even close to 

being met. Some markets seem “infinite” compared to current production. This explains why food 

prices are much higher than those in developed nations. It also contributes significantly to balance 

of trade issues. Further, there is an important need to directly connect farmers to markets. 

4) Poverty and hunger: Are first and foremost issues of food management – storage, processing, 

preservation, distribution – rather than production. The problem of hunger is more of a temporal 

shortage of food than an absolute shortage. The problem of income is the lack of a functional value-

chain. Increasing harvest yields is not enough. Farmers don’t respond well to training focused on 

increased production because they already suffer such massive food loss. 

5) Philanthropy: Donated food interferes with the development of local value-chains (usually 

concentrated in the places where they are weakest) and is causing continued weakening of local 

systems while deepening the crisis of dependency.8  

6) Intractable problems – NOT!  We shouldn’t be surprised that NGOs and governments have failed to 

successfully change the situation. The problem is at its foundation a business problem outside of 

                                                           
7
 Gardeners in developed nations produce more per plot by reading the back of a seed package than subsistence 

farmers do today. Technical expertise is critical but huge production increases are readily available with limited 
and simple application of change. There is no need to squeeze to the end of diminishing returns like USA 
commercial farmers. 
8
 This statistic has been widely demonstrated. For example, Ethiopia was once a food exporting nation. Continued 

food aid following a drought in the mid-1980s destroyed local systems making the nation dependent for about half 
of its food requirements. 
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their core competency and responsibility. Actually the situation is a series of significant business 

opportunities across all parts of the value-chain. Business models are the only way that the solutions 

will be found. They are desperately needed – meaning consumers, billions of them – are ready to 

spend money. This is not a fringe opportunity such as a technical product enhancement. 

7) The graph below shows the startling realities for subsistence farmers: 

a) Their income has a number of external limiting factors including seasonal rainfall, market access 

and collapsing price.  

b) Depending upon the crop, the bell curve can be broad (such as tomatoes that might produce for 

five months) or steeply peaked (like mangos or grains that are all harvested in a few short 

weeks). This means that not only are famines on an annual cycle, so is poverty. 

c) Just when the farmer is producing a lot of crops and should be enjoying a burst of income, then 

the market price plummets. We have seen ditches filled with rotting fruits and farmers willing to 

sell 100 kg sacks of fruit for less than $1.  
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This milling operation produces 

amazing porridge. However, 

most of the labor is spent 

sourcing grain inputs and 

cleaning away the dirt.  

Value-Chain Development of Subsistence Farming based Agriculture 
Next is a high-level review the most misunderstood constraints on agricultural value-chain development.  

Value-chain Disconnects – The Problem of Markets 
Market linkages are so dysfunctional that if 

you visit even tiny flour-mills in the African 

grain belt you will learn their biggest problem 

is getting enough grain to run the mill. If you 

stand on their roof, you can often see farmers 

growing the grain in every direction. And 

when you talk to farmers you will learn that 

their biggest problem is selling the grain! Here 

is a simplified summary of the value-chain:  

 Farmers: The market access problem is a paradox: the markets are big and farmers are small. The 

average farmer produces such a small quantity that they are not relevant to processers of even 

marginal scale. Consider that even a small maize mill of five employees processing flour would 

require the excess (not consumed at home) production of perhaps 10,000 farmers. Therefore, even 

forming cooperatives of a few hundred 

farmers does not solve the problem. 

 

 Middlemen: Limited market linkages are 

created by ‘middlemen’ or ‘agents’. 

These people buy and sell, aggregating 

in pyramids of middlemen until a 

supplier is reached. Often there are five 

or more layers of middlemen between a 

farmer and a processor or end seller. 

This drives up the cost of inputs for 

processing substantially, creates 

incentives for purchasing inputs 

overseas (most large processors do), 

and creates perverse incentives in that 

part of the value-chain, keeping farmers 

poor, marginalized and exploited.9  

                                                           
9
 Middlemen maximize profits by creating lose-win-lose relationships in the value-chain. This is a natural result of 

an open market system. In contrast, in capitalism everyone is in a value-chain: every player justifies their existence 
by adding value. That requires an investment of capital to create value. This investment creates incentives for 
reliable supply and sales relationships so that the investment doesn’t sit idle. That is, relationships that are win-
win-win are created. This basic economic principal was first described by Adam Smith in the 18

th
 century and it can 

be viewed in action today across the developing world. Developed nations and numerous development agencies 
have forgotten this important distinction and equate open-markets with capitalism. They are not the same.  
     In this case, middlemen have such a position of power over farmers that they literally require sex, create 
bondservant relationships, and have a strong incentive to keep people poor (under their control).  

Middle
-Man

Value 
Added 
Factory

Farmer Buyer

Farmer Buyer

Open Market

Capitalism

Lose Win Lose

Win Win Win

Middleman profit incentive is fulfilled only by “buying low and selling 
high”. Even better by having leverage over those in buy/sell 

relationships to enforce more profits, hence exploitation occurs.

Value-add producer has profit incentive fulfilled best by maximum 
production from investment capital – keep the machines running! So 

creating reliable supply and sales relationships forces positive outcomes.

(Not a Value-Chain 
because No Value-Add)

(True Value- Chain 
with Value-Addition)
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Farmers 
produce little 
for sale

• So no 
commercial 
loans

• So no reliable 
market causing 
much waste

Food 
businesses lack 
crop inputs

• So limited 
growth and 
investment

• So they import 
needed volume 
competing with 
nearby farmers

Dysfunction 
in the Food 
Value Chain

Cheetah 
divides its 
effort, 
addressing 
both halves 
because the 
problems are 
linked in a

Vicious 
Cycle

 Processors: When Cheetah first entered Africa, it believed a solution for farm markets, farmer 

income, food security, etc. could be had through investing in more food processors. It seems logical 

enough since so much food is being lost. We visited with hundreds of processors, examined their 

accounts, and discussed their challenges. They all had plenty of market opportunity and a healthy 

backlog of orders. However, without exception, none of them was operating at their existing 

capacity. Their problem was also uniform: they couldn’t get enough crop inputs. Therefore, adding 

to existing capacity through a further investment made no sense. A cyclical feedback loop is in 

effect: neither the processors nor the farmers are able to break out of the cycle. A solution is 

needed in both sides simultaneously or the market-paradox size-disconnect will continue to prevail 

(small farmer and big market.) We also saw that the processors suffered uniformly from exploitation 

from the middlemen.10 

Cheetah doesn’t enter any part of the value-chain unless it 

can “guarantee the market”11 – this usually means that 

the value-chain business established by 

Cheetah is a buyer at least in part of a 

value-add process. This shouldn’t be 

surprising. “Guaranteeing” that you have a 

market is basic business.  

Seeing this feedback loop also taught us 

that we needed to work across the value-

chain. We divide our effort in two halves: 

engagement directly with farmers and 

engagement with value-chain businesses.  

Finance/Investment 
The cost of good seeds and fertilizer, a basic prerequisite 

to commercial farming, is beyond the reach of all subsistence 

farmers. More surprising, it is beyond the reach of microfinance.  

                                                           
10

 Middlemen keep processors desperate for inputs so that the price is kept high. This is not a price fixing or a 
market cabal. Rather, it is a reality of incentives. Middlemen only serve the buyers as long as profits are very high. 
They stop delivering supply when the price drops. They just don’t need the money: they are comfortably wealthy 
and frankly despise farmers. Again, the wisdom of Adam Smith prevails: the Law of Supply and Demand. 
Developed nations don’t have middlemen – every member of the value-chain earns their existence by providing 
value. 
11

 Currently, the prevailing development theory is “linking to markets”. The idea is basically to provide some 
introduction between the farmer and the buyer. In practice it is often as simple as telling farmers to go to town 
and find a buyer – although the instruction may come with a training class. Such an approach ignores all of the 
realities on the ground such as transportation to town, logistics for shipping, market knowledge, bargaining power, 
etc. This linking theory prevails because NGOs and governments are unable to enter into the market equation. The 
definition of a market is a list of buyers with whom you are ready to negotiate and meet terms.  This is not an 
activity that NGOs or governments can reliably complete because it is a business function and we shouldn’t expect 
it of them. This is also one of the reasons that export crops prevail: the introduction to a major and reliable buyer 
is simplified and completed. 
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Finance

Markets
Farmer 

Groups or 
Business

Subsistence farming is not a bucolic state 

To plant an acre of corn requires about $200-250. Even a tiny farmer requires upwards of $500. 

Microloans rarely go beyond $50 for agricultural loans for food crops. Corn is cheap to plant. Potatoes, 

which produce more food calories per acre and per water input than any other crop, are around $2000 

for a single acre! But a farmer can net out a profit usually above $3000 on that input. But this is all far 

beyond microloans typically given in agricultural settings12 and with good reason – the model is not 

designed to serve such loans.  

The farmer’s small size also makes larger commercial 

financing impossible, denying access to quality seeds, 

fertilizers and fungicides. In addition, they usually do 

not have formal land titles so there is no collateral. 

Given the current situation of small size, no 

guaranteed market and no collateral, finance 

institutions are acting very reasonably. In the process, 

farmers are locked into their current situation.13 

Finally, microfinance loans are typically around 36% 

interest, plus fees. They are difficult to support. 

In similar fashion food processor are unable to receive finance. They are small, have unreliable input 

supplies and are generally unsophisticated in management. Banks will make loans against existing 

collateral, for example a house or car, at interest rates that are typically around 24%. Equity based 

finance is almost unknown. 

Innovations in capital markets are needed to drive change in these contexts because it is investment 

that drives growth and development.  Microfinance demonstrated that the poor are a better financial 

bet than middle class America – by some accounts the most profitable financial services sector in the 

world. Now it is time to significantly expand that advance.  

Cheetah has created two new kinds of opportunity enabling finance, including an equity investment 

model (micro venture capital) and a community collateralization system (metafinance) both providing 

$25,000 - $500,000 investments. The importance of these innovations is increased since capitalization 

for agriculture in developing economies is already severely constrained and actually declining per capita 

– primarily because existing models perform so poorly (most don’t work.) 

There is a natural linkage between markets, finance and businesses. Only when all of 

these are properly in orbit of each other is progress made. The two areas, markets 

and finance, are the core competencies and distinctive capabilities of Cheetah. 

They are also the most lacking and why development has been slow to come. 

These are the two most important value-chain issues. A few more issues remain.  

                                                           
12

 The salient exception for larger loans is again for export crops. In this case, the bank is able to attach the 
purchase agreement from the export buyer and the farmer has no options except to sell to the buyer – since it is a 
crop that has little local value. 
13

 NGOs usually write savings and finance components into their projects dealing with subsistence farmers. Rarely 
are they able to deliver a meaningful solution except for the wealthiest and largest farmers of the village. 



 
 Page 16  
 

Missing value-chains: Tanzania has  

18 million cows and even more goats but 

almost all dairy products are imported.  

Right-Sizing 
There have been two countervailing trends in development theory. The first is a desire to achieve 

significant scale in accordance with the size of the problem. The second is to deliver micro solutions in 

alignment with the micro-scale of farmers. What’s missing is consideration of scaling appropriate to 

investment returns and timeframes – both for the business and the customer.  

The significant scale approach generally employs a top-down, centralized model. If faces challenges like 

inadequate local infrastructures and value-chains to support the scale built. The centralization makes 

implementation simpler but struggles to be resilient in the rapidly shifting environments presented by 

developing nations. It is out of this approach that the concept of patient capital was developed: the 

investor is admonished that they should be very patient to see returns (7-10 years or more) because it 

takes time for the local systems to catch up with the scale of the investment. We disagree with these 

theories because if a company doesn’t even plan for returns for a decade, it is unlikely to ever find them. 

Therefore, in the end the company is far more likely to default or outright fail. 

On the micro-scale side, proposals are often made for solutions that are too small to work or achieve a 

profit. For example, we mentioned earlier the problem of harvest losses related to threshing. We viewed 

a solution for this: an ingenious device invented by students at MIT. It bolts to a bicycle and processes an 

ear at a time while the bike is pedaled. Voila! Ear is threshed rapidly with much less loss. However, if a 

typical African village had 100 bikes and attached machines and pedaled 18 hours per day it would take 

about six months to thresh the local corn. That is not a workable solution. For the same investment you 

could buy a diesel powered thresher and do all the work in a few weeks. Oh and by the way, you could 

buy a backup machine, too.  

Building a business to succeed in the bush is different than in developed nations and what might be 

imagined by their investors. Getting the size right is a key issue and a part of the growing competency of 

Cheetah. Sometimes, small is beautiful and sometimes it’s just small. Nevertheless, compared to the 

scale of American businesses, we are a big advocate of small. At Cheetah we achieve scale by replication 

of successful small businesses (covered in the section on franchising.) This gives us the best of both 

worlds. This is part of our “special sauce”. 

Clustering 
Clustering is a recent development 

theory. It proposes that value-

chain gaps are usually in multiple 

locations and solutions must focus 

on all of them simultaneously. We 

emphatically agree with this 

theory. The difficulty must be 

readily admitted: simultaneous 

interdependent investments are 

often required. This means that a 

failure of one investment can hurt 

the prospects of others. 
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Every economy has needed to go through stages of growth related to agriculture.14 Farmers start out 

small, primarily serving their own needs. Little-by-little farmers grow, the economy diversifies, and 

farms consolidate. This is the historical process; accelerated results are reasonably expected today. 

Turkey is an example nation that has shifted into the third stage with 40 acre average farms. 

 

Each stage has different value-chain opportunities and all of the 

stages exist simultaneously in most regions. Over time the 

average size of farmers will shift and the opportunities with them. Presently we can identify value-chain 

opportunities at each of these stages in rural areas in Tanzania with emphasis on the first. In the third 

stage, DRCongo has very little opportunity while South and Central America have much. In nations 

where the third stage dominates, we may put most of our efforts into value-chains, needing very little 

work managing farmers. 

Mindsets 
Anyone that has attempted development knows 

that mindsets are an issue…. 

There are only three causes of poverty and 

brokenness15 in the world: circumstance (what happens to us), 

injustice (what others do to us) and mindset (what we do to 

ourselves. It takes attention on all of these for success in 

overcoming poverty. The primary work described in our business plan 

is focused on true compassion that creates a new life. Rarely, but at 

times, we get involved in issues of justice – except for of course it may be understood that our entire 

effort is bringing justice to the poor. Finally, we would be remiss not to mention that consumer and 

                                                           
14

 There are two historical examples of avoiding this needed growth period: The American Deep South created 
plantations and used slavery. China is moving people off of farms and warehousing them in high-rises without 
income or activity, giving the land over to industrial farming operations. Neither are good options. 
15

 Raymond Menard has been developing a book on this subject and we have been using the principals of this 
within Cheetah for a few years. The ministry model of compassion, justice, and hope was practiced by Jesus 
because they are what is required to address the causes of poverty and brokenness.  
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business mindsets are often counter-intuitive16 to people from developed nations. Cheetah has been 

developing an approach that takes into account mindsets and overcomes them. When we declare hope, 

it is a very practical matter: we tell what is possible. Space is not available here to cover our mindset 

work in detail but this but information is available upon request and is an important issue. 

Examples of Value-chain Analyses 
When considering any specific opportunity, the entire related value-chain must be surveyed.17 Attached 

below are two examples for the entire agricultural value-chains of Tanzania, a relatively progressive 

nation, and DRCongo, a regressing environment. GREEN indicates a workable situation; YELLOW 

indicates important challenges; and RED indicates serious obstacles.  

 

                                                           
16

 The book Poor Economics by Abhijit Banerjee and Esther Duflo provides an excellent discussion of the 
incentives/mindsets that often drive decision making among the poor. It provides numerous examples across the 
development spectrum and provides logical explanations to what appear to be illogical decisions. 
17

 Comprehensive value-chain surveys are a business discipline driven by the necessity of achieving a positive 
bottom line. A nonprofit has the freedom of making an intervention without considering all the surrounding issues 
because their objective is more restricted. For example, they can teach beekeeping with managing the issues of 
packaging and distribution. This is one more reason why business would be a preferred development approach. 

Agricultural Value Chain Analysis - Tanzania

Cooperatives Ecology Farm Inputs Crop Mgmt. Markets
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In Congo this village  

leader pleads, “Tell me what 

to do…all our crops are 

dying of diseases.“ They are 

already suffering with 65% 

severe malnutrition. 

Next, compare this with an analysis in Eastern DRCongo: 

 

We conducted significant surveys in both of these nations. We are successfully operating in Tanzania – a 

nation in the bottom 15% of the world in terms of development. Our conclusion: we are able to work in 

both. The only near absolute block to business development is war and conflict. Remember, a problem 

is also a business opportunity. The DRCongo is literally the worst place on earth to be born. It has a lot of 

opportunity for business development. 

What we reasonably believe is that more 

developed nations, like those of South or 

Central America would be easier to operate in 

and bring faster results. The model would 

remain virtually the same, though one 

exception is that once base food subsistence is 

attained, our interest in export crops will be 

increased. 

Agricultural Value Chain Analysis – DR Congo
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A group at MIT recently 

completed the first significant 

review of microfinance. Here 

is their summary assessment: 

“Although one may debate 

the extent to which MFI loans 

transform the lives of the 

poor, the simple fact that MFI 

lending has reached its 

current scale is a remarkable 

achievement. There are very 

few other programs targeted 

at the poor that have 

managed to reach so many 

people. However, the 

structure of its success in 

lending to the poor is such 

that we cannot count on it to 

be a stepping-stone for larger 

businesses to be created and 

financed. Finding ways to 

finance medium scale 

enterprise is the next big 

challenge for finance in 

developing countries.” 

Development Finance: The Missing Middle  
Without a doubt, capital markets drive economic development. 

However, very little attention is given to solving capital gaps holding 

back development in suffering nations. Microfinance is the notable 

exception but its capacity is restricted (see sidebar18). This lack of 

attention is curious because this is a fundamental issue. 

Rightfully, the lack of finance for Small and Midsized Enterprises (SMEs) 

is beginning to be highlighted:  

1. Developing nations have a large number of micro-scale and static 

businesses and handfuls of very large businesses. This shortage in 

the middle plays out in society. For example, persistent malnutrition 

and hunger are not caused by a shortage of food. Instead, more 

than half of all crops are wasted due to a lack of value-chain 

businesses. Please note:  these micro-enterprises are rarely breaking 

out and becoming SMEs that is why they are characterized as static. 

2. In contrast, in prosperous nations SMEs account for the dominant 

form of employment, most job growth, and most innovation.19 20 

Therefore, spurring SMEs growth is critical for both solving societal 

problems and creating economic growth. Financial empowerment of 

the poor, especially SMEs, has significant impact on poverty 

reduction.21 

                                                           
18

 Poor Economics: A Radical Rethinking of the Way to Fight Global Poverty by Abhijit Banerjee and Esther Duflo 
19

 “What makes affordable capital for SMEs so important? SMEs represent the dominant form of business 
organization worldwide, accounting for roughly 95 percent to 99 percent of enterprises depending on the country. 
They account for two-thirds of private sector employment and are the primary source of job creation in 
Organisation for Economic Co-operation and Development (OECD) countries. SMEs can have a multiplier effect on 
the economy by accelerating employment, raising incomes, spurring consumption, increasing locally-sourced 
inputs, and widening the tax base. They can lead to new products, services, and business models that 
fundamentally alter an industry and help launch a new one resulting in higher productivity. The agglomeration of 
SMEs helps to create new jobs, build supply chains, and forge dynamic business clusters linked to global markets 
through trade and investment.” -Transatlantic Innovations in Affordable Capital for Small-and Medium-Sized 
Enterprises (Prospects for Market-Based Development Finance),  2007 The German Marshall Fund of the US 
20

 In the USA small businesses: Represent 99.7 percent of all employer firms; Employ just over half of all private 
sector employees; Pay 44 percent of total U.S. private payroll; Have generated 64 percent of net new jobs over the 
past 15 years; Create more than half of the nonfarm private gross domestic product (GDP); Hire 40 percent of high 
tech workers (such as scientists, engineers, and computer programmers); Are 52 percent home-based and 2 
percent franchises; Made up 97.3 percent of all identified exporters and produced 30.2 percent of the known 
export value in FY 2007; Produce 13 times more patents per employee than large patenting firms; these patents 
are twice as likely as large firm patents to be among the one percent most cited.    Sources: see the Office of 
Advocacy's Research and Statistics page);  U.S. Dept. of Commerce, Bureau of the Census and International Trade 
Admin., Advocacy-funded research by Kathryn Kobe, 2007; CHI Research, 2003; U.S. Dept. of Labor, Bureau of 
Labor Statistics. 
21

 This subject has much consensus. For example, Building Inclusive Financial Sectors: The Road to Growth and 
Poverty Reduction, Journal article by Kathryn Imboden; Journal of International Affairs, Vol. 58, 2005 

http://www.sba.gov/advocacy/847
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3. A careful mapping of available SME 

finance reveals a gaping hole known 

as “The Missing Middle”. At the 

bottom there is microfinance 

supporting micro-businesses such as 

tailoring and retail shops. At the top 

there are large investments available 

to successful enterprises. 22  (See 

diagram.) The Missing Middle is both 

a finance gap and a business gap: lack 

of finance = lack of businesses.  

4. The study by the German Marshall 

Fund cited herein was international 

in scope. It considered numerous 

restraints on business including the 

obvious ones such as education, corruption, infrastructure, etc.  Its important conclusion is that 

these are challenges to business but only one issue was the controlling factor: access to finance.23 

5. Startup and early stage SMEs suffer from an 80% failure rate even in developed nations. Therefore, 

it is not appropriate for traditional bank finance because they don’t have mechanisms to properly 

evaluate and manage such risks. Microfinance is based on small groups providing mutual guarantees 

so it doesn’t fit. Venture capital can’t afford the management expense for such small investments. 

6. In Cheetah Development’s survey of efforts to support SME finance in the Missing Middle, we have 

found only Agora Partnerships operating in Central America focused on this most needed work. 

There are a handful of other organizations that will occasionally provide finance in this range. 

However, they are usually exceptions to their standard investments, usually require well-established 

and profitable businesses (no early stage or startup) or are provided to large enterprises. 

SMEs are central to development. They are in short supply in developing nations due to a lack of finance 

in the Missing Middle (about $5,000 to $500,000 USD). Efforts focused on resolving this gap are few. 

Any real economic development effort must take into account this problem and solve it.  

Therefore, Cheetah has created two new kinds of investment finance that step directly into this gap: 

metafinance and micro venture capital. These finance models are related to but not at all the same as 

microfinance. 

                                                           
22

 According to the World Bank, access to investment for large enterprises in the developing world is not nearly the 
limiting factor that it is for SMEs.  Source: Thorsten Beck. “Financing Constraints of SMEs in Developing Countries: 
Evidence, Determinants, and Solutions.” Working Paper. World Bank, April 2007.   According to Technoserve, there 
is more money at an investment size of $500,000 and above looking for investment prospects in Tanzania than 
there are businesses to invest in. (Hilary Miller Wyse, conversation, 2009) 
23

 The findings of the German Marshall Fund study are supported by others, for example, see Small and Medium 
Enterprises: Overcoming Growth Constraints, World Bank, 2004, Small and medium-size enterprises: Access to 
finance as a growth constraint, Thorsten Beck and Asli Demirguc-Kunt, The World Bank 
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Microfinance

Small loans averaging $300 
filling microfinance space

Less successful in rural areas 
and for agriculture

Best suited to micro 
enterprises with no control

Credit based upon peer 
pressure

Cheetah’s Finance 
Innovations

Loans $5000-$500,000 filling 
“Missing Middle” gap

Designed for communities or 
franchises

Requires strict structural 
control

Credit based on production 
capability

 

Microfinance uses peer 

pressure to vet 

borrowers and enforce 

collection. The benefit 

of this is that costs are 

kept low in managing 

the loan process and no 

credit history is 

required. The key 

disadvantage is that 

lending is limited: credit 

capacity is based on 

peer pressure.  

Cheetah’s finance 

innovations use strict 

structural controls to 

enforce loans. This helps to overcome the lack of credit history, business experience, and collateral 

available in developing nations. The need to lower the cost of finance in the Missing Middle drives much 

of Cheetah’s models, including the use of franchising to replay successful business models. The 

significant advantage is that loans are based on production capability rather than peer pressure so the 

possible finance is much greater. The approach requires strict structural controls, which limits the 

number of qualifying borrowers.  

Most importantly, Cheetah’s finance models 

restore the connection between business 

credit and market capacity, which is severed 

by the microfinance model. Investment and 

loans should be directly linked to the 

revenue of companies.  

Moreover, Cheetah’s models retain the 

more traditional linkages to equity and 

commercial finance where most of the 

money resides and is available. This 

provides a wider path to the future than a 

dependence upon nonprofit sources 

inherent in most microfinance.   

Microfinance has achieved significant 

success and is used within Cheetah’s efforts. 

(We support it!) -But more is required. 



 
 Page 23  
 

HOW: The Cheetah Development Platform 

Development Process 
Our “widget” in production is new companies in more parts of the world. Our objective is to identify, 

test, pilot, establish a single location to create a business model, and then build that model out over 

multiple locations. Each company has a unique profile in operational costs, break-even point, and 

investment. Therefore, each company must be individually approved at each development stage. 

• Most work completed in developing nations – that’s where all testing must occur 

• Supported by central technical staff and a strong base of volunteers 

• Plus, ideas proposed by social entrepreneurs who would join the team, be acquired or merged 

Our development process is designed to drive down the cost of development and increase the likelihood 

of success, allowing us to successfully enter and operate within the Missing Middle space: 

Typical Development Steps in the Cheetah Model 
1. Develop Concept and 

Complete R&D 
2. Pilot within Cheetah 

Incubator 
3. Found Company at 

Single or Few Localities 
4. Grow to Scale 
Internationally 

Study an opportunity, 
collect data, complete 
R&D if needed, develop a 
tentative business plan. 
Objective is to find 
opportunities with 
significant impact to cost 
ratio that are strategic to 
value-chains. Slate project 
for development and find 
funding to complete hard 
costs of concept phase. 

Once approved for phase: 
If possible operate the 
company under the 
auspices of Cheetah at a 
very small scale, use 
mostly existing staff to 
test concept in field 
(sometimes special 
licenses are required). 
Objective is to minimize 
expenses while creating a 
proof of concept.  

Once approved for phase: 
Begin applying funding, 
register company, hire 
employees including 
possibly shifting existing 
Cheetah employees, find 
local ownership, start 
operations. Objective is to 
create successful and 
replicable model, 
including all processes and 
systems. 

Once approved for phase: 
Begin operating as 
franchisor eventually 
establishing independent 
operations. Some back 
office services may be 
kept centrally over the 
long-term, such as 
accounting. Objective is to 
perfect the model and 
scale company as rapidly 
as possible.  

Example:  

 identify “drying food” as 
a key opportunity for 
food preservation in the 
value-chain 

 study existing systems 
and companies 

 determine specs for 
design (or use existing) 

 set design requirements 

 complete design by 
building and testing 
successful prototypes 

 create business plan 
 

Alternative examples: 

 receive concept already 
developed from social 
entrepreneur or create 
concept to be added to 
existing company 

Example:  

 begin selling solar food 
dryers and verify their 
efficacy, market 
demand, value-chain 
issues, and replicability 
of business model 

 trial finance model for 
product in the field  

 determine 
manufacturing 
challenges, outsourcing 
if possible 

 explore opportunities 
for partnerships 

 if possible create 
subsidiary financials for 
clearer view of costs 

 adjust business plan and 
determine funding 
requirements to found 

Example: 

 company is officially in 
business and operates 
its own P&L 

 Cheetah provides all 
back office services 
including accounting, 
HR, CEO, and often 
helps with marketing or 
channel management 
(we share channels 
between businesses) 

 Cheetah keeps board 
control until investment 
is repaid 

 break-even point is 
demonstrated to be 
achievable 

 day-to-day operations 
are managed by 
company staff 

Example: 

 Cheetah owns 
worldwide rights and 
begins to found 
additional locations, 
eventually opening a 
separate master 
business that manages 
growth internationally 

 individual locations are 
opened according to the 
model company created 
– in this sense, the 
companies are 
franchisees 

 model is continuously 
improved 

 investment returns 
accrue to Cheetah, local 
and international 
investors 
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Summary: operating environment has 

different constraints than in developing 

world but low labor costs and high market 

demand with limited competition presents 

significant opportunities. 

Obsolete US farm equipment can  

change lives in Africa 

Finance and Operational Overview 

Finance 
Sometimes these companies are relatively inexpensive to start, say $200,000 for the first location 

(through the first three development steps), and sometimes they have capital requirements in the 

millions of dollars. The sources of capital vary substantially, as well. It may be it may be commercial bank 

finance, part may be donor funded, and then we have our own 

systems of metafinance and micro venture capital, and more...  

Each of the companies must be individually approved and then 

funded with separately ratified tranches. There is no automatic 

drawdown of funds by staff. However, the staff is responsible to 

have an active pool of projects being developed at the concept 

phase. This is the spark of the company that creates energy, attracts 

new partnerships, attracts a growing pool of funds, and drives 

economic growth. It requires a limited pool of funds and creative 

freedom to be entrepreneurial. 

Financially, founding companies in developing nations is different. We are sometimes literally building 

businesses in the bush. Here are the striking differences: 

1. Accounting: corruption is widespread and audited centralized management is a basic requirement. 

There will be problems but they will be manageable: NGOs and businesses have been successful.  

2. Markets and competition: there is very little competition and high demand in most markets. 

However, markets are disorganized and few distributors aggregating lots of products exist. 

3. Labor: is very inexpensive but labor laws can be very particular and at times frustrating. 

4. Cash flow: poor infrastructure eliminates Just-In-Time manufacturing and creates demands on cash 

flow; agricultural focus also creates seasonal cash flow demands.  

5. Finance: attention to creative financing is required all the way down to the end consumer; it is the 

company’s responsibility to coordinate at every level because finance is not readily available. 

6. Governments: at times they can be very helpful and at other times they block activities to benefit 

corrupt or political practices; prepare for unexpected delays and try to have high level support. 

7. Mindset: be prepared to be surprised by counterintuitive behaviors. This can affect product 

acceptance and growth unless properly managed.  

8. Currency and interest rates: faster currency valuation 

declines keep interest rates high and affect repayment of 

investors due to conversion rates. 

9. Legal environment: in the USA, courts are avoided 

because outcomes are mostly determined by who has 

the most expensive lawyers and time to resolution is 

often long. The developing world is similar: outcomes are mostly determined by who pays the 

highest bribe and timeframe is often long. Expect that if contracts are no longer win-win then the 

other party will break the agreement and there is little recourse. Successful agreements are 

structured with intrinsic incentives.  
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NOTE:  the business incubator is an 

important contributor to Cheetah’s own 

sustainability. It helps with cash flow and a 

profit center outside of companies where 

we invest, which have long-term returns. 

Cheetah Business Incubator 
We consider the Cheetah business incubator a key part of our success. It substantially reduces costs by:  

 Sharing and keeping under direct control critical functions like accounting and HR  

 Shared administration including senior management, legal, marketing 

 Shared expenses like rents, vehicles, facility 

overheads, housing 

 Cross pollination of ideas and coordination of 

operations between personnel, especially 

valuable to clustered investments 

Platform Summary 
The following diagram depicts in one picture the entire Cheetah platform model (it’s dense but it tells 

most of the story in one place):  

 

 

 

Business 
Model: 

§Shared incubator
§Franchising  
§Partnering (& with 
NGOs)  
§Volunteers  
§Profitable including 

repayment

Strategic 
Investments: 
§Right sized
§Replicable for scale
§Unlock opportunity  
disproportionate to 
investment
§Livelihood – 
buy from the poor

Investment 
Model: 

§Innovative finance 
solutions
§Equity-
philanthropy  
§Exit strategies  
§International 
partners  
§Majority local 
ownership earned

Values: 
§Exhibit 
transparency
§Listen expectantly  
§Respect for people 
& world
§Seek and speak 
truth
§Build value  
§Mutual redemption

§Humility, meekness

Agriculture Value 
Chains: 

§Processing
§Preservation
§Storage

§Transportation

Subsistence 
Farmers (most of poor): 

§Metafinance
§Markets
§Coops 

§Training

Future 
Opportunities:  

§Urban slum solutions?
§Human development 
systems?
§To be discovered!

Foundational Business 
(retains ~15% 

longterm & controls 
accounting)

Top level businesses 
delivering tested 
business models

Business products 
and services, while 

mediating local 
cultures

Approach

Impact
Address foundational 

poverty problems

Cheetah Foundational Approach supports steps to development startup: 

1. Concept and R&D  2. Pilot in Incubator  3. Found Company 4. Scale Internationally  

International Franchisors
1. Scale  2. Repeatable processes down to a village level  3. Clustering investments

Communities Developing Economically 

one family at a time, creating opportunity options
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Vision / Mission / Values 
Vision Statement 

 

 

We see that our work for the next five years is to make the above vision credible to a broad audience. 

We will do this by achieving significant results in terms of number of people impacted, geographic 

presence, and successful businesses established. We will achieve this vision through the creation of a 

broad movement and partnerships with numerous organizations around the world. 

As Dr. Martin Luther King Jr. said prophetically in the last words of his last speech,  

“Well, I don't know what will happen now; we've got some difficult days ahead. But it really 

doesn't matter to with me now, because I've been to the mountaintop. And I don't mind. Like 

anybody, I would like to live a long life–longevity has its place. But I'm not concerned about that 

now. I just want to do God's will. And He's allowed me to go up to the mountain. And I've looked 

over and I've seen the Promised Land. I may not get there with you. But I want you to know 

tonight that we, as a people, will get to the Promised Land. And so I'm happy tonight; I'm not 

worried about anything; I'm not fearing any man. Mine eyes have seen the glory of the coming 

of the Lord!” 

What Dr. King achieved that was most important was creating a vision that became accessible to enough 

people that the vision became not only possible but inevitable. Doing the same is our primary work in 

the next five years. It is time that this horrific scourge of poverty is ended on the earth. Our work is to 

take people to the mountaintop and let them see that the promised land – 1 billion people from 

subsistence to substance – is achievable. Then they will join the movement and as one we will achieve it. 

Mission 

Statement 
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Values 

We serve impoverished people,  

creating opportunity for them and us  

with acts of compassion, justice and hope 

displaying exemplary values: 

 Exhibit transparency in all matters,  

 We operate with intentional and active openness and integrity and we resist all forms of corruption. 

 Listen with expectancy,  

 We understand that local people know more than we do and we need to directly involve them from 

the outset. 

 Respect each person and the world,  

 We bring change one family, one group, one community, and one region at a time and never fail to 

see the importance of each individual; while we see that every action is part of an interconnected and 

interdependent whole affecting the environment, local cultures and faiths, value-chains, and 

businesses being established. 

 Seek and speak the truth,  

 Within our organization we work to achieve real, demonstrable, and measurable results and we do 

not serve personal missions, agendas, or projects. 

 Build value in places we operate, 

 Without creating long-term dependency on donations we create far more value than we receive, we 

solve foundational challenges rather than surface or resultant issues and suffering, we engage local 

value-chains rather than displace them, and we institute local ownership for businesses we establish. 

 Believe in a life process of mutual opportunity, 

 We do not see ourselves as saviors; 

rather we partner with local 

people to improve our conditions 

and theirs, to learn from and 

build the capacity of each other, 

and join together in 

reinventing ourselves, our 

communities and the world.  

 Act with humility and 

meekness, 

 That together we might 

inherit the earth. 

  

Refugees in the DR 

Congo carrying water 
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Selection of Investment Opportunities 
Requirements   For now our organization is focused on agriculture-related opportunities:24  

 Every investment must be expected to achieve profitability quickly, usually 1-3 years. Longer periods 

raise concern that a path to break-even is known so scrutiny is needed. For example, organizing and 

training enough farmers may cause a break-even to be delayed on their continued management. 

 Outside investors must be expected to be repaid within 5 years25. We include the possibility that 

part of the investment-capital may be donated. Prerequisites to business success may exist that 

aren’t logical to capitalize, for example organizing and training subsistence farmers. When possible, 

we will partner with NGOs for such work.  

Preferences   Within these requirements there are endless opportunities. But the mission of the 

company goes beyond profit. The following selection criteria align to the mission and vision to maximize 

impact (note that the first three are interlocking): 

1. Highly Leveraged Impact: The most important criteria is to 

substantial life changing impact compared with the amount of 

investment, number of employees, time to scale, etc.  (These 

various leverages can be weighted at the time of selection.) For 

example, we have seen opportunities requiring more finance but 

that are quick to implement and need very few employees.  

2. Right Sized: As discussed earlier, opportunities must be properly 

sized to bring rapid returns for everyone from investor to 

consumer. The lack of local infrastructure makes it far harder to 

achieve success with large operations – and far riskier. For example, 

just because there is a demand for a product doesn’t mean there is a way to distribute it. 

Therefore, we have a bias towards small. However, there are scales of that drive efficiency, too.  

3. Replicability: This is the third most important factor since right-sizing gives us a bias toward SMEs. In 

order to achieve the scale demanded by significant impact we have very little interest in things that 

are not replicable in a fashion similar to franchising.  

4. Strategic to Value-chain: We prefer opportunities that unleash the effort of other existing value-

chain participants. This will drive more economic growth and create a feedback loop to help us, too. 

5. Clusters: We prefer opportunities that link to and synergistically help other investments we make. 

6. No Duplication of Effort: We avoid competing with existing value-chain players. More importantly 

we avoid becoming another NGO. This means that we will not prefer humanitarian oriented work 

such as healthcare or education. The world already has 100,000s of organizations doing this and we 

will prefer to partner with them if a business is needed to solve a related economic problem. 

7. Control: We are cautious of investing in businesses where we do not have initial control.26  

                                                           
24

 Perhaps the future will bring capacity for new target, like urban slums. The biggest demographic on earth, 
subsistence farmers, is enough for now. 
25

 An exception might be local investors, especially if they are employees receiving an income from the company.  
26

 At Cheetah we made attempts at investing in existing SMEs. However fiercely independent entrepreneurs and 
local mindsets that see investments more as donations without accountability have caused us to be cautious. 
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Capital Innovations 

Regulatory Issues 
IRS:  That Cheetah is a 501c3 that is taking and placing investments from private or institutional 

investors is legally acceptable. Cheetah disclosed this approach with the IRS while obtaining our 

registration and we were able to cite other organizations as precedent:  

1. Kiva (www.kiva.org ) is a non-profit allows lenders to lend to specific borrowers through 

microfinance organizations. Kiva claims that they are now financing a loan every 18 seconds.  

2. MicroPlace (www.microplace.com ) places funds raised with the microfinance banks or funds 

supporting them. Microplace is a for-profit organization owned by EBay supporting only non-profits.  

3. Calvert Foundation (www.calvertfoundation.org ) is an example of a fund that supports 

microfinance banks. They recently raised a $500 million fund.  

4. SEAF (www.seaf.com ) is an example of a non-profit that receives funding from Calvert. SEAF is a 

spin-off of CARE International. Their business model is similar to Cheetah’s except that they are 

investing in large businesses, typically placing $5 million plus at a time. Since their inception in 1989 

they have created funds totaling more than $350 million.  

5. Acumen Fund (www.acumenfund.org ) is an example of a non-profit that invests in for profit 

businesses. They seek to “Build transformative businesses that solve the problems of poverty.” They 

tend to support businesses that provide products or services that can be mass produced. 

SEC: Another concern of potential supporters is SEC regulations for raising money. However, nonprofits 

are specifically exempted from their oversight as the act stipulates: 

“Any security issued by a person organized and operated exclusively for religious, educational, 

benevolent, fraternal, charitable, or reformatory purposes and not for pecuniary profit, and no part 

of the net earnings of which inures to the benefit of any person, private stockholder, or individual; or 

any security of a fund that is excluded from the definition of an investment company under section 

3(c)(10)(B) of the Investment Company Act of 1940 [15 U.S.C. 80a-3(c)(10)(B)];” 

There are States that have regulations that complicate this situation, including, Pennsylvania, Oregon, 

Michigan, Arizona, Louisiana, and Georgia. We do not currently offer investment in those states.  

This does not mean that we can operate freely and without caution. The IRS has appropriate concern 

that investors would be enriched by inappropriate use of the nonprofit status. Examples would include 

things like usurious or excessive returns, paying off investors with donor money, hiding profits, making 

investments that did not serve the tax exempt purpose, etc. Specifically prohibited would be an 

entangling relationship between a foundation and an investor. The foundation’s money could never be 

funneled back to the investor or used to make them whole. As a result, our investment documents have 

language that is not standard to typical PPMs. 

Cheetah is developing three models to place investments:  

 Unsecured notes 

 Micro venture capital receiving equity investments 

 Metafinance receiving notes having risk tranches with catalytic first loss capital 

http://www.kiva.org/
http://www.microplace.com/
http://www.calvertfoundation.org/
http://www.seaf.com/
http://www.acumenfund.org/
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Unsecured Notes 
There is common model for raising money: an unsecured note with very low interest rates. The language 

for this note tends to be fairly similar between various organizations, especially as used by MicroPlace, 

which has strict requirements. Cheetah’s terms are typical and include: 

• Unsecured promissory note 

• Lengthy description of the risks 

• Unlimited amounts to accredited investors, 

maximum of $10,000 to unaccredited  

• Minimum of $3000, but has been fulfilled 

by teams of people 

• Selectable term of 3, 4, or 5 years 

• Selectable interest rate of 0%, 1%, 2%, or 

3%, with 0% being commonly chosen 

• Cannot be used for Cheetah support 

services but must be placed in businesses 

• No minimum aggregate offering amount. 

Comments:  

1. The SEC has no restriction on our offerings to unaccredited investors. However, we thought it was 

prudent to limit the size of the investment to help prevent possible lawsuits.  

2. People seem to choose 0% because they see the note as a donation with the benefit of 

accountability.  

3. We believe that we could substantially increase the amount loaned if we created a do-it-yourself 

self-directed IRA process. We will do that in future years. 

4. The low interest rates could be advantageous for our businesses to 

obtain capital equipment or vehicles and we see using the notes this 

way in the future.  

5. We have also placed notes as collateral for farmers, but have 

developed metafinance to replace that application. It is better suited 

to go to scale.  

6. We have learned from experience that the best application of the 

unsecured note model is for placing in settings that have well defined 

and know repayment schedules; this does not include as an 

investment in companies for which an equity vehicle is far better 

suited. This is discussed below. 

7. We must repay the lender original dollars so there is a currency 

exchange risk. 

8. As of the end of 2013 Cheetah has received $82,000 from around a 

dozen lenders, repaid $10,000, has commitments to renew a third of 

the remaining, with the remainder due in 2014 and 2015. 

9. The complete and current PPM is available at our website: 

www.CheetahDevelopment.org  

 

  

http://www.cheetahdevelopment.org/
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Note: this is the model for placing small investments in 

numerous companies. The initial startups from several 

nations would be aggregated to create an international 

franchisor. (Cheetah retains these rights and keeps 

ownership in every startup to enable this.) 

The international entity could take larger, direct 

investments, preferring prior investors that got it going. Such 

an investment would be placed directly not through Cheetah. 

Micro venture capital is the first of 

two Cheetah finance innovations 

that could change the world. 

Micro Venture Capital: Missing Middle Investment for SMEs 
The development of micro venture capital is one of the uniquely 

innovative solutions of Cheetah is creating. It is focused on placing 

investments primarily in the range of $5,000 to $500,000.  

As of the end of 2013, Cheetah is placing its first equity investments 

through this vehicle. The final 

paperwork is pending. There will be 

around $100,000 placed immediately 

from four investors and we have 

another approximate $1 million pending 

before the end of 2014.There are three 

main types of possible investors in any 

given company: 

• Cheetah Development 

• Outside Investor (developed nation) 

• Local Investor (developing nation origin – may be regional) 

The terms for these investors varies: 
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The key issue for outside investors is management of the exit strategy. The strategy being applied was 

originally developed by SEAF and is well-tested. It works as depicted in the following example: 

Local Investors Equity (Min 
start at 30% to eventually 
receive controlling equity) 

Common Shares

Local bank
loan – senior 

debt

Cheetah 
investment – 

preferred shares 
B

1. Cheetah raises funds, Cheetah has board control

Local Investors
Equity

3. Loans are repaid (24 – 30 Months)

Local Investors
Equity

Cheetah equity – not limited 
by coupon value

4. Company is revalued by set formula. 

Local investors equity – common shares. However by contract Cheetah controls accounting 
function to guarantee transparency. Sale of shares is restricted by agreement.

Cheetah retains 
equity – preferred 

shares B (about 
15%)

6. Equity and control revert to local shareholders

Outside 
investment – 

preferred shares 
A

Local bank
loan repaid

New valuation (below) 

could go up or down

Local Investors Equity (Min 
start at 30% to eventually 
receive controlling equity) 

Common Shares

Local bank
loan – senior 

debt

Loans – 
Outside is 
senior to 
Cheetah

Cheetah 
equity – 

preferred 
shares B

2. Outside & Cheetah investment divided into loan and equity
Outside 
equity – 

preferred 
shares A

Loans 
repaid

Cheetah 
equity – 

preferred 
shares

Outside 
equity – 

preferred 
shares

Outside equity – preferred 
shares, limited by coupon 

value

Local Investors
Equity

Cheetah equity – not limited 
by coupon value – 

subordinate to Outside loans

5. Remaining preferred shares are converted to loans and repaid (24-30 months)

Outside equity – preferred 
shares, limited by coupon 

value

7. All shareholders enjoy profit distributions pro rata with ownership

Exit Strategy: 
the Process 
for Outside 

Shareholders

 

Terms are still being finalized and are open to further discussion. Here are those not mentioned above:  

1. Cheetah Development Inc. (USA) conveys the Investment and its Terms to Cheetah of the local 

country who conveys it to the invested entity. This provides a mechanism for enforcing the Terms 

but provide no guarantees and are not liable for repayment. 

2. The initial loan is paid out of free operating capital. 

3. Investors receive quarterly progress updates and financial reports, are invited to visit and assist. 

4. Cheetah (USA) will receive a 10% fee for placing the investment.  Cheetah (Local) will receive 

monthly payment for services business incubation services rendered.  

5. The Investor assumes all risks associated with currency exchange rates.  
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Metafinance is the second Cheetah 

finance innovation – it could change 

the world on par with microfinance. 

By engaging local banks we are 

creating a pattern for the future – 

they can learn how to finance 

farmers on their own. 

Metafinance: Missing Middle Investment for a Specific Type 
of SME – Farmer’s Groups 
We are forced to work the entire value-chain and equity finance 

doesn’t fit farmer’s groups. So a further innovation was needed.  

As previously discussed, the blocking issue is that farmers have significant expenses, especially for 

planting, and lack collateral to obtain finance. What metafinance does is turn microfinance into a large 

group scale and a large loan per family scale. The basic system of microfinance is the mutual assurance 

of small group loans. Members are jointly and severally responsible for repayment. Peer pressure keeps 

the groups honest and accountable and lowers the cost of loans.  

• Cheetah applies the microfinance principal of groups plus another 30 tactics to assure repayment.  

• We have developed the first village level credit rating algorithm and system. 

• To date, we have placed several loans and have never had a failure. As of the end of 2013 we have 

almost $100,000 in loans outstanding. We expect a minimum of $500,000 to be placed in 2014 but 

with growth support the number could be $2 million.  

• Farmers can build credit with each planting. Farmers receiving their third round of loans are 

approaching $1000 each. For food crops in this level of 

poverty we believe this is unprecedented. We even have 

successfully provided loans to orphans and widows – larger 

than microfinance would typically consider for more 

successful farmer profiles. 

• The loans are provided by a local commercial bank. They have 

the enforcement mechanisms in place to get the loan paid. 

Unbeknownst to the farmers, we place collateral in their bank 

to enable the loan. It is parked there, often earning interest 

until the loan is repaid; then it is available to be returned. 

• There is no need for currency exchange because money stays 

in USD accounts. 

• One of the interesting innovations at play was created by a 

Cheetah supporter. It is to create risk tranches. Therefore, 

higher risk tranches take the first hit if there is a loss. Cheetah 

takes the first 10% of the loss; it was financed by the farmers 

themselves. The term for this approach is catalytic first loss capital because the high risk tranches 

enable the investment from others.  

• A separately managed trust fund is being established 

to allow other investors to place money. This creates an 

additional check and balance on Cheetah’s application of 

funds. 

• Catalytic first loss capital will unlock pools of funds 

that would be too risk averse to otherwise join. For example, foundations can apply either their 

principal or their PRI. This is a significant innovation.  
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Use and Flow of Funds 
It is common for nonprofits to have many sources of funding. In order to provide some clarity, especially 

to the application of micro venture capital and metafinance, the following table is provided. 
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There are significant financial, operational, strategic, and administrative advantages for franchisors 

and franchisees. These advantages result in a 90% success rate for startup franchisees compared to an 

80% failure rate for US businesses as a whole. That equates to lower risk for investors at every level. 

By the end of 2013, Cheetah had established 24 franchisees. We are getting good at the system of 

creating village representation. Some thought we were crazy. It is far better than we imagined. 

Franchising / Culture 
Cheetah is using a derivative of franchising to go to scale. It allows us to think small, right size and yet 

achieve big goals. Remarkably, it is directly linked to issues of culture. There are many things to 

commend it in developing nations; here are US stats: 

• There are an estimated 3,000 different franchisers operating in the U.S. today.  

• It is estimated that there are over 825,000 franchise businesses, which provide nearly 18 million jobs 

and generate over $2.1 trillion to the economy.  

• There are more than 300 different industries and business categories that use the franchising model 

as a means to distribute goods and services. The top category is fast food but don’t miss that 

franchising is not just retail. It includes business-to-business services and products, too. 

• Franchises account for approximately 50% of all retail sales.  

• A new franchise business opens every 8 minutes of every business day, and currently account for 1 

out of every 12 US businesses. 

• The average royalty fees paid by franchisees range from 3% to 6% of monthly gross sales. 

• Most franchise companies have fewer than 100 units. 

The advantages of franchising in the developed world are well documented. We adopted the model 

because we needed to standardize processes to achieve scale and manage quality. We were surprised to 

find significant further advantages in the local context: 

1. Franchising is preferred culturally. People want to copy something that they see working. This is 

such a strong impetus that you will find even a dozen stands in a row selling identical products.  

2. People prefer a rote method of learning. Most don’t want to know why or how. They just want to 

memorize the answer. This feeds straight into processes and training provided by the staff of the 

franchisor and the operations of the franchisee. 

3. Africa is not just a continent 54 nations. Most nations have hundreds of tribal groups. For example, 

Tanzania has 120 tribes, each with their own language, culture, foods, music, dance, etc. They are as 

distinctive as European nations from each other. But every village is another microcosm with 

different kinds and structures of leaders, combinations of tribes, microclimates, etc. It may be a 

tribal chief, an elected official, a pastor or some other combination that is leading and you need 

their blessing to operate. One village we entered had 45 tribal chiefs. To sort it out would take 6 

months or more for each village. One misstep and you are finished. However, finding a successful 

and reliable shopkeeper is relatively straightforward. The shopkeeper mediates all of the issues of 

culture. They do it naturally. Better yet, they are experienced in managing inventory, sales, handling 

money, etc. The franchisor only has to own the issues of the company’s business. 

4. A network of village franchisees is an asset that can be leveraged across a wide set of products and 

services. This serves future opportunities and cluster investments. 
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Not only are NGO organizations able 

to short cut the work of expansion, 

they are often willing to fund part or 

all of the expenses. What more could 

a growth organization ask for? 

It’s time to be done complaining 

about how little traditional NGOs 

have done with their tool set. Instead 

let’s engage them. There are no large 

and successful social-entrepreneurs. 

It’s time to change that. 

Growth Tactics 

Partnering  
NGOs 

It is important to understand that most of the developing world has been penetrated by NGOs for two 

decades or more. They have presence, have already organized 100s of millions of people, and are 

looking for change that is sustainable. They become rapid partners.  

To date, Cheetah has enjoyed partnerships with several NGOs including: 

• Africare – the largest NGO in Africa, grant received, work in 

progress and further grants being planned 

• Concern, an Irish NGO – grant received, completed project 

• Fintrac , a worldwide for profit agricultural development 

agency – grant just received 

• IMARISHA, a USAID program – grant received, work in progress 

• ARC – one of the largest refugee organizations, one project ended due to funding, another in 

planning stage 

• USAID, the largest donor on earth, funding behind four of the above projects, perhaps most difficult 

donor to please and meet their requirements 

Cheetah is in discussions with a number of other organizations, most notably World Vision (largest NGO 

on earth), Clinton Foundation, and CARE International. With both of these we are discussing pilot 

projects that would have significant multination follow-on expansions.  CARE in particular has a network 

of franchises selling solar based products in 20 nations, serving 500,000 people. They are interested in 

bringing our solar food dehydrator to them all. 

What holds us back most is that we are small, startup, and poorly funded. As such, we look like a risky 

prospect to these large, even $billion dollar organizations. The irony is that if we had more financial 

backing we would get far more and larger grants. 

Private Sector 

Cheetah has been approached by Raleigh of South Africa, one of the largest bicycle manufacturers on 

earth. (See the section on the bike company for more details.) How can we successfully negotiate an 

advantageous contract given our size and financial muscle? But the opportunity is massive, bringing 

worldwide scale, needed manufacturing and logistical expertise, and substantive impact. Again, what 

holds us back is that we are small and poorly funded.  

Social Entrepreneurs 

There is a rapidly growing cadre of social entrepreneurs who 

have great ideas to change suffering across the world. Some of 

them are recent grads, some have sold their share of a startup 

tech company, and some are retired but want to stay engaged. 

We have met many in every category. What holds them back is 

that there is no model for finance, no system for incubation, no presence in developing nations – in 

short, no way to make things work. What holds us all back is that we are small and poorly funded.  
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Pearl’s mission is to commercialize 

farmers:  providing the direct 

connection to markets and finance, 

thus creating incentives and 

empowerment to increase 

production and exit poverty. 

4 Steps to Leave Subsistence Poverty

1. 
Organizing 

in 
Registered 

Groups

2. 
Technical 
Farming 

(Agronomy 
and Inputs)

3. 
Large 

Commercial 
Loans

4. 
Guaranteed 

Markets

Farmer 

Commercialization

Pearl prefers to partner with 
NGOs

Pearl’s focus 
and income

Partner w/ local 
banks (metafinance)

Distributing loan 

 inputs of seeds and fertilizer 

WHAT: Current and Future Investments 

Businesses in Development 
Because of space constraints, limited information is provided herein. Complete business 

plans and financial forecasts are available upon request. 

Pearl Foods 
Summary: Pearl Foods is an entity designed 

to engage directly with farmers in the 

business of planting, finance and harvest. 

See diagram at right for an explanation of 

the process. Importantly, Cheetah prefers to 

partner on the first two steps with NGOs and 

partners with commercial banks on the third 

step. Therefore, its specialty is to be a 

market maker, which is critically needed and 

where the profit resides.  

Pearl is foundational to most opportunities and the heart of most 

clustering strategies. 

At the close of 2013 Pearl had achieved the following:  

• Staffing around 5 full-time, 3 part-time 

• 8 group loans issued, 4 outstanding; none have failed to repay 

• It starts small and allows farmers to double loans every year – 

some are achieving nearly $1000 loans 

• Total number of main villages: 13 (over 50 counting suburb villages) 

• Total Farmers: almost 400 

• Total Acres of Loan: 330 

• Total Loan Size: $75,000 

• Collateral Used: $95,000 

It is Pearl that has pioneered the concepts that have led to 

metafinance. There is a lengthy process and procedure 

manual in draft form with more than 30 activities applied to 

help insure repayment. The immediate impact Pearl has on 

families is astounding. It takes the poorest of the poor – 

orphans and widows – and changes their lives: 

• From $15 in savings to $200 – cash for medicine, education and housing 

• Hunger is ended 

• 5-10 fold production increases (300 to 2000+ kilos/acre for maize) 

• Communities join in common efforts; neighbors join teams for accountability and shared training 

• Harvest prices rise typically 50-100% because they are given direct access to buyers 
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Mission: During the rainy season, 

food comes in a flood and washes 

through. The mission of Reservoir is to 

build a dam that holds back the flood, 

creating a reservoir. It reduces 

harvest losses by introducing farmer 

scale food preservation technologies: 

selling them and the needed supplies, 

providing training and coordinating 

needed finance.  

Reservoir’s 

 remarkable solar  

food dehydrator 

Franchisee training at 

Cheetah offices 

Reservoir  
Reservoir has invented a new form of solar 

food dehydrator, which has been hailed as 

the best on earth – it almost surely is in a village setting: 

• It can dry on even mostly cloudy days 

• Tomatoes (difficult) take 1-2 days 

• Has a capacity of 3-8 tons of food per year, depending 

upon food type 

• Cost 25% of competing models 

• Has no electrical components 

Reservoir began operations in mid-2013. This meant that 

the dry season had arrived and sales opportunities would by 

few. Nevertheless, by year end it had: 

• Sold around 60 dryers 

• Established and trained 24 franchisees, including creating terms and contracts 

• Recruited a manager 

• Trained 3 employees able to train and promote the product 

• Almost perfected the manufacturing through a contract manufacturer 

• Wrote and translated a training manual, a recipe manual and a curriculum 

• Begun partnerships with 2 international and 2 local NGOs and the Tanzanian government 

• Received 3 grants (Africare, IMARISHA, Fintrac) and have at least three more grants 

pending/partnerships including the Clinton Foundation, CARE, and World Vision. 

Every franchisee becomes a channel partner for future products 

for Reservoir (and other Cheetah company). Reservoir has 

concept solutions mapped 

out in a wide variety of areas: 

• Micro-dairies 

• Meat smoking 

• Pickling 

• Juice pressing 

People keep food for their 

own use, sell some to 

neighbors, and sell the rest 

through Cheetah. It changes 

nutrition, food security and income and is primarily managed by 

women. Reservoir demonstrates Cheetah’s ability to manage every 

part of the social enterprise launch process – except we are yet to 

open additional locations. We are considering 2 for 2014.  
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Mission: The capacity of 

Reservoir’s solar dryer is so 

remarkable it can change nature of 

food: with this dryer food is less 

expensive to process, package and 

ship and the value add is pushed 

down to the village level. It literally 

doubles or more the value of food 

produced by farmers. Sunborn’s 

objective is to aggregate this food 

and sell it in bulk as ingredients in 

the value-chain. 

Examples of dried foods 

Sunborn Foods 
Sunborn Foods will specialize in dried foods. It has just exited the 

concept phase and we have received a grant and identified four 

investors interested in taking an equity position. It is ready to 

launch in the first half of 2014. 

The concept is very simple: 

 Place a processing and packaging plant near to the 

production farmers.  

 Keep the plant very simple. Sunborn plans only to vacuum 

seal food in bulk bags and grind some to a powder.  

 Numerous new categories of food are now possible: 

consider tomato flour. Instead of sauces or pastes, you use 

concentrated tomato flour. It cooks nearly instantly when 

added to recipes, has applications in breads and noodles, 

and has one significant difference: it has the bright and 

fruity flavor of sundried tomatoes.  

Opportunity scale:  

Even without a company in existence or marketing, Cheetah has already been contacted by several 

major buyers of food around the region with requests for dried food. Fulfilling these would literally 

require the production 

capacity of more than 

10,000 farmers and solar 

dryers. This is a genuine 

clustering opportunity that 

would link Pearl, Reservoir 

and Sunborn all in one joint 

project. The development 

of this has just begun. 

Perhaps for the 2015 

planting season we can 

have something in place.  

Status as of the end of 2013: 

 Sales are already occurring from the dryers in the field, as provided by the Cheetah pilot model. 

 Budgets are in place 

 4 Equity investors have made commitments 

 1 grant received 

 A location for the factory has been rented 

 Factory layout is designed and equipment is being sourced 
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Mission: Kabisa has created a 

remarkable cargo bike designed for 

field use. It will overcome 

infrastructure problems for farmers to 

transport their crops out of the field 

to the nearest road. Without, we 

could only work with farmers next to 

a road passable by a heavy truck. 

That would be a tiny minority. 

Kabisa International 
Kabisa means Absolutely! because the bike design is so 

extraordinary. But so is the problem. Consider:  

A farmer that is 5 miles from the nearest road (common) 

receives loans from Pearl. They increase production ten-fold 

on two acres and need to transport 4000 kilos down field 

paths. Carrying 25 kilos (almost 60 pounds!) at a time, they 

need to make 160 round trips or cover a distance of 1600 

miles. This is not feasible but if done it would take 80 days. 

However, with this bike that can carry 500 kilos (1100 lbs – a 

half ton!) they can make 8 trips. They will push it with a 

partner up hills and on flat areas, coast downhill and ride it 

back. The can complete the work in four days. 

When they are not farming, they can sell transportation as a 

service to their neighbors. 

Design elements:  

 Created by world famous bike designers 

including 4 prototypes 

 Destructive testing complete and successful 

 Patents pending and assigned to Cheetah 

 Complete engineered mechanical drawings 

 Parts specified manufacturing standards 

 Sourcing for purchase parts 

 Rough factory layouts, equipment 

requirements 

 Budgets, market surveys, financial forecasts 

 

Besides all of this design work being complete:  

 $850,000 required for launch, half already committed from Tanzanian investors, 

one USA investor interested in placing $100,000 

 Bank finance committed for cash flow 

 Leadership staff found within country 

 Raleigh South Africa interested in a partnership creating 8 factories across the developing world 

 Launch is expected in late 2014 

This project demonstrates Cheetah’s capacity to take on the design of a project with considerable 

complexity.  

 

One of the prototypes 
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As these examples show, the power of 

the Cheetah platform is that it unlocks 

numerous business opportunities that 

otherwise would not be considered. We 

wait on the opportunity to engage 

more social entrepreneurs and unleash 

their creativity, too.  

Businesses in Early Concept Phase 
Cheetah has identified many other businesses of significant 

interest. They fit in different parts of the value-chain. Here are 

just a handful:  

1. There are numerous business opportunities we can 

market through Reservoir, as discussed previously. 

2. There is an opportunity to set up a farmer inputs supply 

franchise. There is significant problem with fake seeds and 

fertilizer, difficult sourcing problems, and Pearl is already begun to manage this anyway. We would 

be able to tap into many existing small shops and the networks we are building through Reservoir. 

3. For farmers to manage 5-20 acres they need new types of hand tools. These are the tools that were 

used by American farmers from 150 to 50 years ago. For example, stick planters. We have identified 

several opportunities in this sector. Besides distribution, sometimes we would manufacture and 

sometimes import. This is also a space attracting a lot of entrepreneurial thought around the globe. 

But in those cases, its usually one or a few solutions and distribution issues are the last to be solved. 

4. There is a massive opportunity to create a distribution system for used American farm equipment. 

African farmers prefer used American brands like Ford, Massey Ferguson, and John Deere instead of 

new Indian or Chinese makes (and for good reason.) According to an economic development official 

in North Dakota, she had identified $3 billion worth of used equipment in just a nearby five state 

area. And she missed a lot – that’s only what is at dealers. Even more is sitting in farm machine 

sheds everywhere. We are trying to set up a trial with used combines right now. This is a business 

where the new company would be strictly a middleman. 

5. And that equipment inventory doesn’t include the enormous opportunity to disassemble grain bins 

and re-erect them in developing nations. Most large farmers have smaller grain bins they no longer 

use. They are universally designed to be taken apart and fit in standard shipping containers. Pearl 

and other companies could bird-dog leads and coordinate finance. Bins are already needed.  

6. Human urine is a massive untapped source of nitrogen fertilizer. There are numerous studies 

showing it to be safe and effective. A company could be created to sell kits to farmers to manage 

this resource. There are already companies and universities studying this opportunity but they are 

thinking along the lines of sewage disposal plants.  

7. As climate change garners more attention, carbon 

credits may come back into vogue. If so, there is a 

massive opportunity to link soil improvement, 

carbon fixing, and fertilizer management all in one 

super big business that is built of small franchise 

components. 

8. Numerous add-on services can be sold 

simultaneously with all of these companies 

including life insurance, health insurance, crop 

insurance, etc. In this case, we just act as an agent. 

We have already done life insurance – it’s as easy as check the box. 

PLUS LOTS MORE! 
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Cheetah’s revenue stream becomes 

self-sustaining by building scale in 

all four of these areas. There are 

more sources of funds than 

nonprofits or for-profits typically 

can access. 

Three Sets of Growth Targets: Cheetah, Pearl and Value-Chain Companies 

Platform: Grow Cheetah 
Cheetah is a platform for growth and so its key functions reflect that: 

1. Fundraising both for grants and investors, process: 

a. Primarily from the USA, but is also a function of 

national staff 

2. Developing new business concepts/pilots that launch and 

succeed  (steps of process described earlier) 

a. Most work completed in developing nations – that’s 

where most of the testing must occur 

b. Supported by central leadership  

c. A strong base of volunteers 

d. Plus, ideas proposed by social entrepreneurs who would presumable join the team to run a 

test of the concept or be acquired/merged 

3. Delivering business incubator and management services 

a. A fee based service 

b. Networking, best practices, leadership support, local presence 

4. Establishing and providing a geographic presence in nations and regions of the world  

a. Cheetah enters a nation first 

b. Pearl Foods follows and begins to work with farmers and link with villages 

c. Master franchisors from the companies that are usually already started and tested 

 

The growth targets are 

proposed are selected to 

demonstrate scale in every 

important way within a five 

year period. By doing so, we 

will have established a self-

sustaining engine for change 

that will attract all the 

momentum needed for a 

lasting legacy of impact: 

 Directly impacting at 

least a million people and 

indirectly far more 

 Operations in 2-3 regions/continents of the world  

 Around 20 offices (a common test of franchising skills) and more than a dozen nations 

 More than 10 new companies founded and growing 
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Summary: the plan proposed for discussion seeks a $7 

million dollar donation/investment in Cheetah over 

the next 5 years to grow a nonprofit and service 

engine that even though it is very early stage:  

 Raises over $20 million in donations (3x) 

 Creates $50 million in business revenue (7x) 

 Manages $100 million in investment funds 

(12x) 

 Drives $400 million in revenue for the poorest 

people on earth. (50x) 

Astonishing impact – a different kind of philanthropy! 

The following table shows a sample five year growth projection for Cheetah: 

 

 2014 2015 2016 2017 2018 

Number of Nations 2 3 6 10 14 

Number of Offices  2 4 7.5 13 19 

      

EXPENSES      

Cheetah Central Admin Exp  $1,000,461  $3,375,405  $3,773,070  $4,367,961  $5,009,068  

Cheetah National Ofc Exp  $282,667  $1,272,000  $2,544,000  $4,240,000  $5,936,000  

Cheetah Satellite Ofc Exp  $0  $374,000  $561,000  $1,122,000  $1,870,000  

Cheetah Concept Dev Budgets  $450,000  $600,000  $750,000  $900,000  $1,050,000  

     Total $1,733,128  $5,621,405  $7,628,070  $10,629,961  $13,865,068  

      

REVENUE      

Grants and Donations $450,000  $900,000  $1,800,000  $3,600,000  $7,200,000  

Local Program Grants $250,000  $750,000  $1,500,000  $2,500,000  $3,500,000  

Incubator and Mgmt Fees  $220,599  $730,231  $1,868,012  $4,558,248  $9,965,523  

Investment Fees  $80,000  $120,000  $160,000  $200,000  $240,000  

Dividends & Equity Repay $0  $0  $0  $80,000  $160,000  

     Total $1,000,599  $2,500,231  $5,328,012  $10,938,248  $21,065,523  

      

TOTAL ($732,529) ($3,121,174) ($2,300,058) $308,287  $7,200,455  

      

FUNDS IN MANAGEMENT      

Metafinance Fund $300,000  $2,925,000  $10,687,500  $30,881,250  $75,121,875  

Micro Venture Capital Fund $1,200,000  $2,400,000  $4,600,000  $8,800,000  $17,000,000  

TOTAL $1,500,000  $5,325,000  $15,287,500  $39,681,250  $92,121,875  
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Pearl requires about $2.5 million to establish 32 locations, a remarkably inexpensive 

operation. It achieves this through partnerships with NGOs that carry most of the burden of 

labor for establishing its mission. It is likely that a significant part of the Pearl expansion 

expense will also be donated by the partner NGO. It also requires a metafinance fund to 

finance many of the farmers, which is a key magnet of the project to the NGOs. 

Foundation: Grow Farmers 
Pearl Foods is a special case of one of the companies to be founded. It is the foundational investment 

which uses a different finance method (metafinance) and around which the other investments may 

benefit by clustering.27  

Growing farmers is the work of Pearl Foods, which includes both finance and market access. It was 

discussed previously, but this investment is so critical we highlight it here. 

Pearl Foods would usually be the first company to follow Cheetah into a nation. Indeed, Pearl’s 

partnerships with international NGOs are likely going to be a determining factor for most expansion 

destinations. 

The following shows an example projection for the next five years.  

 2014 2015 2016 2017 2018 

Number of Nations 1 2 4 8 12 

Number of Locations 2 5 10 20 32 

      

Families Financed 1,500  6,750  17,625  41,438  80,156  

Acres Financed 1,500  9,750  35,625  102,938  250,406  

Average Acres/Family  1.0   1.4   2.0   2.5   3.1  

Finance Collateral Needed $300,000  $2,925,000  $10,687,500  $30,881,250  $75,121,875  

      

Families Receiving Market Access 3,000  13,500  35,250  82,875  160,313  

Total Estimated Value of Crops $900,000  $8,775,000  $32,062,500  $92,643,750  $225,365,625  

Gross Profit to Farmers $600,000  $5,850,000  $21,375,000  $61,762,500  $150,243,750  

Gross Profit to Pearl $90,000  $877,500  $3,206,250  $9,264,375  $22,536,563  

      

Total People Directly Impacted 15,000  67,500  176,250  414,375  801,563  

      

Expenses      

Total Expenses for Ofc Locations $244,000  $1,220,000  $2,440,000  $4,880,000  $7,808,000  

Central Management $164,417  $493,250  $616,563  $770,703  $963,379  

Cheetah Overhead $90,683  $430,400  $931,938  $2,056,578  $4,007,932  

Total Expenses $499,100  $2,143,650  $3,988,500  $7,707,281  $12,779,311  

      

Net Profit ($409,100) ($1,266,150) ($782,250) $1,557,094  $9,757,252  

 

 

 

                                                           
27

 Consider an opportunity (real and currently being explored) where Sunborn secures an annual order for 300 tons 
of sundried tomatoes. Reservoir provides the driers and Pearl organizes the farmers to grow the tomatoes. More 
than 4000 families benefit, while all three organizations profit and both micro venture capital and metafinance are 
brought into play.  
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There are a projected 22 companies founded, half in the last 2 years. Of the 11 for the first three years, 

Cheetah already has 2 founded and 2 about to be, which it achieved while resource constrained in about 

3 years.   

The equity funding is very modest, less than $1 million per company, and the average company achieves 7 

locations for that price.  

Though very early stage, the investments achieve $35 million in revenue.  

NOTE: excluded from this projection are a few larger investments having higher revenue opportunities 

that would skew the numbers but are excellent investment opportunities, but readily attract investors 

(e.g. bicycles and used farm equipment.) 

Value-Chains: Grow Companies 
Finally, we enter into the value-chain opportunities. This is where we apply the micro venture capital 

equity model that creates small and midsized enterprises. When they achieve enough locations, they 

will be aggregated into international companies, directly attracting larger investments of their own. It is 

likely that investors that supported them early one will enjoy first chance to jump in on the big success. 

 2014 2015 2016 2017 2018 

Nations where Pearl has Led 1 2 4 8 12 

Total Locations for Pearl 2 5 10 20 32 

      

Companies Operating 4 7 11 16 22 

Company Master Locations 6 15 34 73 152 

Franchise Locations/Co 1.5 2.1 3.1 4.6 6.9 

Companies / Location 3 3 3.4 3.65 4.75 

      

Startup Investment $800,000  $1,200,000  $1,600,000  $2,000,000  $2,400,000  

Growth Investment $400,000  $1,200,000  $3,000,000  $6,800,000  $14,600,000  

Total Invested $1,200,000  $2,400,000  $4,600,000  $8,800,000  $17,000,000  

      

Revenue $449,577  $899,154  $3,147,039  $8,841,680  $21,654,624  

Repayment   $629,408  $1,768,336  $4,330,925  

      

Widgets Sold (Avg Sale Price 
$200) 

 2,248  4,496   15,735  44,208  108,273  

Families Directly Participating  6,744  13,487   47,206  132,625  324,819  

Families Directly Impacted  22,479  44,958  157,352  442,084   1,082,731  

People Directly Impacted 112,394  224,788  786,760   2,210,420   5,413,656  
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The actual source of our namesake, two cheetahs eating a fresh kill: 

 

 

 

Thank you for your consideration! 

 


