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"Gone are the days when the world’s 
challenges could be compartmentalized into 
problems for just philanthropy or government 
to fix. In today’s complex and increasingly 
globalized world, problems don’t fall neatly on 
the ground, and true and lasting solutions to 
help the poor or vulnerable will only come 
when all sectors – including the private sector - 
have a shared stake in the outcome." 



Sector Focus: Global Health 
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The global health context 
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Despite the influx of 
foreign assistance, 
most country 
governments in Sub-
Saharan Africa still 
spend far less on 
health care than the 
recommended WHO 
standard of $30-40 
per capita needed to 
provide essential 
health services, and 
depends on out-of-
pocket payments to 
finance around half of 
its total expenditure 

-- IFC, The Business of 
Health in Africa, 2010 

 

¨  Insufficient country and donor resources  
¨  Weak public sector health infrastructure, 

especially last mile distribution/services 
¨  Severe shortages of public sector medical 

personnel, services, commodities  
¨  Inconsistent and unregulated service quality in 

both public and private sectors   
¨  All income quintiles, including the poor, access 

the private sector, paying significant out-of-
pocket expenses 

¨  New players are needed to increase demand, 
change behavior, improve quality, strengthen 
informatics, create and distribute affordable 
commodities and devices 



Message for aid agencies: 
Engage the private sector beyond CSR  
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¨  Identify pain points that, if resolved, would strengthen the 
bottom line for industry and yield positive health returns 

¨  Create the business case for investments in health + 
development – work with industry to obtain the metrics they 
need 

¨  Minimize private sector risk -- Aggregate and guarantee 
demand wherever possible to incentivize R&D, 
manufacturing for emerging markets 

¨  Beyond cash, leverage private sector capacities: research & 
innovation, manufacturing, distribution, marketing, employee 
engagement 

¨  Support entrepreneurs: private providers, social enterprises,  
early stage technology and research companies 

¨  Design for BOP challenges, issues, populations 



Message for aid agencies: 
Embrace shared value 
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¨  Create models that add value to private sector interests 
and improve health 

¨  Embrace private sector’s role in sustainable growth; 
encourage market-led sustainable development models. 

¨  Apply business approaches to global health. 
¨  Incent the private sector to engage across the health 

value chain-- research and development, product 
innovation, distribution, service delivery, financing and 
quality assurance. 

¨  Engage private sector as thought leaders who bring a 
fresh perspective and innovative insights to the 
development conversation 



From PPPs to PSE   
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¨  Traditional aid funders are still grappling with how 
to engage the private sector in a more sustainable 
and effective way  

¨  Double and triple-bottom line benefits are difficult 
to achieve when there is inherent distrust across 
sectors 

¨  Need to foster more individual exchanges across 
sectors to develop empathy and understanding of 
sectoral and institutional challenges and solutions 



Why, Who, What, How? 
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Why partner? 
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¨  Distribute risk  
¨  Catalyze innovation; new solutions 
¨  Leverage platforms and capital (human, physical, 

reputational) 
¨  Reach the last mile (ensure coverage of rural/low-

income/vulnerable populations) 
¨  Improve quality of products and services   
¨  Reduce cost; increase cost-effectiveness  
 



Who? Selecting partners  
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¨  Types of partners: resource, technical, advocacy/
communications, policy, research/evaluation 

¨  360 degree partner asset inventory 
¨  Identify complementary skills and assets 
¨  Leverage all partners’ capacities beyond dollars 
¨  Find internal champions within each partner 

organization 
¨  Create a shared understanding for why and how to 

add or remove partners  
 



What? Building a partnership   
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¨  Understand what metrics are shared vs. unique 
¨  Ask: what does success look like for the partnership, 

for each organization, for each individual? 
¨  Create a governance structure 
¨  If appropriate, create parallel funding mechanisms 

to a third party implementer 
¨  Focus on co-creation but understand relative 

strengths, weaknesses, assets and leverage them 
accordingly  

¨  Communicate effectively and frequently, both 
internally and externally 



How? Getting started 
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¨  Start with the end in mind – what’s your exit? 
¨  Top-down, bottom-up approach to consensus 
¨  Concept paper: goal, objective, roles, assets, 

metrics, governance, budget, timeframe 
¨  Launch event: public launch? Press release? 



Mobile Alliance for Maternal Action 

Case Study   13 



Issues and questions from a few organizations 
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Next Mile organizations:  
Building a partnership 
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¨  How do we develop a partnership, particularly if 
we have identified an organization that doesn't do 
exactly the same thing but is well-known, has a 
good reputation, in global health 

¨  Can you talk about how some of these partnerships 
develop?  

¨  What motivates organizations to partner with each 
other? 



Next Mile organizations:  
Diversifying funding  
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¨  We need a more diverse base of funders as we are 
looking to bring in significant revenue over the next 3-4 
years. We're interested in fostering more Liberian 
philanthropy and partnerships, and also partnership 
with the MOH.   

¨  We have had a reception with the President, and she 
spoke highly of the potential for our programs – how 
can we translate that into increased revenue front the 
GOL, access to Global Fund, etc.? 

¨  We have not done proposal development with major 
NGOs but we do know who they are. 



Next Mile organizations:  
David & Goliath 

17 

¨  Examples of private sector partnerships with small fledgling 
organizations -- lack of trust, misunderstanding, how should we 
create language that can help communicate what we do to 
many different types of partners? 

¨  Any advice on how a smaller NGO should navigate 
relationships and partnerships with larger, especially 
multinational organizations would be very helpful.  

¨  How do we position ourselves so other org’s would be willing to 
partner in areas that might overlap with ours? Most often 
we're reviewed as too small, too young, too inexperienced for 
them to spend time in collaborating.  



Next Mile organizations:  
Balancing scale, sustainability + impact 
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¨  Sharing our training materials is one of the ways we 
hope to extend our impact beyond the reach of our 
direct services. We want to make our materials 
(especially those with messages that can stand alone) 
available to strategic partners. At the same time, we 
have concerns about the risks of losing intellectual 
property.  

¨  We would also like to be able to ensure that our 
materials are delivered in a way that will maximize 
their impact, but understand that as materials spread it 
will become increasingly difficult to control the ways 
they are used. Any advice or thought leadership on how 
to share materials would be incredibly valuable.  



 Partnership principles 

¨  Create a common vision across institutions not individuals 
¨  Value in-kind resources but maximize cash contributions 
¨  Minimize transaction costs   
¨  Govern for the partnership not the partners 
¨  Cherish the difference but don’t require consensus 
¨  Help everybody win: mutual benefit, shared value 
¨  Identify passionate leaders within partner institutions 
¨  Leverage complementary capacities and roles 
¨  Treat change as essential 
¨  Plan your exit from the start 

 

Adapted from: McKinsey, 2010 



20 
Source: McKinsey, 2010 


