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• In the early days, pioneer companies often built expertise on each topic in-
house.

• Today, with a maturing and broadening sector, a variety of value chain
intermediaries are emerging to meet the needs of:

• Established players that wish to outsource part of their evermore complex
operations

• New or smaller players that do not want to go through a long learning curve

How are these companies dealing with their own financing
needs?

The emergence of value chain enablers
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Any questions?

Thank you!



From an investor’s perspective
• As an investor how do you navigate a more crowded space? 

Are these new B2B players and specialised business models on 
your radar? 

• Are there any areas you find particularly promising? Do you see 
some clear needs in the ecosystem that investors are not 
addressing?

• The bulk of investments in the sector seem to be concentrated 
in certain types of businesses (often vertically integrated), 
geographical regions, etc. Is that going to change?

• Are we going to see more of these unconventional B2B 
companies or ‘value chain intermediaries’ get funded?



From an investor’s perspective
• What is threshold that needs to be crossed for such new businesses 

to become interesting for private capital investors?

• Do you feel the off-grid solar sector still needs to grow before these 
B2B companies reach their full potential? 

• What role do you think impact investors can play in identifying and 
nurturing these novel and often complementary business models?

• With B2C models, impact investors can directly see the impact of a 
company on the end-user. With B2B models this impact is often 
indirect and hard to measure. How then to quantify the impact of B2B 
companies?



From the B2B companies’ perspective
• Do you feel there is a lack of visibility for your type of business (with 

the more established models getting most of the attention)? 

• Is the potential of your business and/or other B2B models well 
understood by investors? 

• Is there a need for specialised investors or financial intermediaries 
that know the sector well and can identify and truly grasp the 
potential of such B2B businesses?

• Is there a need to better showcase such models? In what way?

• Are there any opportunities in the off-grid solar ecosystem that 
investors are missing?


