
SECTOR OVERVIEW - 
MARKETS IN CRISIS 

Élan RDC supports the development of pro-poor market systems by working primarily through private actors.
Many of its targeted beneficiaries can however be found in areas of crisis characterized by thin markets with a
weak private sector and heavy humanitarian presence. 

The Markets in Crisis (MIC) workstream was created in 2017 to expand Élan RDC’s activities in those thin
markets (Kasaï provinces and Tanganyika), building on the presence of humanitarian and development actors
to support private sector development in those areas. The workstream has since evolved to focus on improving
collaboration between aid and private actors at a national level, as well as encouraging aid actors to adopt
more market-oriented responses to improve efficiency of aid, limit distortions and build the markets they
operate in.  

 Context 

Strategy 

Élan RDC’s MIC workstream focuses on improving the efficiency and impact of aid in the DRC
through better collaboration with the private sector and adoption of more market-oriented
assistance. This is carried out by: 

Élan works with industry bodies and aid organizations to identify and tackle the main challenges to aid-
private actor collaboration. 
Development of market studies and tools to ease collaboration between those actors.  
Organization of networking events.  

Bridging the aid-private sector gap:  

PAGE |  1

Easing expansion of private partners’ services to markets in crisis

characterized by high presence of refugee and internally displaced people (IDP). This is done through collaboration with
Élan RDC sectoral teams to conduct market studies and highlight the potential of those markets as well as the
organization of B2B missions. 

Encouraging replication of Élan RDC pilots: 

Communicating on successful interventions across Élan RDC sectors. 
Collaborating with aid agencies working under the MSD approach to communicate on project results and
further encourage replication. 
Engaging with global sector organizations to promote market-oriented aid investments in the DRC. 
Generating buy-in from the donor community. 

Results 

Through the MIC work, the private sector and aid actors have grown increasingly closer. Under the “Nexus”
framework, we have seen an increased interest for market-oriented development solutions from aid actors
(Mercy Corps, Stabilisation Support Unit, etc.) in areas formerly reserved for humanitarian aid. Similarly, private
actors are increasingly expanding activities in crisis and post crisis markets, both in coordination with aid
partners and independently as they begin to see the potential of those unsaturated markets. Below are some
examples of that evolution: 



Financial Service Providers (FSPs) and Humanitarian actors have asked for a formal coordination platform to
be set up, for them to continue building on the work done by Élan RDC and improving their collaboration
beyond the life of the project. The National Cash Working Group (CWG) drafted Term of References for such
platform with support from Élan RDC. 
An increasing number of FSPs are being contacted for cash assistance projects. For instance, CFC indicates
that since late 2020 and the publication of an FSP contact list by Élan RDC they are now receiving invitations
to tender and participate in events organized by aid actors such as GIZ. 
The Goma B2H event, has put the aid sector on BBOXX’s radar as a vector to access new markets. They are
now working with GSMA and Danish Refugee Council (DRC) to sell solar products in Beni, Bunia and
Butembo, targeting in parts IDPs. 
Élan RDC is currently collaborating with the Global Plan of Action and ACERD to encourage more market
oriented RE investments in the DRC by donors and foundations. An event should be held later this year. 
Élan RDC is working closely with Mercy Corps to increase joint impact of programming on the seed sector in
the DRC. 

As of late 2020, more than 21 million people are facing high acute food insecurity in the
DRC (33% of the population). Good quality inputs, everything else being equal, can
provide a steady increase in revenues to smallholder farmers (SHFs), for a sustained
period. Seeds remain the cornerstone to achieve improved production. Whether
produced locally or imported, there is need for the seed to offer the minimum guarantee
in its reliability and potential. It has been documented extensively that the quality of seed
used by more than 80% of the farming population of the DRC is below standards and
should not be called seed. Improving seed sector coordination is one of the key stepping
stones for a more efficient seed sector.
  
To that end Élan RDC collaborated with Mercy Corps to sustainably strengthen the
Conseil Provincial des Semences (COPROSEM) in North Kivu. This cooperation has led to
the formal recognition of COPROSEM by the Provincial Government, as well as the
publication of several key documents aimed to improve sector efficiency, such as a list of
seed suppliers in North Kivu aimed to improve producer visibility and support local seed
sourcing. 

 Collaborating with Mercy Corps to strengthen the seed
sector
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Lessons learnt 

Generating evidence for replication takes time. Pilots take time to be implemented and generate the necessary
evidence to encourage change and replication. 
Collaborate with known sector actors to build reach. In a similar manner build credibility within the aid industry,
and in particular humanitarian world, as a private sector development programme can take time. Working with
reputable actors in the sector can help accelerate this. These can be sector-specific organisations (e.g. Cash Working
Group) or well-known organisations (e.g. Mercy Corps).  
There is a language, information and procedure gap between humanitarian and private sector. Utilize joint-
market studies, networking events, tools, and working with and strengthening of industry associations to bridge the
gap. 
Double communication: through sector association and direct communication. It is important to
communicate through credible association as well as directly with target audience. Associations often send a large
volume of e-mails and the message can risk being lost in a crowd. 
Donors have a central role to play in replication. Whilst there is a case for change in the delivery of assistance in
the DRC, it remains difficult for actors to move away from business as usual. They are either implementing a project
with specific objectives and indicators they cannot move away from, or tendering for projects and need to meet
donor expectations. 
Humanitarian aid actors are risk averse to innovation. They prefer using trusted, tried and tested modalities to
limit risk on target population, achieve donor expectations and reach their indicators. De-risking innovation takes
planning for pilot phases, collaborating with aid actors to strengthen message and securing donor buy-in. 
Aid assistance is time sensitive, particular humanitarian. Use cash and voucher assistance where appropriate.
Roll-out market building early-recovery / development assistance at the same time as humanitarian 

Whilst the constraints noted cannot be generalised to all actors and we have seen a move to more market-oriented
responses in the recent years, it shows the important role to be played by donors in clearly setting the path for more
market-oriented assistance for their implementing partners. 
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The goal of the intervention is to facilitate entry of private actors into conflict affected markets. Élan RDC scoped out
targeted markets and organised business missions, or B2B events, to introduce private actors to opportunities they may
not have otherwise considered. For instance, Élan RDC organised a 4-day business mission with 8 Renewable Energy (RE)
actors to Kananga where they met authorities (including the governor), large business owners and institutions as well as
small traders. Élan RDC used the same approach to connect private and humanitarian actors. A half-day B2H (Business
to Humanitarian Aid) event, with a product exhibition, was organised in Goma to introduce private RE actors to the
potential of RE sales in humanitarian setting as well as highlight to aid actors the potential impact of purchase of RE
products for their beneficiaries. 

As a result of those two missions, Dev Solaire is opening a shop in Kananga, and 2 partners are servicing the
Kananga markets via local distributors. The Goma event on the other had led BBOXX to explore opportunities in
the aid sector. They are now working with GSMA and BBOXX to sell RE solutions in Beni, Bunia and Butembo,
including sells to IDPs. 

Conflict or post-conflict areas are often not seen as potential markets by private actors due in part to the perceived
heightened risk of doing business. These are difficult markets for private actors (e.g., security and access challenges, low
literacy rate and revenue of clients, distortions created by aid distributions, etc.). These can however also be attractive
markets with limited competition.  

1 Business to Business (B2B) missions in Markets in Crisis 

Key Issues 

The Role of Élan RDC 

Results 

Partners 

The Kananga mission was attended by BURN, GLP, DEV, Bascons, Halt Bank, Mastajabu, Kivu Green Energy, IMA. The
Goma event by 11 NGOs, 13 RE solution providers and 4 financial institutions.  
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Key Issues 

The goal of this intervention was to improve the efficiency of cash assistance through better collaboration between FSPs
and Humanitarian actors, as well as provide access to new markets for FSPs and increase their brand recognition. Élan
RDC bridges the gap between these two market actors through networking event, studies (e.g., procurement study) and
tools (e.g., mobile money feasibility checklist, costing tool, PowerBi mapping of cash assistance, FSP satisfaction
survey/experience sharing tool, and FSP contact list). 
 

The Role of Élan RDC 

Results 

The divide in goals and language between FSPs and CWG has led to misunderstandings, delays and missed
opportunities in the delivery of cash assistance.  

CWG / FSP collaboration 2

As a result of Élan RDC’s work, more FSPs are being contacting by aid actors for the implementation of cash
assistance projects. On demand from both FSPs and aid actors, a formal collaboration platform to be set to
address common challenges and identify joint opportunities. 

Partners 

The primary partner is the National Cash Working Group in Kinshasa with national reach. FSPs and aid actors have also
collaborated. 
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Key Issues 

The Role of Élan RDC 

Results 

Whilst market-based support has become common in refugee camps in Kenya or Rwanda it is still new in the DRC.
Market-based models would increase access and adoption of RE products in refugee camps, limit market distortions of
aid in the energy section, and improve the quality of life for refugees and empower them.

Sale of RE products in refugee camps 3

Élan RDC demonstrated the feasibility of sales of RE products in the Lusenda refugee camp by conducting a market study
which in part built on a USAID funded pilot with Élan RDC's partner Altech.  

Pay-as-you go sales of solar systems have been shown to work in the camp and a demand for mini-grids as well
as ICSs has been confirmed. Lessons learnt have been shared with a select group of aid actors. ACERD and the
Global Plan of Action (GPA) plan to further disseminate the findings during an ACERD RE event. Target audience
will be donors and foundations to encourage further markets oriented RE aid investments in the DRC and limit
market distortions. 

Partners 

Lusenda refugee camp, study carried out by Élan RDC with support from Altech and UNHCR and the CNR. Dissemination
in collaboration with ACERD and the GPA. 
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https://www.humanitarianenergy.org/
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This report was made possible through a collaborative effort between our donor,
government, NGO, and private sector partners. We want to thank Aditi Rajyalaxmi, Team
Leader, Private Sector Development and Investment Team, FCDO, and the rest of the
FCDO team for scoping, inputs, and review. Our appreciation, as well, to Lucine Le Moal,
Team Leader, Élan RDC, for her leadership and guidance across Élan RDC's sectors.
Lastly, our work would not be possible without support from our private sector, NGO,
and government partners. Thank you.

https://www.elanrdc.com/#welcome
https://www.linkedin.com/in/elanrdc
https://twitter.com/ELANRDC
https://twitter.com/ELANRDC
https://www.youtube.com/channel/UCZsHqm_JsBb2W4Ir4LoVn3w

