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Case study:
Main findings of a study: Finance innovation in the biotrade: Mapping, analysing and advising on 

financial instruments for small biotrade businesses in Namibia and South Africa



Setting the scene for biotrade

Valorisation of in situ and cultivated genetic resources











Source: Gustav Heess (offtaker of marula oil 
from Namibia)

Source: eBAY 
The Body Shop (TBS) uses marula oil from 
Namibia in many of its products

Source: Rossmann lifestyle 
centres Germany 



The SMME Context

Valorisation of in situ and cultivated genetic resources



Importance of definitions, terminology 

When carrying out this study it became clear that the definition of “biotrade” was important to 

clarify.

In Southern Africa “biotrade” is specifically understood in terms of legislation and regulations 

arising out of National implementation of the Nagoya Protocol.  

Essentially “biotrade” refers to indigenous 

plant and tree species. Outside of the biotrade 

sector in Southern Africa “biotrade”, and 

“BioTrade” could include trade in, and 

processing of, organic mangoes grown with a 

biodiversity conservation metric like “tiger 

friendly”. This led us to understand these 

related but not identical sectors calling them 

“adjacent” sectors.



Definitions for SMMEs and cooperatives are diverse

Namibia
▪ Informal and survivalist enterprises are not 

included in this definition.

▪ 2 types of cooperatives: workers’ or 
services

▪ For cooperatives, >51% of the transactions 
must be led by or benefit its members

▪ Support to cooperatives are guided by 
Ministry of Agriculture, Water, Fisheries & 
Land Reform

▪ Support to MSMEs is guided by Ministry of 
Industrialisation, Mines and Energy

▪ MSMEs are defined as follows:

South Africa
▪ Cooperatives and SMME are classified as 

small businesses

▪ Informal and survivalist enterprises are not 
included in this definition.

▪ Support to both cooperatives and SMMEs 
is guided by Department of Small Business 
Development, and Department of Trade, 
Industry and Competition

▪ Small businesses are defined as follows:

South Africa

Size of enterprise Total full-time 
equivalent of paid 
employees

Total annual 
turnover

Medium 31-100 <500,000 EUR
Small 11-30 <150,000 EUR
Micro 0-10 <  15,000 EUR

Size of enterprise Total full-time 
equivalent of paid 
employees

Total annual 
turnover

Medium 51-250 <1,750,000 EUR
Small 11-50 <   850,000 EUR
Micro 0-10 <   350,000 EUR



SMEs as part of the solution 

• Widespread impact and significant presence to implement 
sustainable practices at local and global scale:

▪ Scale and number – income and employment

▪ Local presence – ecosystem managers

▪ Agility – new practices & adapt

▪ Innovation – new business models, products and services

▪ Connection to communities

▪ Utilisation of traditional / indigenous knowledge and 
products – 
biodiversity-friendly behaviour

▪ Sustainable markets – 
responsive to growing demand

▪ Regulatory compliance – 
more agile → reducing risks 

▪ Resilience – towards macro-shocks

Source: UEBT



Biotrade Business Models

Typology and Business Models of SMMEs in Biotrade in the Southern African Region



Typology and Business Models of SMMEs in Biotrade in the Southern 
African Region
Primary Producers:

▪ directly involved in the extraction or harvesting of biological resources. 

▪ Examples: Small-scale organic/ certified producers (rooibos, buchu, pelargonium), community-based natural resource management groups (marula, 
devil’s claw, manketti)

Processors:

▪ raw biological resources are transformed into value-added products or basic ingredients

▪ Examples: Herbal supplement manufacturers (pelargonium, devil’s claw), essential oil distillers (Commiphora), organic food processors (rooibos tea, 
baobab fruit pulp)

Service Providers:

▪ providing services related to biotrade, such as wildlife conservation services, and consulting on sustainable practices

▪ Examples: community support organisations (WWF, NNF, Greater Sekukhune Cooperative), business support organisations (WESGRO, CECOSA, NANCi, 
NDCEAT)

Retailers and Distributors:

▪ marketing and selling biotrade products, often focusing on niche markets that value sustainability, organic certification, and fair trade.

▪ Examples: locally – devil’s claw exporters, rooibos “board”; European partner – The Body Shop

Research and Development Enterprises:

▪ research, product development, and innovation, including bioprospecting.

▪ Examples: local – CRIAA (resource Y), Parceval (resource X)



Biodiversity-based Value Chain - from field to consumer



Value Chain and Entry levels to the (Export) Market

Drug

Supplement

Branded 
Ingredient

Standardised extract

Dried herb

Value
(mark up values of x*100%)

Investment

Adapted slides from Dr. Jörg Gruenwald
CEO Phytopharm Consulting Berlin
SABPA Symposium, November 2024

€0.25-0.5M+

€0.25-0.5M+

€0.25-1M+

€1-4M+
Failure rate >80%

€1-5M+
Most complicated to register



Funding Requirements for Biotrade Businesses

Due to the plethora of compliance requirements, consequential financing mechanisms are 
needed.



„Typical“ funding and the additional finance requirements for SMME in 
biotrade? 

Operations finance

Start-up capital

Expansion capital

Working capital

Employees and Benefits

Emergency fund

General business compliance

Asset finance

Debt repayment

Cost of Sales

Market research, marketing 
and market access

Technology and Equipment

Logistics

Equity

Sector-specific funding

Research, Development and 
Innovation 

Mandatory compliance (GMP, safety 
dossiers, permits, etc.)

Market compliance (organic 
certification, etc.)

Contingency planning

+

▪ ABS compliance
▪ Building new supply chains
▪ Access to new markets
▪ Building industry and consumer awareness

+

Conventional / Traditional Funding Additional funding 
requirements 

Source: Dagmar Honsbein



Financing Dynamics in the Biotrade Sector: Bridging the Gap Between SME Demand 
and Financial Supply

Aspect Demand Side (SMEs in Biotrade) Supply Side (Financial Institutions/Funders)

Financing Types

- Working capital for daily operations
- Investment in sustainable practices 
- Funding for market access and product development
- Technical assistance for financial management

- Focus on conventional lending products 
- Short-term financing focus
- Limited provision of non-financial support (e.g. TA)

Typical Investment
Areas

- Sustainable sourcing and resource management
- Development of nature-based products in food, cosmetics, 
and wellness sectors
- Marketing for ethical and green markets
- Compliance with standards

- Preference for traditional sectors with predictable returns
- Investment in large-scale projects with high financial returns
- Limited participation in niche sectors like biotrade

Eligibility Criteria
- Often lack collateral and credit history
- Small-scale may fall below revenue/asset thresholds
- Require flexible and inclusive financing criteria

- Require high-value collateral and financial track record
- Favour established businesses
- Stringent criteria that exclude smaller/informal actors

Terms and Conditions
- Need affordable rates reflecting social/environmental impact
- Flexible terms aligned with seasonal or irregular income 
cycles

- Higher interest rates due to perceived risks
- Standardised repayment terms often incompatible with SME 
realities
- Pressure for short-term returns

Risk Perception
- Require recognition of sustainability benefits
- Need risk-sharing tools (e.g., guarantees, blended finance)

- Perceive biotrade as high-risk due to lack of collateral and 
market volatility
- Minimal deployment of de-risking mechanisms

Alternative Financing
- Demand for innovative financing (impact investing, 
crowdfunding, green bonds)
- Need support for innovation and sustainability

- Limited offerings in alternative finance
- Traditional lending dominates
- Low institutional readiness to develop impact-oriented 
instruments

Source: Dagmar Honsbein



A new approach for the Biotrade Sector is required

Sectors Adjacent to Biotrade already attract large scale finance. What can we learn here?



Sectors adjacent to Biotrade

▪ Agroforestry

▪ Organic agriculture

▪ Fair-trade

▪ Regenerative agriculture

▪ Agricultural practices linked to biodiversity or conservation 
indicators

▪ Agriculture and forestry leading to carbon sequestrations with 
carbon credits and biodiversity credits opportunities for investors 
– Nature-based Solutions

▪ Agriculture and forestry leading to climate change mitigation and 
adaptation

▪ Nature-positive transitioning using renewable energy



Why focus on SMEs in Biotrade?

• Large Collective Impact: 

▪ Even small changes can be implemented quickly, leading to significant positive impacts on biodiversity. 

▪ Collective effects lead to sustainable biodiversity

• Catalysts for Change: 

▪ Upstream and downstream influence

▪ Larger corporations, suppliers, and customers, depend on SMMEs creating a ripple effect that promotes biodiversity 
conservation.

• Targeted Support and Scalability: 

▪ Governments, NGOs, and international organisations can provide targeted support (e.g., training, financial incentives, 
certification programs) 

▪ Support is easily scalable and replicable across the board.

• Job Creation and Sustainable Development: 

▪ Targeted support to  SMMEs in biodiversity-friendly sectors can drive job creation, rural development, and poverty 
alleviation. 

▪ Efforts can easily be aligned to Sustainable Development Goals and the Global Biodiversity Plan(s)



Conservation / protection 
of biodiversity

Sustainability

Alignment to SDGs & GBF 

Global 
Sustainability Goals

Fosters job & livelihood 
creation and partnerships

Rural Development

Presents option for sustainable funds 
with appropriate M&E, Reporting

Green Finance Options

Sustainable use of resources 
and innovation strengthen 

the sector

Innovation

Increasing demand for sustainably 
sourced, traceable products

Market Demand

The Strengths of and Opportunities for SMEs in Biotrade

Source: Dagmar Honsbein



Lessons Learnt & Conclusions

Despite promising opportunities in biotrade markets, most financing instruments fail to meet 
the nuanced realities of biodiversity-based SMEs—highlighting the urgent need for tailored, 

blended finance solutions, mutual learning between finance and biotrade actors, and a clearer 
distinction between general SME barriers and biotrade-specific constraints.



Blended Finance: An Ecosystem

An ecosystem of funds, banks, Development Finance Institutions (DFIs), development organizations, and other 
stakeholders can collaboratively support a sector by creating a robust network of blended finance opportunities 
and services. 

In such an ecosystem:

• Contribute technical assistance, 
grants, and capacity-building 
support. 

• Work on the ground - hand in 
hand with the MSMEs. 

• Ensure the maintenance of ESG 
compliance.

Development 
Organisations and 

NGOs 

• Establish favourable policies 
and regulations, creating an 
enabling environment for 
investment. 

• Tax incentives, subsidies, and 
legal reforms help de-risk 
investments and support 
sector development.

Government Agencies 
• Provide financing and 

guarantees, often offering 
concessional loans, risk-
sharing mechanisms, or 
credit enhancements to 
attract private investors. 

• DFIs, a crucial role by 
offering patient capital.

Banks and DFIs 

• Bring capital, seeking returns 
while being drawn to sectors 
with high impact potential

• These funds benefit from 
reduced risks due to support 
from public and 
development actors.

Funds and 
Private Investors

=>  leveraging strengths - sharing of risks - aligning of incentives - creating a pipeline of investable initiatives
By pooling resources, coordinating efforts, and reducing entry barriers, these stakeholders can catalyse 
sustainable impact in a way that none could achieve independently.

Source: Adrie Al Mohamadi



Economic impact Social impact

1. Emerging 2. Established 3. Growth ready
4. Fully compliant 

for local and 
export market

1. Assessment of SME’s stages within the business life cycle based on management practices and 

their positioning within the Value Chain. 

• What are the key characteristics that positions the SME in each of these categories?

• What are the key criteria for graduation from one category to another?

• Who can provide support in each of these categories 

• Public v/s Private funding

o Public funding models most likely supports 1 & 2 mostly

o Private funding institutions only gets interested once companies have reached 3 & 4

2. The model should also be applicable for business support organization, alas with differences 

/adaptations.

Building a pipeline of SMEs within the biotrade sector



We need a joint public-private venture for Impact 
investing

• Conservation outcomes

• Social outcomes

• Compliance adherence

• Capacity development

Public sector 
financing

• Profits

• Economic outcomes

• SME growth

• Guarantees

Private sector 
financing

Vetted referrals of 
investment ready SMEs

Source: Adrie Al Mohamadi



Thank you for your attention

Special recognition is given to GIZ BIA and ProBATS who funded the financial mechanism study

Dagmar Honsbein and Cyril Lombard were contracted to conduct the review
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Financial mechanisms for the biotrade sector: the example of marula fruit



Marula fruit (not including nut/seed oil) as a case study for 
reflecting on the financial mechanisms to support biotrade



TAM = Total Addressable Market
SAM = Serviceable Addressable Market
SOM = Serviceable Obtainable Market

R272,000,000 / year
to 

R816,000,000 / year





Why not Marula fruit?

Dragon fruit Acerola berries

Açaí berries Aronia fruit







Marula appears to be abundant



Marula is a peoples’ resource



1. There is enormous market potential as assessed by the 
“superfruit” category and selected proxies like Açaí

2. Marula fruit has the properties that could allow it to become a 
superfruit, or a unique flavour for beverages, or and ingredient in 
other health and wellness products

3. Marula fruit is abundant (the most abundant BioPANZA species?) 
occurring across Southern Africa. There are tens of thousands of 
people who have Marula on their land and have interesting 
associated traditional knowledge of the fruit, and are interested 
in being part of a value chain from source to the consumer  



But how do we pull all these 
pieces together and finance it? 



Meso level

What needs to be done at the 
sector level? 





Significant costs derive from the 
requirements of the Nagoya 
Protocol (ABS permits and 
agreements, national and 
international) – we need to 
negotiate and develop an effective 
ABS methodology for the sector

Commercialising novel products 
from plant biodiversity incurs 
statutory requirements to comply 
with regulations in target 
territories – Non-tariff Measures. 
Without addressing these, market 
opportunities are limited

What financial or other support mechanisms 
are there to support these sector-level costs?



Micro level

What kind of support is needed 
at the individual SMME level?



Bearing in mind the 
categorization issues 
highlighted in the 
Market Access Cluster

And that the value 
chain must 
function for the 
sector to be able 
to grow



Voices from the Marula 
resource areas



Investor and funder reactions, 
reflections



Way forward



Thank you for your attention

Special recognition is given to GIZ BIA who funded the financial mechanism study

Cyril Lombard and Dagmar Honsbein was contracted to conduct the review



Subject to time: Some 
additional slides





















Thank you for your attention
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