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Executive Summary 
 
For over a decade, Asante Africa Foundation’s Leadership and Entrepreneurship 
Incubator (LEI) Program has been a mechanism through which rural youth in East Africa 
realize an opportunity toward one of three pathways after completing their secondary 
education: 1) continuing education through university or TVETs, 2) finding employment 
and/or 3) business development. Each year Asante Africa develops the skills of at least 
4,000 rural youth in East Africa through the Incubator (LEI) Program. 
 
Advanced Enterprise Training is the third level of curriculum in Asante Africa 
Foundation’s Leadership and Entrepreneurship Incubator (LEI) Program. East African 
youth who have completed the first two levels of training and show a deep interest in 
managing a business enterprise are eligible for this content and small business support.  
 
We have observed remarkable progress made by youth who had previously received 
some LEI training.  During the COVID-19 pandemic, LEI-trained youth initiated small 
business enterprises in their communities. Through the 2021 Advanced Enterprise 
Training program, we were able to provide advanced training to 130 youth small 
business owners that had completed the first two levels of LEI training.  
 
Advanced Enterprise Training in 2021 took the format of training conferences in 
Tanzania, Uganda and Kenya. Each country saw different key highlights during the 
training. In Tanzania, a business expo showcased youth innovations and enterprises 
mobilizing other youths to strengthen their own business plans. In Uganda, community 
learning groups included peer to peer support which enabled initiation of business 
startups. In Kenya, the business enterprise gamification program inspired business 
growth and also produced a global award winner for the best startup innovation. 
 
Highlighted Project Results:  
 
After the training, 30 youth or 23% have commenced business registration processes 
and we expect this number will grow over the first 6 months of 2022.  
 
59 youth or 45% have expressed interest in developing business proposals to Asante 
Africa to secure business loans.  
 
In Tanzania, 26 mentors have been identified and assigned to 46 youth businesses that 
have been identified as more active and growing. The mentor identification process is 
ongoing in all countries. 
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20% businesses have the potential to grow into larger enterprises with adequate support 
through training, mentorship, monitoring and financing.  
 
In this first cohort of 130 youths, at least 30 youths would apply and compete for business 
loans. 
 
This report highlights the outcomes from the training conducted in December for the 
youth small business owners (startups) initiated in 2020 and 2021. 
 
Summarized Recommendations 
 
• While Asante Africa has the abilities to train and mentor business minded youth, we 

do not have the legal status to conduct and manage loan administration. Securing 
the appropriate partners in each country is of highest priority, both at an organization 
level and at the youth business management levels. 
 

• Advanced Eligibility requirements need stricter adherence in future cohort selection 
based on: 

 
o Age and current business ownership 
o Demonstration via video of current business in current community 
o References 
o Conduct prior business visits to ascertain their existence and the efforts put 

by the youths to ensure their continuous performance  
 

• An in-country and a cross-border Business Expo is high recommended, both as 
inspiration and as a criterion for eligibility for future applicants. 
 

• Asante Africa should consider a market sector specific workshop or conference so 
that participants can build off each other’s expertise with specialized business experts 
and mentors 

 
• As seed loan proposal are considered, a common evaluation team with objective 

criteria is needed for the selection process. 
 

o Written proposal 
o Panel Interview 
o Criteria completed prior to given (bank account established, registration 

completed) 
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Introduction  
 
The population of sub-Saharan Africa is rising and doing so at a disproportionate rate to 
educational attainment among its young people. While 60% of the population is under 
age 25, this demographic also faces low transition rates from primary to secondary 
school, low employment rates and income levels - particularly among young women. 
Through strengthened education, youth have enhanced employment opportunities and 
reform the systemic poverty that afflicts East Africa.  

In addition, excluded rural youth in Kenya and Tanzania are particularly vulnerable to 
poverty due to lack of access to land and few nonagricultural economic opportunities in 
rural areas. However, economic research shows that entrepreneurs provide valuable 
economic benefits to societies. Entrepreneurs spread innovation, create jobs, increase 
productivity growth and produce spillover effects that improve long-term regional 
employment growth. Stimulating opportunity and innovation also creates employability; 
preferably in the formal sector so as to contribute to the national GDP. 

Asante Africa Foundation addresses the root causes that contribute to the cycle of 
extreme poverty. We established the Leadership and Entrepreneurship Incubator (LEI) 
Program in 2010 as an ongoing project that addresses the systemic issue of poverty in 
East Africa through an educational model that equips youth to stay in school while 
building job readiness skills and developing leadership and entrepreneurship 
opportunities. Fostering youth leadership and entrepreneurship skills is an essential 
investment to meet the increasingly advanced needs of the expanding East African 
economies, reduce youth unemployment and underemployment, and to enable 
innovation. 

We offer the LEI Program to youth as a series of three unique phases. In Phase 1, youth 
selected for the program learn beginner business and leadership concepts in a school or 
community-based club setting. After they have successfully completed Phase 1 of the 
program, select youth from each club have the opportunity to attend an intermediate 
Phase 2 LEI in a weeklong, intensive seminar offered in December. The advanced 
enterprise training is the third level of curriculum offered and is available to youth who 
have completed the previous two levels of training and demonstrate excellent 
entrepreneurial skills and business management capability.  
 
Since its inception in 2007 to date, Asante Africa Foundation has significantly impacted 
810,000 lives through its award-winning educational, entrepreneurial, and leadership 
programs in rural Kenya, Tanzania, and Uganda. 
 



 
  

8 ASANTE AFRICA FOUNDATION 

This report summarizes the key results from the 2021 implementation of the third phase 
of LEI advancement. 
 

Project Overview 
 
Advanced Enterprise Training is the third level of training offered within the LEI Program 
and is offered to youth who have completed both the beginning and intermediate levels 
of LEI.  

 
In Uganda and Tanzania, we conducted the training sessions in the form of an in-person, 
1-week training and hands-on conference. In Kenya, we delivered the program through 
a hybrid online and localized hands-on training over a period of 3 weeks.  
 
Across all programs in each country of implementation, youth acquired varied technical 
skills combined with interpersonal skills within the training areas that included topics 
designed to prepare youth for business ownership.  
 

• Deeper business innovation and ideation for growth and sustainability 
• Deeper business planning in areas of challenge 
• Utilizing the business canvas model to further develop plans 
• Advancing business finance, and budgeting 
• Business proposal writing targeting investors 
• Pitching for prospective investors 
• Business registration and taxation 
• Applying digital marketing strategies to their business 

 

Demographic Information 
 
For the 2021 cohort, 130 youth (66 female and 64 male) participated in advanced 
business management and skills training, broken out by country of implementation as 
follows:  

• In Kenya, a total of 31 youth participated comprised of 20 male and 11 female 
 

• In Uganda, a total of 34 youth participated comprised of 25 female and 9 male 
 

• In Tanzania, a total of 65 youth participated comprised of 30 female and 35 male  
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Program Participant Demographics 
 
We selected youth participants from the 2020 LEI cohort who had established small 
business startups. The majority of those selected for the advanced training were between 
ages 16-21 years old.  
 
Between 2020 and 2021, youth esablished new businesses; some diversified while others 
expanded. Asante Africa conducted an evaluation on its COVID-19 response programs 
which evidenced improvement in savings, household income and the value of businesses 
initiated by these youths as a result of the skills acquired.  
 
However, as the lockdown periods came to a closure, specifically in Kenya and Tanzania, 
we observed limited progress in the further development of these businesses. Of the 
businesses identified, only 43% of the youth said that they operate their businesses on a 
full-time basis. Moreover, 80% of the youth are either engaged in either school or work 
while 20% of the youth are currently not involved in other engagements. Some of the 
challenges that were identified included limited training on business management and 
expansion (developing broad business plans), lack of business mentors and lack of 
financing opportunities.   
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Business Enterprise Demographics  
 
130 youths who participated in the advanced 
training were selected among 209 youths 
with businesses who were mapped out. we 
conducted a survey among the 209 
applicants to understand their current levels 
of engagement which would mirror what the 
youth who graduate from the program are 
currently doing with their acquired year 1 
training. In this repor, we use the data for the 
209 youth to showcase the characteristics of 
the businesses as well as the effectiveness of 
an advanced training. 
 
Program participants predominantly lived in 
rural communities in Kenya, Uganda and 
Tanzania. Data shows that the businesses were established businesses in these 
communities in which they live and primarily in the agri-business and related sectors. For 
example, 42% youth have livestock businesses and activities, including piggery, poultry 
rearing, sheep rearing and general livestock trading at the market. This is due to the low 
cost of starting these businesses in the community given low risks and availability of 
startup materials which are available at the community level.  
 
Based on the 209 applicants, and an analysis 
of 196 businesses, a total of $34,872 was 
raised as capital. 54% of the startup capital 
was raised through personal savings, 
followed by family donations at 25%. Youth 
who initiated businesses like restaurants 
borrowed their money from banks, 
comprising 23% of total capital raised for 
startups. 
 
Despite being the most highly initiated, agri-
businesses represent just 16% of total costs. 
Comparatively, retail businesses and 
restaurants accounted for 48% of total 
startup costs.  
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Figure 2 - Types of Youth IGAs and Enterprises 
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Of the $34,872 spent on starting up the businesses by the youth, $6,662, or 19%, of 
profits were realized by the end of 2021. We can conclude that each of the youth 
businesses have received on average only 1% of profits from their businesses, despite 
87% of the youth reporting that their businesses have at least grown beyond startup.  
 
Most of the startups were based 
on the skills received in previous 
LEI training; however, only 10% 
of the youth have formally 
registered their businesses. 
Additionally, 84% of the youth 
do not have bank accounts 
(mainly exacerbated by their 
ages as a legal requirement) but 
32% of them operate mobile 
savings accounts (MPESA). Out 
of the 206 surveys, 72% of youth 
mentioned that they currently 
have a business mentor and are 
keeping business records. The 
advanced training intended to 
improve these outcomes that 
were realized from the 
foundational skills training.  
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Project Activities and Corresponding Outcomes (appendix 2: training 
agenda) 
 
The purpose of this project is to build business skills for youth who in turn use these skills 
for meaningful economic opportunities. In past studies, we have observed that the 
outcomes of the program are more pronounced when youth attend the advanced 
training, specifically LEI training conferences. The advanced training improves business 
management skills, business fundraising and promotes stronger businesses through 
business plan creation and business mentorship. Based on our business data and 
analysis, youth entrepreneurs need these advanced skills in order to formalize businesses 
and achieve business growth.  
 

Challenges Faced by Youth Businesses 
 
To improve relevance of the training, we asked 130 youth to identify the challenges that 
currently affect their businesses. 37% youth surveyed reported high business 
maintenance and running costs, 30% reported high prevalence of crop and animal 
diseases and 19% reported low sales.   
 

We also asked youth to indicate gaps in the key areas of learning they felt still existed 
after the year 1 training in which they would like to have mentorship. 63% desired further 
training on business management with a specific focus on managing cash flow, book 
keeping and developing quality business plans.  
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Figure 5 - Challenges for Youth Businesses 
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Key Results 
 

Result 1: Youth Acquire Advanced Business Skills to Increase their 
Engagement in Self-sustaining Economic Activities   
 
At least 97% of the youth redesigned their business plans using high-level business tools 
with at least 84% of them confidently coming up with new/improved business ideas.  
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Figure 6 - Training to make businesses successful 

“Business has helped me learn how I can identify financial institutions 
where to access money/loans for expanding my business and put it to 
the next level.” Nakayiza, Uganda 
 
“Registering my business will help me to promote and expand my 
market which will help me achieve higher profits which are valuable 
and get a fair competition in the market.” Susan, Kenya 
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Business Canvas Model 
 
As a result of the training, the youth redesigned and shared their business plans, with a 
focus on making the plans stronger and attainable. The youth achieved this through a 
practical session using the Business Canvas Model. A business idea was a pre-requisite 
to attend the advanced training as a result 85% of the youths reported that they already 
had draft business plans in place developed from the initial Year 1 SBC training.  
 

After the session, 100% of youth reported that they were now conversant in the Business 
Canvas Model, which further enabled them to improve their business ideas. At least 84% 
of youth confidently came up with new business ideas.  
 

 
 

Figure 8 - Tanzanian youths attending the Business Canvas Model session to advance their business skills 

Figure 7 - Business Canvas Model Examples 
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Business Innovation and Ideation 
 
At the Business Innovation and Ideation session, the youth acquired deeper knowledge 
on the kind of tools and strategies that nurture the innovation of new ideas for their 
businesses. For example, 93% of the youth reported that they were able to discover new 
and learnt better how to use business tools which included the business canvas model, 
digital marketing tools, conducting business research, Budgeting tools, business 
proposal. They also acquired skills in customer relations, marketing, networking and 
problem solving.  For instance, in Tanzania the youths were able to practically show case 
their skills in marketing at the IGA exhibition desks and their ability to pitch their 
businesses to a wide range of clients. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Business Fundraising Skills 
 
With a focus of converting the business plans into gainful economic activities that 
improves the youths’ livelihoods and create self-employability, the training provided the 
youths with strategies for fundraising to acquire funding for their business ideas. Using a 
business proposal as one of the tools, 43 youth have developed business proposals 
submitted to Asante Africa, with plans to pitch to additional funding sources.  

Figure 9 - Youth learning valuable tools at the Business 
Innovation and Ideation Session 
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Digital Opportunities for Business Growth 
 
To begin with the training model had a hybrid of both in person and virtual training. This 
enabled increased collaboration between the trainees and access to training platforms 
for other partner organizations (SOMO-Africa). They also got the opportunity to 
participate in interactive online assessments.   
 
The youth participated in a session that taught them how to initiate and build their 
businesses online, understand the data analytics, track emerging trends to market their 

Figure 10 - Sample Proposal 

Figure 11 - Youth in Tanzania picture business ideas at the business expo 
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businesses, learn how to drive customers’ behavior online, and understand and utilize 
digital marketing tools. Approximately 65% of the youth had never marketed their 
businesses online. At the end of the advanced training, 98% of the participants reported 
that they were able to identify digital platforms for marketing their businesses up from 
62% who could report the same before the advanced training.  
 
Limitations of the result 1 outcomes 
 
After training completion, 92% all youth reported having the ability to fundraise. 
However, there is still little productivity that can be achieved out of this externally. Based 
on the focus group discussion feedback, an analysis of the youth responses denotes 
weak fundraising strategies.  90% of the youth still need further coaching/mentoring to 
acquire strategic skills for business fundraising; for example, the majority perceive 
getting a loan from the bank as the singular fundraising strategy to pursue. There is also 
a need to enable the youth to assess the risks and strengths of each strategy they 
identify.  
 
The desired program impact of growing the youth business from startups to sustainable 
enterprises may not be realized among all the participants this first cohort of youth based 
on their ages, availability and the ability to handle large businesses. There are technical 
skills that needs to be reinvested into the businesses; 70% of the youths are aged 
between 17-21 years and about 70% are still actively engaged in school as students. The 
results suggest that an advanced training aimed at accelerating youth businesses may 
not achieve its effectiveness within this group and can subsequently not handle large 
business grants/loans.  

 
 

 
 
 
 
 
 
 
 
 
 
 
 

Figure 12 - Youth visit a poultry farm in Uganda to learn about the business 
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Result 2: Support youth businesses through mentoring and 
coaching 
 
The youth businesses require mentoring and coaching to develop their technical skills 
with the help of experienced and established people/businesses across the various 
components of business management. The Asante Africa programs team is in the 
process of identifying these mentors. 
 
We made the following observations with respect to bringing effectiveness to the 
mentoring process, for both the mentors and the mentees: 
 

• Focus on youth business ideas that can qualify for seed loans: In considering the 
youth who submit proposals (currently, 43 proposals have been received), the 
programs team needs to provide strategic mentorship for those youth who will 
receive funding. Mentors will strengthen the desired economic outcomes and 
ensure that business growth facilitates loan repayments. 
 

• Analyze the quality of the mentors and the relevance they bring to the youth: 
 

o 79% of the youth reported that they have mentors; however, it is critical to 
establish the value these mentors bring in their businesses given that 63% 
youths still struggle with converting the learned skills into technical skills 
for business growth. 
 

o To bring quality and relevance in the mentoring, it is important to use the 
analysis of the business categories. As observed, majority of the youth are 
practicing agribusiness. 30% of those youth struggle with crop and pest 
diseases, other areas are around retail business and service industry like 
boda-boda transport, for which they mentioned they still struggle with 
managing the business operations and high costs of maintenance. Such 
strategic mentorship will not only support business plan startup but also 
addresses issues that affect the businesses from running smoothly.  

 
• Focus on out of school youths and youths in school who have delegated business 

operations to other family members: The benefits of mentoring will have greater 
effects if the mentoring has concurrence with the business practices to show 
consistency and correlation between the business success attributable to the 
mentoring and coaching. 49% of the youth reported that they operate their 
businesses on a fulltime basis, and there are nearly 30% of out-of-school youth 
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among those who were targeted. 
 

• Build a cohort of peer mentors within the alumni network: Peer-to-peer learning 
has been an effective mode of training within Asante Africa implementation 
strategies. Considering that the youth understand their own challenges, having a 
cohort of youth who have established their businesses based on the LEI 
empowerment can have a stronger impact on new youth businesses and can 
guide them to develop attainable business plans, feasible fundraising strategies 
and simple records/financial management plans. The cohort that completes this 
training cycle and succeeds to a point that they are awarded business grants will 
form the alumni business mentorship network.  
 

Result 3: Formalize Youth Businesses    

  
The intention with the 130 youth entrepreneurs 
was to provide them with curated training 
contents to grow their businesses. Before the 
training, nearly 49% of the youth were not 
aware of the business registration processes. 
For better economic gains that includes 
providing the youths with sustainable 
livelihoods and quality returns from these 
businesses, one of the key outcomes was to 
facilitate the formalization of the startups: 
 

• Ensure that all 130 startups are formally 
registered – To date, 7 businesses have 
been registered and 30 youths have initiated the process of registering them.   
 

• Youths operate formal business accounts (bank and mobile money accounts): Of 
the 206 youths surveyed, 27% of the youth reported that they already operate a 
business bank account. 100% were between ages 18 to 30. This is mainly 
attributable to the legal age for opening a bank account which most of the youths 
have not obtained documentation (National IDs). Additionally, most of the youth 
businesses does not yield adequate funds and does not earn revenue consistently 
hence most returns from sales are reinvested into the businesses at the same time 
they are earned.  

Figure 13 - Youth completing the business 
registration checklist 
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Figure 14 - Number of youth who have bank accounts and their ages 

• On the other hand, 42% (65) out of the 206 youths interviewed mentioned that 
they operate a mobile money account (MPESA) despite nearly half (31) of them 
mentioning that they had no national identification card. These youth ranged in 
age from 16 to 29 years (13 of them were minors).  
 

• In most businesses, even in the formally registered ones, the MPESA statements 
are creating a revolution in the business reconciliations and business operation 
analysis and are also used to determine a rating analysis for issuing loans even in 
the banks. In addition, the requirements for registering an MPESA account are not 
complex and an adult, for example, the parent can be a proxy while opening the 
account for minors. At least 50% of the youth mentioned that they own a mobile 
phone. 

Summary of Challenges  
 
During a focus group discussion with a sampled group of the participants from the 
training, the following issues were raised as the forecasted challenges that still affects 
the growth and sustainability of these businesses. 
 
Business Level Challenges 
 

• Raising funds for capital: Nearly all the youth participants lamented about their 
struggles to raise funds to initiate or grow their businesses, and as stated early 
this is mainly affected by factors like age, securities for loans and lack of access to 
unsecured business financing. Additionally, most of these youth businesses are in 
very small scales hence cannot be financed. They mostly rely on their personal 
savings and support from family. To mitigate this challenge, in this training cohort, 
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Asante Africa intends to issue loans to youths with strong business plans to help 
their growth and sustainability.  
 

• Marketing: Besides having the marketing skills, the youths mentioned that they 
have had challenges of marketing their products effectively to get more 
customers. At least 67% youth rely on their close family and friends to sell their 
products. In addition, some of the youths are innovating or recycling raw materials 
in order to make their products, for which they have not learnt how to beat the 
competition for the industry/commercial products like soap against their liquid 
soaps, their reusable sanitary pads. This has adversely affected their volume of 
sales and the rates of production so as to make more sales/profits.  

 
• Balancing school commitments with business needs: Based on the data analysis, 

80% of the youths are still in school, which makes it difficult for them to 
consistently support their businesses.  

 
• Record keeping: The youth expressed their inability to manage good business 

records and because of that they have no records showing how their businesses 
have performed.  

 
• Monopoly in the creation of business ideas: As an observation youths from the 

same school based or community-based clubs shows a tendency of initiating 
similar IGAs which is mainly out of the practical skills learnt at the group level. This 
creates a monopoly in the products developed, and since most of them come 
from similar geographies, affects the pricing for their products. The session on 
ideation and innovation tried to enable the youths to explore other creative IGAs 
that can reduce competition and low pricing.  

 
• Market research: linked to the challenge on similar business ideas that affects 

pricing, the youths mentioned that they lacked skills and resources for conducting 
market research, which would improve their customer base and the demand for 
their products. With the support of business mentors, the youths will continuously 
do business plan reviews to improve their business products to the tune of the 
market needs. 

“The greatest challenge is balancing studies alongside business. This has really 
meant putting the business on a standstill but with the knowledge acquired 
during this training we expect our businesses to keep running even in our 
absence.” FGD participant 
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Program Level Challenges 
 
• Beneficiary mobilization and selection: Based on the lessons being learnt post the 

training, it is evident that majority – 80% of the youths reached in this cohort are 
continuing students. The best category of youths based on the need to empower 
existing youth businesses needed to be out of school youths and those who have 
attained the legal age (at least 18 years). Most of those who acquired this training 
have gone back to school hence may mostly participate in school level mentoring for 
their SBC peers. 
 

• Monitoring of the youth businesses: the program team have partnered with mentors 
to increase onsite support for the youth businesses. However, at the organizational 
level, there would be constrain in constantly visiting some of the youth businesses 
based on how they are geographically dispersed.  

 

Lessons Learned and Recommendations 
 

Lessons Learned from Advanced 
Proof of Concept 

Recommendation for Next Cohort 

 
Program goal (impact): The objective of building at 
least 130 youth businesses from startups into 
strong enterprises may not be achieved for every 
youth in this first cohort of youth trainees given that 
for some, it does not fit with their age, availability 
and business size. The overarching goal of the 
training was to equip the youths with advanced 
business skills in order to build/boost their 
businesses into sustainable enterprises that can 
attract quality funding and profitable returns.  

For the longer-term impact intended from these 
youth business startups to be achieved: 
 

• Focus on the youths with existing already 
registered businesses with traceable history 
of performance within this cohort 

 
• For business financing/loans focus on 

youths who have developed proposals and 
work with very few i.e., 20% of very high-
quality proposals that should be vetted for 
performance history. Additionally prioritize 
youths who have a history of acquiring 
loans from bank to initiate or expand their 
startups. 
 

 
Relevance of the training: The advanced training 
was highly relevant to the youths who were 
selected given that they already had initiated their 

• The short term and long-term effects of the 
advanced training and mentoring can be 
best achieved with youths who are out of 
school due to their dedication to build the 
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business plans after attending the previous LEI 
programs. Most of them reported to have learnt 
great skills in financial forecasting, budgeting, 
record keeping, digital marketing and proposal 
writing. The major limitation to this training is that 
majority of these youths might not convert these 
learnt skills into practical technical skills based on 
their low availability and low business potential for 
growth. 
 

businesses as their source of livelihoods. 
• Target more mature youths who are at least 

18 years old to bring ease in the provision 
of services such as business registration, 
awarding of loans. 

 
Effectiveness of the training mode: The mode of 
training was observed to be a key determinant of 
success for the youths to develop ‘confidence and 
skill levels. The youths who attended the training in 
Uganda and Tanzania went through a physical 
session and have shown stronger engagement in 
the post training activities as compared to the 
Kenyan youths who went through an online 
training. Based on the past experiences, when 
youths attend in person on cross-border 
conferences, they develop networks at country and 
across borders levels which ignites their 
experiences.  

• Based on the need for active youth 
participation beyond the training in order 
to achieve the other work plan objectives, 
at least 45 out of the 65 youths trained in 
Tanzania have been active, in Uganda 23 
out of the 34 youths trained have been 
active and in Kenya only 5 out of the 31 
youths trained have been active. For future 
training it is advisable to conduct in person 
advanced training as a way of motivation 
and emphasis for active participation.  
 

• Based on this then for next work plan 
activities, Tanzania would be ideal to focus 
more resources on; for Uganda despite the 
participation most of the youths are already 
back to school and very young in age; while 
in Kenya focus on the few who have shown 
the self-drive to participate further 

 
 
Clear expectations during mobilization: It has been 
observed that some of youths who attended the 
training despite being sufficiently mobilized to 
meet the required training target, they were not 
well oriented on the expectation of this advanced 
training.   

• Such a program’s expectation needs to be 
clearly understood by the participants: 
 
o Develop and sign MOUs at the point of 

entry with the participants. 
o Hold orientation sessions and pre-

training visits to ascertain the existence 
of the businesses reported by the 
youth. 
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Figure 15 - The 2021 cohort of Advanced Business Enterprise Training 
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Appendix 1: Post Training Work Plan Status – 2022 
 

Activity 
Oct-Nov 
2021 Jan-Apr 2022 

May-Nov 
2022 

Dec-
22 

Selection of youth entrepreneurs for participation in 
the SBS program  

 Achieved for 
130 youths       

RFP extended to 135 students that have completed 
the 3-months advanced LEI training  

  

 Ongoing – 43 proposals 
submitted already 
through February end     

Identification of business mentors   Ongoing in 
February   Ongoing in February     

Signing of MOUs between parent/guardian co-signers, 
mentors, entrepreneurs and Asante Africa Foundation    

 March 30th after awarding 
of winning proposals     

Formal registration of selected businesses and 
business account opening 

  

 Process already initiated 
in some countries to be 
completed by 30th March     

Business appraisal  
  

 March – for selected 
youth proposals     

Disbursement of loans to qualifying businesses    TBD     
Monthly Business follow-up activities     TBD     

Phase 1 evaluation report and data evidence          
 

Appendix 2: Growing your Small Enterprise Workshop topics 
Growing your Small Enterprise Workshop topics (Tanzania and Uganda)  
 

TOPIC SUB-SUBTOPIC 

Entrepreneurship  

Innovation and Ideation and Revising Business Approach 
Business Planning Utilizing Business Canvas Model 

Advancing Finance Savings and Budgeting 
Taxation and How to register your Business 
Banking, Digital Banking – Financial options 
Business Proposal Writing  
Pitching  
Business Registration  
Digital Marketing  
Understand Digital Tools for your Business growth (Somo Africa Tools  
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Growing your Small Enterprise Workshop topics (Kenya)  

SOMO AFRICA AND ASANTE AFRICA TRAINING MODULE  
SESSION 

WEEK 1 

Journey Map 
Customer service 
SWOT Analysis 
Local challenges 
Financial Projection 
Competitive Analysis 
Break-Even Analysis 
Branding And Marketing 
Story telling 
Gantt chart 

WEEK 2 

planning &Record keeping 
Daily Sales Tracking 
Risk Management 
Business Registration 
Value chain 
Cash flow 
Brand names 
supply& Demand 
Prototype your idea 
Market size 

WEEK 3 

Financial feasibility 
cost of sales calculator 
Contract development 
Data collection methods 
Budgets 

 


