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Strengthening business impact through fundraising; we are 

creating a disaggregated blended finance platform. 

Business Plan (2023 updated) 

 

Registration: England, August 2021, 13542595 

Sectors: Fundraising and international development 

Geography: International with current focus on UK  

Business type: Profit making. Limited by shares. 

Website: www.arkgroupint.com  

Elevator pitch: We are focussed on enabling investment into Small Growing Businesses (SGBs) 

that are creating impact through the Sustainable Development Goals. We are creating a 

platform that helps SGBs access grant funding and leverage it for non-concessional 

investments, with a focus on the diaspora community. Our model is based on 3 

complementary subscriptions supporting SGBs to: i) access grants, ii) leverage grants for 

investment readiness, and iii) diaspora investors to access resources and bankable ventures.   
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Section 1. Executive Summary: 

For over 9 years, I have worked in international development, with a focus on supporting governments 

and private sector to position to access funding to progress their development agendas. I have worked 

in over 20 countries through entities such as the London School of Economics, Overseas Development 

Institute, University of Oxford, The Commonwealth, African Development Bank, Tetra Tech, and more. 

So, this sector is not new to me nor ARK’s dedicated team of committed staff.  

Over the last year of piloting our subscription service we have learnt a lot, and one thing that has stood 

out is the clear demand for our service. We are now focussed on creating mechanisms to absorb that 

demand. We are a small growing team of 7, mostly on part time contracts. We are all committed to 

the vision ARK serves, and have clear responsibilities that are driving the day-to-day function of the 

business. We are working on enabling small growing businesses (SGBs), that lack access to finance 

overcome such barriers. These businesses are all already trading with high growth potential and a 

focus on progressing a sustainable development goals. We serve 40 businesses, with a clear pipeline 

to grow our subscription to 100 businesses by Q3 this year. Although we serve businesses across a 

range of countries; this year will narrow our focus on UK Community Interest Companies, which is a 

clear area of growth. Overtime we would steadily implement our service across Africa, which is an 

important target market for us, and the basis of our long-term planning.  Existing research, as well as 

hands-on experience highlights two main problems we are working to solve:  

i) The Missing Middle:  SGBs lack access to finance, they are too big for microfinance and 

too small for bank financing. Yet capital at this stage is essential for sustainable growth. 

ii) Investment gap: The diaspora community has untapped investment potential, yet face 

barriers such as access to credible information, resources, and bankable ventures. 

We treat fundraising as a journey, that starts with understanding the vision of the business, and 

strategically obtaining funding to support sustainable growth. In the context of SGBs creating impact 

aligned with the SDGs, grants are a good source of early funding. However, many businesses struggle 

to obtain these funds. In addition, beyond the term of the grant, there is limited mechanisms for 

additional financing, in turn limiting the sustainability of growth.  

Through our subscription-based service we work with SGBs over a minimum 12-month period to 

access grants. This includes i) Strategic planning, so grants are productive for growth, ii) Quality 

assurance, so applications are competitive, iii) Core Development, so systems are functional (i.e., 

policies, governance, etc). Thereafter we would also work with the successful grantees to position for 

investment, to enable growth beyond their grant term.  

Our revenue model is that we have 3-subscription types. Firstly, SGB’s subscribe to get support 

accessing grants (£1,080 p/a, +8% of funds won; average £80k target per SGB). Secondly, grantees 

subscribe to our investment readiness programme (still being developed). Thirdly, investors subscribe 

to access bankable ventures and country specific resources (still being developed). In addition to this, 

we have ambitions of securing early anchor contracts with grant providers, to support their grantees 

to build sustainable growth through our investment readiness support.  

I am confident now is the right time to continue growing our solution providing SGBs creating impact 

to access funds for sustainable growth. Thank you for the time reading this business plan and for 

contributing to the journey.  

 

Joevas Asare            Director, ARK Group International  

http://www.arkgroupint.com/
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Section 2. Vision: 

2.1. In brief: We support Small Growing Businesses (SGB) to fulfil their own visions of growth and 

creating impact, primarily through fundraising services. We define impact as a contextually relevant 

and measurable contribution to a Sustainable Development Goal (SDG). We see fundraising as a 

strategic journey that must be aligned with the SGB’s vision. Our approach to strategic fundraising is 

inspired by blended finance - mobilising concessional financing as a strategic magnet for non-

concessional financing. Specifically, utilising grant funding to attract diaspora investment to SGBs.  We 

are concerned with solving the access to finance problem faced by SGBs across the UK and Africa, and 

through doing so enabling investors access to a pipeline of bankable ventures across the continent.  

2.2. Vision justification: By SGBs we are drawing on the definition of ASPEN (here). We serve small 

businesses that already have some revenue and employ at least 5 people; with potential to grow and 

generate economic development and job creation, but face constraints to access finance, markets, 

human capital, and other barriers. SGBs typically seek external financing in the range of $20,000 to $2 

million to support early-stage growth, expand operations, finance working capital, and acquire new 

assets, but struggle to access forms of capital that meet their needs. (Collaborative for Frontier 

Finance, here). In low- and middle-income countries these SGBs are typically too big for microfinance 

and too small or risky for traditional bank lending, resulting in an estimated $5.2 trillion finance gap 

every year (IFC, 2017, here).  

At present there are limited estimates on the total value of grant investments in Africa and the number 

of providers. However, as an indication we can look at data from some of the top grant making 

organisations on the continent. We have also mapped 40 foundations currently providing grants in 

Africa (can be accessed in the documents pack). Although the UK is not the long-term target location 

of SGB support we provide, it is a part of our early strategy. The UK grant market has approximately 

8,000 grant making trusts, giving a total of £3 billion annually (NFP, here). 

Fund African Development 
Fund 

Africa Enterprise 
Challenge Fund 

African Women 
Development Fund 

GSMA Innovation Fund 
for Innovative Tech 

Start date  1978 2008 2000 2020 

Total value of grants $45 billion  $310 million  $41.7 million  $17.7 million 

 

Although the grant market is large, and growing, many SGBs struggle to access affordable and quality 

fundraising support. Evidence shows in developing countries, ventures with ties to a developed 

country are significantly more likely to raise grant financing in more substantial amounts, rather than 

local entrepreneurs doing so alone (Lall, et al, 2019, here). Our service enables SGBs access to support 

to submit competitive applications and improve their chances of being awarded grant funding.  

We are currently conducting a survey amongst grant providers to understand the sustainability of their 

grant investments. From what we have observed, there is limited mechanisms to ensure the growth 

generated from grants are sustainable beyond the grant term, due to lack of additional financing 

options. A key characteristic of blended finance is ‘leverage’ – using concessional financing to attract 

commercial finance into ventures (EBRD, 2020, here). We work with SGBs to utilise grant success to 

position for commercial financing.  

We are developing a case study with ODI, on a current business we serve (Freetown Waste 

Transformers) utilising grant funding to leverage a recent investment deal of $3.9 million from Climate 

Fund Managers (here). We are primarily concerned with diaspora investment as the concessional 

financing. There is a significant investment gap in the diaspora community – having appetite to invest, 

http://www.arkgroupint.com/
https://sdgs.un.org/goals
https://www.aspeninstitute.org/wp-content/uploads/files/content/docs/ande/ANDE%20Literature%20Review%20-%20FINAL.pdf
https://static1.squarespace.com/static/59d679428dd0414c16f59855/t/5c5b4b38e5e5f0051af084a0/1549486917983/Missing_Middles_CFF_Report.pdf
https://www.ifc.org/wps/wcm/connect/03522e90-a13d-4a02-87cd-9ee9a297b311/121264-WP-PUBLIC-MSMEReportFINAL.pdf?MOD=AJPERES&CVID=m5SwAQA
https://nfpsynergy.net/free-report/facts-figures-grant-making-trusts
https://www.afdb.org/en/about-us/corporate-information/african-development-fund-adf
https://www.afdb.org/en/about-us/corporate-information/african-development-fund-adf
https://www.aecfafrica.org/
https://www.aecfafrica.org/
https://awdf.org/
https://awdf.org/
https://www.gsma.com/mobilefordevelopment/the-gsma-innovation-fund/
https://www.gsma.com/mobilefordevelopment/the-gsma-innovation-fund/
https://onlinelibrary.wiley.com/doi/10.1111/puar.13076
https://ieg.worldbankgroup.org/sites/default/files/Data/Evaluation/files/IFC_blended_finance.pdf?msclkid=45276459cd1f11ec98f2c40a41e64d97
https://odi.org/en/
https://odi.org/en/
https://climatefundmanagers.com/2022/05/12/ci2-enters-a-dfa-with-waste-transformers-to-develop-waste-to-value-in-freetown-sierra-leone/
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higher risk tolerance and desire for positive impact, yet faced with concerns around corruption, poor 

governance and lack of information (The Commonwealth, 2018, here). Approx. $715 billion was sent 

in remittances in 2019, however funds are not yet used for investment (Asare, 2021, here). We are 

addressing these barriers providing diaspora access to bankable ventures and resources. 

2.3. Competition: All ventures we have come across are either focussing on supporting access to grants 

or access to investment. Our approach sits on the nexus of both. With regards to access to grants, 

there are three types of support typically offered in the market: i) individual consultants, which are 

milestone based, so does not provide strategic support, ii) in-house fundraisers, which is expensive 

and most of our target audience cannot afford, iii) consultancy firms, which charge fees not affordable 

by our audience. We bring a new model to the grant access market, that is affordable, high quality, 

and offers strategic advice through a longer relationship-based service. For an initial mapping of 

competitors please see here.  

In terms of access to investment, there is no venture that currently exists with focus on the diaspora 

community. There is growing interest in this space, with a few crowdfunding platforms being 

developed but they are still very new and concerned with facilitating investment into new projects. 

Outside of formal ventures there are individual and company brokers, which is a more traditional 

model and lacks the innovation to support the diaspora community at scale. Although we are not 

focussed on impact investing, there is a lot to learn from the market, which accounts for $715 billion 

in 2019, up 43% year-on-year (WEF, here). We have also looked at potential competitors in this space 

and found none that use our blended finance approach or have a focus on the diaspora community. T 

2.4. Metrics for Success: We define success to be a measurable contribution that enables SGBs access 

to funding and diaspora investors access to bankable projects. We will be developing a robust 

framework for measuring success over time. However, for the first two years of operation our main 

indicators are based on our subscription and commission targets, outlined in section 3.5. 

2.5. Long term goal: Beyond the short-term goals outlined in the following sections, we have two 

complementary long-term ambitions. Firstly, we would like to contribute to changing the narrative of 

investment in Africa. Now is a credible time to work on doing so, given Africa has some of the fastest 

growing countries in the world. Plus a strong commitment to pan-Africa development, reflected 

through agendas such as The Africa Continental Free Trade Area (here). Secondly, we aim to 

strengthen a positive identity of entrepreneurs and investors from backgrounds facing discrimination.  

2.6. Values: We have five core values that influence our culture and how people see our company: 

- High quality service and output. We do not decrease quality under any circumstance, even 

when demand is high, quality of service and output must also be high. 

 

- Relationship focussed: we invest time in building genuine relationships with members and 

stakeholders, even when no clear objective of business. This is the foundation of our network. 

 

- Solution orientated: we work on output and actions that contribute to solutions.  

 

- Servantship: businesses and investor sharing their vision with us is a privilege we do not take 

for granted. We serve to create opportunities that enable visions to progress. 

 

- Generosity: We give time to members and are generous with our resources and network. 

 

http://www.arkgroupint.com/
https://production-new-commonwealth-files.s3.eu-west-2.amazonaws.com/s3fs-public/documents/P15776_EYSSD_EPD_Diaspora%20Investment%20Report%20-%20Soft%20Copy_3966.pdf?VersionId=.QLfcgAYi9vj1QMemnWNBjdYMsu0sNOx
https://www.theigc.org/wp-content/uploads/2020/06/Remittances-brief.pdf
https://docs.google.com/spreadsheets/d/1klc48a7VrJ7hMZZKzfdmrZ3JE_N4Jgps/edit#gid=1027239315
https://www.weforum.org/press/2021/01/calls-for-private-investment-to-fill-humanitarian-aid-needs/
https://www.worldbank.org/en/topic/trade/publication/the-african-continental-free-trade-area?msclkid=61110395cd3411ec9dc08145c61d0d67
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Section 3. Business Model 

3.1. Current service: In February 2022, we launched a subscription-based service to support access to 

grants. Businesses sign up for a minimum 12-month period where they receive support to access 

grants. We work closely with the leadership through supporting i) Strategic planning, so grants are 

productive for growth and align with pushing the company vision forward, ii) Quality assurance and 

bid-writing, so applications are competitive, iii) Core Development, so systems are functional (i.e., 

policies, governance, etc). Business get access to up-to 3 grant applications fee-waived. Any 

applications submitted beyond three is chargeable. They also have access to fundraising advice, which 

is usually equivalent to approximately 1 hour per month, as well as introductions to trusted suppliers 

in our network. Each member has a fundraising target, of at least £80,000 each year. At the start of 

each membership, we have a ‘growth meeting’, which enables us to understand the member’s vision 

and growth priorities and set a measurable Key Performance Indicator (KPI) for their membership. 

This allows ARK Group International, and the member to be on the same page in terms of what success 

looks like for their membership and target concessional fundraising efforts productively.  

The standard eligibility for membership is that i) the company must be registered for at least 1 year, 

ii) makes at least £20,000 trading income in last 12 months, iii) employs at least 3 people, iv) creates 

impact aligned with an SDG. Prospective members use the online application form (here) to apply for 

membership, which the team screens against the criteria and due diligence. If approved the 

prospective member receives the Terms and Conditions and direct debit mandate to sign. 

Membership fees are £1,080 per year and we charge 8% on commission on funds won. We capped 

the number of subscribers to 40 so that we can build the rest of the business model. To see our current 

portfolio of companies, see here.  

3.2. Service development: For the grant access subscription service we have started developing a 

digital system, to automate the operational process. This would complement the direct interactions 

and improve the efficiency of service delivery when helping subscribers apply for grants. In addition, 

we are now developing two new subscription services. All three subscriptions would complement one 

another and together would complete our core business model. 

A: Grant access, subscription. As described above.  

B: Investment readiness, subscription. SGBs that successfully win grants would subscribe to the 

investment readiness subscription. We will work with two types of grantees, i) those we have 

supported through the grant access subscription, ii) grantees awarded grants through other means.  

The purpose of this subscription is to work with grantees to utilise the grant success to position SGBs 

for private investment. The skeleton indicators we are looking at for an SGB to be investment ready 

includes, i) competitiveness, ii) financial projections, iii) market fit, iv) tested and proven concept, v) 

http://www.arkgroupint.com/
https://arkgroupint.com/membership/
https://docs.google.com/document/d/10b2CG1FDe5ffPw04WT5UukaGI4jWNtFX/edit?usp=share_link&ouid=103522884709198481353&rtpof=true&sd=true
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management, vi) legal, and vii) IP. The subscription would be directly with the SGBs; however we will 

also get contracts with grant providers to support their grantees to improve sustainability of impact 

from their grant investments.  

C: Investor subscription. This subscription enables investors access to a pipeline of SGBs that we deem 

as investment ready. We would provide them with indicators and profiles of businesses, which they 

can explore and request further insights. In addition to this, through country programmes we would 

develop specific resources and recommendations that support investors to access information, 

resources, and in-country networks. Our primary focus is the diaspora community, with long-term 

options of expanding the target audience, if aligned with the vision and direction of growth.   

3.3 Marketing: The marketing approach we would like to take is one that reflects success. So far, the 

enquiries we have got is based on word of mouth and visibly seeing an SGB get access to a grant 

through our model. How we reflect success would be based on the marketing strategy we develop, 

which would include targeted local marketing, social media engagement and more. We endeavour 

that our marketing would also support the wider ecosystem, sharing case studies and best practices.  

3.4. Intellectual property: We have ambitions to have strong digital components to our operations, as 

this is developed, we anticipate having ownership over the IP. In addition to this from the 3-tier model 

we have access to collecting unique data across types of SGBs, diaspora investors and SDGs. This data 

would also make up part of our intellectual property. In addition to this, we have plans to consider 

trademarking as the services develop. We would also be developing ‘trade secrets’, through carefully 

building relationships with funders and stakeholders alike, which will enhance our competitive 

position. We own the (.com,. co.uk and .org) URLs for www.arkgroupint. 

3.5. Financial model: Our core model is based on three types of revenue streams. Firstly, subscription 

fees, which is £1,080 per annum. This is currently modelled as flat across all 3 subscriptions. Some 

members pay upfront, some pay via direct debit, if their bank is eligible. Secondly, we charge 

commission on funding won through the grant access subscription and deals made through the 

investor subscriptions. This is modelled at 8% per grant won, with each SGB having a target of £80,000 

per annum through grants. In terms of investment deals, commission will be charged at 5% per deal, 

with an average value of £150,000 per deal. The third revenue stream is direct contracts with grant 

providers, to work with their grantees to improve their sustainability of growth, through investment 

readiness support. We are currently targeting 3 grant providers, to act as anchor clients, based on our 

current success working with their grantees, UNLTD, Big Issue, GSMA, with plans for more soon after. 

Subscription type: Grant Access Investment readiness Diaspora investor 

Revenue streams: Subscription fee: £1,080 p/a 
Commission fee: 8% of funds 
 

Subscription fee: £1,080 p/a 
Contract with grant providers 

Subscription fee: £1,080 p/a 
Commission fee: 5% of funds 

Since running the grant access subscription from February 2022, we have made revenue of £35,000 in 

subscription fees and £35,000 in commission. We have incurred approx. £25,000 in costs, 40% capital 

costs, and 60% expenditure on mainly staffing. Currently the team are on restricted contracts, paid 

per output and limited time. This means we have used an output-based structure for bid writers, who 

are paid £150 per application, however this is not sustainable as we grow. It is important subscribers 

have access to the same advisors/bid writers over their subscription period, to enhance strategy and 

understanding of priorities, hence we will employ fulltime bid writers and team members.  

http://www.arkgroupint.com/
https://www.unltd.org.uk/
https://www.bigissue.com/invest/
file:///C:/Users/joeva/Documents/ARK%20Group%20International%20Ltd/Business%20Plan/mobilefordevelopment/the-gsma-innovation
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The next steps are for us to develop and implement the full business model across all three 

subscriptions. We expect to make revenue of approx. £450,000 by December 2023. Our costs over 

this period are budgeted to total approx. £322,000. A full breakdown of our financials can be accessed 

on request.   

 

 

We plan to make profit from phase 1. This 

would increase over phase 2 as we increase 

the reach of our subscription models.  

Our revenue model has realistic unit targets for each of the three subscription models. We have taken account of 

risk on commission, by assuming we only achieve 50% of SGB grant fundraising targets (£80,000 each), and 40% of 

investment deal targets (£150,000 each). Therefore, this model is a minimum scenario, and we anticipate exceeding 

these revenue targets. 

 

Our cost structure is 

largely made up of 

staffing costs, which 

is an urgent cost we 

need to cover to 

implement to serve 

demand and growth 

of the business. 

http://www.arkgroupint.com/
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3.6. Three-year roadmap: 

Our three-year roadmap is split into three phases (ironically). Phase 1: Foundation building, Phase 2: 

Targeted application, Phase 3: Scaling. This section explains what we envision for each phase along 

with the anticipated activities, in line with the above financial model. It is important to note, this is a 

guide, and although the core vision will remain the same, as we progress through each phase we will 

learn and adjust activities as necessary to maximise success.   

Phase 1:  Foundation Building & absorbing demand 

This phase is critical for developing and establishing our model. It will inform strategy for the next 
phases and provide key insights as we plan growth. We are concerned with three key outcomes:  
i) concept justification, ii) basic services built (MVP), iii) early underlying systems developed.  

Timeline:  Now – Dec 2023  

Activities:  This phase will be based on activities in relation to research, relationship building 
and early service delivery. The following key activities will be conducted: 

1. Grow grant access subscription service (up to 100 businesses). 
1.1 Support subscribers with up to £80,000 grant funding each. 
1.2 Develop subscriber dashboard portal and a CRM for team. 
1.3 Capture feedback from members 

2. Position for the grant to investment readiness subscription 
2.1 Synthesise research and case studies to develop and justify model 

2.1.1 Obtain feedback from sample of trusted investment experts on 
our investment readiness framework and indicators. 

2.2 Survey grant providers to understand sustainability of grant impact 
2.2.1 Build relationships 
2.2.2 Obtain anchor clients to fill sustainability gap 

2.3 Run first iteration of investment readiness subscription. 
3. Develop supply side, diaspora investment subscription  

3.1. Synthesise research and case studies regarding diaspora investment 
3.2 Conduct a survey amongst investors in the UK diaspora community to 

understand perceived risks and investment appetite, to shape service.  
3.2.1. Develop relationships and pipeline of investors  

3.3 Develop subscription service and first iteration of portal for subscribers. 
3.3.1. Onboard the first 30 subscribers 

4. Develop framework for sector/SDG and geographic selection for next phase: 
4.1. Based on research, clusters of success and the foundation of phase 1. 

 

Success 
indicators:  

At the end of this phase, we would like to have an operational MVP, with the 
following measurable activity indicators: 

- 100 SGB subscribers to the grant access programme 
▪ Access to grants of value £80k each. 
▪ 2 contracts with grant providers to deliver for their grantees, serving 

approx. 30 grantees each.  

 

Phase 2: Targeted traction  

Building on the success of phase 1, we would apply the frameworks to develop country 
programmes with sector specific focusses. We would secure operations at country levels to 
deepen credibility, increase social capital, contextual understanding and develop IP.  

Timeline: Jan 2023 – Dec 2024 

http://www.arkgroupint.com/
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Activities: We will treat each country level engagement as individual, requiring specific 
research, strategy, and application. Each country programme would enhance the 
core operations and position the business for increased potential when scaling.  

1. Select focus countries and relating priority sectors. 
1.1 Based on selection process, including macro signals, clusters of success, 

market size, existing relationships, scoping visit, political landscape, etc. 
2. Set up country programmes, including 

2.1. Create country programme strategy for pipeline of bankable projects 
2.2. Includes items such as, legal presence, formalising and managing 
government and stakeholder relationships, etc. 
2.3. Operational infrastructure 

       3. Integrate country programmes to core business model 
              3.1. Target pipeline of bankable projects for each country programme 
              3.2. Integrate into digital SGB and investor portals 
              3.3. Enable investors access to bankable projects and country resources  

Success 
indicators: 

At the end of this phase, we would like to have three country programmes set up 
and operational. By operational, this includes a clear infrastructure and operational 
process that is functioning. For this phase we have the following targets: 

- 250 new SGB grant access subscribers + grants of value £80k each 
- Launch investment readiness subscription 
- Information to sensitise investors and provide contextual resources  

 

Phase 3: Scaling  

Through P.1 and P.2 we use digital approaches to automate operational processes. Scaling would 
be developing a digital product that enable matching of bankable SGBs to diaspora investors.  
  

Timeline: Jan 2025 - beyond 

Activities: The product would utilise data, and input from partner stakeholders. It will be built 
on the skeleton MVP developed through P.1 and P.2. Although physical in-country 
presence is important, it would be based on in-country partnerships.  I) Develop, 
test, and build product, 2) Launch and scaling strategy. 

Success 
indicators: 

At the end of this phase, we would have a publicly visible product with user targets. 
A further plan would be developed specifically for this phase, further in phase 2.  

http://www.arkgroupint.com/
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Section 4. Founding Team 

We currently have three type of team members, which make up the founding team. 1) Directors, who 

lead the overall growth, decision making and direction of the business. 2) Staff, lead on delivering 

tasks and responsibilities. 3) Advisors, who provide specific advice based on expertise. The team so far 

has been working on limited hour, and output-based contract.  

Directors 

Profile  
Joevas Asare 
(here),  
Founder and 

Managing 
Director 

 
 
- Economics for Development 

(MSc), University of Oxford 
- 8-years in International 

Development, policy, 
advisory and management 

- 5 years fundraising  
- Worked in 20+ countries.   
- Strength: Vision, strategy 

and relationship building 

 
 

Guilherme 
Suedekum 
(here) 

Research Director  
 
 
- International Economics (PhD), 
Graduate Institute of 
Development 
- 10-years in international 
development, UNCTAD, IFC, IGC, 
ODI 
- Passionate about using research 
to solve problems.  
  

 
Felix Edwards 
(here) 
Programme 
Director 
 
 

 
-MA International Education, 
University of Sussex 

- 25 years in international 
development, bid writing and 
delivering complex 
programmes 

Respons
ibilities 

- Lead the overall direction of 
the business.  

- The face of the organisation. 
- Business development. 
- Building relationships 
- Strategic growth 
- Progressing overall vision. 

- Lead the development and 
implementation of research 
agenda.  

- Research for justification and 
leverage for business growth. 

- Manage research assistants 
- Research outputs to influence 

- Lead the overall operational 
management of subscription 
programmes. With focus on 
developing the intersection of 
the 3 target audiences of each 
subscription programme. 

Status Current: Full time (unpaid) 
Plan: Full time (paid) 

Current: Part time (unpaid) 
Plan: Part time (unpaid) 

Current: Part time (paid) 
Plan: Full time (paid) 

Staff: Fundraisers 

Profile  
Emma Payne 
(here), 
Programme 
Manager 
 

- MSc Global Affairs (focus on 
Africa), Kings College London 

- 3-year fundraising and 2-year 
management experience 

- Passion for development 

 
Roshni Patel 
(here), 
Bid Writer 
 
 

- MSc Development 
Management, London School of 
Economics 
- 5 years international 
development and bid writing 
experience.  
- Passion for development  

 
Joseph Brammer 
(here), 
Partnerships 

Manager 
 

 
-MA International 
Development, SOAS 
- 3 years in international 
development, bid writing and 
delivering fundraising support. 

Respons
ibilities 

- Bid writing 
- Growth strategy with SGBs 
- Programme management 

- Bid writing 
- Growth strategy with SGBs 
- Programme management 

- Bid writing & Q.A 
- Growth strategy with SGBs 

http://www.arkgroupint.com/
https://www.linkedin.com/in/joevas/
https://www.linkedin.com/in/guilherme-suedekum/
https://www.linkedin.com/in/felix-edwards-2894aa4/
https://www.linkedin.com/in/emma-payne5/
https://www.linkedin.com/in/roshnipatel0595/
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- Programme and team 
Management  

Status Current: Output consultant 
contract (paid) 
Plan: Full time (paid) 

Current: Output based consultant 
contract (paid) 
Plan: Part time (paid) 

Current: Full time (paid) 
Plan: Full time (paid) 

Staff: Operational 

Profile  
Riquelle Asare 
Administrator 
 
 
 

- BSc, Communications and 
Media, University of London 

- 10 years corporate 
administrative experience 

- Lived in 3 developing 
countries 

- Passion for development 

 
David Nono 
Finance Manager 
 
 
 

- ACCA, BSc Accounting and 
Finance, University of Kent 

- 5 years financial management 
experience  

- Passion for development 
 

 
Asi Anold 

Research 
Assistant 

 
 

 
-BSc Economics, Univesrity of 
Yaounde 
- 5 years research, data mining 
experience and report writing 
- Passion for development 
 

Respons
ibilities  

-Lead administration and office 
management related activities  

-Lead financial controlling and 
financial management activities 

- research based data mining, 
and collating information  

Status Current: limited hours 
consultancy contract (paid). 
Plan: Part time (paid) 

Current: limited hours consultancy 
contract (paid) 
Plan: Part time (paid) 

Current: Part time (paid) 
Plan: Full time (paid) 

Advisors 

Profiles All advisors listed here are not contracted as official advisors, but have voluntarily dedicated significant 
time to support the development of ARK Group Int. We plan to create an Advisory Board, early on, that 
consists of a selection of people from the current pool of advisors, and others. Current advisors are: 
 

- Cheryl Bruce (here), Senior Associate, FCA (Former Regional Director, IMF) 
- Rania Nasir (here), Head of Firms Initiative, International Growth Centre, LSE 
- Claudia Morrison(here), Director of Finance, International Growth Centre, LSE. 
- John Cortines (here), Director of Generosity, The Maclellan Foundation  
- Reuben Coulter (here), Director of International Strategy, Faith Driven Investor 
- William Morrison(here), Chairman, MetricsLed (Former Founding Director, Adam Smith International) 
- Kariuki Waweru (here), Programme Lead, ACEF -Kenya 
- Oliver Turnbull (here), Programs Lead, Google for Startups 
- Sedick Toffa (here), CEO, Jojabesi Sourcing Global Procurement – South Africa 
- Kwame Freddie Asare, Advisor  
- Dr Irene Brew-Riverson (here), Senior Lecturer in Entrepreneurship, University of Westminster 
- Fred Binka (here), Partner, TIA Capital 
- Dr Sarah Malter (here), Managing Director, Made.Simplr 

 

  

http://www.arkgroupint.com/
https://www.linkedin.com/in/cheryl-bruce-271aa996/
https://www.linkedin.com/in/ranianasir/
https://www.linkedin.com/in/william-morrison-23264a145/
https://www.linkedin.com/in/johncortines/
https://www.linkedin.com/in/reubencoulter/
https://www.linkedin.com/in/william-morrison-23264a145/
https://www.linkedin.com/in/kariuki-waweru-49198519/
https://www.linkedin.com/in/oliver-david/
https://www.linkedin.com/in/sedicktoffa/
https://www.linkedin.com/in/dr-irene-brew-riverson-5ab4b813/
https://www.linkedin.com/in/fred-binka-312a63/
https://www.linkedin.com/in/sarahmalter/
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Annex 1: 2023 Strategic Goals 

Purpose: This document outlines the vision for ARK during 2023 and the goals to achieve it. 

The vision aligns with the overall vision of the company, with a narrower focus this year, to 

build steadily from last year and position for further growth. It also considers several areas 

of success and risks we encountered over the last year to grow more robust. This document 

is not exhaustive, and simply acts as an anchor for growth plans and accountability and 

helps all team members be on the same page re focus for this year.  

Main priority/vision for 2023: This year, growth will focus on solidifying the systems for the 

grant access subscription and growing the number of users, primarily in the UK.  

The rational for this, is twofold. Firstly, the grant access subscription is the service we have 

most experience with, and are now well tuned in how it works, so it is the best service to 

further develop to drive growth, rather than implementing  a new service. Secondly, we 

have seen clear demand from paying SGBs that this service is needed, giving us confidence 

that investing in further development of this service should allow us to absorb high demand, 

as well as leverage complementary contracts.  

Success of this primary priority will be defined by strategic 5 goals to be achieved by end of 

the year.  

1. All SGB users to be using the digital platform as their main service.  

a. Complete development and update of portal  

b. Phase in use through a pilot and gradual increase in users.  

2. All ARK team members using the digital platform as their main tool for management 

and onboarding activities.  

a. For ARK team members, this also includes the onboarding process for new 

SGBs and programme management.  

b. Aligning operational and financial activities in real time.   

c. Grow number of Bid writers on the platform to at least 25 active users by the 

end of the year.  

d. All bid writers to be using the platform as main system for assignments.  

3. Grow number of active SGBs on the platform to at least 100 by the end of the year.  

a. Primary focus on UK community interest company members 

b. Africa members would be targeted and position to be implemented through 

externally funded programmes. 

4. Win at least 50% of all grants applied for on a unit basis. 

5. Build at least two non-subscription contracts with institutional partners to 

triangulate service and new incomes based on partnered delivery of subscription.  

How we achieve these goals would be a team effort, and not simply a strategy on paper. 

However, to give some indication of the direction we can take, the below table outlines 

goals based on 3-month periods.  

Focus  Activities Team required  

March to June 2023 

http://www.arkgroupint.com/
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Balancing finances 
with operational 
growth  

Adjust onboarding formula to 
keep cashflow and operational 
growth balanced (price 
discriminating + steady of 
onboarding UK P1 and P2 
members to approx. 50 
members).  
 
Utilising external finances to 
smooth costs and position for 
further growth.  
 
Build up pipeline of grant 
commission incomes.  

Managing Director - JA 
Programme Manager – 
(new hire) 
Partnership Manager - JB 
IT company – Steven’s team 
Research Manager - AA 
Finance Manager - DA 
 

 

Update and pilot 
platform 

Update platform and start 
piloting amongst trusted 
members.  

 

    

July to September 2023 

Implementation of 
platform 

Start sensitising members and bid 
writers to use platform as main 
access to service.  
 
Shift service to be more demand 
driven, without taking away too 
much from relational elements.  

Managing Director - JA 
Programme Manager x2 – 
New hires 
Partnership Manager - JB 
IT company – Steven’s team 
Research Manager - AA 
Finance Manager - DA 
Programme Director - FE 
 

 

Grow users  Target X number of new users to 
be onboarded through the 
platform.  

 

Financial growth Build grant commission pipeline 
with more accuracy and 
improved per unit rate of success. 
 
Review onboarding formula, and 
how price adjustments affected 
cashflow 
 
Contracts with other funder 
parties.  

 

October – December 2023 

Build confidence in 
platform service 
delivery 

Review and assess progress and 
steps for further growth. 

All team members that 
were involved through the 
year. 

 

 

Secondary priority: Develop deeper presence in at least one African country. We are doing a 

lot of work in Sierra Leone, Ghana, Kenya and can develop a deeper understanding of the 

http://www.arkgroupint.com/
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problem we are solving, that helps to inform our solution better in a particular geography, 

including formalising the non-SGB institutional relationships etc. Goals for this would be 

developed over time as progress materialises. However, the important point here is that 

overtime to be successful in a given country we need to develop a deeper presence and 

traction for it to grow and be successful in that particular country. In the meantime, we 

would still onboard businesses outside of the UK, but we would only accelerate that once 

we have country level traction and confidence in how best to do so.  

Other priority: Where possible we would also be positioning for the development of the 

investment readiness and diaspora direct investment subscription services. However, this is 

only positioning through research and building of understanding to inform how this service 

can be developed. This would only go forward if funded externally through a grant and we 

could hire staff to do this, rather than add to any of the current staff’s capacity.   
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