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Solutions for the “Last Mile”

THE MICROCONSIGNMENT 
MODEL

The Fundamentals

Health

The Family Economy

The Environment
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The Current Solutions

Sales Inception
Wood Burning Stoves Feb-03
Reading Glasses Aug-04
Cases Sep-04
Cords Sep-04
Glasses - Sun and Protection Jan-05
Eye Drops Jan-06
Water Purifiers Dec-07
Energy Efficient Light Bulbs Jan-08
Vegetable Seeds Jan-08
Solar Panels and Lights Feb-10

The Current Solutions
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The Current Solutions

The Current Solutions
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• Addresses a real, perceived and felt need

• Desire and ability to purchase

• Speaks for itself

• Driven by volume sales

• Works with the local culture

• Creates a positive economic impact (equity generation) for the product purchaser

• The buyer is ideally the the user

• Has the “Gracias a Dios” factor

• Is currently inaccessible for sellers

• Is currently inaccessible for buyers

• Is perceived as being complicated but in reality requires relatively little training 
and delivery service requirements

• Driven by a service approach

• Shouldn’t require a fundamental change in habits

• Portable or easily locally constructed

• Is not a transitional product

Consideration Criteria

HIGH

MID

LOW

Intervention



4/27/2011

5

Another way to look at it….

IMPACT

P
R

O
D

U
C

T 
C

O
ST

stoves - 1 
100

100

50

50

glasses

stoves - 2 

solar lights and chargers

water purification buckets - 1

water purification buckets - 2

vegetable seeds
energy efficient light bulbs
eye drops

dry latrine

What shape is the solution?

real need

perceived need

felt need

desire to purchase

ability to purchase

action

Post purchase use

Will the beneficiary buy it and use it?


