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Foreword

Approximately 43% of the global youth
labour force is either unemployed, or working
but living in poverty.1 More than 73 million
youth are unemployed – making up 37% of
the global unemployed. However, as reported
by the ILO, many youth don’t identify
with labels like the “lost generation” or
“a generation in crisis”. The Youth Business
International network can attest to this.
Our 47 member organizations around
the world support aspiring and existing
young entrepreneurs to start up and grow
businesses. Effective training and mentoring
interventions, among others, lead to
empowered, skilled and confident young
entrepreneurs who positively impact their
families, local communities and economies.
However, what makes entrepreneur support
effective? Very little information exists about
what kind of support works best.
Thanks to the support from our partner,
EY, YBI has created a Learning Review of
10 practical lessons we have learned from
our program implementation over the past
five years. We hope that this Evidence and
Learning Review (including our successes
and challenges) will contribute to emerging
learnings in this sector as well as help shape
more impactful program design and delivery
in order to better help more youth more
effectively.

About the YBI-EY
collaboration
Since 2012, EY has supported YBI
with invaluable nonfinancial and
financial support. In 2014 and 2015,
EY provided more than 500 days
of pro bono consultancy support to
help transform YBI’s performance
management and accountability
process. This key performance
Indicator (KPI) process enables YBI
to collect live data on the support
offered to more than 15,000 young
entrepreneurs every year across the
YBI network. EY’s support has helped
YBI establish an effective set of KPIs
from around the network. By helping
members to demonstrate the impact
of their work more effectively, YBI
member organizations are able to
attract more investment that will
support and scale their work with
young people.

EY’s purpose is to build a better working
world – a purpose we don’t take lightly.
Our work with YBI is a great example of how
we can bring this to life, by leveraging our
core consultancy skills across data analytics
and performance improvement to really
make a difference.
Over the last five years, EY has been working
with YBI’s central network team on a pro
bono basis to develop their performance
management and analytics strategy.
Our work together is helping YBI to unlock
the insights contained in the data their
members collect from around the globe
and to make sure that the resources of
the network are deployed where they will
enhance the benefit to young entrepreneurs
and continue to drive growth and empower
innovation.
At EY, we understand that one of our
most powerful impacts lie with helping
entrepreneurs grow and succeed, both locally
and globally. This report provides valuable
insight into the impact YBI’s programs have
had on entrepreneurs, and I hope you find
the lessons learned applicable and practical,
specifically the importance of training,
mentoring and family support.
David Lindop,
Financial Services Advisory Partner, EY

Andrew Devenport,
CEO, Youth Business International

1.
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ILO, (2015). ‘Global Employment Trends for Youth 2015’.
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Executive summary

Lessons learned
1.

2.
Program design should be
underpinned by sound market
understanding. This increases the
likelihood of beneficiaries’ business
success and sustainability.

Young entrepreneurs’ mindsets
matter. Programs must nurture
attitudes: these are central to
business success.

3.

4.
Vocational and entrepreneurship
support complement – rather than
compete – with each other. Where
possible, different interventions
should work together for added value
and impact.

Entrepreneur skills training has a
wide-ranging and long-term positive
impacts for beneficiaries regardless of
business creation. For entrepreneurs,
it also helps unlock access to finance.

5.

6.
Youth entrepreneurship support
programs need depth: beneficiaries
who receive repeated 1:1 support over
a longer period of time create more
profitable businesses.

It is not easy to ignore the
fact that 73 million young
people around the world are
unemployed; and 156 million
young workers live in poverty.
Quality interventions to
support young entrepreneurs
are needed more than ever.
Many initiatives exist to promote
youth entrepreneurship as a
solution to global socioeconomic
development goals, but there
is still a gulf in evidence
concerning what works best
to support young entrepreneurs
in different contexts.
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The Youth Business International (YBI)
Network operates in over 40 countries
and brings a unique, global point of view
on youth entrepreneurship programming.
Our Network Members work in diverse
contexts with the shared mission of helping
underserved youth to start or grow their
own business.
We have undertaken evidence and learning
activities across East Africa, the Eastern
Caribbean and Europe. In doing so, we
have surfaced some valuable ingredients
in implementing successful youth
entrepreneurship support initiatives.

Supported by EY, this review aims to
consolidate some learnings, successes and
challenges which have emerged from YBI’s
work over the past five years. Our intention is
to contribute practical learning to expand the
knowledge base of what works in the growing
youth entrepreneurship support sector.
There is no golden guarantee of what makes
a successful programme. The lessons shared
in this review represent learning we have
seen repeatedly, regardless of the context.
We hope they will guide fellow travellers who
share our mission of turning job seekers into
job creators.

7.

Mentoring programs must be
thorough in order to maximize
beneficiary impact. They need longterm investment, resourcing and very
careful planning.

8.
Programs must carefully engage
communities and families from
the start. Local support networks
can “make or break” youth
entrepreneurship interventions.

Programs should help young
entrepreneurs explore alternative
funding models, e.g. crowd funding
and savings groups.

9.

10.
One size does not necessarily fit
all. Programs should adapt their
services so female beneficiaries get
the support they need, e.g. dedicated
gender targets; promoting role
models; undertaking community
gender training.

Invest in effective technology
to support program monitoring,
evaluation and learning: it saves time,
improves performance, enhances
risk management, and aids decisionmaking.
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Lesson 1:
Don’t underestimate
the power of attitude

Lesson 2:
Market intelligence: get it right
and from the start
96% of the respondents (strongly)
agree that [the intervention]
has made them more confident
about their chances of succeeding
with their business… participants
reported greater self-confidence,
independence and ambition,
together with decreased reliance
on handouts and increased proactivity.
Independent mid-term review of YBI and
Enterprise Uganda’s DFID Uganda-funded
program

Attitudes towards
entrepreneurship should
not be underestimated.
Support initiatives must take the
time to nurture entrepreneurial
mindsets. This has proved central
to business success.
Motivation and proactivity are crucial for
entrepreneurial success. Starting a business
can be a big risk. An entrepreneur often
works alone and faces many challenges
along the way. Young entrepreneurs are
often going against what society deems
to be a viable career option.
Motivation to take the leap and to keep going
is crucial. An independent mid-term review
of a YBI member intervention in Uganda
found that the motivational component
was crucial to providing the initial
push to engage in a new business or to
expand the existing one. Research shows
that individuals who are confident that
they have the skills to start a business
are four to six times more likely to act.2
While possessing the right skills is essential,
confidence plays a central role in motivating
entrepreneurs.

2.
3.
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Changing mindsets and encouraging
entrepreneurial attitudes is central to helping
youth identify potential opportunities.
Ninety-seven percent of participants told
independent evaluators in Uganda that
training had made them more aware that
entrepreneurship can be a viable way to
make a living.3 The motivational modules
of the training were often identified
by participants as the single-most
important component to their success.
The most widespread attitudinal barriers to
successful youth entrepreneurship include
beliefs that:

Enterprise Uganda spends
considerable time addressing
attitudes. Crucially, core messages
are continually repeated
throughout the intervention.
Family and community members
are engaged from the outset. The
training makes strong use of role
models. Facilitators emphasize that:
•

Starting a business does not
require a large amount of initial
capital.

•

Saving and re-investing profits
is a sustainable approach to
finance start-up or expansion
of businesses.

•

Lots of capital and financial resources are
needed to start a business.

•

You need to “start big” to succeed.

•

•

Entrepreneurship is inferior to salaried
employment.

Entrepreneurship is by no means
inferior to salaried employment.

•

Young people should not rely on
handouts and have the power
to shape their own chances.

•

Work ethic is essential to
achieve success.

•

Entrepreneurs need to resist
pressures from family and wider
community to give up on their
business.

•

The risk is too great.

GEM, YBI, (2013). ‘Generation Entrepreneur? The state of global youth entrepreneurship’. Accessible at: http://www.youthbusiness.org/wp-content/
uploads/2013/09/GenerationEntrepreneur.pdf
Ecorys, (2014). ‘Independent Mid-Tern Review of the Northern Uganda Youth Entrepreneurship Program’.

Youth entrepreneurship
interventions should be based
on solid market awareness.
Although reliable market
assessment is difficult in
some contexts, accurate
market information helps to
increase business success and
sustainability.
For instance while agriculture
was identified as a sector with
great potential, it is not attractive
to young people and often seen
as inferior.
Independent mid-term review of YBI and
Enterprise Uganda’s DFID Uganda-funded
program

We’ve found that without accurate market
information, a young entrepreneur can often
end up picking the wrong business. Imitation
is common. This can lead to an unhealthy
level of competition in an overly crowded
market – a common cause of business failure.

A lack of accurate understanding of the
different economic opportunities and
challenges has proven to be a limiting factor
for many interventions. YBI research and
independent evaluations have repeatedly
recommended an increased focus on market
intelligence.5 Grounding interventions in
sound market analysis can facilitate signposting of youth to business sectors that are
growing, that have promising profit margins
and that are not at risk of market saturation.
However, getting hold of accurate market
intelligence is difficult and expensive in
certain contexts. When commissioning
a large-scale market analysis study in
Northern Uganda, YBI found that accurate
data was hard to come by. Formal
structures and systems for gathering market
intelligence were few and far between.
Traders rarely kept accurate business records.
There was also significant variety between
different regions. Crucially, the process took
much longer than expected and the data
wasn’t available until it was too late to inform
the intervention.

What we’ve learned:
1. Gathering quality market
intelligence can be a long
process. Factor this into
program planning schedules.
2. Sound market intelligence
can be expensive: factor
these costs into the program
scoping and planning stages.
3. Where possible, connect with
local private sector players
to help generate accurate
market intelligence.

Nairobi-based YBI member, Kenya Youth
Business Trust, noticed a pattern. Small or
one-person businesses reliant on repeat
sales of low-value stock, such as secondhand clothes, tend to be vulnerable to any
type of disruption such as absenteeism
or constraints to re-stocking. There were
too many micro-entrepreneurs trying to
compete in the same sector.4

4.
5.

Lewins, R (2014). ‘Transforming lives through entrepreneurship in Kenya. Final Evaluation Report’.
Lewins, R (2014). ‘Transforming lives through entrepreneurship in Kenya. Final Evaluation Report’; Montrose, (2016). ‘External Evaluation of YDP and NUYEP
Programs: Final Evaluation Report’; Ecorys, (2014). ‘Independent Mid-Tern Review of the Northern Uganda Youth Entrepreneurship Program’; ODI, YBI, War
Child and Restless Development, (2014). ‘What youth entrepreneurship/livelihoods initiatives work best where, and why? Review of youth entrepreneurship
and livelihoods guidelines’; Ecorys, (2016). ‘Youth Entrepreneurship in Rural Areas: A study of the challenges and possible solutions’.  
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Lesson 3:
Training: not “king” but
a core ingredient for success
Trinidad and Tobago

Technical training
Business plan development

Barbados

Personal development skills
Entrepreneurial skills training

Dominica

Mentoring

Figure 1.0. Most Useful Service Accessed, rated by young entrepreneurs. Source: Nicholson and Associates

Entrepreneurship skills
training has far-reaching
effects for beneficiaries,
regardless of whether or
not they start a business.

The role and impact of the
training was valued very highly,
particularly with respect to skills
or knowledge that can be used
again in future.

Similarly, youth in the Eastern Caribbean
rated entrepreneurship skills training as the
“most useful” service accessed in two of
the three countries surveyed.11

For young entrepreneurs,
skills training alone does not
guarantee business creation
but it is a core ingredient for
success. It has also proved
valuable in helping to unlock
access to finance.

Independent final evaluation of YBI member-led
Comic Relief -funded program, Kenya

Seventy percent of young
entrepreneurs say that improved
financial literacy is the main
business benefit on non-financial
support.

Standalone entrepreneurship skills
training is not always effective…
Skills training interventions have been found
to be mostly ineffective when delivered as a
standalone service.6 Evidence from some YBI
programs also supports this. For example,
in Uganda, skills training alone appeared to
have no effect on business performance.7
In Kenya, the start-up rate for those who
received training plus a loan was higher8 than
for those who only accessed the training.
They also saw more associated benefits,
such as increased household incomes
compared to the “training only” group.

6.
7.
8.
9.
10.
11.
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But it is a crucial part of the youth
entrepreneurship puzzle
Nonetheless, good quality entrepreneurship
skills training is highly valued by young
entrepreneurs. In Kenya, “the training
seemed to be surprisingly effective
at transforming people’s lives… The
training was valued with respect to
business planning and especially
book-keeping and budgeting skills and
is being applied in several different
contexts.”9 Training also plays an important
role in increasing the confidence of young
entrepreneurs. Eighty-four percent of young
entrepreneurs told a global survey that
they feel more confident running their
business because of the non-financial
support they get.10

YBI, 2011 Global Youth Entrepreneurship Survey

Blattman and Ralston (2015) in Montrose, (2016) ‘External Evaluation of YDP and NUYEP Programs: Final Evaluation Report’
Montrose, (2016) ‘External Evaluation of YDP and NUYEP Programs: Final Evaluation Report’.
Lewins, R (2014). ‘Transforming lives through entrepreneurship in Kenya. Final Evaluation Report’.
Ibid.
YBI, (2011). ‘Global Youth Entrepreneurship Survey: How non-financial support is valued by young people starting and growing a business’.
Nicholson and Associates Consulting, (2015). Final Evaluation of the Youth Entrepreneurship Program for the Eastern Caribbean.

Skills training can open up access
to finance
Training on entrepreneurial skills can
contribute to lowering the risk of lending to
young entrepreneurs. The value of nonfinancial support, of which training is a large
part, can substitute for collateral and other
types of guarantee, opening up options for
young entrepreneurs to access finance.12 In
Uganda, the majority of youth who had
received training support were able to
secure a loan, compared to only half of
the non-participants interviewed.13

We can see the benefits of training
beyond business
In Nairobi, about 37% of those with no
businesses also reported an increase in
household income. They attributed this
to the training that allowed better money
management within the household.14
Evaluators saw “significant long-term
benefits derived from the training.”15
Youth were applying the principles to
improve personal financial management.
This was even more striking among women,
who reported improved status in the
community and increased awareness of
household financial management as a result
of the training.

Delivering effective entrepreneurship skills training
•

Experiential training works better than lecture-based training. Make sure
sessions are energetic and interactive. Involve the participants. Use role plays.
Encourage hands-on practice.

•

Use role models. Young YBI entrepreneurs identified this as the single most
effective element of training in Uganda. Involve local business men and women.
Include direct testimonies from people who achieved entrepreneurial success
from scratch. Use role models who young people can relate to.

•

Think hard about language. Use language that is colloquial and accessible
to the target group’s level of education.

•

Use local references. Effective training uses appropriate local cultural references
such as comic drawings, references to the bible, mottos and local proverbs.

•

Consider a nominal “commitment fee”. In some contexts, especially areas
flooded with aid, free training sessions can be under-valued. YBI’s Ugandan
member found that participants take training more seriously when they pay to
attend. Eighty-seven percent agreed that paying increased their motivation to
turn up. Ninety-three percent claimed that it made them more attentive during
training.

•

Follow up and reinforce. Wherever possible, offer repeated trainings that can
build on and reinforce key messages over time. This is more expensive, but the
additional investment is worthwhile – see Lesson 4.

12. YBI, (2011). ‘Youth Entrepreneurship. Closing the Gap. How Non-financial support is increasing access to capital for young entrepreneurs, with five crosssector lessons’.
13. Montrose, (2016) ‘External Evaluation of YDP and NUYEP Programs: Final Evaluation Report’.
14. Lewins, R (2014). ‘Transforming lives through entrepreneurship in Kenya. Final Evaluation Report’.
15. Ibid.
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Lesson 4:
Collaborate! Vocational skills
and entrepreneurship training
can enhance success
Vocational and
entrepreneurship support
interventions complement –
rather than compete – with
each other. Where possible,
different interventions
should work together for
added value and impact.
Youth with solid vocational skills
as well as the knowledge of how
to run and grow a business may
be more likely to succeed.
Vocational skills training focuses on training
for a specific vocation or industry, such
as welding or carpentry, and can equip
young people with essential skills to build
a livelihood. However, young people may
not have the knowledge and ability to make
these skills profitable. We’ve found that a
combination of youth entrepreneurship
training, which focuses on the knowledge and
skills necessary to run a profitable business,
with vocational skills can be powerful for
building more sustainable livelihoods.

It could be argued that the best
possible solution with the highest
return on investment would be
to create synergies; to create a
synergized program – whereby the
young people who graduated from
… vocational institutions are then
enrolled in the program to expand
their entrepreneurial skills-base. This
would make sure beneficiaries are
both highly skilled in their profession
and have the capacity to grow
and expand their business through
improved entrepreneurship.
Independent mid-term review of YBI and
Enterprise Uganda’s DFID Uganda-funded
program

YBI member in Uganda established a small
pilot collaboration with the international
charity Voluntary Service Overseas (VSO)
to combine vocational skills training with
entrepreneurship training and saw promising
results. Young entrepreneurs in Kenya have
similarly told us that additional vocational
training and apprenticeships would have
better prepared them for business success.

Practical implementation
Not all implementing organizations will be
in a position to provide both high quality
entrepreneurship support services as well
as vocational skills training. We believe
that collaboration could be the best way
to achieve this.

12

Enterprise Uganda collaborated
with Voluntary Services
Overseas. The two organizations
signposted youth between the
vocational and entrepreneurship
interventions to provide a
comprehensive package of
support that includes deep,
practice-based entrepreneurship
and attitudinal training with
vocational skills-building. The
programs learned that it is crucial
to incorporate entrepreneurship
as a key part of vocational
training rather than as
separate interventions.

After the initial training,
I joined Youth Business
Mongolia business club
meetings, which helped
motivate me and make my
idea more concrete.
Purevdorj Enkhjargal

Youth Business Mongolia links
youth with vocational training
centres run by the Ministry of
Labour. Government funding is
available to unemployed and
income-poor youth to help them
afford the training. As part of
the funding application process,
the young entrepreneurs need
to submit their business plan,
which Youth Business Mongolia
helps them to write. This helps
to make sure that youth have
both a technical skill and a solid
business plan to be able to use
this skill to improve their
livelihoods.
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Lesson 5:
Invest in more 1:1 support to
create more profitable businesses
Youth entrepreneurship
support programs should offer
beneficiaries a combination
of services over longer time
periods.
Young entrepreneurs who receive
repeated and individualized
support over time have much
higher chances of creating
profitable businesses than
youth receiving limited one-off
support. In addition, a young
entrepreneur who receives
comprehensive nonfinancial
support is also more likely to
be considered for loan support.

As may be expected, we’ve found that as
the intensity of support provided to a young
entrepreneur increases, so too does the rate
of success.16 What is surprising, however, is
size of this difference, as we outline below.
An independent evaluation of a YBI memberled intervention in Uganda found that youth
who received more intensive support
including training, follow-on sessions
and mentoring, generated between
two to six times the amount of top line
sales than those generated by youth
accessing less intensive support.17
Youth who participated in the intervention
were compared with a representative
sample of youth who received no support
at all.18 Based on analysis performed
by evaluators, we’ve calculated that
youth receiving more intensive support
generated approximately 52% more
sales than youth of similar age and
education who received no support.
At the same time, youth who accessed lower
intensity support generated lower sales than
those who received no support.

For this intervention, youth “self-selected”
to attend additional follow-up trainings.
Also, high-flyers19 were deliberately chosen
for mentoring in a bid to make the best of
limited resources. It’s very possible that
unobservable characteristics such as levels
of commitment influenced the outcomes.
However, even after multiple checks and
regression models, evaluators found that the
only observable factor to have an effect on
business sales was the intensity of support
received.

The intensity of support directly
correlated to positive outcomes …
the more intensive the capacity
building the more sales they earned
each month.
Independent final evaluation of YBI and
Enterprise Uganda’s DFID Uganda-funded
program

Of course, provision of this additional support
is more expensive. In this case, it cost almost
double the cost of providing training only.
But, it paid off. Evaluators found that the
benefit generated in terms of additional
monthly income for participants
receiving intensive support equates to
at least nine times the cost.20 In contrast,
the benefit-cost ratio for those accessing low
intensity support is neutral.

Monthly sales and type of project support

The benefits of providing more intensive
non-financial support could go even further.
An evaluation of a YBI intervention in Kenya
found that “the loans are obviously highly
desired but it is the complete package that
combines training and mentoring which
attracts young entrepreneurs.” Research and
evaluations have found that an integrated
approach helps to reduce the risk of lending
to youth, opening up opportunities for
increased access to finance and growth.21

An integrated approach such
as mandatory rigorous training,
loan guarantee, and post-loan
support in the form of mentoring
… appears to be a promising
way to get commercial institutions
to value young entrepreneurs as
worthwhile.
Independent final evaluation of YBI and
YBI-member-led USAID-funded program,
Eastern Caribbean

Training plus
mentoring
Training plus 2 or
more follow ups

Type of
support

Cost (Ugandan
Shillings)

Benefits
(average
additional
monthly
income,
Ugandan
Shillings)

Present value
of benefits
in 5 years
(Ugandan
Shillings)

Benefit-Cost
Ratio, 5 Years

Training only

234,723

0

0

0.0

Training plus
one follow-up

267,974

0

0

0.0

Training plus
at least two
follow-ups

334,477

58,000

2,004,000

6.0

Training plus
mentoring

459,723

121,200

4,131,000

9.0

Training plus
1 follow-up
Training only

0

100,000

200,000

300,000

400,000

500,000

600,000

Mean monthly sales (Ugandan Shillings)
Figure 2.0. Source: Montrose.

16. By ‘success’, we are referring here to the average level of sales and estimated levels of profitability of a youth-led business.
17. Montrose, (2016). ‘External Evaluation of YDP and NUYEP Programs: Final Evaluation Report’.
18. Montrose, (2016). ‘External Evaluation of YDP and NUYEP Programs: Final Evaluation Report’: In order to provide some indication of typical labour market
and business outcomes for youth in Uganda, a recent Uganda Bureau of Statistics (UBOS) survey of youth employment was used to estimate benchmark
comparisons as proxies for more robust counterfactuals. These benchmarks were calculated utilizing the School to Work Transition Survey (SWTS) realised
2015. The SWTS was implemented with support from the ILO and the MasterCard foundation and captures demographics, education, history of employment
and training, current employment status, job characteristics and earnings for youth aged 15 to 29. The sample of size of 3,000 youth is large enough to
estimate differences in employment outcomes between rural and urban youth but not large enough to provide robust differences by region.
19. Usually defined as someone who has a lot of ability and a strong wish to be successful and is therefore expected to achieve a lot.
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Figure 2.1. Cost-Benefit Analysis, assuming 25% business failure per year. Source: Montrose

20. Montrose, (2016). ‘External Evaluation of YDP and NUYEP Programs: Final Evaluation Report’.
21. YBI, (2011). ‘Youth Entrepreneurship. Closing the Gap. How Non-financial support is increasing access to capital for young entrepreneurs, with five crosssector lessons’.
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Lesson 6:
Mentoring: huge impact
but it must be thorough
Programs offering mentoring
support to young entrepreneurs
must be comprehensively
implemented in order to reap
the huge benefits which
mentoring has on business
success.

Above all, … the level of closeness
and the support we’ve received from
our mentor has been what has really
stood out. … you feel that you’re not
alone, that you have someone you
can turn to in case you need it. It’s
been constant and continuous.

Mentoring interventions require
careful planning and longterm investment of time and
resources.

Male Young Entrepreneur, YBI JP Morgan-funded
program, Spain

YBI has been a longstanding advocate of the
value of mentoring for young entrepreneurs.
Young entrepreneurs with mentors have
more profitable businesses (see Lesson 4).
Young entrepreneurs without mentors find
it more difficult to start and sustain a
business.22 Quality mentoring is highly
valued by young entrepreneurs themselves.
Thirty-seven percent of young
entrepreneurs globally consider their
mentor more influential than money
to the success of their business.23

A combination of skills training plus
mentoring can act as collateral, opening
doors for youth to be able to access finance.24
It can help to reduce the risk of taking on a
loan, lowering the chances of default and
business failure. Mentors can also act as
a go-between for the entrepreneur and a
banking institution. This is highly valued by
young entrepreneurs who lack confidence in
dealing with banks and officials. Research
by Futurpreneur, YBI’s member in
Canada, found that their annual loan
write-off rate decreased steadily from
11.4% to 5.7% since mentoring became
mandatory for all young entrepreneurs.25

Igor Zaboev faced many challenges
when attempting to start his waste
disposal company: he could not finalize
a warehouse agreement and was denied
a bank loan because of insufficient
experience.
Youth Business Russia, a member of
Youth Business International, linked
Igor with his mentor Yuri Segal, who
helped him enter new sales markets, sign
profitable contracts and team up with
his current business partner, Petr. Their
company, Karton Chernozemie, collects
and sorts solid household wastes that
they then mould into bricks, and send to
plants for processing and the ultimate
production of recyclable materials.

The question is not, “Is mentoring
effective?” but “How can we make
sure that mentoring is effective?”
Implementing a mentoring service is
challenging and resource intensive, despite
the use of volunteers.
In many contexts and cultures, mentoring
is new. In the Caribbean, the mentoring
program struggled. Trust and buy-in was a
major issue. Some young entrepreneurs
went so far as to suggest that they
feared their mentors would steal their
business ideas.26 Mentoring was rated as
the least useful service accessed in all three
Caribbean countries surveyed.

The timeframe for the decision
about whether they will give me
the loan or not is longer through
use of the mentor approach,
but I know I have more chance
of success through working with
my mentor.

Practical tips for implementation
•

Raise awareness of mentoring as a concept. Especially important if mentoring
is new to an area. The purpose and benefits of mentoring, both for the mentee and
the mentor, need to be regularly reinforced.

•

Get buy-in at all levels of your organization. Since mentoring can also be new
to an organization, senior management buy-in from the outset is crucial.

•

Place emphasis on a strong mentor recruitment process. Making sure you
have quality mentors takes time, but this will lesson your workload later on.

•

Train both mentors and mentees. Set clear guidelines, assure quality and
make sure that expectations are clear. Providing ongoing training for mentors
periodically is also useful to help them update skills.

•

Match mentors with mentees carefully. Deliberate matching, helps to give
the mentoring relationship the best chance of success and sustainability. If done
correctly, this can save time in the long-run.

•

Involve mentors in the program in different ways, beyond their role as
mentors. This makes sure that the mentor understands the wider intervention.
At the same time, it’s a good way to keep the mentor motivated and engaged.

60

•

Employ a dedicated resource to manage the mentoring intervention.
Crucial to assure quality.

50

•

Show recognition and appreciation to mentors. Networking events and
awards work well.

40

•

Consider the following options to overcome a shortage of quality local
mentors:

Do you think your mentor or your money (financial support)
made more of a positive difference to your business?

It can be difficult to find enough skilled,
high quality business mentors. This was
a significant limiting factor in northern
Uganda. It meant that it was not possible
to allocate a mentor for every young
entrepreneur served. The same problem
has been encountered by interventions
in Spain, Italy and Kenya.
Monitoring, administering and managing
a mentoring program can represent
a significant burden to a small team.
Mentoring is dependent on volunteers, but
this doesn’t make it cheap. On the contrary,
a mentoring intervention requires long-term
investment if it is to be effective.

70

For mentoring to be effective,
it needs a structured approach
with dedicated and trained full-time
staff. Expectations of mentors and
mentees need to be clearly defined
and regularly monitored.
Independent final evaluation of YBI member-led
USAID-funded program, Eastern Caribbean

1. Work closely with local business communities and provide mentoring training.

30
Total
My mentor

Male

Female

Money

Figure 3.0. Source: YBI, (2011). Global Youth Entrepreneurship Survey
22. Montrose, (2016) ‘External Evaluation of YDP and NUYEP Programs: Final Evaluation Report’.
23. YBI, (2011). ‘Global Youth Entrepreneurship Survey: How non-financial support is valued by young people starting and growing a business’.
24. YBI, (2011). ‘Youth Entrepreneurship. Closing the Gap. How Non-financial support is increasing access to capital for young entrepreneurs, with five crosssector lessons’.
25. YBI, (2010). ‘Beyond Collateral. How to increase access to capital for young entrepreneurs’.
26. Nicholson and Associates Consulting, (2015). Final Evaluation of the Youth Entrepreneurship Program for the Eastern Caribbean.

16

Young entrepreneur, YBI JP Morgan-funded
program, Italy

2. Facilitate peer mentoring, where young entrepreneurs share challenges and
advice.
3. Switch to a “cluster mentoring” approach, where a group of mentees have
common business needs.
4. Use technology to supplement face-to-face time in harder-to-reach
communities
5. Recruit successful mentees and intervention alumni as mentors.
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Lesson 7:
Financial support:
time to get creative
Youth entrepreneurship
practitioners must explore
alternative models to help
youth overcome financial
barriers to entrepreneurship.
Models that have shown
potential include: crowd funding
platforms, collaboration with
financial institutions and savings
groups.
To increase the program’s
ability to meet the needs of young
entrepreneurs, an Access to Finance
component is needed, as banks are
“very closed to the idea of start-up
loans for young people”.

Tusshar Munoat then came across
Bharatiya Yuva Shakti Trust, YBI
member in India, who provided him
with financing, training, mentoring and
coaching. With BYST’s support, Tusshar
was able to articulate two separate
yet complementary businesses: one
servicing civil constructs (mainly in
road construction and water pipeline
installation) and the other manufacturing
asphalt. Tusshar’s businesses now
employ 900 people.

Access to finance is consistently cited as the
biggest barrier to entrepreneurship by young
people.27 Enabling access to finance is also
one of the most significant challenges faced
by practitioners. Youth are seen as too risky
to lend to. They often have no collateral and
no track record28 meaning that funding and
collaboration are difficult to secure. YBI has
found that provision of mentorship support
can reduce the “riskiness” of lending to youth
and can increase confidence and successful
repayment. However, some financial
institutions are still reluctant to lend.
Being able to access capital to start or grow
a business is undoubtedly a key ingredient
for success. Where an in-house loan facility
is not possible, YBI members across different
contexts experiment with alternative
financing options to meet the needs of
young entrepreneurs.

Evaluation of YBI member-led JP Morganfunded program, Spain

Collaboration with banks or
microfinance institutions can
make lending more efficient

Respondents in business and
those reported to be failing in
business raised access to capital
repeatedly in interviews as a major
challenge.

YBI’s member in India, Bharatiya Yuva
Shakti Trust (BYST), sees a dual benefit from
outsourcing its loan disbursement process
to two major banks. It gains access to the
banks’ financial expertise and infrastructure
and it can redirect its own internal resources
to other priorities such as quality training
and mentoring. The banks benefit by
working with a new previously “out-ofreach” client base, who have the potential
to become good customers over the longterm.29

Independent final evaluation of YBI and
Enterprise Uganda’s DFID Uganda-funded
program

I had the confidence to
consider starting my own
business. But I did not have
the capital to do so. Without
collateral or security, banks
refused to even look at my
proposals.

BYST also hires retired staff from partner
banks as mentors and financial advisers.
Mentors facilitate funding proposals. The
bank staff draw confidence from the fact
that a monthly mentor visits the young
entrepreneur. Mentors also help to negotiate
and find solutions to any repayment delays.
Entrepreneurs value this as they often lack
financial literacy and the confidence to deal
with bank staff directly.30

Crowdfunding platforms are
becoming more common and
can facilitate low-risk access to
low-interest finance
YBI members in Kenya and the Caribbean
have seen some success using the Kiva31
online microfinancing platform to help
young entrepreneurs secure small loans.
Through Kiva, global lenders can make
a charitable loan, which they have a 2%
chance of getting back from the borrower.
YBI partner, Youth Business Saint Vincent
and the Grenadines established an official
collaboration with Kiva and facilitates
access to young entrepreneurs. In this
case, average loan size is US$3,000 with an
average annual fee of 12%, and an average
term of three years.

27. Ecorys, YBI, BG Group, (2016). ‘Youth entrepreneurship in rural and remote areas: a study of the challenges and possible solutions’.
28. YBI, (2010). ‘Beyond Collateral. How to increase access to capital for young entrepreneurs’.
29. YBI, (no date). ‘Youth Entrepreneurship: The YBI Network Approach’. Accessed at: http://www.youthbusiness.org/wp-content/uploads/2012/08/
TheYBINetworkapproach.pdf
30. Ecorys, YBI, BG Group, (2016). ‘Youth entrepreneurship in rural and remote areas: a study of the challenges and possible solutions’.
31. Kiva is a microfinance online platform that provides small loans for funding primarily development projects, such as young people looking to start or expand
a business in developing countries.
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Savings groups can offer a
good low-risk alternative to
commercial loans
YBI member, Enterprise Uganda, actively
supports the formation of youth savings
groups. Each group involves five or more
entrepreneurs (who know each other)
coming together to save collectively rather
than individually. They save money strictly
for investment purposes. The groups are
especially suited to young people who
cannot access commercial loans.32 Enterprise
Uganda provides training on financial literacy
and on how to run the group. They also
provide follow-up support. Generally, each
entrepreneur will contribute between US$5100 per person per month.

Repayment rates have been found to be
high, due to the strong loyalty that exists
between members. A recent evaluation
found a positive correlation between
savings groups and successful outcomes
in business.33 Members speak of benefits
such as ability to access “soft loans”, the
sharing of ideas, group support and increased
access to business and customers, as well as
the encouragement to save.

We are united, so we all
cooperate and share experiences
on business that we can all use.
I can save to buy larger things
for my business.
I have some security if things
go wrong.
Young entrepreneurs who are members of
savings groups in Uganda

32. Ecorys, (2014). ‘Independent Mid-Tern Review of the Northern Uganda Youth Entrepreneurship Program’.
33. Montrose, (2016). ‘External Evaluation of YDP and NUYEP Programs: Final Evaluation Report’.
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Lesson 8:
Local support networks can
“make or break” interventions
Family and friends can either
threaten the viability of youth
entrepreneurship…
The household provides the immediate
safety net for youth in terms of moral,
social and financial support. If family or
spouses don’t buy into entrepreneurship,
youth can be forbidden from participating
in interventions. Similarly, if friends and peer
groups don’t see entrepreneurship as a viable
option, young people can be dissuaded and
can lose motivation.

Or, they can play an active role
in encouraging it

Youth entrepreneurship support
programs must carefully
engage communities and
families at the start.
Local support networks
can “make or break” youth
entrepreneurship interventions.

We’ve learned from mistakes. Youth don’t
exist in a vacuum. Young people are strongly
connected to family, spouses, friends
and other community members, such as
local leaders and role models. Research is
unanimous: engaging family and community
members from the outset is essential for
the success of youth entrepreneurship
interventions.34

The decision to start a business can be
strongly influenced by family and friends.
Figure 4.1 shows that parents, siblings and
other family members account for more than
half the influence in the decision to start a
business.35 Young entrepreneurs with new
businesses also rely on family and friends as
customers.36 Crucially, depending on context,
between 18 to 43% of youth rely on family
and friends for funding to start a business.

Involving the wider community
in youth entrepreneurship
interventions is crucial for
mobilization

Source of majority of money to start a business by region
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and South Asia

Bank

Youth are part of a wider ecosystem. At best,
failure to engage with other actors overlooks
an important resource to facilitate access
and promote a budding entrepreneurial
culture. At worst, it can threaten the very
viability of an intervention.

Figure 4.0. Source: GEM, YBI, (2013). ‘Generation Entrepreneur? The state of global youth
entrepreneurship

People influencing the decision to start a business by region
50

Staff confirmed that local
politicians served as gatekeepers
to reach the young public and
added that failure to involve
politicians may in fact result in
them sabotaging the project.

40
A 2013 global survey showed that a
quarter of the businesses indicated
that between 75 and 100 % of their
customers were family and friends.

YBI member, Fundación Impulsar
in Argentina learned its own lesson
from setting up a new regional
office (in San Luis) based solely on
a lending partnership with a locally
well-established bank. The lack of
breadth in community support made
the new venture unsustainable.
Fundación Impulsar will now only
expand into new areas if it has active
engagement from a range of local
partners beyond the primary
sponsor.

Early involvement of community actors
such as local political leaders, schools, youth
groups, business leaders and economic
developers can help to mobilize youth. A midterm review of a YBI intervention in Uganda
found that the majority of participants
had found out about the training through
their locally elected leaders. Early
involvement of community members also
helps to prevent interventions from being
sabotaged by local people who may feel
threatened or who may misinterpret the
intervention’s intentions. In the absence of
proper engagement, this becomes a real risk.

30
20

Independent mid-term evaluation of YBI and
Enterprise Uganda’s DFID Uganda-funded
program
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Figure 4.1 Source: Ibid.

34. ODI, YBI, War Child and Restless Development, (2014). ‘What youth entrepreneurship/livelihoods initiatives work best where, and why? Review of youth
entrepreneurship and livelihoods guidelines’.
35. GEM, YBI, (2013). ‘Generation Entrepreneur? The state of global youth entrepreneurship’. Accessed at: http://www.youthbusiness.org/wp-content/
uploads/2013/09/GenerationEntrepreneur.pdf
36. Ibid.
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Lesson 9:
Gender can make a difference:
adapting support for success

Youth entrepreneurship
interventions should adapt
their support services so female
beneficiaries get the support
they need.

Young men are 1.3 times more
likely to be engaged in early stage
entrepreneurial activity and 1.6
times more likely to be established
entrepreneurs.

Strategies such as female
participation targets, dedicated
community “gender training”
and promotion of role models
have shown success.

2015 Global Youth Entrepreneurship Survey,
Global Youth Entrepreneurship Monitor

Youth entrepreneurship practitioners have
differing perceptions about the influence of
gender on the challenges faced by young
entrepreneurs. In a recent YBI survey
covering 43 practitioners in 27 different
countries, many didn’t think that female
entrepreneurs were at a disadvantage in
comparison with male counterpartst.37,38

This contrasts with a lot of the literature39
and with a lot of YBI’s findings. While
not the case in every single context,
literature repeatedly shows that women
have lower levels of education, bear the
main responsibility for child care and the
household, frequently lose out because
of land and ownership customs favoring
men, and can be limited by restrictive
cultural or religious norms. Globally, “the
rates for young women in all stages of
entrepreneurial activity are lower than
the male rates.”40

A YBI market assessment found that the
majority of low-performing businesses, such
as crafts and tailoring, are run by women.
Businesses with the greatest potential for
growth, such as transport and ICT-related
enterprises, are male-dominated.41 In
Kenya, businesses owned by young women
were generally smaller and employing less
additional people than young male-owned
businesses.42
These findings call into question
whether there is enough awareness and
consideration of the gender barriers to
youth entrepreneurship. More can be
done to make sure that young female
entrepreneurs are given the same chances
of success as young men.

37. Ecorys, YBI, BG Group, (2016). Youth entrepreneurship in rural and remote areas: a study of the challenges and possible solutions’.
38. Please note, the gender of respondents was not recorded in this study. It is therefore not possible to calculate whether the gender of the respondent
influenced this finding.
39. See for example Harrelson et al. (2007) for Making Cents and CHF International, “Youth Enterprise and Livelihood Development in Conflict Settings”; Williams
et al. (2015) for The MasterCard Foundation, “Youth at work: Building Economic Opportunities for Young People in Africa”; Cho and Honorati for The World
Bank (2013) “Entrepreneurship Programs in Developing Countries: A Meta Regression Analysis”; Buvinic and Furst-Nichols (2014) for The Word Bank, “Promoting
Women’s Economic Empowerment, What works?” in Ibid.
40. GEM, (2015). ‘Global Youth Entrepreneurship Survey’.
41. Wandiembe, Makerere University, (2016). Market Assessment Study for the Northern Uganda Youth Entrepreneurship and Youth Development Programs.
42. Lewins, R (2014). ‘Transforming lives through entrepreneurship in Kenya. Final Evaluation Report’.
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After being left destitute, Anowara
Shuley took a tailoring course. At 24 she
launched her clothing business in Dhaka,
Bangladesh, which employs married
women – helping them to earn an
income while working from home.
A $1,875 loan and mentoring support
from YBI member B’Yeah helped
Anowara’s business grow and thrive.
Within 2 years she’d employed 6
full-time staff and 160 part-time staff.
Anowara also opened a literary centre in
her home where she teaches the elderly
and impoverished.

A survey of more than 10,000 youth
across northern Uganda found that
compared to young women, young
men:
•

Were earning on average 29%
more monthly income

•

Were more likely to have a mobile
phone

•

Owned almost double the assets

•

Had almost double the
amount in savings.

Ugandan female entrepreneurs
emphasized jealousy, domestic
violence and sexual harassment
as further problems faced. Female
youth also reported difficulties in
accessing business connections as
they generally had smaller networks
and less time to build and expand
them compared with men.
Independent final evaluation of YBI and
Enterprise Uganda’s DFID Uganda-funded
program

Practical ways to offer better support for young female
entrepreneurs
•

Consider gender targets. YBI member, Enterprise Uganda, targets at least 40%
young female participation. This target applies throughout the program cycle,
from output to outcome level. It is informed by experience with other projects,
where female participation was less than 20% in the absence of targets.

•

Address barriers at mobilization and outreach. Conduct awareness campaigns
on women’s rights through focus groups, local media, radio campaigns and
presentations. Don’t only engage with women as an isolated group. Involve
husbands and parents as well.

•

Use female role models. Use female role models throughout the program to
raise awareness of women’s rights, encourage women to participate and reassure
family and household members. Young entrepreneurs in Uganda identified this as
a powerful strategy for increasing female participation and retention.

•

Consider time and place of intervention activities. In Kenya and Uganda,
YBI members shifted activities to better fit the schedules of young women.
In Uganda, mobilization on market days was especially successful as it enabled
face-to-face interaction with increased numbers of women.

•

Encourage spouses and parents to be involved in the intervention.
Involving husbands or parents early on not only increases the chances of female
participation, but also chances to access “family” capital to start or expand a
business. In Uganda, family members and spouses are actively encouraged to
attend training.

•

Provide child care and breastfeeding facilities. Many young women will
have no choice but to bring dependents with them to any intervention activities.
An absence of appropriate facilities can result in distractions and interruptions,
and can prevent participation altogether.

•

Tackle barriers directly through specialized gender trainings. Encourage
redistribution of tasks within the household. Again, involve husbands and other
family members as well as women, if possible. Consider training on masculinity
and the role of men in championing the rights to equality.

•

Collaborate with local women’s groups and organizations. This can be
an effective way to link young female entrepreneurs with support groups and
organizations who can help to advocate on their behalf.
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Lesson 10:
Invest in the right tech
to support MEL
It pays to invest in the right
technology to support program
monitoring, evaluation and
learning (MEL) activities.
Effective technology requires
investment. Combining MEL
with the right technology saves
time, improves performance,
enhances risk management,
and aids decision-making.
In an effort to improve the evidence base,
YBI developed an Operations Management
System (OMS) based on the Salesforce
platform. This provides a database to store
data collected through monitoring activities.
The data is integrated with organizational
management data – everything is in one
place. The system performs automatic
analysis. It provides progress updates on
achievement of targets and milestones so
that reports to donors can be created “at the
click of a button.” Organizations can track
the progress of each young entrepreneur
individually, as well as viewing aggregated
project or organization-wide data.

The MEL and OMS system
has improved management,
administration and has introduced
new monitoring procedures to aid
in decision-making.

Delivering good programs is not enough.
YBI’s members are increasingly focussed on
demonstrating impact to be able to open
doors and access further funding that will
allow them to fulfil their mission.

It’s been hugely positive – we are
getting 1,600 applications a month,
which is a staggering number to
have to work through, and actually
there are 11 of us in the office, so we
really use the technology to help us
be efficient with our time, efficient
with our resource, keep track of
where we are.
YBI member, UK

We are the only ones that have
that kind of information in the
country. Even the national bodies
don’t have that kind of information.
Our institution now has over 8,000
records of people that we can be
able to refer using that system.
It has made our lives really easy.
YBI member, East Africa

Tips for Practical
Implementation

Total received business training

YBI has learned that for this system
to be effective, the following
considerations need to be addressed:
1. Funding for the system must be
sustainable. YBI worked hard to
build long-term collaborations to
make sure that this is possible.
2. Buy-in is essential at all levels of
the organization, from leadership
to field-level staff.

3,010
1,505

0

5,694
5,694: 126%

3. “Garbage in, garbage out”:
Technology alone does not
improve data quality. A separate
process of MEL capacity building
is essential to make sure the best
use of the system.

Record Count

Total gender split

4. Staff need to be properly trained
in how to use the system.
Without training, the system
can take longer to use than
traditional excel or paper-based
processes and will become
obsolete.
5. Automatic analysis saves time,
but real learning will not take
place unless more detailed
analysis of data takes place
within the organization.

2,493: 44%

3,201: 56%
Record Count

Contact: Gender
Male
Female

Independent evaluation of YBI and Enterprise
Uganda’s DFID Uganda-funded program

Targets: Male = 2,709 Female = 1,806

Visualisation of the Operations Management System (OMS)

24

25

Recommendations
for future research
YBI’s global network of diverse
organizations is contributing
to a valuable, growing
evidence base of how programs
can better support young
entrepreneurs.

•

The impact of gender on youth
entrepreneurship success
YBI has identified key success factors and
useful strategies for supporting young
female entrepreneurs. This provides a
solid starting point for building a strong
evidence base around gender and youth
entrepreneurship. Additional learning
on how to address gender inequality
in relation to youth entrepreneurship
success would be valuable. Further
research is recommended into “what
works” to address limiting cultural
gender norms, sexual harassment and
violence, women’s access to networks,
security and limited land and asset
ownership rights.

•

External factors influencing
entrepreneurship success
YBI’s research has shown that in
some cases, external factors can result
in business failure. For example, in
Nairobi, external factors such as crime
and insecurity seemed to play an
important role in limiting youth business
success.44 The ability of young people
to succeed is influenced by a number
of cross-cutting factors such as health,
gender norms, crime and security.
Further investigation into the different
types of collaboration, for example with
organizations focusing on sexual and
reproductive health or micro-insurance
providers to better address these external
factors would contribute valuable
learning for the sector.

Several trends are emerging from
our research, which we hope can
contribute towards practitioners’
program planning, design,
mobilizing, roll-out and tracking.
Research for this report has
also identified some important
knowledge gaps which present
future research opportunities.
These include:
•

Youth-led business survival
Globally, on average, 90% of business
start-ups fail within the first year.43
Sustainability of businesses is a
significant challenge for the youth
entrepreneurship sector. However, very
few longitudinal studies to track longerterm survival rates exist. Substantial
resources are required to track this type
of information on a large scale. While YBI
supports network members to collect
data on survival rates on a regular basis,
more attention to this issue through
larger-scale longitudinal studies would
strongly complement this data.

43. Montrose, (2016). ‘External Evaluation of YDP and NUYEP Programs: Final Evaluation Report’.
44. Lewins, R (2014). ‘Transforming lives through entrepreneurship in Kenya. Final Evaluation Report’.
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EY is one of the largest professional services organizations in the world,
employing over 212,000 people. We are a leader in serving the financial
services industry, with a globally connected team of 26,000 people
focused on financial services and nothing else — providing assurance, tax,
transaction and advisory services to the banking and capital markets,
insurance, and wealth and asset management sectors.
About this report
Since 2012, EY has supported YBI with invaluable nonfinancial and financial
support. As part of our collaboration, we have sponsored this report which
provides valuable insight into the impact YBI’s programs have had on
entrepreneurs.
EYG: 02890-164GBL
This material has been prepared for general informational purposes only and is not intended to
be relied upon as accounting, tax, or other professional advice. Please refer to your advisors for
specific advice.
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