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Many of the emerging markets’ most serious problems, 
such as war, disease and famine can be attributed to their 
lack of development. Despite this, the developing world 

remains largely unchanged from its pre-1980s levels. Globalization, 
it seems, has left almost all of these countries behind. Over the past 
50 years, the West has put more than $1 trillion of development aid 
into African nations alone – with little sign of progress. To address 
this problem, the concept of “development”, and what it means to 
develop, must be refined and critically evaluated.

There are three key areas of development: Emergency ‘Band-
Aid’ Solutions, Process Development and Infrastructure Building. 
Band-aids are simply that – temporary, unsustainable solutions 
that reach an immediate need. This might include handing out 
bottled water or rations of food to people in need. Process devel-
opment is the creation of value chains within an economy. These 
systems, whether it be financial, food or service systems, are crucial 
to the sustainable growth of an economy. Finally, infrastructure de-
velopment is the creation of structures – such as hospitals, schools 
and businesses – in conjunction with the processes. These are all 
necessary elements of changing a developing country into a self-
sustaining member of the global community.

The State of The NGOs
Of the largest 25 internationally focused NGOs based in the US, 

19 have operations that focus on Band-aid solutions, 16 focus on 
infrastructure solutions and only three look to develop processes. 
This means that process development becomes the responsibility 
of local governments, many of which are in conflict and rapidly 
changing. The lack of NGO involvement in process development is 
a result of three characteristics:

1. Processes are intangible:  Donors naturally want to 
see immediate returns on their donations, such as a new 
building or a child fed. Processes aren’t that immediate, 
easy to grasp but they require large pools of resources to 
be used over time.
2. Processes are iterative:  Processes are difficult to de-
velop over a planned roadmap. They must be constantly 
tested, refined and changed.  Along the road to success 
this patter requires a significant amount of ‘wasteful’ 
spending – not a popular business case in NGOs that have 
targets to reach and goals to attain.
3. Talent is limited: Finding the right human resources to 
develop processes is a challenge.  Ideal candidates for this 
type of work are young, highly motivated experienced 
problem solvers.  These candidates are in high demand in 
the private sector and are typically interested in relatively 
short-term contracts with dynamic exit opportunities.

A New Perspective
Profit players in the development market – particularly mi-

crofinance institutions and social entrepreneurs – are not typical-
ly equipped to develop processes for two reasons. First, process 
development requires significant collaboration and organization 
across a wide variety of players. Second, the naturally inefficient 
and unpredictable nature of process development means that a sig-
nificant and reliable return is very risky. Other traditional process 
development players, such as public policy consulting firms, typi-
cally do not implement their long-term recommendations, leaving 
holes in the system that developing governments do not have the 
resources to fill. In countries with weak governments, this leaves 
process development to NGOs.

The financing, organizational and employee structures of exist-
ing NGOs are not sufficient to build processes. NGOs are typically 
stunted in their ability to offer competitive salaries, to develop 
their talent for post-NGO employment and to provide dense, busi-
ness based hierarchy within their operations.  Rather, a new type 
of NGO, NGOX, needs to be developed that is structured to build 
processes.  This NGO would be a global professional organization 
that focuses on developing processes alongside governments and 
other NGOs. NGOX would focus on the coordination and man-
agement of these different players and developing the underlying 
processes of the economy.

NGOX Employee Structure
For NGOX to be successful, they must tap into a pool of young, 

highly educated and experienced employees that can work dy-
namically and creatively in developing world economies.  The 
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NGOX
Ideal NGOX Employee

Age 24-28

Mobility and flexibility combined with some work experience is 

important, making employees aged 24-28 ideal

Mobility and flexibility combined with some work experience is 

important, making employees aged 24-28 ideal

Education MBA from World Class Institution

It is important to develop a strong business fundamentals educationIt is important to develop a strong business fundamentals education

Work Experience Consulting / Finance

It is important to develop strong experience in solving complex 

financial, strategy and operations problems before doing so in the 

developing world

It is important to develop strong experience in solving complex 

financial, strategy and operations problems before doing so in the 

developing world

Country of Origin Developing World

The iterative nature of developing processes requires that employees 

be intentional about staying there for the long term

The iterative nature of developing processes requires that employees 

be intentional about staying there for the long term
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problem is that the supply of these employees from leading busi-
ness schools – particularly with experience in the third world is 
low while the demand for their skills in private enterprise is high.  
NGOs have historically had significant problems competing with 
private enterprises on salary and instead have looked to compete 
on intangibles – a strategy that is very limiting.

To solve hte problem of talent, NGOX must increase supply and 
collude for demand. NGOX need to actively develop their unique 
talent pipeline and look to work with companies to recruit employ-
ees in a mutually beneficial way. This can be done by working with 
business schools, consultancies and financial institutions in a chain 
of development.  Similar to how private businesses partner closely 
with business schools, NGOX need to ingrain their brand in these 
schools and firms to become competitive in the global talent mar-
ket.  Firms are increasingly seeking unique exit opportunities to 
offer their staff  -  a trend NGOX can latch onto.

Step 1: Get the Candidates
NGOX need to actively fill the beginning of their pipeline with 
bright, young entrepreneurial people from the developing world. 
Using a combination of interviews and tests, NGOX can effectively 
fill their pipeline with eligible pre-MBA business people.

Step 2: Educate the Candidates
A crucial element of NGOX’s pipeline development is education. 
By effectively leveraging business school partners to train the 
unique candidates from step 1 and by educating the broader group 
of future business leaders on the developing world, NGOX can not 
only refine their pipeline but also grow it.  

Step 3: Mature the Candidates
Newly minted MBAs typically require a maturation period before 
they have the requisite experience for solving complex develop-
ment problems.  NGOX should look to partner with a select group 
of consultancies and financial institutions to offer a unique 2+2 
model where candidates gain experience working for a partner 
firm before they transfer to NGOX after two years.  Firms benefit 
from this partnership by providing their employees with a unique 
exit opportunity.

Step 4: Launch the Candidates
After two years at a partner firm, NGOX hire the employees full 
time.  The key driver for employees to leave their existing posi-
tions and join NGOX is to change their home countries while being 
competitively compensated.  This private market competitive com-
pensation is an important part of the strategy to reduce attrition an 
is one that is afforded by NGOX’s unique financial structure.

NGOX Financing
NGOX have two financing opportunities: grants and service 

fees. NGOX’s unique business model and compensation scheme 
dictate a strategy focused on support from governments and other 
NGOs rather than individuals, who have a shorter time horizon 
when looking for results. As service providers that builds capabili-
ties to achieve goals of NGOs, developed governments and devel-
oping governments, NGOX are a logical target for funding. 

Service fees from multi-national corporations (MNCs) are a 
unique NGOX revenue stream that has the potential to dramati-
cally change the scalability and growth of NGOX. As organizations 
that build value chains and business processes, NGOX require 
partners from across the business spectrum – entrepreneurs, small 

and medium sized businesses, MNCs and social entrepreneurs – to 
put their work into action. 

NGOX and MNCs need to form important partnerships. To 
achieve their goals, NGOX require a broad mix of partners to cre-
ate sustainable value chains.  Likewise, MNCs require a stable 
business environment – one they cannot build alone when inject-
ing their business capability, capital and resources into develop-
ing nations. The combination of developing world markets and 
developed world business practices provide MNCs with a strong 
opportunity to enter unsaturated markets by working with NGOX. 
While working with multinationals, it is crucial that NGOX main-
tain their independent non-profit focus, and work to develop pro-
cesses that benefit nations, not simply their MNC sponsors. This 
should be accomplished by having infrequent funding periods, so 
that NGOX are not dependent on MNC, to operate day-to-day or 
even year-to-year.

The Future of Development
NGOX look to radically change the often-parasitic relationship 

NGOs have with large public enterprises. The NGOX model of 
developing process and value chains not only makes it feasible to 
develop countries on a broad scale but it also provides a unique 
mechanism to develop talent and generate profits for MNC part-
ners.  These benefits - and potential revenue streams - need to be 
carefully balanced against NGOX’s goal of developing processes. 
The not-for-profit structure of NGOX is meant to ensure value co-
crecation is a priority.

NGOX offers a viable, sustainable mechanism to bridge the gap 
between band-aid solutions and infrastructure development with 
processes that benefit all stakeholders. Structuring these win-win 
scenarios for the developing world is the only way sustainable, 
long-term results can be achieved.

NGOX

Top 25 US Based International NGOs – Activities by Revenue

Band Aid Process Infrastructure

Catholic Charities USA
American National Red Cross
Food for the Poor
World Vision
Brother's Brother Foundation
CARE USA
Catholic Relief Services
United States Fund for UNICEF
Save the Children Federation
Population Services Int.
Operation Blessing Int. Relief
Compassion Int.
MAP Int.
Coop. Housing Foundation Int.
Family Health Int.
American Jewish Joint Dist. Cmte
International Rescue Committee
Operation Compassion
ChildFund Int.
Mercy Corps
Catholic Medical Mission Board
PATH
Christian Aid Ministries
Project HOPE
Direct Relief Int.


