Session notes: Business and Civil Society

Overarching assumption: Businesses are interested in working with NGOs in achieving social change, but it needs to make business sense to them, i.e. serve their bottom line – written on the wall for reminder; first discussion question in the group

Present/Motives/Problems


businesses are interested in social change when it helps their profit


business and CSOs need to understand each other better


need to bridge the gap between the two sectors


NGO's are not committing enough recourses to connect with business


the problem is not only how much money will NGOs collect from the business but how they work with the business; NGOs should no longer view businesses just as funders 


the stereotype that business is only interested in profit and that NGOs are like their poor relatives must be broken


there is a severe trust deficit between the two sectors, so the main goal is to build trust

NGOs and business are talking different language, so ideas and solutions should focus on1) finding good interpreters; 2) learning each other’s language
Types of interaction


donor/recipient


watchdog


collective initiatives (clubs)

business partnership (participate in a business initiative as partners)

barter – business gives money, becomes more attractive to the costumers


monetization – business donates products, which the NGOs sell on for revenue

adviser/client – NGO provides expertise 


NGOs to become more business-like – adopt methods from business. Two things shouldn’t be mixed up: objectives and methods: business tools and ways of working are not bad per se, they can be very useful for NGOs too,  

both sectors expect from each other more transparency, efficiency, understanding, competitiveness


NGOs must bring the business to their world – to persuade it to engage


NGOs are very new partner for the business – ppersistence needed, relationships must be cultivated

NGOs to build strategies and concepts for business, not just ask for money but offer solutions, create long-term strategies


business wants feedback from the NGOs for the supported projects – follow-up strategy

CSR


CSR is a synonym of sustainable development (business person)

business will have more profit if it is socially responsible


business CSR has limited budgets – NGOs must be more specific and find the right partner for their projects


corporate governance is also a part of CSR– how business treats its own staff and how is the company governed


the most important about CSR is how business treats people
· Distinction between working with local companies vs multinationals: CSOs need to have a different approach and can expect different results 
Future 

· CSR is a concept that is here to stay, so we need to learn how to work with it
· Paradigm shift: 
· change the way of putting prices – include the social value – makes the  price higher and more realistic to the business 

· NGOs and business will become closer and more alike, as businesses enter the social change space and as CSOs enter the market; lines will become blurred. They'll have to compete on the same markets (social enterprises for example)

· to keep in mind that business is powerful and influential and holds the money

Recommendations
At micro/individual organization’s level: 
invite business people in the boards of the NGOs

improving communication and understanding

training for businesses on strategic giving

training NGOs on business expectations, volunteering as an input from business

develop fund raising mechanisms from local business 

use brokers, clearinghouses

develop on line platforms for meeting the needs of business and NGOs (ideas, ad hoc, projects)

stricter standard on NGOs reporting back – more transparent, incl. code of ethics, reporting standards etc.

mutual study visits, internship (business<->NGOs)

engaging retired experienced experts form business

more volunteering opportunities for corporates

learning from each other to help create common language and fill the gap between the sectors
award for most successful CSR

Macro level:

NGOs to come with solutions to business

Need of good “matchmaking”platforms or mechanism between the two sectors

NGOs must be more sustainable and business to be aware of the impact it's making to people

NGOs must be more creative to help business grow (i.e. take their interests into account) and then ask for money; so don’t only try to share the residual money (profit) by asking for a donation, but be an active partner to create more business and revenue and take a part of that
