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INTRODUCTION  
The Board of AMO Programme has been considering the transformation of the organization 

into a Social Enterprise. For the last two years AMO Programme has been going through a re-
engineering process: new workshop with numerous opportunities, re-branding, re-
positioning in a new environment for Education in Ghana with a changing curriculum, and 
emphasis on use of TLMs.  
The Board wanted to be very intentional and deliberate in exploring the opportunities that a 
change in AMO Programme's context brings. This consultation was therefore held with the 
following objectives: 
 

 To explore the Implications of transforming ‘AMO as Business Case’ 
 To establish the relevance AMO's Business Case and  
 Enable stakeholder engagement and ideas exchange that will empower the Board to 

take concrete decision on the best business model.  
 

CONSULTATIVE PROCESS 
Thirty eight professionals from Business, The Academia, Education, Management 
Consultancy, Diplomatic Service, Public relations, Legal, finance and taxation with a 
theological balance, backgrounds gathered at  the Royal Netherlands Embassy in Accra,  in 
the Conference Hall, "The Windmill " , which was made available as the contribution of the 
Embassy towards the process. The Programme was chaired by Prof. John Adu Kumi, Dean of 
Students, Presbyterian University College and was Convened by the AMO Board Vice Chair, 
Rev. Dr. Kofi Amfo- Akonnor. 
 
The Consultative process hoped to explore opportunities and exchange information around: 

- Ideas for Professional Management which could promote cultural change in education 
- Splitting the AMO Programme into: 

o Local NGO   - for training  
o Social Enterprise     - for Production and Sale of ALMs 

- Exploring further development aspects of the AMO Business Model into commercial 
possibilities 

- The type of Company AMO Programme should become 
- What could be fruitful linkages for NGO and Company in which both can grow? 
- Provisions of commercial leads, examples: Export? Outlets? Marketing Strategies, etc. 

 
The Points of Attention taken into 
consideration were: 

- Business Models as Options for 
Change,  

- Critical Success Factors for 
Commercialisation,  

- Different Scenarios 
- Legal and economic implications 

 
 

PRESENTATIONS 
Welcoming participants to the Embassy, His Excellency Mr. Ron Strikker, Ambassador of The 

Netherlands in Ghana, explained the focus of the Mission as being on Environment and 

Climate Change which is their major priority for many years to come. He emphasised the 

Missions realization of the need to open the Embassy space for use by local organizations, 
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especially those who share their vision and reiterated the need for transformation for 

organizations in the light of Ghana’s new agenda on “from Aide to Trade”.  

The Programme Coordinator set the tone with the “Okwandaho” Principle, the key question 

being, which way should AMO go? He invited participants to support AMO Programme in 

wrestling with this key question and coming up with options that will support the Board to 

take a concrete decision.  

 

Mr. Rik Oosterbaan and Mr. Bert van de Akker from Abacus Foundation gave a presentation 

on the work of Abacus Foundation, highlighting what inspired the formation and how the 

partnership with AMO Programme has worked over the years. They presented Abacus’ view 

of the AMO Programme Business Model which hinged on :  

 
- Financial independence 
- Generating money for social activity 
- Commercial development of 

workshop 
- Healthy profit, profit for social 

activity and for commercial activity 
 

                                                                                                           

 

They assured AMO Board that whatever option they chose will in no way affect the 

partnership and explained to participants the different fundraising arrangements being 

pursued currently in the Netherlands.  

Mr. Richard Yeboah, the key presenter, who is the Africa Director of MDF West Africa, 
challenged members on the implications for ‘from NGO to Business’. He introduced his 
presentation with a question around how AMO Programme makes money. He provoked the 
leadership of AMO programme to review their motivation and reasons for change by 
reflecting on the questions: 

- How does AMO work more professionally, become more efficient and grow bigger?  
- Assuming the funds were not a problem, what will AMO do differently?  

 
Mr. Yeboah explored with participants the problem path, seeking to look at: 

- What the focus path is(we are either focusing on the school, the teacher or the child) 
- If the person ‘suffering’ is also the paying client 
- What other paths AMO could focus on in the future 
- Who benefits (generates revenue) from the problem? (Risk) 
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This tool was presented to help explore what each line of problem contributed in making 
AMO programme less effective in achieving their desired goals. What is the target of AMO 

promotion?  
 
Should we be targeting children instead of 
schools? How can parents be provoked to 
demand experiential learning tools for 
their children?  
 
Are we working with the right schools? 
Could we generate our profits from 
schools that find ALMs affordable and use 
profits to support less endowed schools? 
 
How do we address the issue of 
sustainability? 

 

                                                                                                      Fig. 1  Planning for Impact 
 
Dr. Yeboah used the model in fig. 1 to explain how you plan for impact. Working with the" 
Business Model Canvas", (fig. 1.) Mr. Yeboah provoked participants to look at AMO’s value 
proposition and determine which partners AMO should be targeting; Is AMO engaged in the 
right activities, using the right resources? Is the right target being served; who should the 
products be sold to, the using customer or the paying customer? The key question ultimately 
is not, “should AMO continue”, but “how should AMO continue”? 
 

  
Fig. 2: The Business model Canvas 
 

Participants’ response to presentation was around the essence of AMO ALMs being critical 
learning tools for the child. “If we all believed AMO ALMs are good materials, are we not 
targeting the wrong market, targeting schools instead of targeting parents?” Dr. Yeboah 
concluded with these comments. “Your business will succeed if you keep adapting to the 
problem of the paying Customer”.  Dr. Richard Yeboah summarized.  
 
The Chair for the occasion, Prof. John Adu Kumi emphasised the need to promote creativity in 
learning and not just stop at passing on knowledge which is at the lowest end on the ladder  
of learning.  
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DELIBERATIONS ON ‘AMO AS BUSINESS CASE’   

 
Responding to the key question: Does AMO Programme need to transform into a Social 

Enterprise to be able to offer value to its clients? What will be the implications:legal, economic 

and social? Four working groups were formed to discuss the issue and their feedback has been 

presented in appendix 2.  

Summary of responses from the various groups clustered under: 

1. Business Models as Options for Change 
 

All groups agreed AMO should transform into a Social Enterprise. This would enable the 
organization to have the freedom to operate on a larger scale. It could also not be tied to 
limited conditions, allowing growth and the ability to meet the demand of the target market. 
AMO can develop a practical working environment through trainings and workshops and 
development of TLMs.  
 

 

Fig. 2 Spectrum of Social Enterprise activities in Ghana 

 
There were only three clear options emerging in terms of structure from the discussions. One 

could easily situate the various options in the spectrum offered in Fig 2. The question now is, 

which of the options below can present the best business case for AMO? 

 
a. Though operating as a Social Enterprise, maintaining AMO in the existing structure as a 

non-profit and ensuring effectiveness in operation. This is an option requiring the least 

structural change. Unlike for-profit corporations, tax-exempt non-profit organizations are 

generally exempt from taxes on their income. One caveat is that earned income must be 

from a related business activity to be non-taxable income. Aside from maximizing non-

taxable, housing the activities within the existing non-profit can offer value as well which 

may still make it a preferable option even when dealing with unrelated business activity. 

Reasons for keeping activities within existing non-profit may include:  

 

- Increased publicity and community relations 
- Diversification of non-profit’s revenue stream 

- Ability to attract grants from donors 
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- Strong connection between activities and non-profit’s mission 

The problem that usually occurs (which may be what AMO is struggling with currently), 

the inability to maintain an entrepreneurial spirit critical to the success of the activities.  

 

b. Non-profit registered under a different non-profit: while the creation may involve 

considerable costs and administrative burdens, this option may be appropriate where 

the parent organization wants to protect itself from potential liabilities of the new 

enterprise.  

The reasons may be: 

- Different missions 

- Incompatible staffing structures 

- New fundraising opportunities 

 

c. Social construct unpacked – maintain NGO and add a business: in this case register a 
limited Liability Company in addition to NGO or a company limited by shares.  
A business may be run within an existing non-profit. Net revenue in this instance will be 

subjected to taxation. This option prevents the non-profit from jeopardizing its tax-

exempt status. 

- It isolates parent organization from liabilities  

- Address different staffing needs 

- Prevent a clashing of non-profit and profit cultures in a single entity and  

- Mitigate against public/ donor/grantee relation issues that might arise from, 

running enterprise within NGO 

 

2. Critical Success Factors for Commercialisation 
- Planning for impact which is about sustainability 

- Leadership and management – need to clarify focus ( vision, mission and core values) 

- Requisite Record keeping being done (well audited accounts) 

- Improved management and communication systems  

- Human Resources: Qualified personnel, right capacity 

- Quality assurance 

- Effective Partnerships 

- Creation of a competitive advantage 

- Public advert and demonstrations through social media 

- Product research leading to less costly ALMs and use 0f non-wooden materials for 

production 

- Skills acquisition to improve performance 

 
3. Legal and economic implications 

- Whatever the option, a constitutional review will be required together with a new 

strategy accompanied by a change management plan.   

- The question that arises is: Is the current board competent and ready for the 

transformation – management structure and social consciousness 

- What is the real value proposition and how can this be effectively communicated?  
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- Need to analyze legal implications based on gender, designs, cultural sensitivity and 

Safety  

- The need for more research into taxation implications 

4. Ideas for innovation 
 
 Introduce to parents at gatherings and PTA meetings, churches, etc. 

 Tickling the innovation consciousness of teachers 

 
Conclusion 

The Legal framework in Ghana supporting the formation of social enterprises is weak. What it 

means is that it is the systems, structures and entrepreneurial processes that determine the 

effectiveness of Social enterprises in Ghana and not necessarily the Legal framework. 

 

The key to AMO Programme’s success is about how ready the leadership is, to bring about 

the needed innovation, drive and creativity to transform the organization. The need for AMO 

Programme to transform and become competitive is quite urgent. Whatever the option 

chosen, the Leadership of AMO must be ready to transform. This is the challenge the 

consultation has placed on the shoulders of the Board.  
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APPENDIX 1: LIST OF PARTICIPANTS 

 Name + Function Address 

 PARTNERS 

1. Ms. Harriet N-Agyemang 

Senior programme officer on Education 

SEND-GHANA 

harriet-agyemang@sendwestafrica.org 

 

2.  Mr. John Adjetey 

Marketing Manager; 

Maxim Nyansa IT Solutions 

 

3. Mrs. Tiokor Idun-Ogde 

 

Ceras Group 

sarah@cerasgroup.com 

4. Mr. Siapha Kamara 

CEO SEND-West Africa 

siapha.kamara@sendwestafrica.org 

TEL: +233 302 716860 / +233 302 716830 

MOBILE:  +233 20 8112322 / +233 24 2038533 

5 Mr. STEPHEN OFORI  

Director Trinity Software Center Limited 

P.O.BOX AH, 2948 KUMASI – APEMSO 

Email: stephenofori@trinitysoftwarecenter.com 

Phone: (+233) 0544290716 

6 Mrs. Cindy Noordermeer-Panou 

Managing Director Jolinaiko EcoTours; 

President Stepping Stones for Africa 

Foundation 

+233 24 752 2173 

cindy@joli-ecotours.com 

7. Mr. Rik Oosterbaan  +31 6 5156 1083 
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Chairperson, AbaCus Foundation The 

Netherlands 

rikoosterbaan40@gmail.com 

 

8 Mr. Bert van de Akker  

Secretary, AbaCus Foundation; The 

Netherlands 

+31 6 2189 2573 

bestuur@stichtingabacus.nl; 

bertvandenakker@hetnet.nl 

9 Mrs. Afia Darkwa Amanor 

CEO, Hopespring Foundation 

0244 372 522 

afiadarkwa.09@gmail.com 

 EMBASSY 

10. Mr. Ron Strikker 

Ambassador of The Netherlands in Ghana 

 

Embassy of the Kingdom of the Netherlands 

89 Liberation Road, Ako Adjei Interchange, Accra 

11. Mrs. Katja Lasseur 

Deputy Head of Mission 

Embassy of the Kingdom of the Netherlands 

89 Liberation Road, Ako Adjei Interchange, Accra 

12. Mrs. Conny Westgesst 

Wife of The Ambassador of The 

Netherlands in Ghana 

Embassy of the Kingdom of the Netherlands 

89 Liberation Road, Ako Adjei Interchange, Accra 

13. Ms. Gifty B. B. DesBordes 

Secretary, Trade and Cooperation 

acc@minbuza.nl     /   

gifty.desbordes@minbuza.nl 

t:   +233 302 214 358      /    m: +233 501 517 861 

 SPEAKERS 

14 Mr. Richard Yeboah 

Director Africa/ MDF West Africa 

124a Freetown Avenue, East Legon, P.O.Box CT 

357 Accra 

+31 6 83459093 / +233 54 642 9540 

rye@mdf.nl  

15 Rev. Prof. Emmanuel Adow Obeng,  

President of the Presbyterian University 

Colleges 

Represented by. Prof.John Adu Kumi; 

Dean of Students. 

0244703422    /   0501419082; 

obeng2presbyuniversity.edu.gh 

 BOARD AMO PROGRAMME 

16. Rev Dr. Kofi Amfo-Akonnor 0244 285 665 
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Vice Board Chairperson 

PCG Ascension Congregation, Koforidua 

kofiamfoakonnor@gmail.com 

17. Mr. Alex Hanson (Treasurer) 

Director of Finance PCG 

lexidhans2004@gmail.com 

0543415457   /   0206952228 

18. Mrs Rosamund Amoako-Apenteng 

Director of Education PCG 

0244472292 

ramoakoapenteng@gmail.com 

19. Mr. Tabi-Agyei Emmanuel 

Department of Rural Arts 

KNUST, Kumasi 

0208 164 757 / 0243 512 253 

tabi_agyei@yahoo.com 

20. Mr. Henk Bosch  

Coordinator AI AMO Programme 

Abepotia-Nkawkaw 

0502988811 

henkbosch54@gmail.com  

 

21. Mr. Kwaku Kwakye 

Production Manager, AMO Programme 

0248 470 172 / 0544 907 934 

kwakukapito@gmail.com 

22. Samuel Mawuli Agbenu  

Financial Administrator, AMO 

Programme 

0201 243 371 / 0558 612 052 

smagbenu@gmail.com 

23. Mrs Joa Bosch-Mulder 

Volunteer AMO Programme 

GM Via Via Accra 

+233 27 998 8840 

joa.boschmulder@gmail.com 

 Ghana Education Service 

24 Mrs Eunice Amfo-Akonnor-GES Director of GES, West Akyem Municipal 

Assembly, Asamankese; 0208 180 877 

25 Mr. Robert Yaw Asiedu-Danquah  

 

Assistant Commissioner of GRA, Accra; 

0246449877 / 0208132365; nyad2x@gmail.com 

26. Mrs. Ivy Asantewaa Owusu; CODE Vice President, Conference of Directors of 

Education 

0208164781 / 0543097907; 

ivyasantewaowusu@yahoo.com 
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27. Mr. William Charnor; PRO 

 

GES; Kwahu East Municipal Directorate of 

Education 

28 Rev. Charles Fosu Ayarkwa; GES Principal, Kibi College of Education 

0244210503   /   0208978073; 

facak2002@yahoo.com 

29.  Mrs. Vida Barbara Ntow Director; Early Childhood Education; GES 

 HOPESPRING AND FACILITATION SUPPORT 

30. Ms. Mercy Harley 

Facilitator 

Interact Community /Hopespring 

Maharley55@gmail.com; 0243-482102 

31.  Mrs. Charlotte Hephzibah Briandt 

Facilitator/ Educational Resource 

Development Consultant 

Interact Community/Hopespring; Former Head of 

Private School ; goshlight@gmail.com; 0244-

610418 

32. Mrs. Annette Kwashie  

Support for facilitation 

Interact Community /Hopespring 

0276-198848;annettekwashie12@gmail.com 

 OTHER NGOS , PRIVATE EARLY CHILDHOOD PRACTITIONERS AND 

OTHER STAKEHOLDERS 

33. Ms. Phillippa Prempeh 

CEO 

SHE COMMUNITY, Ghana 

Premp.phyl@gmail.com;0541-269860 

34. Ms. Fati Abigail Addulai;  

Executive Director 

Widows and Orphans/Atarrah Ltd , Bolgatanga, 

Ghana 

Womghana2000new@gmail.com;0506-549769 

35. Mr. Kwabena. Adu-Kusi: Legal 

Practititioner 

Law Bureau; k.adu-kusi@adu-kusi.com/0244-

215838 

36. Mrs. Kyiamah 

Member and National Cordinator for 

OMEP 

National Council  for  Private Early Childhood 

Growth and Development: O.M.E.P. 

Ghana;nyamikeh53@yahoo.com 

37. Mrs. Efua Bram-Larbi- 

President  

National Council  for  Private Early Childhood 

Growth and 

Development;ewurabynah@hotmail.com 

38. Mr. Akoto Gharbin-Assistant Secretary  National Council  for  Private Early Childhood 

Growth and Development; 

nanaakoto17@yahoo.com; 0276775161 
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39. Mrs. Naa Koshie Lamtey -Marquaye 

Secretary 

National Council  for  Private Early Childhood 

Growth and Development/ Montissori 

Schools;Email: 

cpecgd16@gmail.com/naamanye1@gmail.com; 

0208173531 

40. Mrs. Yaa Amankwaa 

Coordinator 

National Council  for  Private Early Childhood 

Growth and Development : Early Childhood 

Training Centre 

Email: albertaquarcoo@yahoo.com'; 0557757061 

 

APPENDIX 2:  Responses from Group Work 

KEY QUESTION FOR ALL GROUPS: 

DOES AMO PROGRAMME NEED TO TRANSFORM INTO A SOCIAL ENTERPRISE TO BE ABLE TO 

OFFER VALUE TO ITS CLIENTS? WHAT WILL BE THE IMPLICATIONS (LEGAL, ECONOMIC AND 

SOCIAL)? 

 

GROUP ONE 

Yes, so as to be 

a. sustainable (pay workers and produce) 

b. Make products have a wider reach. 

c. Advertise 

S. E. is an organisation that applies commercial strategies to maximise improvement in 

finances, social and environment. 

ECONOMIC 

 Market survey and strategy (both local and internet service. Survey can focus on price, 

product, place, people). 

 Business Plan (sustainability, resources needed and profit) 

 Strategic plan 

 Quality insurance 

 Partnership 

 Human Resources 

o Quality People 

o Products 
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 Competitive advantage 

 Revenue for government for governing and for taxes. 

LEGAL 

 Register as a company limited by share. 

 Need to analyze legal implications based on gender, designs, cultural sensitive 

 Safety e.g. branding a warning and seeking legal advice, including a lawyer 

SOCIAL 

 Children will have access to LM, leading to improve learning and teaching 

 Employment 

 Risk of environmental pollution 

 Sustainable use of wood, storing carbon 

 

Group Two 

1. Yes, AMO needs to transform to sustain the project by moving to the new phase profit, 

sustainability and expand our reach. 

2. Legal implications 

 Legal form 

 Re-register to Limited Liability 

 Donors going for Not-for-profit 

 Taxation (Corporate Tax) – notify GRA of the change 

 Readiness to transform 

 Profit comes with the issue of corporate tax. Operation outside Accra – pay 12.5% 

corporate tax. 

 Record keeping must be done as required (well audited accounts) 

 Improve management system and build staff capacity 

 Is the current board competent and ready for the transformation – management 

structure and social consciousness 

 Leadership and management – clarify focus and vision, mission and core values 

3.  Social construct unpacked – maintain NGO and add a business 

4.  Advocacy and media 
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Group Three 

Yes, Social Enterprise is good. AMO can develop a practical working environment through 

trainings and workshops and development of TLMs. 

 AMO must be registered as a Social Enterprise. 

 AMO must look at its vision statement. 

 Economic wise, profit gained could be used to sustain AMO and part to the community 

for development and impact 

 Social wise, AMO will be able to impact society through training of teachers on LTMs 

and production of LTMs for students/pupils usage. 

 Promote expansion in terms of production 

 They will be able to give back to a larger number of children through charity 

 AMO must have a wider target audience 

 AMO should create less costly products 

 

Group Four 

1. Yes, so AMO could have the freedom to operate on a larger scale. It could also not be 

tied to limited conditions. 

2. It will also relieve the donor. 

3. The value proposition needs to be identified and well explained. 

4. AMO could transform so more products could be produced. However, AMO is likely to 

face a number of problems. For example, taxation. 

5. It will allow growth and be able to meet the demand of the target market. 

6. AMO could build capacity and other means of expansion. 

7. The need for more research into taxation 

8. Re-registration, change of constitution and its associated requirements 

9. Solution of the problem will meet the societal need. 

AMO as a Business 

 Sustainability through perseverance 

 Use of other materials for production 

 Zoning the country for marketing – Availability 

 Skills acquisition to improve performance 



 

AMO Programme  - 16 - 

 Introduce children to sitting more on the floor/mat and playing than the formal 

classroom sitting positions. This facilitates the need for these products. 

 Public advert and demonstrations through social media 

 Introduce to parents at gatherings and PTA meetings, churches, etc. 

 Innovation consciousness of teachers 

 Children become more focused if introduced early to skills and emotion 

managing/control through play. 

 

 

 

APPENDIX 3: PROGRAMME LINE-UP 

Consultation on AMO Programme as " a Business Case" 
                                                                         

Time Activity Details Who 

9.30  Arrivals  
 

Arrival of Guests and Interactions Convener and Facilitator 

10.00 Opening 
 

+ Introduction of Guests 

 
Convener 

10.10 Welcome address  

  
‘from Aid to Trade‘ Ambassador  

Mr. Ron Strikker 

10.25 Presentation ‘Ghana Map Puzzle’ to Embassy 
 

Production Manager 

10.35 Opening Address WHY this Consultation? 
 

Amfo or Henk 

10.45 Demonstration Developments now: on AMO Website 
Online Webshop + M&E new 
Technologies 

Stephen Ofori  
Trinity Software 

11.00 Partner Address  Who is our main teammate? 
Role of ABaCus as partner of AMO 
Programme 

???? 
 

11.15 Short Break Coffee/Tea + Snack 
 

Catering ViaVia Accra 

11.30 Keynote Address  Business Development 
Implications for ‘from NGO to Business’ 

- Motivation and reasons for 
change              
- Partial division into NGO and 
Business  
- Impacts for Business 
Development  
- Change management 

Mr.  Richard Yeboah, 
Director Africa, 
MDF, Training & 
Consultancy 

12.30 Lunch  Catering ViaVia Accra 

13.15 Table deliberations on ‘AMO as Business Case’ Facilitator 

14.15  TABLE PRESENTATIONS AND 
SUMMARIES 

 

15.15 Closing remarks  Chair for the 
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Occasion/Rev. Prof. E. 
Addow Obeng  

15.25 Vote of thanks  AMO Programme Board 
Member 

15.30 Closing Remarks  Facilitator/ Convener 

15.30 Departures   
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