
INDIA

MALDIVES

NoUnderstanding
of GIS

Understand the concept, but do
not know how to implement

within the organisation

Require further guidance to
implement

Understanding, plan and confidence
to implement GIS

48.78%

26.95%

21.95%

9.76%

Provision of capacity
building toWOBs

Government incentives for
procuring fromWOBs

Equal access to financial services
forWOBs

Broader use of supply chain
mechanisms

Gender disaggregated data onwomen
vsmen run businesses

Requirement from the gov't to
report on souring fromWOBs

52%

41%

30%

19%

16%

38%

Healthcare Services

PaperMaterial and Products

Education and Training Services

Furniture and Furnishings

Apparel and Luggage products

40%

37%

25%

22%

31%

Understanding the
business case for GIS

Engaging external partners to identify
WOBs tomeet organisational needs

Obtaining senior leadership support
to increase procurement fromWOBs

How to gendermap the
organisations supplier base

Engaging procurement staff and
buyers for GIS advocacy

None of the above

24%

32%

44%

29%

17%

58%

Ensure all industry
standards aremet

Participate in sourcing
events, RFPs and RFQs

Register as a preferred supplier

Sell to my prime supplier
beforeme

31.71%

53%

12%

75.61%51%

32%
17%

YES NO UNSURE

CORPORATE BUYERS WHEN ASKED IF THEY
PROCURE FROM WOBs

CORPORATE BUYER POSITIONS ON GENDER
INCLUSIVE SOURCING

RECOMMENDATIONS TO WOBs
FROM CORPORATE BUYERS TO

BOOST LINKAGES

TOP PRODUCT AND SERVICE SEGMENT
CONTRIBUTIONS BY WOBs

CONDITIONS THAT WOULD ALLOW CORPORATE
BUYERS TO BUY MORE FROM WOBs

REASONS PROVIDED BY CORPORATE BUYERS FOR
THE MOTIVATION TO EXPLORE GENDER INCLUSIVE

SOURCING

NoUnderstanding
of GIS

Understand the concept, but do
not know how to implement

within the organisation

Require further guidance to
implement

Understanding, plan and confidence
to implement GIS

29%

29%

6%

24%

Provision of capacity
building toWOBs

Government incentives for
procuring fromWOBs

Equal access to financial services
forWOBs

Broader use of supply chain
mechanisms

Gender disaggregated data onwomen
vsmen run businesses

Requirement from the gov't to
report on souring fromWOBs

24%

41%

18%

24%

18%

29%

Understanding the
business case for GIS

Engaging external partners to identify
WOBs tomeet organisational needs
Obtaining senior leadership support
to increase procurement fromWOBs

How to gendermap the
organisations supplier base

Engaging procurement staff and
buyers for GIS advocacy

29%

24%

41%

41%

53%

Ensure all industry
standards aremet

Participate in sourcing
events, RFPs and RFQs

Register as a preferred supplier

Sell to one of my suppliers
beforeme

6%

35%

0%

53%

23% 24%

53%

YES NO UNSURE

CORPORATE BUYERS WHEN ASKED IF THEY
PROCURE FROM WOBs

CORPORATE BUYER POSITIONS ON GENDER
INCLUSIVE SOURCING

RECOMMENDATIONS TO WOBs
FROM CORPORATE BUYERS TO

BOOST LINKAGES

TOP PRODUCT AND SERVICE SEGMENT
CONTRIBUTIONS BY WOBs

CONDITIONS THAT WOULD ALLOW CORPORATE
BUYERS TO BUY MORE FROM WOBs

REASONS PROVIDED BY CORPORATE BUYERS FOR
THE MOTIVATION TO EXPLORE GENDER INCLUSIVE

SOURCING

18%

15%

12%

12%

9%9%
9%

9%

43.00%

F&B products

Live plant and
AnimalMaterial

Education and
Training Services

Drugs and
Pharmaceuticals

Finance and
Insurance Services

Office Eq.

Electronic
Components

Paper
Material and

Products

Misc.



SRI LANKA

BANGLADESH

Check registration

Mentioning of women's ownership

Through due diligence process

Procurement registration

32.14%

32.14%

0%

34.7%

Provision of capacity
building toWOBs

Government incentives for
procuring fromWOBs

Equal access to financial services
forWOBs

Broader use of supply chain
mechanisms

Gender disaggregated data onwomen
vsmen run businesses

Requirement from the gov't to
report on souring fromWOBs

47.62%

57.14%

42.86%

23.81%

23.81%

57.14% Understanding the
business case for GIS

Engaging external partners to identify
WOBs tomeet organisational needs

Obtaining senior leadership support
to increase procurement fromWOBs

How to gendermap the
organisations supplier base

Engaging procurement staff and
buyers for GIS advocacy

None of the above

38.10%

38.10%

23.81%

19.05%

9.52%

52.38%

Ensure all industry standards aremet

Participate in sourcing events, RFPs and RFQs

Register as a preferred supplier

Sell to my prime supplier beforeme

52.38%

57.14%

4.76%

66.7%

3.6%
14.3%

82%

YES NO UNSURE

CORPORATE BUYERS WHEN ASKED IF THEY
PROCURE FROM WOBs

METHOD(S) BY WHICH
CORPORATE BUYERS VERIFY IF

SUPPLIERS ARE WOBs

RECOMMENDATIONS TO WOBs
FROM CORPORATE BUYERS TO

BOOST LINKAGES

TOP PRODUCT AND SERVICE SEGMENT
CONTRIBUTIONS BY WOBs

CONDITIONS THAT WOULD ALLOW CORPORATE
BUYERS TO BUY MORE FROM WOBs

REASONS PROVIDED BY CORPORATE BUYERS FOR THE
MOTIVATION TO EXPLORE GENDER INCLUSIVE

SOURCING

Misc.
Live plants,
animal
materials and
accessories

Apparel,
Luggage,
Personal Care

Paper
products

F&B and
Tobacco

25%

14%

11%11%

39.00%

Government incentives for
procuring fromWOBs

Equal access to financial services
forWOBs

Broader use of supply chain
mechanisms

Gender disaggregated data onwomen
vsmen run businesses

Requirement from the gov't to
report on souring fromWOBs

45%

58%

39%

26%

18%

Quality

Service

Product availability

Production capacity

Sustainability program

Price

Quantity

Innovation

Financial strength

Audit viability

4.65

4.52

4.07

4.03

3.97

3.87

3.83

3.69

3.67

3.58

Improve quality of
offering

Competitive pricing

Clarify offering and value addition

Ensure industry standards aremet

Register as a preferred supplier

Implement basic accounting and sustainability
policies

Understand the capacity to supply to a large
company

Attend to sourcing, RFPs and RFQs

42%

45%

39%

37%

34%

34%

32%

53%

59%

29%
19.4%

YES NO UNSURE

CORPORATE BUYERS WHEN ASKED IF THEY
PROCURE FROM WOBs

WOB PRODUCTS AND SERVICES WITH MOST
CORPORATE BUYER DEMAND AND HIGHEST LINKAGE

POTENTIAL

TOP PRODUCT AND SERVICE SEGMENT
CONTRIBUTIONS BY WOBs

CONDITIONS THAT WOULD ALLOW CORPORATE
BUYERS TO BUY MORE FROM WOBs

TOP 10 CORPORATE BUYER CRITERIA FOR SUPPLIER
ASSESSMENT

RECOMMENDATIONS TO WOBs FROM CORPORATE
BUYERS TO BOOST LINKAGES

11%

8%

8%

5%

5%

5%

68.50%

Livestock &Dairy

Livestock &Dairy

Wearables, Tailoring
Services and JDP

Handicrafts

Fruits, Vegetables
and Food Products

Agro Processing

Textiles and non-
readymade
garments

Wearables

Tailoring services

Misc.

Misc.

32%

24%

29%

15.80%



Maldives : Women Owned Businesses to Corporate Buyers Bridges and Gaps

Attributes enhancing/
improving buyer-seller
linkages

Indications or relationships
which enhance or improve
buyer-seller linkages

Attributes hindering/
posing a challenge to or
discouraging buyer
seller linkages

Indications or relationships
hindering/ posing a challenge
to or discouraging buyer
seller linkages

Currently purchasing fromWOBs

No

DoNot Know

53%

23%

24%

Policies to procure fromWOBs

No Policies

Unaware if policies help

47%

29%

24%

47% of suppliers have policies
to procure fromWOBs

71% of the organisations
were willing to attend
training for GIS

No tracking of
procurement from WOBs

Lack of Gender Inclusive
Sourcing policies

Weak IP laws leading to
buyers replicating WOBs
products and services

Weak IP laws leading to
buyers replicating WOBs
products and services

No formal or specific
policies to source or
procure from WOBs

53% of the buyers were
interested in understanding
the business case for gender
inclusive sourcing

NoUnderstanding
of GIS

Understand the concept, but do not
know how to implement within the

organisation

Require further guidance to
implement

Understanding, plan and confidence to
implement GIS

29%

29%

6%

24%

1-4 contracts

Over 5 contracts

No contracts 67%

11%

3%

WOBs by amount of
contracts secured with large

businesses

Difficulty accessing capital other
thanmicro-finance

Lack of knowledge, skills and
capacities on understanding

contracting, procurement and
bidding with larger corporations

Difficulties in understanding
market forces and the

competitive environment

Logistics hindered by an
unreliable ferry system

Insufficient liaising with
business associations to bolster
bargaining power, exposure and

skills

Women are prioritised in SME
finance schemes and availability

of targeted lending

Willingness to participate in
capacity building training

programs

Nomembership(s)

Has amembership 9%

91%

Factors that
indicate Buyer
interest in
improving linkages

Factors and
opportunities
enabling WOBs to
improve supplier
linkages

Factors
contributing
towards buyers
having insufficient
linkages with
WOBs

Challenges for WOBs
to expand their

offering and increase
linkages with buyers

WOB CORPORATE BUYER



India : Women Owned Businesses to Corporate Buyers Bridges and Gaps

Attributes enhancing/
improving buyer-seller
linkages

Indications or relationships
which enhance or improve
buyer-seller linkages

Attributes hindering/
posing a challenge to or
discouraging buyer
seller linkages

Indications or relationships
hindering/ posing a challenge
to or discouraging buyer
seller linkages

Factors that might compel buyers to
purchase more from WOBs

Inability to communicate the
value addition clearly

Quality of the product not up-to
expectations

Inability to supply the quality
required

Inability to meet required
specifications

Lacking Financial Strength

No tracking of
procurement from WOBs

No existing Gender Inclusive
Sourcing policies

Observed cases of gender
bias and stereotyping of
WOBs by buyers

No formal or specific
policies to source or
procure from WOBs

Special provision for public sector
procurement to procure fromMicro
and Small WOBs

77% of the organisations were
willing to attend training for
GIS

A significant export base of about
25% ofWOBs exporting their

products

Liaising with business associations
to bolster bargaining power,

exposure and skills

WOBs of significant size tend
to partner and collaborate

more than men

Increased realisations for the
need for visibility and capacity

building amongWOBs

No contracts with large buyers

Contracts with large buyers 43%

57%

Lack of access to institutional
finance

Lack of self-confidence and
pressure from unpaid care work

and family

Currently purchasing fromWOBs

No

DoNot Know

51%

27%

9%

Gov't incentives for sourcing fromWOBs

Requirement by local gov't to report
sourcing activity fromWOBs

Existence of Gender disaggregated data
on businesses owned bymen vs women

Provision of capacity building for women
to access the value chain as suppliers

More equal access to financial services
for women owned businesses

Broader utilisation of supply chain
mechanisms

19.44%

16.67%

38.89%

41.67%

30.56%

52.78%Only 7/100
enterprisers in India
areWomen, nearly

49.9% get into business
out of necessity and not

real aspiration

Over 70% of the
financial needs of

women entrepreneurs
is unmet

Results in aLittle
incentive or drive
to become growth

oriented

Factors
contributing
towards buyers
having insufficient
linkages with
WOBs

Challenges for WOBs
to expand their

offering and increase
linkages with buyers

Factors and
opportunities

enabling WOBs to
improve supplier

linkages

Factors that
indicate Buyer
interest in
improving linkages

WOB CORPORATE BUYER



Inability to secure
adequate capital

Lack of access to capital
other thanmicro-finance

30%

52%

Bangladesh : Women Owned Businesses to Corporate Buyers Bridges and Gaps

Attributes enhancing/
improving buyer-seller
linkages

Indications or relationships
which enhance or improve
buyer-seller linkages

Attributes hindering/
posing a challenge to or
discouraging buyer
seller linkages

Indications or relationships
hindering/ posing a challenge
to or discouraging buyer
seller linkages

Challenges for WOBs to expand their
offering and increase linkages with

buyers

Key Financial Challenges Cited

Reasons for challenges in
securing capital

Challenges in meeting
collateral demands

Lack of awareness of
financial support

Experienced Gender
Bias in finance institutions

Needs unmet by banks or NBFIs
60.2%

36%

76%

69%

Lack of capital and financial challenges

Lack of forward linkage support
Inadequate rawmaterials

Lack of access to skilled workers

Lack of experience

Absence of training

Lack of skills in accounts and BM

21.3%
20.4%

14.2%

9%

8.7%
2.5%

87.9%

Prevalence of Inherited
businesses with working capital

and growth potential

Gov't led Financial products
targeted directly towards

Women and WOBs

Access to Land and Finance
in Export Processing Zones

Currently purchasing fromWOBs

No

DoNot Know

19.4%

51.6%

29%

Observed cases of gender
bias and discrimination from
buyers

Expectation of formalised
documentation and
accounting techniques
adhering to corporate grade
standards.

Emphasises the need for
WOBs to 'make
themselves known'

Requiring WOBs to
Register as potential
suppliers

Encouraging WOBs
to bid aggressively

Expressing the need for
better communication of
seller's value proposition

Potential willingness, when
questioned to directly source
from WOBs on conditions of
quality and price
competitiveness

Lack of advanced payments
and potential inability to pay
on time, compounding the
seller's working capital
issues.

Archaic Societal and
institutional attitudes
towards women and women
in business

Financial strength to keep upwith demand

Capacity

Sustainability program

Innovation

Service

Quality

23.48%

19.13%

12.17%

6.22%

39%

Factors contributing
towards buyers having
insufficient linkages
with WOBs

Factors that
indicate Buyer
interest in
improving
linkages

Factors and
opportunities

enabling WOBs to
improve supplier

linkages

WOB CORPORATE BUYER



Sri Lanka : Women Owned Businesses to Corporate Buyers Bridges and Gaps

WOB CORPORATE BUYER

Inability to provide accurate
information to seller due to

language barriers (poor grasp
of English) and lack of

WOBs are often pigeonholed
into gender-typical/ gender
appropriate offerings and

industries

Inability to service the range
demanded by buyers

Gender neutral business
practices

National staff unaware of
socially responsible policies
set at MNC level

Preference for working in
English

Learning about gender
inclusive sourcing is not a top
organisational priority

Supplier diversity not a key
area of interest

Have not been set up
specifically in alignment with
'supplier diversity' standards

or principles

Credit policy of larger
buyers do not match the
needs of WOBs

Willingness on the part of buyers
to recognise and train for gender
inclusive sourcing

Buyers express clear desire to
empower women, albeit having no
common definition of WOBs

Policies and practices already in
place to encourage WOBs

NoUnderstanding
of GIS

Understand the concept, but do not know
how to implement within the organisation

Require further guidance to implement

Understanding, plan and confidence to
implement GIS

19%

42%

23%

14%

Insufficient expansion
capital and difficulties

in obtaining credit

Archaic Societal and
institutional attitudes
towards women and women
in business

Currently purchasing fromWOBs

No

DoNot Know

82.14%

3.57%

14.29%

Lack of support from large
organizations or buyers

Liaising with business associations
to bolster bargaining power,

exposure and skills

NoMembership

Dist.Chamber of Commerce

Producer Groups

Sales andMarketing Groups

Govt andNGO groups

23.48%

19.13%

12.17%

6.22%

39%

Willingness to participate in
training and skills

development programs

Attributes enhancing/
improving buyer-seller
linkages

Indications or relationships
which enhance or improve
buyer-seller linkages

Attributes hindering/
posing a challenge to or
discouraging buyer
seller linkages

Indications or relationships
hindering/ posing a challenge
to or discouraging buyer
seller linkages

Contracts with large buyers

No contracts with large
buyers

86.96%

9.75%

Factors
enabling
WOBs to
improve
supplier
linkages

Factors that
indicate Buyer
interest in
improving
linkages

Factors contributing towards
buyers having insufficient
linkages with WOBs

Challenges for
WOBs to expand
their offering and
increase linkages

with buyers


