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BACKGROUND 

A. Which type of organisation are you (tick all that apply)?  

• An Intermediary: an advisory, capacity building organisation or research organisation 
supporting capital providers, impact delivery organisations and other stakeholders 
and/or enhancing knowledge in the impact economy. 

• A Market builder: a network and movement aiming at strengthening the impact 
economy ecosystem.  
 

B. Please briefly summarise your mission.  

FASE supports selected social enterprises in raising hybrid growth capital and scaling their 
impact across multiple geographies. FASE was initiated by Ashoka - the world’s first and 
leading organization supporting social entrepreneurs. Since 2013, FASE experts have built a 
successful track record in advising, coaching and consulting impact ventures to develop 
sustainable impact models and attract tailored financing that enhances their long-term impact. 
The team distinguished across Europe through its work of designing innovative hybrid 
financing models to address the specific financing needs of social entrepreneurs such as 
mezzanine capital with profit or revenue participation and social impact incentive, equity 
donation combined with impact investment, crowd investment combined with impact 
investment. FASE established an investor base in excess of 1,300 impact investors and 
successfully supported more than 60 social enterprises (both non-profits, for-profit and hybrid 
companies) in raising hybrid growth capital. Thereby, FASE was able to channel more than 
EUR 40mn in fresh capital to the ecosystem for social enterprise finance.  

Additionally, FASE contributes to the development of the impact investing ecosystem at a 
European level. Among others, FASE initiated the European Social Innovation and Impact 
Fund (ESIIF), an early-stage co-investment fund investing along-side direct investors on a 
deal-by-deal basis in social enterprises supported by FASE (with a focus on financing rounds 
between 200k and 1mn EUR and a 1:1 matching of the direct investments). The target volume 



 

Page 2 of 8  

for the fund is EUR 20mn and the goal is to finance approximately 60 deals over the next 5 
years. The fund is implemented together with avesco as the fund manager in Germany.  

Last but not least, FASE takes an active role in advocating for more support for impact ventures 
in the EU. FASE is considered a thought leader in social finance and entrepreneurship advisory 
across Europe and is engaged in various advocacy initiatives to improve the ecosystem, e.g. 
as a member of the GECES, the G7 Impact Investing Taskforce, and the EVPA Knowledge 
Center Advisory Committee. Several publishers have approached FASE to contribute to 
industry studies and books such as the Recipe Book for Social Finance of the European 
Commission, the OECD Good Practice compendium on social finance, a study of the German 
Ministry for Economic Affairs and Energy about conditions for scaling social enterprises and 
many others. 

 

C. Which of the use cases does your practice(s) apply to? Please tick all that apply! 

• Building impact (investing) ecosystems 

• Public – private (blended) financing vehicles and mechanism 
 

D. Which system practice field(s) does your practice apply to? Please select the most 
relevant (max three). 

• Strategy design 

• Management, learning & adaptation 

• Collaboration 
 

E. Please give us a brief background 1) what motivated you to act and who initiated the 
practice(s), inside or outside your organisation, and (if applicable) 2) describe the event 
that triggered your engagement.  
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In 2012, Ashoka Germany undertook a major study in partnership with McKinsey to better 
understand the main obstacles to the spread of social innovation in Germany and across 
Europe. When access to the right kind of finance for social entrepreneurs was revealed as the 
most pressing barrier, Ashoka Germany decided to take steps to overcome it and in 2013 
established FASE as a spin-off entity focused on supporting early-stage social entrepreneurs 
to raise growth and hybrid capital and act. For this, FASE would need to work with a holistic 
approach. On one hand, FASE would work on the supply side of the social finance market, 
supporting potential investors from all the “financing planets” who were disconnected from the 
impact ventures, as well as lacking expertise in drafting the necessary contractual agreements 
for hybrid instrument. On the other hand, FASE would focus on preparing social enterprises 
get investment ready, as well as plan, prepare and conclude a successful financing round. 
Last but not least, for such transactions to take place, FASE needed to advocate that there is 
a market for impact investing and pilot semi-standardized financial instruments to make the 
case. 

While FASE rolled out its customized deal-by-deal support for social enterprises with finetuned 
hybrid financing packages at a European level, the market was growing quickly, with more 
players entering the space and exploring investment in such ventures. However, the supply of 
capital for impact-first deals remained an insignificant part of the total AUM. This is why FASE 
decided to act and initiated an early-stage co-investment fund to complement the deal-by-deal 
support and channel more investment capital into the social finance. See here the analysis 
and report which led to the design of fund - FASE, Ashoka and McKinsey report: Taking Off – 
A Hybrid Investment Fund to Unlock the Growth Potential of Social Enterprises in Germany. 

 

THE PRACTICE(S)  

F. Briefly analyse the situation before you introduced the practice. What contributed to 
maintaining the status quo and producing (undesirable) results, e.g. resources (or lack of 
resources), rules (informal and formal), roles (relevant actors from the public, private and 
social sector, their legitimacy or effectiveness) and/or the kind and quality of relationships 
(informal and formal cooperation, power dynamics, information flows).1   

RESOURCES: ideas/projects./ventures/impact and capital (grants and repayable) and non 
financial support 

• Innovative solutions: There were (and still are) plenty of innovative solutions and impact 
ventures with concrete answers to some of the world’s most pressing problems. However, 
they struggled to grow and achieve the impact they could have. Access to suitable finance 
was a major barrier for this. 

• Investment capital: there were (and still are) only few (impact-first) capital providers and 
resources in the market, particulary for early-stage impact ventures, which are perceived 
as more risky. On the other hand, as the appetite for impact increases, more commercial 
investors were starting to inquire about opportunities to involve. For some, direct 
investments are not the right form of participation. Some prefer to diversify their investment 
and take lower risks and thus, they need other financial vehicles to enter the social finance 
market and generate meaningful impact. 

• Transaction costs: transaction costs of direct investments in early-stage impact enterprises 
are disproportionally high to due to the small ticket sizes and the often limited financial 
upside. These costs are beside other challenges a reason why investors stay reluctant on 
investing in impact ventures. 

 
1 See more details on using the  5R framework (Results, Ressources, Rules, Roles, Relationships) for systems analysis for 

example here  Ashoka Online Guide on System Change, part 3 ‘ based on USAIDs Programm Cycle.  

https://www.fa-se.de/static/fa_se_de/uploads/2017/01/FASE-Ashoka-McKinsey-Taking-off-a-hybrid-investment-fund-2017.pdf
https://www.fa-se.de/static/fa_se_de/uploads/2017/01/FASE-Ashoka-McKinsey-Taking-off-a-hybrid-investment-fund-2017.pdf
https://www.ashoka.org/en/story/animated-guide-changing-systems
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Over the past years, FASE has brokered over 100 direct investments in 60 social enterprises. 
In doing so, we have made three key observations regarding the : 

ROLES: There are multiple actors playing in the ecosystem. The challenge was that they 
collaborated mostly on individual projects, rather that develop an ecosystem collective action 
which could re-define the rules and relationships and therefore the outcomes of the system. 

Impact venture/Social Enterprises – providers of innovative solutions and pioneering business 
models to societal problems 

Impact Investors/Capital providers: 

• Banks: provide financing for market-rate returns, strict investment criteria, finance first 
investor 

• Foundations: most often provide only philanthropic capital, impact-only investor, 
addionally provides non-financial support 

• Individual investors / business angels: provide impact capital, mostly smaller tickets, 
alongside non-financial support, mix of impact-first investor and investor with impact 

• Venture Capital Funds: provide financing for market-rate returns, larger tickets, strict 
investment criteria, finance-first investor 

• Social Venture Funds: provide capital and non-financial support, strict investment 
criteria, impact-first investor or investor with impact 

Enablers: 

• Intermediaries – match impact ventures with investors and other capital providers 

• Incubators & Accelerators – support impact ventures to develop their business and 
impact models 

Knowledge partners 

• Universities and think-tanks researching the topic of impact ventures and their access 
to capital 

Advocacy partners 

• Local, national and European or even global networks and organizations advocating 
for the role and impact of social enterprises 

Public sector: 

• Local, national and European policy makers who can support (or hinder) social 
enterprises financially, as well as legislation 

RULES: Both traditional investors and philanthropic actors were rather stuck in their traditional 
roles, mind-sets and approaches, as well as boundaries and constraints. They tended (and 
still do) to place themselves on the returns continuum with a fixed position rather than cover 
the continuum and adapt to the needs of the impact ventures. However, the market had already 
changed dramatically and requires flexibility and adaption in approaches and long-term 
strategies. This rigid approach to investing translated in a strong mismatch between the supply 
and demand for impact finance. Many investors were ready to pour plenty of money into 
market-based solutions aiming to generate above average, risk-adjusted returns and 
simultaneously serve the needs of the poor. But they struggled to find them. Moreover, many 
fund partners were compensated based on the financial returns without any explicit aim or 
incentive for achieving social impact targets. This led to screening out all investments that 
promised anything less than significant capital growth i.e. most innovative, early-stage, 
highpotential businesses. 
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On the other hand, the public sector, for example the European Commission and European 
Investment Fund, leveraged their role as a catalyzer for social impact, which became an 
incredible opportunity for more innovative funds to emerge and provided opportunities for 
investors to experiment with impact investing at a very low risk. 

RELATIONSHIPS: Although different types of actors were already operating in the social 
finance market, there was only a limited cooperation between them. As a result, different types 
of social finance providers applied a broad range of incoherent and unrelated eligibility criteria, 
return expectations, conditions for repayment, requirements for accounting and reporting. 
Thus, social enterprises often could not manage to find appropriate financing to scale their 
social impact. Even though investors sometimes decided to fund the same deal, they were not 
collaborating earlier in the Due Dilligence process which could have reduced costs on both 
sides and streamline the whole transaction process. The diversity of investors background in 
the sector might be an explanation for the missing collaboration. 

From a FASE perspective also the relationship to multipliers and supporters is extremely 
valuable and necessary to further strengthen the market. Therefore FASE is working closely 
with a network of pro-bono advisors and multipliers, like the Ashoka Support Network. FASE 
is also a strong partner of national and international networks to further develop the Social 
Finance market in Europe, like the Bundesinitiative Impact Investing in Germany.  

RESULTS: Untapped opportunity to achieve impact at scale. So far, FASE has supported 
more than 60 financing rounds in raising more than EUR 40mn so that these impact ventures 
can further scale their impactful business models. Addiitionally, FASE has initioated the 
European Innovation and Impact Fund (ESIIF) as the first mezzanine fund across Europe that 
provides patient capital to social enterprises across Europe and that benefit form guarantees 
from the European Commission (EaSI). 

 

G. Please describe the actual results you sought to achieve with your practice, the 
parameters you sought to influence most; roles, relationships, rules, and resources and 
how?  

RESOURCES: After it took FASE more than five years to conceptualise, design and kick off 
ESIIF. When designing the fund, FASE tried to tackle some of the key challenges identified in 
the system, such as the lack of sufficient capital and matching capital, the reduced 
collaboration, the lack of tailored and suitable instruments for impact ventures, which combine 
both equity and debt features, the reduced opportunities for investors to engage with different 
risk-return expectations. In ESIIF, professional and semiprofessional investors get a choice 
between a more conservative senior or a more risky junior tranche, which supports the fund in 
addressing the massively underserved missing middle of social enterprise finance that the EU 
has a very keen interest in. 

The EaSI guarantee is only one instrument in the entire toolbox of the EU and has a strong 
catalytic and de-risking effect: by partially securing the ESIIF against losses (i.e. defaults in its 
portfolio of mezzanine financings), it helps to mobilise more investors to support early-stage 
social enterprises on their ambitious journeys to scale. The ESIIF is now providing mezzanine 
matching capital to a target number of 60 early-stage social enterprises across Europe. By 
providing matching fund, it motivates other investors to take the risk and commit the capital, 
creating also opportunities for more collaboration and impact. The ESIIF is a closed ‘Special 
AIF’ (ie, Alternative Investment Fund), with FASE in the role of the initiator and investment 
pipeline creator and avesco Financial Services as the fund’s manager. 

Roles and Rules: By using the de-risking EU gurantees, FASE and Avesco created an 
opportunity for professional and semi-professional investors to collaborate and invest in 
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impact-driven enterprises. In 2021, the ESIIF invested already in almost 10 social enterprises 
in four European countries. 

RELATIONSHIPS: The ESIIF is a great example of how two players, FASE and avesco, joined 
forces and used their complementary skills to design and manage an innovative solution to the 
challenges in the system. In parallel, thanks to FASE’s pionerring work of combining different 
instruments and capital providers (including donors and impact investors) in one round, 
investors are starting to open up to the possibility of adjusting their strategies and becoming 
more flexible in order to better capture the needs of impact ventures. Also by channeling 
different kind of capital in the market, like impact investments alongside grants and public 
funds, these collaborations make it less risky for others to invest further. 

RESULTS: More suitable capital flows into the European market via ESIIF. Thanks to FASE’s 
core business of advisory services, impact ventures looking to scale can now access easily a 
pool of over 1,300 impact investors across Europe. In the last 8 years FASE provided 
transactions support on a deal-by-deal basis for over 60 deals and channeled more than EUR 
40mn of capital into the market. Many of these companies have not only successfully leveled 
the “finance gap”, but have also massively scaled their impact. 

On the supply side, FASE reduces costs for investors by providing free pipeline, structuring 
the deals and hybrid models and developing consortia of investors and thus stimulating more 
collaboration at a European level.  

Last but not least, FASE convinced investors from different financing planets to enter the social 
finance market by providing a professional investment process. Investors get investment 
opportunities, as well as networking and knowlewedge-sharing opportunities depending on 
their interest 

 

H. Please describe the intended results you sought to achieve with your practice and the 
parameters you sought to influence most – if considerably different from the actual 
results described above.  

 Results are in line with what we intended. 

 

I. Please specifically explain the role other actors and collaboration played in this practice 
(if not the main practice itself) and insert a figure that illustrates the main stakeholders and 
partnerships that play a role in the practice you are presenting here.  

  
FASE is integrated into a strong network of partners, intermediaries, accelerators and 
investors. Beside BMW Foundation and Apax partners, who supported FASE especially in 
entering the social finance market, Ashoka, as one of FASEs shareholders, still plays an 
important role - especially in acquiring new social enterprises. FASE has been funded by the 
EU several times. Thanks to this support, FASE was able to cover part of its transaction costs 
and could build the pipeline of pan-European social enterprises. 
 
Additionally, the strong network of individual and institutional investors participating directly in 
social enterprises, is a necessary precondition to fulfil the vision of FASE. 
 
As for the ESIIF the collaboration with our partner Avesco, who is the responsible fund 
manager, and the EU/EIF, who is involved by offering EaSi gurantees to the investors and 
therefore limit the risk of loss, is important to ensure a successful development of the fund. 
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YOUR INSIGHTS 

J. What went well and why? What were the challenges you faced and how did you overcome 
them? What would you do differently today and why? 

In the last few years, the number of transactions that we were able to close has remained 
mostly unchanged. However, the aggregate amount of capital raised with our support 
increased substantially. We observed that with the growth of some of the first generation 
impact investment deals, there is an increasing need of more mature social enterprises to raise 
additional capital (with several former clients approaching us to help them with follow-up 
rounds). There was also a slight shift to more digital and technology-driven business models, 
which can serve as another explanation why we saw an increase in total amounts raised. In a 
nutshell, we concluded that the financing gap has actually shifted north to include financing 
needs of up to 1m euro or even more, depending on the case.  

Following published reports from BII and GIIN, we see a shift from the increasingly outdated 
perception of an inherent trade-off between impact and financial performance. Reported by 
GIIN, investors find the financial attractiveness of impact investing relative to other ivestment 
strategies at least important. Also the majority of investors met or exceeded their financial 
expectations and sought risk-adjusted, market-rate returns for their assets. Moreover, recent 
studies illustrate that impact investors prefer impact-fund investments to single direct 
investments. Therefore, the ESIIF offers a great chance to serve these preferences and to 
reach not only direct investors but also such investors through the fund. 

The FASE network has also grown steadily in recent years. The FASE investor community 
showed a high level of interest in impact investing across all types of investors and continues 
to do so. At the same time, only few investors to date have transformed this level of interest 
into concrete investments. This seems to be a fact that is rather independent from FASE’s 
strong reputation as a trusted advisor that we have been able to build in recent years. Within 
our growing network of investors and multipliers, some have invested in social enterprises via 
FASE already several times. 

To conclude, if we were to go back in time, we would do it all again. At times it was hard, or 
lengthy (thinking of setting up ESIIF), but the results make it worth it all. 

K. Which three pieces of advice would you give to your peers? 

Based on our experience from more than 65 transactions, we would give the following advice: 

1. Adapt an impact-first mindset with a clear focus on investing for impact! 
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2. Use the full hybrid return spectrum and invest with both grants and patient impact 
capital! 

3. Get started with your first investments and co-create the European impact ecosystem! 

 

FURTHER RESOURCES 

For additional information, please see our webpage under: https://fa-se.de/presse-links/ 

 

CONTACTS  

Dr. Markus Freiburg 

Founder and CEO 

Finanzierungsagentur für Social Entrepreneurship GmbH 

Leopoldstr. 9 

80802 München  

Tel: +49 - 211 - 36 79 09 88 

Mobil: +49 - 177 - 55 21 028 

E-Mail: mfreiburg@fa-se.de  

Web: www.fa-se.de 

 

https://fa-se.de/presse-links/
mailto:mfreiburg@fa-se.de
http://www.fa-se.de/

