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Background

The Powering Innovations in Civil Society and Enterprises for Sustainability in the Caribbean (PISCES)
project aims to support innovative actions by civil society and coastal community small and microenterprises for conservation of marine and coastal biodiversity and development of sustainable and
resilient livelihoods.
This will be achieved through awareness raising, capacity building, fostering collaboration, supporting
implementation of practical actions and advocacy to influence policy. Over a four-year period, the
project took place in Antigua and Barbuda, The Bahamas, Dominica, Grenada, Haiti, Jamaica, Saint Kitts
and Nevis, Saint Lucia, Saint Vincent and the Grenadines, and Trinidad and Tobago. It benefitted
fisherfolk organisations (FFOs), community-based organisations (CBOs), national non-governmental
organisations (NGOs) and micro and small enterprises (MSEs) and focus on marine protected areas/
marine managed areas (MPAs/MMAs).
This tool can be widely applied to assess capacity building needs of nature based MSEs in the Caribbean.

Why this capacity assessment?

This assessment helps a mentor to identify what are the MSEs’ capacity needs (knowledge, skills,
technology, relationships, etc.) to build a comprehensive mentorship programme that will not only meet
the aims of the programme but also be used to assist the MSE to in their overall growth and
development.
This assessment is complemented by two other CANARI tools:
1. The Local Green-Blue Enterprise Radar toolkit 1 to assess delivery of triple-bottom line benefits
(economic, social and environmental) and good governance
2. Guidelines for ‘Climate proofing’ local green enterprises 2
Together, these three tools inform the development of a targeted capacity building strategy for nature
based MSEs.

What is our objective in capacity building of MSEs?
The ultimate objective is to strengthen each targeted MSE so that it:
• delivers economic benefits to the owners and employees;
• operates in an environmentally sustainable way and/or positively contributes to biodiversity
conservation;
• delivers wider social benefits to the community where it is operating;
• practices good governance in its operations.

CANARI. 2020. The Local Green-Blue Enterprise Radar: A tool to support community enterprises. Port of Spain:
CANARI. Available at https://canari.org/wp-content/uploads/2020/06/CANARI-LGE-Radar-Toolkit.pdf
2 Sandy, K; A. Edwards & N. Leotaud. 2017. ‘Climate-proofing local green enterprises. Guideline Series No. 10. Port
of Spain: CANARI. Available at https://canari.org/wp-content/uploads/2016/01/guidelines-10-climate-proofinglges.pdf
1
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General instructions

The questions below can be used as a guide and prompt to conduct the capacity assessment. Mentors
may be able to complete much of this based on their existing knowledge of the MSEs, or they may need
to conduct interviews or focus group sessions to collect additional information.
These are probing questions with a high degree of overlap, so answers may not be needed for every
question if answered previously. The idea is to prompt about what information is important to capture.
Questioning should be more in the form of a discussion where mentors work with the MSEs to help
them do a self-assessment of where they are strong and what are some areas that they can improve.
This approach is called appreciative inquiry, where questions are asked in a way to first draw out
strengths and then identify potential areas for strengthening. Mentors ought to keep in mind that the
MSEs are not being examined or judged when completing this questionnaire; the process aims to jointly
explore what are the priority capacity building needs to support development of the MSEs.
The questions are grouped under the following headings:
1. Description of the enterprise
2. Personal/individual skills and knowledge of the entrepreneur(s)
3. Marketing, sales and quality control
4. Use of technology and innovation
5. Relationships and networks
6. Resources and financial management
7. Governance
8. Overall summary assessment by mentor
Mentors should use the pages below to fill out information, adding as much as necessary for a proper
assessment of the enterprise’s needs. Where information is not available, or mentors are not sure,
please indicate this. Any additional comments or questions are useful!
Use a separate document for each enterprise assessed.
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Name of enterprise:
Country:
Date of assessment:
Name of mentor:
1. Basic description of enterprise or intended enterprise
a) What is the location of the business?
(name of community)
b) What are the main products and services
offered now by the business? What are
the main products and services the
organisation is interested using for their
business idea?
c) How does the business use natural
(environmental) resources for its or
business or its intended business?
d) Who are the business' main clients or
intended main clients for its
product(s)/service(s)?
e) Where is/are the product(s)/service(s)
sold/delivered if there is an existing
business?
f) How long has the business been in
operation?
g) How many persons working in the
business (do not use the word
‘employees’) does the business have?
(Include number of male/female)
h) How many other persons are involved in
the business e.g. volunteers, interns,
youth, members? (Include number of
male/female)
Mentor’s additional comments/questions:
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2. Personal/individual skills and knowledge of the entrepreneur(s)
TIPS and NOTES:
• If the business is led by several persons, you can do this collectively to capture the total picture.
• Probing questions could be used to have a conversation with the MSE. E.g. Tell me the story about your business? How long have
you been doing this? Have you done anything like this before? Show me or explain to me how you make the product? Etc.
• This needs to be an honest conversation – do not be afraid of asking hard questions.
• The MSE needs to be accountable for their statements and actions.
Answer provided in
Strengths identified Potential areas
Based on follow-up
baseline assessment
in baseline
identified for
assessment(s), results
assessment
strengthening
achieved so far
a) What personal strengths
does/do the leader(s)
bring to the business (e.g.
confidence, vision,
commitment,
hardworking, etc.)?
b) What is/are the leader(s)
experience running or
operating a business?
c) What support does/do the
leader(s) have to run the
business (e.g. from family,
friends, advisors,
government)? Is this
support relevant or
necessary for the
business?
d) What capacity building
has/have the leader(s)
done in business and
business development
(e.g. marketing, sales,
product quality, value
chain analysis, exposure
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to other businesses in
their field/industry)?
What would he/she/they
like to do?
e) What is/are the leader/s
ideas (if any) on how they
would like to expand the
business? (e.g. moving up
the value chain)
f) What are the strengths of
the team?
Mentor’s additional comments/questions:

3. Marketing, sales and quality control
TIPS and NOTES:
• Make your own observations on business operations.
• Be aware of industry standards and best practices.
• The language here may be changed when interviewing the enterprise to meet them where they are.
Answer provided in Strengths identified Potential areas
Based on follow-up
baseline assessment in baseline
identified for
assessment(s), results
assessment
strengthening
achieved so far
a) Who is your target
market? How is it
segmented?
b) Who are your
competitors? Who are
your collaborators?
c) How is the business
currently marketed?
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d) Is the business reaching
new customers? If yes,
how?
e) Do you export your
product? If no, are you
interested in exporting?
f) How is/are
product(s)/service(s)
quality controlled,
measured and
maintained?
g) Is the business complying
with relevant industry
standards (e.g. health and
safety standards)? If yes,
how? If not, why not?
h) How is the business
developing/improving the
product(s)/service(s)?
i) How is the business
improving its market
access?
Mentor’s additional comments/questions:
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4. Use of innovation and/or technology
TIPS and NOTES:
• Probe to determine whether the business uses unique processes or methodologies (in terms of the producing or selling the
product/service) adds value to their operations and processes.
• Probe to explore different types of innovation:
o Materials and engineering innovation
o ICT/Software application
o Soft innovation e.g. packaging
o Market innovation
o Service innovation e.g. returning bottles
o Greening and climate smart innovation
Answer provided in
Strengths identified Potential areas
Based on follow-up
baseline assessment
in baseline
identified for
assessment(s), results
assessment
strengthening
achieved so far
a) Is the business using any
type of innovation
and/or technology in its
operations/production
to develop goods and
services? If yes, how?
b) Do you track growth or
progress using
innovation/technology
(e.g. using videos or
pictures of before and
after)? If yes, how?
c) Does product quality and
control incorporate any
type of innovation
and/or technology? If
yes, how?
d) Is innovation and/or
technology used in sales
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and marketing? If yes,
how?
e) Is innovation and/or
technology used in
management of the
business (e.g. electronic
accounting, tracking
stocks and sales,
communication with
internal and external
persons)? If yes, how?
f) Does the organisation
have a website and an
active social media
presence? How is it
using these?
g) What ideas does the
business have for how it
can use innovation
and/or technology to
improve (e.g. product
development, sales and
marketing)?
h) How has the business
been affected by hazards
(e.g. hurricanes, natural
disasters, the COVIDpandemic)? How has the
business pivoted/
adapted?
Mentor’s additional comments/questions:
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5. Relationships
TIPS and NOTES:
• Probe what are some of the key relationships that allow the business to function, grow, develop and thrive.
Answer provided in
Strengths identified Potential areas
Based on follow-up
baseline assessment in baseline
identified for
assessment(s), results
assessment
strengthening
achieved so far
a) Is the business part of a
collective or association of
businesses?
b) Is the business part of any
business
networking/support
groups?
c) What are the business’
relationships with the
community where it
operates?
d) What are the business’
relationships with its
customers?
e) What are the business’
relationships with its
suppliers?
f) What are the business’
relationships with
government agencies?
g) What are the business’
relationships with its
investors/lenders/donors?
Mentor’s additional comments/questions:
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6. Resources and financial management
TIPS and NOTES:
• Probe to understand what the financial process is (including the collection and distribution of funds).
• Mentors are to stress the critical importance of financial recordkeeping to the business.
• Verify information provided with data if possible.
Answer provided in
Strengths identified in Potential areas
Based on follow-up assessment(s),
baseline assessment
baseline assessment
identified for
results achieved so far
strengthening
a) What resources does
the business have
(financial, equipment
or building, other
assets)?
b) How is the business
funded (e.g. loans,
grants)?
c) Do you keep financial
records (e.g. sales,
income, expenditure,
sales on credit)?
d) If yes, how do you
keep these financial
records (e.g.
QuickBooks,
copybook, slips of
paper in cashbox)?
e) Is there someone who
is keeping financial
records? If yes, what
are his/her
competencies?
f) How are surplus funds
invested? What is the
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intention for the
profits when made?
g) Has the business
identified ways to
improve access to its
resources and
financial
management? If yes,
what are these?
Mentor’s additional comments/questions:

7. Governance
TIPS and NOTES:
• Governance is about how decisions are made in the business.
Answer provided in
Strengths identified
baseline assessment
in baseline
assessment
a) Are there formal or
informal roles and
responsibilities of
persons involved in
the business?
b) How are decisions
made and by who is
involved?
c) Who does the head of
the business report to,
if anyone (e.g. a
Board)?

Potential areas
identified for
strengthening

Based on follow-up assessment(s),
results achieved so far
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d) Are there any other
stakeholders who the
head of the business
considers when
making a decision?
e) Is there any form of
business or
operational plan?
f) Are there any plans for
succession and
capacity building in
the business?
g) Is the business
formally registered? If
yes, is it up to date
with its filing? Who it
is registered with?
h) Are there any
formal/informal
agreements in place
for use of any natural
resources?
Mentor’s additional comments/questions:
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8. Overall assessment
TIPS and NOTES:
• This section should draw on the full assessment completed above to synthesise the key points and recommendations for a
capacity building strategy to address the priority needs.
Baseline assessment
Follow-up assessment
a) What are the
strengths of the
business?
b) What are areas for
improvement or
potential for
development?
c) What should be the
priorities for the
business?
d) Is the business
growing, stagnant,
at risk, or in
trouble? Why?
e) What is the
willingness for
capacity building in
conflict
management?
f) What can you say is
the mindset of the
members of the
organisation for
change and running
a business?
What do you think are the mentee’s recommendations on priorities for strengthening the business?
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Capacity building plan
Based on the assessment conducted, the mentor should then work with the MSE to agree on priorities and a capacity building plan to address
these. This can be a simple plan that identifies the priorities and a workplan of concrete steps that need to be taken, with a timeline and
identification of persons responsible for activities. Progress with implementing this plan should be regularly monitored and adjustments made as
needed, including based on periodic assessments of the capacity of the MSE and external opportunities and risks.
Selecting a few priorities to focus and setting a realistic workplan is key so that the MSE can take small but concrete steps forward in its
development. Developing an overly ambitious workplan may only lead to frustration and disappointment if it is not achieved. Small
achievements that can be built upon are more useful to build confidence and inspire continued action by the MSE.
Priority areas selected for capacity building:
1.
2.
Etc.
Activities
a.
b.
c.
d.
e.
f.
g.
h.
i.
j.
Etc.

Timeline

Who responsible

Good luck to the mentor and MSE on this important journey!
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