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Pacific RISE and the Criterion Institute would like to recognise the contributions of all those who 

stepped forward to champion the Pacific Menstrual Health Management initiative. This work was 

supported by the Australian Governmentôs Department of Foreign Affairs and Trade (DFAT), 

particularly by Pacific Women Shaping Pacific Development (Pacific Women). The Menstrual Health 

Hub (MH Hub), a global thought leader in menstrual health, provided considerable technical input in 

the design and delivery of this workshop. The Case for Her and Grand Challenges Canada supported 

the design and development of this initiative, providing insight into the identification of investable 

opportunities at the individual social enterprise and at the ecosystem level. They continue their 

interest and engagement as opportunities continue to develop and mature. Marie Stopes 

International, Kopernik, Care International and others delivered critical sessions and provided new 

perspectives during the workshop. Finally, the long-term commitment of the menstrual health leaders 

in the Pacific is the fundamental reason that this initiative has had so much success to date and has 
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Key technical terms  

Gender lens 
investing 

Gender lens investing incorporates a gender analysis into financial analysis to 
achieve better outcomes. Gender lens investors use gender as a category of 
analysis when making investment decisions using one or more of three primary 
investment objectives or ólensesô including investments that increase access to 
capital for women entrepreneurs and businesses that have women in leadership 
positions; investments that promote gender equity in the workplace by investing in 
private sector companies with leading gender policies that also extend across their 
supply chains; and investments that increase the number of products and services 
that benefit women and girls by directing capital to socially responsible businesses 
that develop and offer these products and services. 

Gender lens 
investors 

Individuals and firms that allocate capital with the expectation of a financial return 
and include the use of a gender lens to assess social impact and financial impact. 
Gender lens investors may also look for a specific gender impact or provide capital 
in a particular sector. 

Intermediary Agents who recognise themselves as intermediaries or provide intermediary 
services. Intermediaries are the market makers responsible for developing pipeline 
opportunities, structuring the deals and bringing together the best mix of impact 
investors from their networks. In all other regions, whether in developing or 
developed countries, an impact investment market will not grow without strong 
intermediaries and facilities such as this to fund their work. 

Investor A person, who commits capital with the expectation of a financial return.   

Market 
segmentation 

The process of dividing a market of potential customers into groups, or segments, 
based on different characteristics. 

Menstrual 
health 
ecosystem 

A community of interacting and interconnected public and private sector actors 
working to improve women and girlsô menstrual health including corporations, non-
government organisations, governments, researchers, and social enterprises. 

Menstrual 
health 
enterprises 

A company or business (generally a small one) that is taking on a new initiative or 
project to distribute menstrual health products.  It may be a for-profit or not-for-profit 
distribution method.  

Menstrual 
health 
management 
(MHM) 

Women and adolescent girls are using a clean menstrual management material to 
absorb or collect menstrual blood, that can be changed in privacy as often as 
necessary for the duration of a menstrual period, using soap and water for washing 
the body as required, and having access to facilities to dispose of used menstrual 
management materials. They understand the basic facts linked to the menstrual 
cycle and how to manage it with dignity and without discomfort or fear1.  

Social 
enterprise 

A social enterprise or business with a central social mission that intentionally uses 
business model and its profits to achieve a social purpose. 

Social impact 
investment 

Impact investments are those that look beyond financial return. They also aim to 
deliver measurable social and environmental impacts with positive development 
outcomes. 

Social impact 
investors 

Individuals and firms that allocate capital to social impact investments that 
intentionally target specific social objectives along with financial return and measure 
the achievement of both. 

                                                      

1 IWDA, Burnett Institute and WaterAid, The Last Taboo: Research on menstrual hygiene management in the Pacific: Solomon 

Islands, Fiji, and Papua New Guinea, commissioned by the Department of Foreign Affairs and Trade, 2017 
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Executive summary 
The Australian Governmentôs Department of Foreign Affairs and Trade (DFAT) has now completed an 

extensive research, engagement and outreach process to determine the potential of a menstrual 

health market (the market) across the Pacific Island countries.  

In September 2018 the Criterion Institute, supported by DFAT and Pacific Readiness for Investment in 

Social Enterprise (Pacific RISE), facilitated a four-day workshop in Melbourne, Australia. The 

workshop brought together a diverse range of social and business actors focused on improving 

menstrual health management (MHM) in the Asia-Pacific region to understand and overcome 

inefficiencies and obstacles in the menstrual health market across the region. The workshop focused 

on understanding the challenges faced by local social enterprises and identifying opportunities to 

improve market performance, and how appropriate types of capital could increase local access to 

menstrual health products. Attention was also paid to the role public and private actors play in 

facilitating universal access to menstrual products and addressing systemic socio-cultural, 

educational and environmental barriers to menstrual health across the region.  

The workshop brought together 43 participants from 13 countries: Australia, Fiji, Indonesia, New 

Zealand, Papua New Guinea, Philippines, Republic of the Marshall Islands, Solomon Islands, Samoa, 

Timor-Leste, United Kingdom, United States of America, and Vanuatu.  

This report presents lessons learned from menstrual health actors working in the Asia-Pacific region 

and focuses on the local context of island-based nations. The first of its kind, it should be read as a 

unique case-study that captures the specific menstrual health challenges faced by countries with 

dispersed populations across large geographic locations with limited income and commercial access. 

It explores how innovative investment can be a means of facilitating a new market opportunity, 

enabling improved access to necessary healthcare products, and support venture creation for 

women-led businesses. Key findings from the workshop are summarised as follows.  

At the enterprise level:  

¶ menstrual health education is core to both customer acquisition and product uptake  

¶ lack of access to consistent, affordable, quality materials leads to an unreliable supply chain and 

difficulties in quality standards and scale 

¶ enterprises need better market analysis to identify potential consumers and beneficiaries (and 

create price points, or models to meet markets) 

¶ many menstrual health enterprises in the Pacific are appropriately scaled  

¶ enterprise-level investments can be targeted at strengthening the specific business models, 

rather than aspiring for significant growth 

¶ empowering businesses with better knowledge of financial terminology, investment funds and 

access to networks could lead to tangible improvements in their efficiency and profitability.  

At the menstrual health ecosystem level:  

¶ Pacific-led and Pacific-specific solutions must be the driving force behind menstrual health work 

in the region 

¶ families and society recognition of the value of a menstrual health product will determine whether 

it is prioritised as an item worth spending money on  

¶ NGOs play a central role as major buyers and potential market facilitators that contribute to the 

sustainability of the menstrual health ecosystem  

¶ actors should coordinate to ensure the needs of all women and girls are met  

¶ there is a need for short-term and long-term collaborative planning to transition toward a 

functional and sustainable menstrual health market  

¶ innovative investment designs are needed, bringing together different types of finance to support 

enterprises to access markets, mentors and capital.  
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To attract investment in the menstrual health market in the Pacific, investor perceptions of the market 

need to shift and they need to see tangible opportunities to invest in both enterprises and in the 

menstrual health ecosystem.  

Opportunities for investment  

The workshop also looked at where finance can be used to improve the market.   

Three opportunities present significant potential to improve the quality and ability of women and girls 

within the Pacific region to sustainably manage their menstrual cycles. Each opportunity requires 

investment of private and public resources to create both financial and social returns for individuals 

and investors.  

Investment needs to be targeted and appropriate to both the enterprises and the local market. Market 

growth potential exists however, for investment to be effective, value-adding needs to be viewed 

differently to a typical impact investment. Investors should not be looking for a single small growth 

business to scale. Investors should instead be investing in market-based collaborations to expand the 

unique ability for local enterprises to effectively and efficiently meet the menstrual health needs in 

their local communities.  

Opportunity 1: Ecosystem-level coordination and investment  

Major obstacles experienced by producers and businesses across the Pacific include supply 

chain difficulties, poor access to capital and market fragmentation segmentation. Improved 

coordination would increase the leverage and bargaining power of local actors to address 

national and regional structural challenges such as regulation, policy and legislation, and 

quality control. The workshop-borne Community of Practice will enable local actors to connect 

ideas, capabilities and capital across the menstrual health ecosystem and work together 

towards building a sustainable market. This coordination is an investment of time by market 

actors and is already underway. 

Opportunity 2: Aggregate imports of materials  

The single biggest obstacle for social enterprises producing and selling reusable menstrual 

products in the Pacific is the inability to source materials locally and at an affordable price. 

Manufacturers utilise the same three materials: cotton textiles, polyurethane laminate, and 

button snaps. This presents a clear opportunity to aggregate demand for these materials 

through a single purchasing and distribution system.  

A single or set of common purchasing and distribution networks for businesses and NGOs 

could dramatically reduce the financial and time costs associated with sourcing materials. 

This could potentially enable enterprises to produce more product. It will also increase 

financial profitability on current market coverage and allow market growth.  

Preliminary feedback suggests that investment in the aggregation of imports is appealing to 

investors looking to make an impact on menstrual health. Workshop participants have already 

begun to organise to collectively address supply chain challenges.  

Opportunity 3: Aggregate business models to seek investment  

Menstrual health enterprises working in the Pacific can be appropriately scaled to their local 

context. Current use of low cost and volunteer labour, relatively modest growth potential and 

low return on investment however, mean a direct investment could be costly for the investor 

and risky for the enterprise. This has been overcome in other markets through identifying 

common patterns in the business models and investment needs of the enterprises and 

standardising a set of investment approaches that could be deployed across multiple 

businesses.  
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Four business models emerged during the workshop that had common characteristics across 

the social enterprises. Examining business requirements and the types of financing useful for 

each model, investment could be made in multiple enterprises. This would provide the scope 

and scale to make the opportunity attractive to an investor. 

An additional analysis of commonalities in approaches, products and deliveries to inform 

methods for standardising a set of investment approaches, including specific investment 

readiness support requirements is planned.  

These three opportunities outlined above and identified through the workshop each demonstrate the 

value of the menstrual health market to women and girls, to the local community and economy, and 

investors who want to use their capital to create meaningful impact. They show how actors in the 

Pacific can work both at the enterprise and menstrual health ecosystem levels to create a sustainable 

market and attend to the menstrual health needs of women and girls in the region.  
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1 Introduction   
Between June and September 2018, the Criterion Institute and Pacific Readiness for Investment in 

Social Enterprise (Pacific RISE), with support from the Australian Governmentôs Department of Foreign 

Affairs and Trade (DFAT), conducted a research, engagement and outreach process to identify the 

scope of Pacific menstrual health needs. This led to a unique four-day workshop in Melbourne, Australia 

from 10ï13 September 2018 and brought together participants involved in the menstrual health market 

in the Pacific.  

1.1 Why menstrual health? 

Menstrual health is a social issue.  Women and girls in the Pacific need to have access to menstrual 

health services, products and facilities needed to enjoy a high level of health, dignity, autonomy and 

control over their lives, which is closely linked to the achievement of educational and economic 

objectives. 

Menstrual health is also a sizeable market.  However menstrual health remains an undervalued 

market, which historically has not been recognised as a legitimate or investable sector. This is a result 

of a variety factors including stereotypes and negative taboos associated with menstruation, a male 

dominated investor industry, and the belief that menstruation is a ówomanôs issue,ô therefore a niche. 

Research in the Pacific2, found a regional and in-country variation of availability of different menstrual 

products despite the potential size of the market. óReputable sanitary productsô, are imported and 

available in a few locations in urban areas while lower quality products vary in accessibility and 

availability. In remote areas, lack of access to any products is common and óat homeô solutions are 

used.  Price point accessibility varies for different countries and populations. Most interviewed women 

and girls express a preference of using disposable commercially available products, however many are 

open to high quality reusable products if available at an affordable price.  

To date, there has been limited recognition and interest from investors in the financial and social 

opportunity that menstrual health represents. The purpose of this project was to consider this, 

particularly for the Pacific Islands and to involve a range of actors including enterprises creating 

products, NGOs as customers or funders and finance organisations.  

Menstrual health is an attractive area for investors, particularly social impact investors, gender lens 

investors, investors with a focus on young women and girls, and public and donor agencies in the 

Pacific. The high level of commitment by actors to build sustainable, affordable, and accessible 

menstrual health solutions that protect the environment, increase gender equitable economic and 

educational outcomes, and support the dignity and well-being of women and girls is extremely 

compelling.  

Figure 2: Compilation of graphic scribing from four days of workshop by Digital Storytellers 

www.digitalstorytellers.com (see over) 

                                                      

2 IWDA, Burnett Institute and WaterAid, The Last Taboo: Research on menstrual hygiene management in the Pacific: Solomon 

Islands, Fiji, and Papua New Guinea, commissioned by the Department of Foreign Affairs and Trade, 2017 

http://www.digitalstorytellers.com/
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