
Don’t fall into the “dead zone” for pricing! Hystra’s 
knowledgeable book “Scaling up Business Solutions to 
Social Problems” describes this challenge perfectly.  

The price of your product must be low enough to not 
require consumer credit (usually 20 USD depending on 
the market).  

Or high enough to be able to cover the additional 
operational costs to cover credit (usually over 100 USD).   

If your product falls in between these price points and 
there is no widely available consumer credit nor mobile 
money to facilitate payment collection, then you will 
have a product that consumers cannot afford to pay in 
cash and also does not generate enough cash flow to 
cover the operational cost of instalment payments, 
failure to repay and spoiled inventory. This is the Pricing 
Back Hole of Death! 

The good news is that this scenario will slowly disappear 
with the growth of mobile money platforms such as M-
Pesa and consumer credit facilities such as Pay Joy.    
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Tools 

PRICING FOR LOW INCOME MARKETS

PRICING BLACK HOLE OF DEATH*

CONSUMERS CAN 
PAY IN CASH

BLACK HOLE OF 
DEATH

PRODUCT CAN 
AFFORD CREDIT

$0 - 20 $21 - 150 $150+

What is the 
maximum price to 
stay within cash 
payments? 

What is the 
minimum price 
needed to afford 
credit?

Until the technology catches up, a couple of potential 
avenues for alleviating the cost of collecting payments is 
by selling to employer cooperatives. Your product could 
be sold to the employer and payments could be 
deducted from employee salaries. Note: Your ability to 
scale will be limited by the number of employers you can 
convince to buy in and secondary marketing will be 
needed for employees to opt in. This is not a mass 
market model. This is a B2B model. 

Or bundle your product to a much higher price product 
such as solar lights and safe drinking water to new 
apartment developments in low income communities. 
The cost of your product would then be a small fraction 
of the cost of purchasing property and can be included 
in the cost of the mortgage. Again, your ability to scale 
will be limited to the number of partnerships you can 
make and is not a mass market model and is a B2B 
model. 

Source: Kayser, O. and Budinich, V., 2015. Scaling up business 
solutions to social problems. Palgrave Macmillan, p.168

e.g. sachet of shampoo,  
bottle of safe drinking water

e.g. mobile Phone,  
motorbike

e.g. water filters,  
clean cook stoves

*First read about this in Hystra’s book “Scaling up Business Solutions to Social Problems” – I have named the phenomenon the black hole of death
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