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Challenges faced by Social Enterprises – Case of Conflictorium
(Dr. Amrita Bihani, PhD, and Prof. Nimit Thaker, PhD(c); Amrut Mody School of Management,
Ahmedabad University, India.)
Conflictorium (https://www.conflictorium.org), founded in 2013, looked at addressing and showcasing the
prevalent, yet unsaid subtle conflicts that existed in the society. It is an enterprise supported by multiple
trusts and predominantly works on funds that come from different donors. Based in Ahmedabad, a city in
Gujarat in India, this museum of conflict exhibited conflicts through different forms of silhouettes and
exhibitions. It houses both permanent and temporary parades and continued to showcase the ideological
differences that continue of exist in the society. With the onset of the pandemic, the museum forayed into
the digital space. It grew its prominence on IGTV and attracted audiences from different parts of the
country. Currently they are attempting at having more museums in India and are working on creating one
in Raipur, a city in Chhattisgarh. As it wishes to grow and expand envisioning access to larger masses, the
museum faces multiple challenges
Attracting funds from domestic and international markets
Getting the right people to be able to create a strong brand that
resonates with its identity not only in India, but on a global space
Once the museum grows, the museum may face the challenge of
balancing its vision with profit and in most cases social entrepreneurs
succumb to the pressures of earning profits
Stay relevant and continue to make changes to sustain for a long time
Photo Source: https://www.conflictorium.org/at-the-museum
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Discussions from AIB members around the world
Four experts from India (2), Kenya, and Costa Rica provide questions for discussion and insightful
perspectives for the Mini IB-case: Challenges faced by Social Enterprises – Case of Conflictorium

Dr. Amrita Bihani, PhD, and Prof. Nimit Thaker, PhD(c); Amrut Mody
School of Management, Ahmedabad University, India
Which possible ways /mechanisms Conflictorium has to overcome the challenges? What
are the various strategies that Conflictorium may adopt in order to attract foreign
investments?
General set of challenges that Social Enterprises face are being faced by
Conflictorium as well. Since the cause of an enterprise of this sort is
community driven, it often leads to lack of trust among investors as they
feel that the enterprise may soon fade. Thus one must discuss with
students the essence of its cause and then discuss strategies as to how
can funds be raised. Students should be probed towards the idea of how
organizations and corporates are moving towards community driven
services through their CSR activities and that contributing towards this
museum would help them achieve their goals.
Similarly, since the museum touches upon different kinds of conflicts, it should continue to change and
encompass various aspects relevant to the local demography of its existence.
This would give it long term sustenance. Challenges of setting up processes, getting the right people and
how to expand given its vision are the key aspects that need to be discussed. Also the behavioral theory
of social entrepreneurship can be discussed to address issues of balancing the non-profit vision and the
pressure to earn profits as a social enterprise expands.
Photo Source: Google image of social entrepreneurship theory (https://www.quotemaster.org/social+entrepreneur)

Dr. Joan Lilian Ogendo, PhD; The Technical University of Kenya, Kenya
How firm’s decisions would affect its pro-organizational behavior under the
current situation it is facing?
Conflictorium organization is facing multiple challenges. First, International fund raising is an issue since
the organization is not able to attract funds through its domestic and international market. Secondly,
expansion is questionable since its struggling to get the right people to create a brand that resonates with
its identity globally. Thirdly, the management is doubtful that once the museum grows it may not be able
to balance its vision with its profits and its social entrepreneurs may succumb to pressures of earning
profits. Finally, its strategy matter is to stay relevant and to be sustainable in the long term.
International fund raising can be approached in different ways. Domestically, the organization can
organize walks, runs or biking to raise some income. Alternatively, the organization may decide to
communicate with its stakeholders regarding the fundraising. The management of the organization
should have a budget of the project, and specify dates for the fundraising. Internationally, conflictorium
may approach donor organizations such as Amazon amongst others through a project proposal or a
concept proposal stating their interest in raising funds for their organization.

Expansion of the project can result from the product development, market penetration and diversification
of services amongst other factors. The management needs to advertise the vacant jobs to the public and
select the right persons for the branding of the organization. Apart from operating in India alone,
conflictorium management should reach out to various parts of the globe for market purpose. Its service
diversity should involve different genders, races, age groups, organizational settings, and various cadres of
persons. The idea of diversity and inclusion is vital to its expansion.
The management should recruit a strategist, a finance manager and an accountant. The strategist would
encourage the management to think creatively and also challenge the status quo. The finance manager
would analyze the financial reports and advice on the organization’s financial position. The accountant
would account for the cost carried out by the organization and provide advice on the cost-benefit
analysis of the organization. The recruitment or either a strategist and a finance manager or a strategist
and an accountant or one person with the qualification of a strategist, financial management and
accountancy may advice the management on how and when to appropriate the profits to its shareholders
or social entrepreneurs if need be.
Conflictorium strategy ought to be relevant and sustainable in the long term. In order to attain superior
niche in the dynamic bussiness environment, it should provide quality services, be focused in its business,
diversify its products, have a cost leadership program, have a superior branding and reach out to the
global community to enhance its market development and also recruit a business strategist for strategic
advice.

Dr. Carlos Adrian Rodríguez, PhD; INCAE Business School, Costa Rica
How can Conflictorium develop a successful growth strategy?
I would develop the discussion of this question in three sections or pastures. The first one will seek to
analyze the value proposition, the second one will address challenges to growth across locations, and
finally I would search for insights to provide different perspectives on how managers shall deal with the
presented concerns at the end of the case.
First, it is important to provide an assessment of the value proposition and capabilities apparent from the
case reading (or the website). Conflictorium has established its exhibitions to portray the issue of social
division by a combination of arts and science. By centering their exhibitions about conflicts, Conflictorium
has found an angle that can be exploited not only in India but internationally. It is a timely topic, not only
because the set of “us” vs “them” has always been implicit on the human nature, but specially in days when
social media algorithms and media companies have exacerbated the visibility of conflict in our daily life.
Second, focusing on the global/local nature of Conflictorium value proposition and its implications on the
most appropriate expansion mechanisms (e.g. partnering with locals) is truly instrumental. A lot of
conflicts historical roots and relevant information is embedded on cultural characteristics, which suggest
the organization needs to get immersed in the destination countries to make sure their exhibitions are at
the same time attractive but respectful of local norms. Hence, this presents a challenge on the
development of an expansion strategy and the resources needed to execute it properly. Here the
discussion of the most effective entry modes is of high relevance.
Finally, I suggest to address the business concerns expressed in the case: the funding sources,
clarification of the type of talent required and how to attract it and outline potential sources of revenue.

