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Introduction
Agriculture is an essential element of Mexico’s economy and rural
development, but persistent challenges such as low productivity,
limited access to technology, and the growing impacts of climate
change continue to constrain its full potential. Meeting these
challenges requires not only resources but also bold innovation that
can transform the way food is produced, distributed, and consumed.

In this context, Reinventa el Campo acceleration program plays a
critical role: By providing entrepreneurs with mentorship and practical
tools, we help them adopt innovative technologies and practices that
promote sustainability and long-term growth. The program not only
strengthens business models but also empowers rural communities to
embrace innovation, adopt modern practices, build resilience, and
connect with broader markets.

By accelerating change in Mexico’s agricultural sector, Reinventa el
Campo contributes directly to food security, competitiveness, and
inclusive development demonstrating how strategic support and
innovation together can turn challenges into opportunities for the
future of agriculture.



Reinventa el
Campo 2025
Reinventa el Campo is an acceleration program for early-stage agro-
entrepreneurs in Mexico who are transforming agricultural tools, practices,
and processes to build a more sustainable and competitive sector. The
program fosters innovation in agriculture while creating real benefits for rural
communities.

Participants receive specialized training from agricultural and business
experts, personalized mentoring, and opportunities to access funding.

The program is structured in two phases:

Bootcamp (3 weeks): 50 entrepreneurs take part in intensive workshops
covering key topics such as business model, marketing, water
management, and climate change adaptation.
Acceleration (4 months): 10 selected entrepreneurs continue with tailored
mentorship and strategic support to strengthen and scale their ventures.
Finalists may also apply for preferential financing.

For more details visit: https://reinventaelcampo.com/

https://reinventaelcampo.com/


Objectives

Promote agricultural innovation by supporting early-stage
entrepreneurs who develop new tools, practices, and
processes that have a positive impact in the sector.

01

Strengthen entrepreneurial capacities through training, expert
mentoring, and access to resources tailored to the needs of
agro-entrepreneurs to scale their initiatives.

02

Empower rural communities by fostering inclusive growth,
encouraging the adoption of modern practices, and generating
new opportunities in the sector. 

03

Generate long lasting value by supporting businesses in
achieving financial success while delivering measurable,
sustainable, and long-term social impact.

04

Reinventa el Campo empowers agro-entrepreneurs to transform
Mexico’s agricultural landscape, providing mentorship, resources, and
support to turn innovative ideas to solutions that strengthen rural
communities and drive lasting impact



Call and Selection Bootcamp Specialized Acceleration Financing

Program Timeline

June - July 2025
August 2025

50 entrepreneurs
October - February 2026

10 entrepreneurs
February - March 2026



Phase 1

Call and selection



Call and Selection
For this edition of Re Inventa el Campo, we activated a multi-actor
outreach strategy to increase program awareness and attract innovative
agro-entrepreneurs across Mexico.

Key actions
120+ ecosystem partners shared the call with their communities.
Press outreach across 7 media outlets, reaching 95M+ impressions.
Activation of Bayer and New Ventures channels through social media,
newsletters, and a LinkedIn Live session.
Collaborations with agricultural content creators to reach specialized
audiences.
Stories from previous cohort  agro entrepreneurs used to inspire new
applicants.

Result
These efforts generated 160+ applications from entrepreneurs developing
solutions to transform the future of agriculture in Mexico.

Click here to access the whole media kit

https://drive.google.com/drive/folders/1gd0AZjpLUVYQY1e7_CWOvdLnXsL7vmHt


Click here to watch the
video and discover the
results of the call and
selection process.

1 min

https://drive.google.com/file/d/1NeQ3E1r5rpyOOJFlWn_rvbIa2lxH0BD3/view?usp=drive_link


Application Process
To apply for Reinventa el Campo, entrepreneurs submitted their
applications through Google Forms. 

Once applications were received, one-on-one interviews were conducted
with applicants who met the minimum qualifications. 

The purpose of these interviews was to gain a deeper understanding of
each project, including the entrepreneur’s vision, challenges, and goals for
participating in the program.

We received 162 applications, we set out to receive at least 100
applications and surpassed our target by over 50%, demonstrating strong
interest and engagement in the program.

We conducted 90 interviews to understand further in depth the projects
applying to Reinventa el Campo. Out of 162 applications, 72 were
disqualified due to unmet requirements, lack of response, or prior
participation.

We set out to receive at least 100
applications and surpassed our
target by over 50%, demonstrating
strong interest and engagement in
the program.

90 interviews



Application
Process

The 90 participants who advanced to the interview stage were those whose
profiles, based on the information provided in their application forms, met
the requirements to take part in the Reinventa el Campo Bootcamp.

The main reasons why the remaining applicants did not move forward to the
interview stage were a lack of genuine intention or potential impact in their
projects, or because their ideas were not viable or innovative.

90 Interviews



Selection
Process

Following the interviews, detailed presentations were
prepared summarizing the key information of each project.
These materials, together with an evaluation tool and
rubric, were provided to evaluator pairs: comprising one
representative from New Ventures and one from Bayer to
ensure a transparent and consistent review process. 

01

The projects were organized into four groups of
approximately 20 each, and after the evaluations were
completed, an average score was calculated for every
project to determine their advancement to the Bootcamp
stage

To access all the project’s presentations, click here

To access the instructions, click here

02

https://drive.google.com/file/d/1vwdYChzBChDv8V6UZWT2cCHKEUC7ZE_j/view?usp=sharing
https://docs.google.com/document/d/1tLjw0_VUJ8YN4QLyHtivFo3v3mJt_QNK-9H1xq9GgpA/edit?usp=sharing


Selection
Process

Of the 90 interviews, 78 projects were
evaluated, while 12 were excluded from
the selection process for not meeting the
eligibility requirements

Click here to access the document

https://docs.google.com/spreadsheets/d/10LAIOan5BfeVeHMNIxwZZmQMsft-aiW8GjxJG4dhzcA/edit?usp=sharing


Selection Process

Automatic Selection: Projects scoring above 20 points
were automatically admitted, totaling 15 projects.01

High-Scoring Selection: To complete the cohort, 17
projects scoring between 17 and 19 points were
admitted.

02

Committee Review: The final spots were determined by an
evaluation committee, which reviewed and discussed the
remaining projects. Additionally, 3 backup projects were
identified in case of non-responses or unsigned MoUs.

03

Automatic Rejection: Projects with 10 points or fewer
were excluded, resulting in 9 rejections.04

The evaluation had a maximum possible score of 25 points. 
The selection criteria for the Bootcamp were as follows:



Selected Projects



Selected Projects



Selected Projects



Selected Projects



Selected Projects



Selected Projects
Main Categories



Phase 2

Bootcamp



Bootcamp
Planning
While conducting the interviews, we identified several recurring challenges faced by
the entrepreneurs. 

These insights, combined with the key areas and topics we aimed to address, guided
the design of the Bootcamp and the selection of specialized tutors for each session.

The Bootcamp was structured to provide a comprehensive and holistic learning
experience, strengthening each project across multiple dimensions. The core areas of
focus included: Business Model, Financial Management, Marketing and Sales, Impact,
Management and Networking.

To ensure that participants could directly apply the knowledge to their projects, we
required them to submit three essential deliverables:

Impact Business Model Canvas01

Theory of Change02

Financial Planning Exercise03



Bootcamp Evaluation

During the Bootcamp, participants were evaluated on three key criteria:
attendance and participation, deliverables, and pitch.

For the pitch sessions, a standardized evaluation tool was provided to the jury.
Each of the six evaluators used this tool to assign scores, which were then
consolidated into an average score for every project.

Based on these results, a selection committee reviewed the highest-ranking
projects. 

The committee validated the scoring process, deliberated on each case, and
ultimately determined which projects advanced to the Acceleration Phase.
This ensured a transparent, fair, and merit-based selection.



Álvaro Murguía Cozar
IIICCE

Luis Ernesto Mancera Juárez
Agricultura Regenerativa

APS

Alejandra Rodríguez Gómez
ArteSanos del Bosque

Bootcamp Feedback and Experience

Click on each picture to listen to the testimonies 

https://drive.google.com/file/d/1OkrBEbD8uxGPOYJ9Qr9DphWjsNscYVfx/view?usp=drive_link
https://drive.google.com/file/d/1SHwHRlmOlVodcV4o6ri5lsz4hdagdzEl/view?usp=drive_link
https://drive.google.com/file/d/1uy93EsKPAJDolIvWplusZe1aJzXRd6dK/view?usp=drive_link


Bootcamp Feedback and Experience

Entrepreneurs answers to describe the program with one word



Bootcamp Feedback and Experience

Entrepreneurs' response to the final survey about their experience



Entrepreneurs' response to the final survey about their experience

On a scale from 1 to 5, how likely are you to recommend this
program?

Bootcamp Feedback and Experience



Bootcamp
Impact
Measurement

The following section presents the results of the
impact measurement conducted during the bootcamp
phase of the Re-inventa el Campo 2025 program. 

This evaluation focuses on assessing the progress of
participating entrepreneurs in key competencies,
including the application of systemic thinking, business
management skills, and problem-solving approaches
in their agricultural ventures. By comparing baseline
and endline data, we aim to identify the areas where
participants have shown measurable improvement, as
well as insights to guide future program iterations. 

These findings provide a clear view of how the
bootcamp experience contributes to strengthening
the knowledge, practices, and overall capacity of
emerging agricultural entrepreneurs.



Overview of the
Entrepreneurs

The entrepreneurs are contributing in almost all Sustainable
Development Goals as below SDGs:
 4, 11, 6, 8, 9, 15, 2, 10, 13, 17, and 12.

The top three SDGs they are most actively working on are: 

12 – Responsible Consumption and Production
13 – Climate Action
15 – Life on Land

Key Characteristics



Environmental Impact
Category

Number of
Entrepreneurs

Percentage

Reduction in pesticide/chemical
use

32 50.80%

Soil regeneration 30 47.60%

Regenerative agriculture /
sustainable practices

30 47.60%

Circular economy and waste
utilization

24 38.10%

Efficient water use or water
saving

23 36.50%

CO₂ capture and reduction 17 27.00%

Biodiversity conservation 12 19.00%

Social Impact Category
Number of

Entrepreneurs
Percentage

Increased income for farmers 46 73%

Access to healthier
agricultural products

39 62%

Education and training for
producers

36 57%

Inclusion of women and youth
in the value chain

34 54%

Improved food security 32 51%

Job creation in rural
communities

29 46%

Strengthening community
organizations

20 32%

Overview of the Entrepreneurs
Key Characteristics

Environmental Impact: 
6 entrepreneurs

Social Impact:
3 entrepreneurs

Social and Environmental
Impact:
41 entrepreneurs

Entrepreneurs could select all the impact areas relevant to their work. 
These tables show the percentage of entrepreneurs contributing to each environmental and social category.



The direct beneficiaries of entrepreneurs primarily include farmers, agricultural producers, product consumers, rural communities, and workers involved in the
agricultural value chain. 

Based on the base line, the most common beneficiaries are:

Farmers / agricultural producers → This is the most frequent group across the entrepreneurs (e.g., Apical, AppSAN, Agricultura Regenerativa APS, Bloom,
Nutrilodo, etc.).

Product consumers / clients → Several entrepreneurs sell directly to customers, making them primary beneficiaries (Agrodeli, Come Ala Terra, Café de
Sombra Aroma de Montaña, Wormie, etc.).

Rural communities / ejidos / farming families → Some entrepreneurs impact entire communities, ejidos, or families of workers (ArteSanos del Bosque, Gente
Viva, El Rescate del Maguey Pulquero, Rancho Milpan).

Workers / agricultural employees → Certain entrepreneurs focus on improving the conditions of their workers (BioUnicel, Plétora Café del Bosque, TopTape).

Professionals / agronomists / specialists → A few projects target professionals within the agricultural sector (Academia Inders, Bloom, Neural Harvest).

Quick insight: The main focus is on farmers and producers, followed by product consumers, and then communities or families linked to production. This
indicates that most ventures have a direct impact on agricultural production and its value chain.

Overview of the Entrepreneurs
Key Characteristics



The entrepreneurs not only have a direct impact on their beneficiaries but also on a broad group of indirect beneficiaries.
 
Indirect beneficiaries include:

Families of producers
Rural communities
Local suppliers
Partner companies
Field workers
Other stakeholders related to agricultural activities. 

This reflects a comprehensive and community-focused approach in which the benefits of entrepreneurse vs extend
beyond the direct beneficiaries

Overview of the Entrepreneurs
Key Characteristics



Impact Measurement After the
Program

No. of Entrepreneurs

I will do it in the near future 3

Yes, I am in the process of
designing/creating impact
indicators

16

Yes, I am in the process of
designing/creating impact
measurement tools

14

I already have them but will modify
them with the knowledge acquired

17

Total 50

Improvements After Bootcamp

Out of 50 entrepreneurs, most are either developing or improving their
impact measurement systems.
Only a small minority (6%) have not started yet, highlighting a general
readiness among the cohort to track and enhance their program’s impact.

This suggests that the program has likely increased awareness and capacity
for systematic impact measurement among the participants.



Impact Measurement
Knowledge Before and After

Bootcamp

Before (no.
entrepreneurs)

After (no.
entrepreneurs)

I don't know the topic 11 1

I know it but have not applied 9 6

I know it and have applied it
partially

20 23

I know it and apply it
consistently in my venture

10 20

Total 50 50

Here are the IMPACT percentage improvements in each category after the
program

0 – I don't know the topic: -90.91%
A significant reduction in entrepreneurs with no knowledge after the
program, reflecting strong improvement in understanding.

1 – I know it but have not applied it: -33.33%
There was a decrease in the number of entrepreneurs that only knew the
topic but hadn't applied it, indicating progress in practical application.

2 – I know it and have applied it partially: +15.00%
A slight improvement in entrepreneurs that partially applied the
knowledge, showing growth but still room for further development.

3 – I know it and apply it consistently in my venture: +100.00%
The biggest improvement, with a 100% increase in entrepreneurs that now
consistently apply the knowledge in their ventures.

Improvements After Bootcamp



Knowledge and
Application Before
and After Bootcamp

Before (no.
entrepreneurs)

After (no.
entrepreneurs)

I don't know the topic 9 3

I know it but have not
applied 19 13

I know it and have
applied it partially 18 21

I know it and apply it
consistently in my
venture

4 13

Total 50 50

Here are the MARKETING & BRANDING percentage improvements in each
category after the program:

0 – I don't know the topic: -66.67%
A significant decrease in the number of entrepreneurs with no knowledge,
reflecting a major improvement.

1 – I know it but have not applied it: -31.58%
A decrease in entrepreneurs that knew the topic but had not applied it,
indicating progress towards practical application.

2 – I know it and have applied it partially: +16.67%
A slight improvement in entrepreneurss that applied the knowledge
partially, showing progress but still room for further development.

3 – I know it and apply it consistently in my venture: +225.00%
The most notable improvement, with a 225% increase in entrepreneurs that
consistently apply the knowledge.

Improvements After Bootcamp



Knowledge and
Application Before and

After

Before (no.
entrepreneur

s)

After (no.
entrepreneur

s)

I don't know the topic 0 6

I know it but have not
applied

10 11

I know it and have
applied it partially

14 21

I know it and apply it
consistently

26 12

Total 50 50

Here are the FINANCE percentage changes (improvement or decline) for each category:

0 - I don't know the topic: ∞%
Since the number of ventures with no knowledge increased from 0 to 6, the percentage change is
infinitely large, indicating a shift in the group from having no knowledge to acquiring knowledge.

1 - I know it but have not applied: +10.00%
There was a small increase of 1 venture in this category, reflecting a slight improvement in
applying the knowledge.

2 - I know it and have applied it partially: +50.00%
A significant increase in ventures that partially applied the knowledge, indicating a strong
improvement.

3 - I know it and apply it consistently in my venture: -53.85%
The number of ventures consistently applying the knowledge dropped by 14 ventures, showing a
decline, which may reflect the shift in self-perception after the program.

The Dunning-Kruger effect occurs when people overestimate their abilities until they gain a
deeper understanding, realizing they knew less than they initially thought. Rather than being
negative, this phenomenon indicates that the training effectively challenged and deepened their
understanding, helping them identify weaknesses and areas for growth.

Improvements After Bootcamp



Knowledge and
Application Before and

After

Before (no.
entrepreneurs)

After (no.
entrepreneurs)

I don't know the topic 17 6

I know it but have not
applied

12 11

I know it and have applied it
partially

19 17

I know it and apply it
consistently in my venture

2 16

Total 50 50

Here are the Project management tools (OKR, SCRUM, GANTT) percentage
changes or improvement for each category after the program:

1 - I don't know the topic: -64.71%
A significant decrease, showing that many ventures moved from not
knowing the topic to gaining at least some understanding.

2 - I know it but have not applied: -8.33%
A small decrease, indicating that while some ventures started applying the
knowledge, others may have become more focused on applying it
consistently.

3 - I know it and have applied it partially: -10.53%
A slight decrease, suggesting that some ventures moved from partial to
more consistent application, while others may have reassessed their level
of application.

4 - I know it and apply it consistently in my venture: +700.00%
A dramatic increase, showing that 16 ventures moved from partial
application to consistently applying the knowledge, reflecting a major
improvement

Improvements After Bootcamp



Knowledge and
Application

Before and After

Before (no.
entrepreneur

s)

After (no.
entrepreneurs)

I don't know the
topic

8 0

I know it but have
not applied

12 3

I know it and have
applied it partially

21 19

I know it and apply
it consistently in
my venture

9 28

Total 50 50

Here are the Tools to design an impact business model percentage changes
or improvement for each category after the program:

1 - I don't know the topic: -100.00%
A complete elimination of ventures with no knowledge of the topic,
indicating a major improvement in understanding.

2 - I know it but have not applied: -75.00%
A significant decrease, showing that most ventures that knew the topic but
hadn’t applied it began to implement the knowledge.

3 - I know it and have applied it partially: -9.52%
A small decrease, suggesting that some ventures moved from partial
application to more consistent application.

4 - I know it and apply it consistently in my venture: +211.11%
A dramatic increase, with a 211% rise in the number of ventures
consistently applying the knowledge.

Improvements After Bootcamp



Knowledge and
Application Before
and After

Before (no.
entrepreneurs)

After (no.
entrepreneurs)

I don't know the topic 12 2

I know it but have not
applied

12 3

I know it and have
applied it partially

14 25

I know it and apply it
consistently in my
venture

12 20

Total 50 50

Here are the Design Thinking tools percentage changes or improvement for
each category after the program:

1 - I don't know the topic: -83.33%
A significant decrease, indicating that many ventures gained knowledge
during the program.

2 - I know it but have not applied: -75.00%
A large decrease, showing that ventures that previously knew the topic
began applying it.

3 - I know it and have applied it partially: +78.57%
A strong increase, indicating that a significant number of ventures moved
from partial to full or consistent application.

4 - I know it and apply it consistently in my venture: +66.67%
A notable increase, with many ventures now consistently applying the
knowledge gained.

Improvements After Bootcamp



Knowledge and
Application Before
and After

Before (no.
entrepreneurs)

After (no.
entrepreneurs)

I don't know the topic 9 2

I know it but have not
applied

6 3

I know it and have
applied it partially

22 19

I know it and apply it
consistently in my
venture

13 26

Total 50 50

Here are the Impact measurement tools (ToC and ESG) percentage
improvement for each category after the program:

1 - I don't know the topic: -77.78%
A significant decrease, indicating that most ventures moved from having no
knowledge to gaining understanding.

2 - I know it but have not applied: -50.00%
A reduction, showing that ventures that initially knew but hadn't applied
the knowledge started implementing it.

3 - I know it and have applied it partially: -13.64%
A slight decrease, suggesting that some ventures advanced from partial to
more consistent application of the knowledge.

4 - I know it and apply it consistently in my venture: +100.00%
A dramatic increase, reflecting a 100% improvement in ventures that now
consistently apply the knowledge they gained.

Improvements After Bootcamp



Entrepreneurs’ Key
Areas of Interest

Before starting the bootcamp, we asked the entrepreneurs to tell us which topics they
were most interested in learning.

Here are the counts of how many entrepreneurs requested each topic:
Sales: 15 entrepreneurs
Marketing: 12 entrepreneurs
Impact measurement: 12 entrepreneurs
Operations: 8 entrepreneurs
Finance: 8 entrepreneurs
Sustainable practices: 2 entrepreneurs
Other: 1 entrepreneur

This shows a strong focus on sales, marketing, and impact measurement as the primary
areas of interest for most entrepreneurs.

Before the Bootcamp



Most Valuable Learnings
Here are the 8 most valuable learnings from the bootcamp reported by entrepreneurs:

Knowing that I can generate a positive impact 
Persona-based design and branding
Financial analysis
Systems thinking, and digital marketing 
A clearer vision of my business, redefining the business model
Pitch creation 
Networking 
Learning about many incredible proposals and knowing that we are not alone in the entrepreneurial
journey

These are the most frequent learnings
identified by the entrepreneurs.

It seems that topics related to pitching,
networking, impact generation, and financial
analysis were highly valued by the
participants.



Connection type No. of
entrepreneurs

Synergies 13

Expand networking 12

See other entrepreneurs
as potential suppliers

5

Potential allies 3

Other entrepreneurs as
potential clients

2

Total 35

35 out of 50 entrepreneurs stated that they have developed some type of
connection with other entrepreneurs or mentors.

Although only one synergy is reported, which was a product purchase from
another entrepreneur by Finca Cacayo, 13 ventures stated that they have
identified potential synergies with other entrepreneurs from the bootcamp,
and 12 of them expanded their networking and would like to continue
fostering these relationships.

Connections from the Program



Entrepreneur Testimony

AgroMush
With Agrodeli, I realized that we are from the same municipality and from the beginning I loved their proposal, it was a
surprise to find out they are from my town. We will meet next week to discuss possible collaborations.

BioS3 LAB
During the bootcamp, I made connections with other entrepreneurs focused on regenerative agriculture, water
technologies, bio-inputs, and sustainability. These alliances allow me to explore future collaborations for joint pilots,
exchange learnings, and strengthen the impact network.

Finca Cacayo
We discussed our projects in-depth and the possibility of alliances with 3 projects, I have already purchased products
from one of them.

Green Matter An alliance with one of the ventures to support them in solving some of their production issues.

Hidrolechugasleon With a partner from Chihuahua who works with microorganisms.

Neural Harvest An alliance to conduct field validations, no longer private, with producers.

TierraSphere I connected with Angel and will connect with Claudia. Hopefully, more - super entrepreneurs!!

Connections from the Program



Category / Tool Observations

Marketing / Digital Marketing / Branding
Includes digital marketing, marketing strategies, branding, and social media. Most entrepreneurs will
apply it to improve communication, sales, and brand positioning.

Systems Thinking / Theory of Change Strategic tools to improve processes, design impact indicators, and structure sustainable businesses.

Pitch / Business Presentation
Mostly applied to present projects to investors or clients and improve communication of business
value.

Finance / Financial Analysis / Financial
Planning Use of financial knowledge to better structure projects, plan budgets, and assess profitability.

Design Thinking / Canvas / OKRs / Scrum Business design and strategic planning tools applied to improve products and internal processes.

Impact Measurement / Indicators
Integration of metrics and KPIs to evaluate the impact of projects, especially in sustainability and
agriculture.

Sustainability / Circular Economy /
Sustainable Practices

Direct application in business products and processes to generate added value and environmental
responsibility.

Most Significant Change After the Program



Entrepreneurs´ Comments

I was able to strengthen the design of impact
indicators, improve the pilot proposals, and
establish new strategic alliances with other
entrepreneurs in the agro and sustainability
sectors. Additionally, I consolidated the use of
innovation methodologies and systems thinking.
-BioS3 LAB

01

I now have a presentation with key points that I
can share with potential clients, and I can also
measure the metrics to see how profitable the
business is.
-Less Salt

03

Establishing a central objective and a clear
brand image. 
-El Hijuelo

05

Grounding the idea we are pursuing; there
were many factors I hadn’t considered that
are important for my project. 
 - ¡Ala Terra!

02

I understood the positive impact my company
can have. 
-IIICCE

04

Better defining my customer profile and
setting clear objectives for my project.
-Academia Inders

06



Bootcamp Evaluation:
Average 9.14
Top 5 Valued Aspects by Entrepreneurs:

Mentorship and Quality of the Team: Entrepreneurs highlighted the quality
of mentors and the organization of the team. Example: “Very good mentors,
very qualified, and Gaby, who always managed the organization.”
Networking and Strategic Alliances: The program provided opportunities to
connect with other entrepreneurs, mentors, and investors, forming key
partnerships for business growth. Example: “Alliances are essential for us to
continue on this path of environmental and human resilience.”
Practical Application and Concrete Tools: Entrepreneurs appreciated the
practical tools they could immediately apply in their businesses, such as
pitching, digital marketing, and design thinking. Example: “It brought a lot of
value and we gained concrete tools to apply immediately.”
Clarity and Organization of the Program: The structure and clarity of the
program were highly valued, with many noting the content was very
valuable and well-organized. Example: “Nothing, I liked the organization
and clarity of the tasks.”
Focus on Sustainability and Social Impact: Many entrepreneurs emphasized
how the program helped strengthen their focus on sustainability and impact
measurement, allowing them to better structure their projects. Example:
“The Theory of Change helped give more weight to my value proposition.”

On a scale from 1-10

Bayer Workshops

The evaluation of the workshops conducted by the Bayer team was rated on a
scale from 1 to 5, and the average score was 4.1.

Comments on the workshops conducted by the Bayer team were:

Excellent teachings.
Very valuable information
Provide more concrete data.
Increase interaction with the entrepreneurs.

The workshops delivered by Bayer were: 

Sales
Regenerative Agriculture
Tendencies and innovation in the Agricultural Sector
Carlota’s Case: Introducing technology to the field

Evaluation



Phase 3

Specialized
Acceleration



Selection of 10
entrepreneurs

Match with lead
mentor + Specialized

acceleration
Final diagnosis

Acceleration Components

Viwala’s creditInitial diagnosis Group sessions



Selection Process

To select the entrepreneurs for this phase, three criteria were
evaluated:

Attendance and participation during the Bootcamp
Bootcamp deliverables
Pitch evaluation: The jury consisted of two representatives from
New Ventures and two from Bayer. Each jury member used an
evaluation tool to score each project.

The average score for each project was calculated, and the highest-
performing teams were selected to advance to the Personalized
Acceleration phase. To ensure a fair and final decision, the jury
convened as a selection committee to review the results, discuss
each project, and confirm which entrepreneurs would move
forward to the next phase.

Evaluation rubric used by the jury to score each pitch presentation.



Click here to watch the
video and discover the
10 agro-entrepreneurs
moving into the
acceleration phase.

1 min

Selected Projects

https://drive.google.com/file/d/13L4iyOucqpxZq4iRRhgk0sxlVidZ1lGr/view?usp=drive_link


Selected Projects
Name Description

Apical
Apical is a science-based, data-driven solution that analyzes soil DNA to provide practical recommendations on fertility and

biological protection, helping producers optimize farm management and improve agricultural performance.

Bee Harvest
Bee Harvest is a software development company specializing in geospatial intelligence for agriculture. We process drone-

captured imagery and develop machine learning and deep learning methodologies to automate processes and deliver cloud-
based solutions.

Bloom
Bloom is an AI-powered management software for agro-input applications and field monitoring. It helps agronomists make

smarter decisions and automate their work, while enabling producers to increase profitability and reduce their environmental
impact.

Entinnova
Entinnova distributes the world’s most efficient irrigation system: RDI. We aim to contribute to food security, regenerate soils,

and build resilience to climate change through this technology.

Finaqua
Finaqua has developed and implemented two technological innovations: (1) monitoring water use in crops (which is largely

nonexistent, and what little is measured is rarely verified), and (2) transforming how agricultural financing is provided and what
it is provided for supporting farmers who have traditionally been excluded from the financial system.



Name Description

Finca Cacayo
Finca Cacayo offers an initial line of agroecological cacao transformed into various chocolate-derived products, connecting

consumers with the authentic origin of cacao and its roots. Its products are traceable and environmentally friendly in their processes,
helping restore value to cacao consumption while highlighting its ancestral heritage.

Gente Viva Gente Viva grows, processes, and sells agroecological foods that protect people’s health and our territory.

GreenCarbon Group
Green Carbon Group is a private equity fund created to invest in entrepreneurs and sustainable, innovation-driven ventures focused on

people, solutions, and impact. What sets us apart from other capital options is a fully supportive evaluation process that helps
validate, certify, and implement.

LESS SALT

Less Salt designs, manufactures, and distributes magnetic conditioners that modify the structure of minerals in water, preventing
scaling and improving water efficiency. This technology can save up to 30% of water, reduce the use of chemicals, and increase

agricultural and industrial productivity offering an eco-friendly, energy-free solution with proven results in over 1,000 installations
across Mexico.

Wormie

Wormie is a biotechnology company that produces livestock inputs using Tenebrio molitor, which has the ability to biodegrade
Styrofoam and reintroduce it into the food chain. We offer natural protein in live and dehydrated formats, as well as organic fertilizer,
as nutritious, accessible, and sustainable alternatives for breeders and producers looking to improve animal performance and reduce

environmental impact.

Selected Projects



With each selected entrepreneur, the Project Manager conducted an initial diagnostic interview with each entrepreneur via Google Meet. This
assessment identified their needs, key improvement areas, and growth opportunities.

The diagnosis served two main purposes:

Mentor Selection – By understanding each entrepreneur’s specific challenges, we matched them with a mentor whose expertise best suited their
needs, ensuring personalized and relevant support.

Focused Mentorship – Entrepreneurs gained clarity on their priority areas, enabling them to set clear objectives and make the most of their
mentorship sessions.

This process ensured that each entrepreneur received the most relevant tools and guidance, strengthening their individual progress and enhancing the
overall impact of the program.

Initial Diagnosis



Initial Diagnosis
Example of the Diagnosis:



Each project was paired with a Lead Mentor, an experienced professional who guided the entrepreneur throughout the four-month acceleration
process, ensuring consistent progress and strategic focus.

Key Responsibilities

Work closely with the Project Manager and the entrepreneur to define clear, actionable objectives based on the initial diagnostic assessment.
Deliver strategic guidance and tailored mentorship aligned with the specific needs, stage, and priorities of the business.
Provide ongoing, constructive feedback to help entrepreneurs refine their strategies, strengthen decision-making, and address key challenges.
Ensure continuous alignment with the program’s objectives while supporting the consolidation and growth of the business.

The Lead Mentor played a central role in supporting entrepreneurs through critical decisions, helping them overcome challenges, and enabling them
to fully leverage growth opportunities throughout the program.

Lead Mentors



Alberto Arroyo

David Perez Fernanda Pacheco Juan Pablo Marichi Paola Flores

Diana Popa Juan Diego Rueda Pablo King

Lead Mentors

https://www.linkedin.com/in/albertomx/
https://www.linkedin.com/in/davidperezcastillo/
https://www.linkedin.com/in/fernandapachecom/
https://www.linkedin.com/in/juan-pablo-marichi-ab61a6159/
https://www.linkedin.com/in/paolafloreshernandez/
https://www.linkedin.com/in/diana-popa-70b72013/
https://www.linkedin.com/in/juandiegoruedamadrid/
https://www.linkedin.com/in/dr-pablo-king-73130214a/


Acceleration Needs

Name Key needs Mentor

Apical
Strengthen B2B and B2C commercial strategy, refine the business model and

financial fundamentals, and quantify impact.
Diana Popa

Bee Harvest
Clarify the business model, improve sales and marketing strategy, and define and

communicate impact.
Alberto Arroyo

Bloom
Strengthen B2B and distributor sales, build a scalable organizational structure, and

define a clear growth path.
Diana Popa

Entinnova
Finalize the business model, strengthen commercial strategy, and improve financial

planning and fundraising readiness.
Alberto Arroyo

Finaqua
Strengthen financial and credit structuring, refine commercial strategy, and

consolidate organizational structure.

Juan Pablo Marichi (Finance)
 Fernanda Pacheco (Human

Resources)



Name Key needs Mentor

Finca Cacayo
Clarify the business model and target buyers, strengthen financial management, and

improve commercial, marketing, and impact practices
Paola Flores

Gente Viva 
Clarify priority business lines, strengthen commercial and financial strategy, and define

and communicate impact indicators.
Juan Diego Rueda

GreenCarbon
Group

Clarify the operating model, strengthen impact measurement and communication, and
refine commercial and financial strategy.

David Perez

LESS SALT
Clarify the business model, improve strategic B2B sales, and strengthen financial

management capabilities.
Paola Flores

Wormie
Clarify the business model, define a clear growth and scalability strategy, and integrate

impact into the value proposition.
Pablo King

Acceleration Needs



The program included eight one-on-one mentoring sessions, each lasting 1.5 hours and held every two weeks. This structure provided entrepreneurs
with sufficient time to implement recommendations and advance on agreed action points between sessions.

Key Elements

OKRs (Objectives and Key Results): Defined collaboratively by the New Ventures team, the mentor, and the entrepreneur to establish clear
priorities and systematically track progress throughout the process.

Focused yet flexible approach: While each session followed defined objectives and a structured roadmap, mentors remained adaptable, providing
timely guidance to address emerging challenges and evolving business needs.

This methodology ensured that entrepreneurs received personalized and strategic support, maintained clear direction, and progressed consistently
while adapting to the dynamic realities of their businesses.

Specialized Acceleration



After completing the eight mentoring sessions, the Project Manager conducted a final diagnostic assessment using the same evaluation tool applied at
the beginning of the program. This allowed for a consistent and objective measurement of the progress achieved during the acceleration process.

Objectives:

Identify the specific areas where mentorship generated the greatest impact.

Evaluate the overall effectiveness of the program and determine where each project achieved the most significant progress.

Highlight remaining challenges and areas requiring further development.

The following slides present detailed information on the priority areas addressed by each enterprise during the mentorship process, along with the
final diagnostic results to provide a clear view of the progress achieved throughout the program.

Final Diagnosis



Final Diagnosis

Apical

Apical is a science-based, data-driven solution that analyzes soil
DNA to provide practical recommendations on fertility and
biological protection, helping producers optimize farm
management and improve agricultural performance.

01

During the mentorship they focused on strengthening impact,
business model, and commercial strategy. The process
prioritized defining measurable impact metrics, refining the
business model through clear monetization opportunities, and
structuring a focused commercial approach, including defining
the ideal customer profile, sales process, and core commercial
materials. The mentorship helped align strategy, financial
planning, and value proposition. 

02

To access the final diagnosis click here

https://docs.google.com/spreadsheets/d/1MwBjS1woBCCYzNT-NHmaf1Lk_e0SplWkBE8lgMK-WRc/edit?usp=sharing


Final Diagnosis

Bee Harvest

Bee Harvest is a software development company specializing in
geospatial intelligence for agriculture. We process drone-
captured imagery and develop machine learning and deep
learning methodologies to automate processes and deliver
cloud-based solutions.

01

During the mentorship they focused on clarifying its business
model, strengthening its sales and marketing strategy, and
integrating impact into its value proposition. Key efforts included
defining a scalable pricing and monetization structure,
improving the sales process and ideal customer profile, and
developing a clear commercial and impact narrative to support
sustainable growth.

02

To access the final diagnosis click here

https://docs.google.com/spreadsheets/d/13AQu_ZC4urDOAvdx-RwqwzSKylF26GTT9s8PYV6OPks/edit?usp=sharing


Bloom

Bloom is an AI-powered management software for agro-input
applications and field monitoring. It helps agronomists make
smarter decisions and automate their work, while enabling
producers to increase profitability and reduce their
environmental impact.

01

During the mentorship they focused on refining Bloom’s business
model and commercial strategy, including a pivot toward a more
scalable subscription-based approach and a clearer Ideal
Customer Profile. They strengthened their interactive sales
demo, validated the new model with potential users, redesigned
the organizational structure to prioritize sales, and aligned their
financial model (TAM-SAM-SOM, cash flow, and MVP costs) with
a three-year scalability vision centered on strategic alliances
with distributors.

02

To access the final diagnosis click here

Final Diagnosis

https://docs.google.com/spreadsheets/d/1vF7K-dj90m00XeFvJbyWNNLrJLK_eELiuROwq3m-eEs/edit?usp=sharing


Entinnova

Entinnova distributes the world’s most efficient irrigation system:
RDI. We aim to contribute to food security, regenerate soils, and
build resilience to climate change through this technology.

01

During the mentorship they focused on strengthening its
business model and commercial strategy. The process
emphasized defining a clear ideal customer profile, structuring a
step-by-step sales process, refining its go-to-market approach,
and developing differentiated value propositions for key
segments. Additionally, the team worked on integrating impact
into the value proposition, building strategic alliances, and
identifying relevant funding sources.

02

To access the final diagnosis click here

Final Diagnosis

https://docs.google.com/spreadsheets/d/1NltDqO6Uh0iBw0m_QpaoE1mJPb5JNqQMMKdqxRGMLM0/edit?usp=sharing


Finaqua

Finaqua has developed and implemented two technological
innovations: (1) monitoring water use in crops (which is largely
nonexistent, and what little is measured is rarely verified), and
(2) transforming how agricultural financing is provided and
supporting farmers who have traditionally been excluded from
the financial system.

01

During the mentorship they focused on designing Finaqua’s first
agricultural credit products by identifying the most suitable
crops, structuring loan terms, interest rates, and risk models
based on water savings and farmer profiles. In addition, they
worked on strengthening the company’s organizational
foundations by defining team roles, culture, and values. 

02

To access the final diagnosis click here

Final Diagnosis

https://docs.google.com/spreadsheets/d/1SwUEkhB-2TvVXxb_pFaE3rEWWNsPFLs8V9bIgeI_ans/edit?usp=sharing


Finca Cacayo

Finca Cacayo offers agroecological cacao transformed into various
chocolate-derived products, connecting consumers with the
authentic origin of cacao and its roots. Its products are traceable
and environmentally friendly in their processes, helping restore
value to cacao consumption while highlighting its ancestral
heritage.

01

During the mentorship they focused on structuring and clarifying its
business model, strengthening its commercial strategy, and building
financial and impact foundations. The process prioritized defining
key customer segments and value propositions, developing a solid
commercial pitch tailored to different sales channels, and
improving financial management. Additionally, the team worked on
identifying measurable impact indicators and integrating into its
value proposition to support profitability and long-term growth.

02

To access the final diagnosis click here

Final Diagnosis

https://docs.google.com/spreadsheets/d/1e0aI_ncM4Uu41bSD-IVpUVQccRZ4gZoTEZPZVoS4Q8g/edit?usp=sharing


Gente Viva

Gente Viva grows, processes, and sells agroecological foods that
protect people’s health and our territory.

01

During the mentorship they focused on building a solid financial
strategy and strengthening its business model to achieve long-term
sustainability. The process prioritized developing a clear budget,
projected cash flow, and cost structure to better understand
profitability, identify the break-even point, and evaluate the
performance of each business line. At the same time, the mentorship
supported strategic decision-making, cost control, and sales planning,
enabling the entrepreneur to define priorities and move toward a
more financially sustainable and structured operation.

02

To access the final diagnosis click here

Final Diagnosis

https://docs.google.com/spreadsheets/d/1VkKiXxdRxiM0vwJoMOe_VWL_PUNDIzbPkmHuFB7610Y/edit?usp=sharing


Green Carbon

Green Carbon Group is a private equity fund created to invest in
entrepreneurs and sustainable, innovation-driven ventures focused
on people, solutions, and impact. What sets us apart from other
capital options is a fully supportive evaluation process that helps
validate, certify, and implement.

01

During the mentorship they focused on designing and validating its
investment model, defining its minimum viable financial structure.
The sessions prioritized establishing the target profile of
companies to be funded, building a structured evaluation and
selection process, designing a follow-up and capacity-building
system for portfolio projects, and aligning financial sustainability
with measurable impact indicators. Additionally, the team refined
its commercial strategy, investment thesis, partnerships, and pitch.

02

To access the final diagnosis click here

Final Diagnosis

https://docs.google.com/spreadsheets/d/1Is-gN1iWDtpLh964Dpr6aXNDxRGHxMp_rU041w0SZMQ/edit?usp=sharing


Less Salt

Less Salt designs, manufactures, and distributes magnetic
conditioners that modify the structure of minerals in water,
preventing scaling and improving water efficiency. This
technology can save up to 30% of water, reduce the use of
chemicals, and increase agricultural and industrial productivity
offering an eco-friendly, energy-free solution with proven results
in over 1,000 installations across Mexico

01

During the mentorship they focused on strengthening their B2B
and distributor sales strategy by developing a structured sales
process and creating a comprehensive commercial toolkit,
including a validated sales pitch adaptable to both corporate
and agricultural clients. Additionally, the mentorship supported
the identification of key customer segments, the mapping of
priority agricultural markets, and the development of training
materials for distributors and sales teams

02

To access the final diagnosis click here

Final Diagnosis

https://docs.google.com/spreadsheets/d/1lwJttJQ1LrFxdVxfru5BlqN0yPVCihpv_Kf21pyDkns/edit?usp=sharing


Wormie

Wormie is a biotechnology company that produces livestock inputs using
Tenebrio molitor, which has the ability to biodegrade Styrofoam and
reintroduce it into the food chain. We offer natural protein in live and
dehydrated formats, as well as organic fertilizer, as nutritious, accessible,
and sustainable alternatives for breeders and producers looking to
improve animal performance and reduce environmental impact.

01

During the mentorship they focused on consolidating a clear and
implementable business model, defining its growth and scalability path,
and integrating measurable impact into its value proposition. The process
prioritized identifying and targeting key customer segments, building a
sustainable and scalable monetization strategy aligned with circular
economy principles, and establishing a strategic roadmap with clear long-
term goals. At the same time, the entrepreneur worked on defining impact
indicators and strengthening the impact narrative to ensure both
economic viability and environmental contribution.

02

To access the final diagnosis click here

Final Diagnosis

https://docs.google.com/spreadsheets/d/143qVc1XQdBbMNKjA6b0-mbJ97i1qDPaXkuDr0Rv1f4A/edit?usp=sharing


Performance Results

Business Model01

Business Strategy03

Finance05

02

04

06

Impact

Team

Scalability

The program’s direct impact is assessed by comparing the initial and final diagnosis, measuring how
many elements entrepreneurs incorporate across six key areas: 

This approach shows that as entrepreneurs progressively strengthen these areas, their potential for
business growth increases, improving their prospects for long-term sustainability and success.



Performance Results

The following table compares the initial and final
evaluations to identify improvements across all assessed
criteria. Each category includes an initial and final score,
along with the percentage of variation observed. Overall,
the results show significant improvement in all criteria,
highlighting the program’s effectiveness in strengthening
the participating startups.



Performance Results

Business Strategy (+36.4%): This category shows the largest
improvement, indicating that the program enhanced founders’
ability to define clear growth strategies and market positioning. 

01

Business Model (+23.3%): Startups strengthened their value
propositions and revenue models. This suggests the program
effectively helped founders clarify how their solutions generate
value and capture revenue.

03

Financials (+19.0%): Startups improved their financial planning
and understanding of cost structures and projections. 05

Scalability (+26.1%): The strong increase reflects improved
capacity to scale solutions across markets or producers. Startups
finished the program with more replicable and growth-oriented
business models.

02

Impact (+22.5%): Participants improved their ability to define and
communicate the social and environmental impact of their
solutions in the agricultural sector. This reflects stronger
alignment between business growth and sectoral impact.

04

Team (+17.2%): Moderate improvement suggests better role
definition and collaboration within teams during the program.
This category shows the smallest increase, which is expected
because team composition changes are harder to influence in a
short program.

06



Performance Results
Individual Progress



Performance Results

Improved by 27.1%, showing strong progress during the program
and reaching a high final score that reflects strengthened
strategic clarity and a more solid business structure.

APICAL

Increased its performance by 23.6%, achieving one of the highest
final scores in the cohort and demonstrating how the program
helped consolidate and refine an already strong business model.

BEE HARVEST

Improved by 28.1%, indicating significant progress from its initial
assessment and highlighting the program’s role in strengthening
its business fundamentals and direction.

BLOOM

Individual Progress



Showed a 20.7% improvement, reflecting steady progress in
strengthening its strategic planning and operational structure
throughout the program.

ENTINNOVA

Improved by 17.8%, showing moderate progress while
maintaining a strong final score, reinforcing its business
structure although several concepts remain in the
implementation stage.

FINAQUA

Recorded a 32.4% increase, one of the largest improvements in
the cohort, demonstrating how the program helped clarify its
strategy and strengthen the overall structure of the project.

FINCA CACAYO

Performance Results
Individual Progress



Increased its performance by 14.8%, showing gradual progress and
improvements in project structuring while continuing to develop
key areas for growth.

GENTE VIVA

Improved by 19.7%, benefiting from program insights that helped
refine its value proposition and identify clearer strategic
opportunities.

GREENCARBON

Increased its performance by 19.8%, reaching a very high final
score and showing how the program helped strengthen and
validate an already advanced and scalable business model.

LESS SALT

Achieved the highest improvement in the cohort with a 36.9%
increase, reflecting a transformative progression in its business
structure, strategy, and overall project maturity.

WORMIE

Performance Results
Individual Progress



Performance Results
The program significantly strengthened the overall maturity of the participating projects, increasing
the cohort’s average performance from 62.9% to 80.2% (+24.1%). This improvement shows that
entrepreneurs were able to clarify their business models, strengthen their strategic planning, and
better structure their projects for growth.

Additionally, some projects experienced transformational progress, particularly those that started
with lower initial scores, demonstrating the program’s ability to provide critical guidance, practical
tools, and insights that helped the entrepreneur refine their value propositions and identify clearer
pathways for development and scalability in the sector.

Overall Progress



05

Impact Measurement 

Impact data clarity: Do you clearly know what
to measure, how to measure it, and which data
will prove your impact?

01

02
Business  Model: How would you describe the
state of your business model? 

04

The direct impact measurement of the program is based on evaluating the number of elements
incorporated by entrepreneurs five key areas: 

BASELINE ENDLINE

The methodology is using self-reported responses from each entrepreneur to track changes in their skills
throughout: 

It is important to note that the conclusions drawn are based on self-reported responses from entrepreneurs.
Therefore, our analysis and insights are built upon these responses, making assumptions accordingly.

03
Value proposition:  How clear is your value
proposition now? 

04
Income satisfaction: How satisfied are you
with your venture’s current sales and
revenue? 

05
Social impact satisfaction: How satisfied are
you with the social impact your venture
currently generates?



Apical 

01

02

Impact Results 

Entrepreneur Progress

Baseline Endline

0

1

2

3

4

5
Impact Data Clarity

Business model

Value propositionSocial impact satisfaction

Income satisfaction

Biggest change during the program: We added a new customer segment to our
business model.

Bee Harverst
Entrepreneur Progress

Baseline Endline

0

1

2

3

4
Impact Data Clarity

Business model

Value propositionSocial impact satisfaction

Income satisfaction

Biggest change during the program: Refine the business model, define a go-
to-market strategy, and clearly articulate the target customer profile

STRATEGIC ALLIANCES WHERE MADE 



Bloom 

01

02

Entrepreneur Progress

Baseline Endline

0

1

2

3

4

5
Impact Data Clarity

Business model

Value propositionSocial impact satisfaction

Income satisfaction

Biggest change during the program: Change the business model.

Entinnova
Entrepreneur Progress

Baseline Endline

0

1

2

3

4

5
Impact Data Clarity

Business model

Value propositionSocial impact satisfaction

Income satisfaction

Biggest change during the program: To define clearly the business model and its
long-term profitability

STRATEGIC ALLIANCES WHERE MADE STRATEGIC ALLIANCES WHERE MADE STRATEGIC ALLIANCES WHERE MADE STRATEGIC ALLIANCES WHERE MADE 

Impact Results 



01

02

Entrepreneur Progress

Baseline Endline

0

1

2

3

4

5
Impact Data Clarity

Business model

Value propositionSocial impact satisfaction

Income satisfaction

Biggest change during the program: To refine the business model and ensure
its long-term financial sustainability

Finca Cacayo

Biggest change during the program: Improved financial organization, developed
segment-specific catalogs, and strengthened value proposition communication.

STRATEGIC ALLIANCES WHERE MADE 

Finaqua
Entrepreneur Progress

Baseline Endline

0

1

2

3

4

5
Impact Data Clarity

Business model

Value propositionSocial impact satisfaction

Income satisfaction

Impact Results 



01

02

Entrepreneur Progress

Baseline Endline

0

1

2

3

4

5
Impact Data Clarity

Business model

Value propositionSocial impact satisfaction

Income satisfaction

Biggest change during the program: Refined our business lines, gained clarity
on profitability, and discontinued non-profitable segments 

Biggest change during the program: Built a comprehensive structure across
operations, finance, commercial strategy, messaging, and key impact metrics.

STRATEGIC ALLIANCES WHERE MADE 

Entrepreneur Progress

Baseline Endline

0

1

2

3

4

5
Impact Data Clarity

Business model

Value propositionSocial impact satisfaction

Income satisfaction

Gente Viva Green Carbon

Impact Results 



01

02

Entrepreneur Progress

Baseline Endline

0

1

2

3

4

5
Impact Data Clarity

Business model

Value propositionSocial impact satisfaction

Income satisfaction

Biggest change during the program: Sales pitch presentation. Biggest change during the program: The approach was refined to better align
short- and long-term objectives, as well as the overall vision of the venture.

Entrepreneur Progress

Baseline Endline

0

1

2

3

4

5
Impact Data Clarity

Business model

Value propositionSocial impact satisfaction

Income satisfaction

WormieLess Salt 
Impact Results 



Impact Results
Collective Progress

8 out of 10 entrepreneurs report establishing or
strengthening their impact metrics through the
program.

5 out of 10 Entrepreneurs established strategic
partnerships through the program.

  =  % Promoters  —  % Detractors
9-10 likely to recommend

100-100

Net Promoter Score® 

The Net Promoter Score® is a gauge of
satisfaction and loyalty. Anything above 50 is
considered excellent. A negative score is
considered poor.

90



Impact Results
Collective Progress

Top Benefits Valued by
Entrepreneurs

Business model &
strategic clarity

4

Investment
readiness & access

to capital
3

Operational
strengthening

2

Beneficiary impact
& empowerment

1

Networks &
ecosystem

connections
1 The program’s most valued contribution

was strengthening business model and
strategic clarity, enabling entrepreneurs
to better define their value proposition
and focus on a specific customer
segment. 

Investment readiness also improved
through pitch deck development,
increased confidence to engage with
investors. 



Impact Results
Collective Progress

Entrepreneurs Progress

Baseline Endline

0

1

2

3

4

5
Impact Data Clarity

Business model

Value propositionSocial impact satisfaction

Income satisfaction

This is the average across the 10 entrepreneurs
for the five key elements we measured. 

Income satisfaction showed the greatest
improvement, with an increase of 1.6, likely
driven by the redefinition of their business
models and their scalability. 

On the other hand, social impact satisfaction
showed the smallest improvement, with an
increase of 0.7, which makes sense as
entrepreneurs have become more critical and
rigorous in how they assess their impact.



What our entrepreneurs are saying
“Many of the things I have achieved would not have been possible

in such a short time without this program. I am very happy and
excited about what’s ahead.” - Finca Cacayo

“The advisory sessions were excellent, our advisor deeply
understood the agricultural market and helped us refine both our

business model and customer strategy.” - Apical

“The mentors genuinely care about helping our ventures succeed.
I wish there were more people like them in the world.” - Finaqua

Our mentor was key in giving us clarity, without the program, our
business would be heading in a very different direction.” - Gente Viva

“I would love to have the opportunity to collaborate with Bayer; I
believe it would be a great growth opportunity for us to present

our project to them.” - Less Salt



Suggestions for Program Improvement
“Access to investors and opportunities to pitch our ventures

would be highly valuable.” - Bee harvest

“A demo day with corporates and philanthropic organizations
would be a great addition for finalists.” - Finaqua

“Additional sessions focused on go-to-market strategies would be
especially valuable in the agricultural sector.” - Bloom 

“Creating more spaces for peer learning and networking would
strengthen the overall experience.” - Gente Viva 



Bayer Group Sessions

The session explored key trends in agricultural innovation, with Elías Tapia
Ramos highlighting the use of AI, virtual reality, drones, and biorational
management as part of the shift toward Agro 4.0. The discussion also
addressed how faster information flow is accelerating farmers’ adoption of
innovation

New Trends in Agriculture

The session focused on understanding the agricultural sales process and
identifying business opportunities in Mexico’s agribusiness sector, led by Jesús
Muñoz. Key points included farmer segmentation, building strong value
propositions supported by clear ROI and KPI measurement to successfully
close deals.

Sales



Closing Session
The closing session focused on reflecting on the program’s achievements,
celebrating participants’ progress, and outlining continued support through
New Ventures’ alumni network, Colectiva. 

Entrepreneurs shared key learnings, such as improved financial clarity and
stronger communication skills, while the New Ventures team highlighted the
impact-driven innovation demonstrated throughout the program and
encouraged participants to continue collaborating and growing beyond the
accelerator.

he session included interactive reflection dynamics where participants
identified key learnings, growth in their projects, next steps, and their
commitment to the agricultural sector, alongside a Menti evaluation where
they rated the program, described it in one word, shared appreciation for
mentors, and offered advice to other entrepreneurs.



What is the most important lesson you learned from the program?

Closing Session
What changed or progressed in your business during the program?



What is the next most important step for your project?

Closing Session
After Reinventa el Campo, my commitment to the countryside is…



What is the next most important step for your project?

Closing Session
After Reinventa el Campo, my commitment to the countryside is…



How would you rate the program?

Closing Session
What advice would you give to other entrepreneurs at Reinventa el Campo?



What word would you use to describe the program?

Closing Session



Closing Session

What are you grateful to your mentors for?



Agustín Brena
FINAQUA

Naomi Garciamoreno
Gente Viva

Angel Hernández
GreenCarbon

Program Feedback and Experience
Click on each picture to listen to the testimonies 

Diego Valenciano
Bee Harvest

Mónica Serrano
APICAL

https://drive.google.com/file/d/1d8N6qs8TK-DKhHgeVLR0QLJJyEvHP1nF/view?usp=sharing
https://drive.google.com/file/d/1GCHpjez7m3dUud3L47G_NPknKiEXVXb-/view?usp=sharing
https://drive.google.com/file/d/1w75fdimlS2Y1bfEDDqSjJkm63JHLR9gU/view?usp=sharing
https://drive.google.com/file/d/1eTCCuR9uuYzyEf2YUgPQnytbc0hWdkcN/view?usp=sharing
https://drive.google.com/file/d/1FuZnwXOOCcUk7GAbzqmFFQoU46RchV6B/view?usp=sharing


Phase 4

Financing



Viwala’s Credit

For this edition, the eligibility criteria established in the previous year were
maintained. This included the adjustment introduced last edition, where the
minimum annual revenue requirement was reduced from 1,000,000 MXN to
500,000 MXN, allowing greater access to Viwala’s credit for early-stage
ventures.

So far, 1 project has submitted their application:

Bloom: They currently have an existing credit that limits their borrowing
capacity, so it is unlikely that VIWALA will grant them the money.



Viwala’s Credit
We reached out to entrepreneurs who meet the requirements for the credit to understand why they had not applied.
Their responses were the following. 

 At the moment, they are not in a position to
take on a credit until their financial situation
improves, as they prefer to stabilize their
finances before committing to additional
debt.

FINCA CACAYO

The credit was not attractive given the
amount offered, as they are currently seeking
financing closer to 2 million MXN.

BEE HARVEST

They perceive applying for a loan as too risky
for their current stage.

GENTE VIVA

They indicated that the credit could
potentially be useful for a future project, but
not at this time.

LESS SALT

Considering that only one application was received for the Viwala credit, this financing opportunity will also be promoted among the previous cohort of the
program. This will help maximize the use of the available capital and expand access to funding for more entrepreneurs.

So far, Lluvia Sólida from the 2024 edition has applied for a credit, and VIWALA is currently reviewing their application and financial information.



In the 2024 edition, El Rincón Verde signed a $300,000 MXN credit agreement over 24
months at a 2.9% interest rate. The entrepreneur has maintained an excellent repayment
record, meeting all monthly installments on time and without delays.

According to the founder, this financing enabled a long-postponed strategic step: the
modernization and digitalization of their educational area. While they had long
envisioned offering online courses and workshops to expand access to food-growing
knowledge, operational priorities had consistently delayed this transition. The credit
became the catalyst for launching their digital transformation representing not only
financial support, but a decisive move toward growth.

As a result, they’ve achieved a meaningful expansion of its impact. Previously limited to in-
person courses in Guadalajara, El Rincón Verde now operates under a hybrid model,
allowing participants across Mexico and Latin America to access training in urban
gardens, sustainable agriculture, and environmental education remotely. This shift has
strengthened both their scalability and their long-term social and environmental impact.

EL RINCÓN VERDE

Viwala’s Credit
2025 Credit

Click on the image to listen to Alex’s testimony

https://drive.google.com/file/d/1FxZlXB7U-XHFET3VNzZ6JngvmCiJw4qN/view?usp=sharing


Next steps



Colectiva Community
Entrepreneurs now have unlimited and free access to Colectiva’s services, including
ongoing mentorship to address specific challenges, support in connecting with
investment funds and financial institutions, and opportunities to engage with
Colectiva’s network through targeted sessions. They also benefit from continuous
learning on relevant industry topics, a collaborative community to share progress and
experiences, and access to information on key initiatives, programs, and events within
the sector that can support their growth.



Added Value

A key component of our mission is to foster a strong entrepreneurial
community where founders feel supported and accompanied throughout
their journey. As part of this commitment, we actively share relevant events
and strategic spaces that enable entrepreneurs to grow, learn, and build
meaningful connections, helping them position themselves as key actors
within the agriculture, impact, and technology ecosystems.



Added Value
During the year, we invited our community to participate in the Binational Agriculture Working Group,
organized in collaboration with Consejo Nacional de Humanidades, Ciencias y Tecnologías, University of
California, Berkeley, and Alianza MX. More than five entrepreneurs from our network attended, gaining
exposure to binational collaboration opportunities, strengthening their networks, and engaging with key
actors in the agriculture and innovation ecosystems.

Binational Agriculture Working Group

FLII
(Bootcamp 2024) Sponsored the event, an opportunity that emerged through
connections made through the program, by providing sustainable snacks for
attendees. As a result, the project gained new clients, connected with potential
investors, and deepened its understanding of the impact ecosystem, helping
strengthen its project.

ÉKOLE

(Bootcamp 2025) Cristina described FLII as a transformative experience that expanded
her understanding of impact investing and the key actors within the ecosystem,
allowing her to better align her project with ecosystem needs.

¡ALA TERRA!

(Acceleration 2025): Agustín highlighted FLII as one of the few events that enables
high-level networking with investors, entrepreneurs, and ecosystem leaders within the
impact sector.

FINAQUA



Corporate
Alliances

Corporate Alliances is a new area in New Ventures that aims to connect impact
entrepreneurs from the New Ventures´portfolio with corporates in order to generate
coollaborations in:

Philanthropy
Supplier Services
Open Innovation
CVC Investment

A first step is converging these different actors through events and shared
experiences. 



Corporate Alliances

Delivered an innovation talk to the Innovation team at Bayer Mexico, sharing insights
on how to design and think about new business models from an entrepreneurial
perspective. Reflecting on the experience, he highlighted it as a valuable opportunity
to exchange ideas with Bayer’s innovation teams, discussing topics such as agile
methodologies, talent management, and artificial intelligence, while recognizing the
company’s efforts to challenge traditional structures and foster a more innovative and
sustainable approach to health and agriculture.

GAPY
2024 EDITION

Participated in a climate tech demo day as part of the initiative led by México por el
Clima, presenting its solution to corporate stakeholders (Bimbo, José Cuervo, Walmart,
IKEA and Fibra Uno) and gaining visibility within a broader climate-focused ecosystem.

EARTH IOT
2021 EDITION

Experiences:

https://mexicoporelclima.com/
https://mexicoporelclima.com/


Mobilizing key audiences: Generating
interest among agro-entrepreneurs and
agricultural ecosystem communities to
drive engagement with the call for
applications

Multichannel strategy : Coordinated use
of owned channels, paid media, public
relations, ecosystem partners, and
agricultural content creators to broaden
awareness.

Program rebranding: Transition to Reinventa el
Campo, strengthening the program’s identity and
narrative around agricultural innovation and
sustainable impact.

Communication
Strategy
Throughout the program the communication strategy
aimed to position RE-INVENTA EL CAMPO, amplify
the program’s call for applications, and mobilize
agro-entrepreneurs through a multichannel
campaign based on content, ecosystem partners, and
public relations.



45 content assets
Across multiple formats and platforms including
social media and public relations, plus one field
visit coverage through photography. 

Media and ecosystem reach
7 media publications reaching 95M impressions
3 collaborations with content creators
3 podcast interviews
25+ posts from ecosystem partners

Communication of program milestones
Coverage of milestones, Bootcamp and the 10 selected
ventures.
Environmental impact narratives positioning both the
program and its agro-entrepreneurs.

Content generated conversation and engagement
People reached: 684,470
Views: 343,117
Interactions: 15,615

We expanded the visibility of Reinventa el Campo and the program’s agro-entrepreneurs

Communication Strategy



35 + social media posts promoting the call for
applications.
Interviews with Generation 3  agro entrepreneurs
to inspire new applicants and strengthen the
ecosystem.
Media kit shared with 120+ partners and targeted
1:1 invitations.
Digital paid media in states with the highest
concentration of the agricultural sector.
4 collaborations with strategic agricultural
content creators.

Call &
selection



Helping to deliver the message trough massive media

Joint press release
95,012,000 potential people reached through media exposure.

7 media publications
Empresas 2030
Edo Méx al Día
AgroLatam
El Emprendedor
Agronauta
Líderes Mexicanos

Media outreach
Bayer: distribution to media covering business, sustainability,
economy, and food tech (press release distribution).
New Ventures: outreach to ecosystem partners, impact sector
media, and content creators, including efforts to secure
interviews and additional coverage.

Media outreach



Data: How did the entrepreneurs
found out about the program

Most entrepreneurs learned about the
program through social media, 44%.

Recommendations also played a significant role in motivating
applications, indicating that awareness of the program is
spreading and that past participants are satisfied enough to
endorse it to others.

Additionally, the data shows that the multi-stakeholder
outreach approach was both effective and productive in
reaching potential applicants.



Carousels and videos
Call for applications closing
10 selected ventures
5 content series telling the stories of
the agro-entrepreneurs

Coming next
Entrepreneur testimonials
Program closing

Program
Milestones

https://www.instagram.com/p/DNq4DGlJwCh/?utm_source=ig_web_copy_link&igsh=MzRlODBiNWFlZA==
https://www.instagram.com/p/DPhOimOidYw/?img_index=1
https://www.instagram.com/p/DRSoI52iftg/?img_index=1
https://www.instagram.com/p/DSBD6EqjxMR/?img_index=1


Ecosystem
engagement
Through public relations efforts, we secured
participation opportunities at KM ZERO,
including entries to the F Talks Summit, access
to conference sessions, and participation in
Future Market for Fungivora and Gapy (3rd
generation)

More of F Talks Mexico

https://www.ftalksfoodsummit.com/mexico2024


Strategic
Communication
Insights

Authentic storytelling
drives credibility and
engagement

Ecosystem collaboration
significantly amplifies
reach

The program’s visibility increased substantially
through coordination with Bayer’s social
media agency, public relations teams, and
ecosystem partners. Leveraging partner
networks proved to be one of the most
effective ways to expand awareness and reach
new audiences.

Social media and
community
recommendations are the
main drivers of discovery
Most entrepreneurs learned about the
program through social media and
recommendations, confirming the importance
of maintaining a digital-first communication
strategy supported by a strong ecosystem
community.

Content generated through field visits and
entrepreneur stories proved especially
powerful. Showing agro-entrepreneurs in their
real working environments strengthens trust,
humanizes innovation, and helps audiences
connect with the solutions transforming the
agricultural sector.



Thank you!
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	Final Diagnosis
	Finaqua
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	Wormie is a biotechnology company that produces livestock inputs using Tenebrio molitor, which has the ability to biodegrade Styrofoam and reintroduce it into the food chain. We offer natural protein in live and dehydrated formats, as well as organic fertilizer, as nutritious, accessible, and sustainable alternatives for breeders and producers looking to improve animal performance and reduce environmental impact.
	During the mentorship they focused on consolidating a clear and implementable business model, defining its growth and scalability path, and integrating measurable impact into its value proposition. The process prioritized identifying and targeting key customer segments, building a sustainable and scalable monetization strategy aligned with circular economy principles, and establishing a strategic roadmap with clear long-term goals. At the same time, the entrepreneur worked on defining impact indicators and strengthening the impact narrative to ensure both economic viability and environmental contribution.
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	The program’s direct impact is assessed by comparing the initial and final diagnosis, measuring how many elements entrepreneurs incorporate across six key areas:
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	Viwala’s Credit
	So far, 1 project has submitted their application:

	Viwala’s Credit
	We reached out to entrepreneurs who meet the requirements for the credit to understand why they had not applied. Their responses were the following.
	At the moment, they are not in a position to take on a credit until their financial situation improves, as they prefer to stabilize their finances before committing to additional debt.
	The credit was not attractive given the amount offered, as they are currently seeking financing closer to 2 million MXN.

	They perceive applying for a loan as too risky for their current stage.
	They indicated that the credit could potentially be useful for a future project, but not at this time.
	Considering that only one application was received for the Viwala credit, this financing opportunity will also be promoted among the previous cohort of the program. This will help maximize the use of the available capital and expand access to funding for more entrepreneurs.
	So far, Lluvia Sólida from the 2024 edition has applied for a credit, and VIWALA is currently reviewing their application and financial information.
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	2025 Credit
	EL RINCÓN VERDE
	In the 2024 edition, El Rincón Verde signed a $300,000 MXN credit agreement over 24 months at a 2.9% interest rate. The entrepreneur has maintained an excellent repayment record, meeting all monthly installments on time and without delays.
	According to the founder, this financing enabled a long-postponed strategic step: the modernization and digitalization of their educational area. While they had long envisioned offering online courses and workshops to expand access to food-growing knowledge, operational priorities had consistently delayed this transition. The credit became the catalyst for launching their digital transformation representing not only financial support, but a decisive move toward growth.
	As a result, they’ve achieved a meaningful expansion of its impact. Previously limited to in-person courses in Guadalajara, El Rincón Verde now operates under a hybrid model, allowing participants across Mexico and Latin America to access training in urban gardens, sustainable agriculture, and environmental education remotely. This shift has strengthened both their scalability and their long-term social and environmental impact.
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