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A. EXECUTIVE SUMMARY

ABuilding Assets to Better LivesoO i s tWegienogoterished,f t he Wo
rural women in East Africa the tools they need to climb out of poverty through microbusinesses they launch, own

and operate. The WMI program succeeds not just in boosting women out of poverty, but in keeping them out of

poverty by providing knowledge transfer through critical skills training and peer-to-peer mentoring. It encourages

not just income generation, but also savings and asset accumulation, which dramatically changes the financial
paradigm and future opportunities for borrowersé househo

Started in Buyobo, Uganda in 2008, expanded to Kenya in 2010, and Tanzania in January 2012, WMI provides
a comprehensive loan program called the Transition to Independent Banking Program (TIP) that offers
impoverished, rural women collateral-free, interest-bearing, 6-month term business loans, ranging from $50 to
$250, in a highly structured environment. Borrowers in 20-member solidarity groups cross -guarantee loans;
human capacity is developed through business and bookkeeping training, support groups, and on site follow up.

Each WMI loan program is administered on the ground by a woman-focused, village-level, local partner, which
is registered as a community based organization (CBO). WMI provides the basic format for the loan program
and the local CBO partner is responsible for daily operations. Interest paid on the loans is retained by the CBO
partner to cover loan program overhead and generates a surplus by the end of the first year.

After 24 months, successful borrowers are promoted to the innovative Transition Fund and receive a $500 loan

for a one-year term directly from a local bank. The Transition Loans are guaranteed by WMI. The CBO partner
continues servicing the borr oweaormwers TantmuedoiaccéeseWMIL oans f or
provided training and support services. Borrowers who pay their Transition Loans on a timely basis graduate to
independent banking and receive preferred-customer terms.

The progression to independent banking in a 36-month cycle is fully sustainable once initially funded, and
continues in perpetuity to graduate experienced rural businesswomen into the formal economy at roughly the
same rate as new loans are issued. Once a woman moves on to the Transition Fund, her loan funds are
recycled to a first-time borrower. WMI focuses capital on new loans, while the bank acquires new customers.

Utilizing existing village-level, woman-run CBOs to operate the loan hubs taps into an extensive social capital

network. These groups have a long history as the backbone of rural African communities. They mold cultural

norms, disseminate information, introduce new ideas and act as a social safety net for the community. Over half

of WMI borrowers care for orphans in their home - atypeoflocalout r each t he women,&en net wor
though the women are on average living on less than 50 cents/day. The networks are strong, vibrant and

thoroughly enmeshed in village life. Giving these networks the opportunity and responsibility for the loan

program leverages a valuable existing asset. After loan issue, the CBO acts as a powerful local presence that

offers back up support and peer oversight that leads to a 100% loan repayment. The CBO fills the typical loan

officer role in a conventional financial institution, but has the advantage of being embedded in the community.



Though urban markets are saturated, banks in East Africa do not serve poor, rural women, who desperately

need financial services, due to the high risk. WMI&s | oa
mutual benefit. It harnesses the market force of experienced/trained microborrowers to tap into banking

services on attractive terms, while providing a pipeline for banks to penetrate the underserved rural market.

Typically, microfinance (MF) programs fail to introduce experienced clients to more favorable banking

opportunities because experienced clients are a huge profit-center. WMI bucks this trend to provide the

benefits of commercial banking to poor, rural women.

During the four year period, January 2008 i January 2012, WMI funded over 4,300 loans. Bor r ower s 0
businesses have grown to employ local help and market goods/services regionally and as far away as the
Sudan. CBO partners maintain a waiting list of borrowers and WMI maintains a waiting list of prospective CBO
partners. In four years, the loan program has evolved to accommodate real world operating conditions in a
proven, successful format model for combating the extreme poverty endured by the rural women and families of
East Africa. Each loan impacts an average of 20 people (the borrower, immediate/extended family, employees,
suppliers and community members).

This four year track record of operating an effective and efficient program has had a very high impact: families
double their income within just 6 months of entering the loan program; household savings rates increase;
mosquito net purchases increase; and, nearly 100% of borrowers report improving household nutrition. These
are significant immediate impacts, but what is even more startling is the long term impact. Data collected by
WMI in surveys and face-to-face interviews, revealed dramatic sustained increases in income over a three year
period, with over half of the most experienced borrowers earning upwards of $3,333 a year and the top ten
percent earning more than $6,666 a year. For women who were living on less than 50 cents per day, these are
increases of over 1,800%.

WMI 6s10 | oan hubs serve over 300 rural vill ages. l'ts sc
approximately 20,000 new and follow up loans in the existing 10 hubs and 1,500 new and follow up loans in four

new village hubs, which will be added in Year 2 and Year 3. During that time period over 2,500 borrowers will
graduate to various types of bank IhauditiorsWMisinkliscMgsddnds | oc al
with its banking partner to shift booking the first time loans through the bank, with WMI acting as a technical

partner overseeing the loan process through its CBO partners (just as it does now). This shift would allow WMI

to attract additional, more conventional funding.

Each loan hub program costs approximately $133,600 to fund over a 48 month period; after that the hubs do
not need any infusions of new capital to continue operating in perpetuity (as long as the borrowers repay their
loans). The initial funding includes $80,300 for a revolving loan fund that supports loans to 160 new annual
borrowers in perpetuity; a $57,300 guarantee fund on deposit with the partner bank, and approximately $500 in
start-up funding to cover local program operating expenses until loan operations fully ramp up. After just the
first year, all local program operations are fully supported by loan income.

Current economic realities demand that social enterprises find ways to vest clients and communities in their
outreach services in order to ensure their own ongoing viability. They must find ways to end dependency on
third-party interventions. They must do more with less. Comparing impacts of social enterprises is a tricky
business. It demands that investors make difficult decisions about the relative value of the outcomes delivered

by well run organizations that are al/l Afdoing goodo.

Investors have many options when it comes to choosing a social enterprise that is ready to scale i up. There
are many worthwhile proposals providing social benefits that will improve the quality of life for a target
population. Very few however are structured to become financially self-sustaining. Very few leverage an
existing network to amplify outcomes. Very few have a proven track record of returning dramatic social impacts
with minimal resources. And, very few provide critical resources to marginalized populations. WMI does all of
the above and in doing so distinguishes its mission, goals and business plan for social impact investors.



B. INDUSTRY AND MARKET ANALYSIS

1 Market Context and Need

According to UN statistics, wo men represent the over whel mioweg70ihajhey i ty of
live on less than $1 per day. They are primarily responsible for feeding their families and contribute 50 i 80% of

the agricultural labor in sub-Saharan Africa. 2 Access to funding to provide start-up capital for microbusinesses

that generate income can greatly reduce thewomends exposure to poverty.

The Rural Poverty Report of 2001 found that any successful initiative to combat rural poverty in developing

countries must include access to microfinance.* According to the UN&s Capital Deve
AComprehensive i mpact studies hayvepsdeypoontousehaldseneet t hat : (i
basic needs and protect against risks; (ii) the use of financial services by low-income households is associated

with i mprovements in household economic welfare and ente

economic participation, microfinance helps to empower women, thus promoting gender-equity and improving
household well-b ei ng. o

Lack of access to credit and savings cripples the efforts of the rural East African population to become
economically actveand | i ft their households out of chronic poverty
World Banking, a global micro-finance organization, 88% of poor Ugandans i roughly 25 million people - live in
rural areas, which is the third highest concentration of any country in the world.> About 40 percent of these
people live in abject poverty, with mothers and grandmothers often caring for multiple children who have been
orphaned due to HIV/AIDS, among other causes.® Research done in Kampala, Uganda by the Women of
Uganda Network shows that despite the fact that women are the primary family providers, through running small
businesses or handling most of the agricultural work and family obligations, men, not women, are the primarily
the only ones to have access to microcredit and local business exchange:s.7 Women and their families can
become more stable through access to credit and savings tools to start and run businesses, implement
household budgets, pay for unexpected calamities and smooth the consumption curve. But, financial services
alone are not sufficient i the transfer of knowledge is key to empowering women to sustain their businesses,
build savings, accumulate assets and trigger economic development in rural areas. Knowledge transfer and
sustainability are essential to breaking the cycle of economic dependence on third party intervention. This is
especially important for women who are still forced into traditional gender roles in many developing countries
and remain largely dependent on their male counterparts 8

When a rural woman manages to establish a microbusiness, its growth is often stymied due to lack of access to
ongoing, larger capital sources and the more sophisticated financial products available from banks. Rural

1http://www.unh‘em.orq/qender issues/women_poverty economics/
2 http://www.undp.org/publications/annualreport2009/index.shtml

¥ pathways Out of Poverty, edited bySamDaly-Harris2n nH 0 S a9 YLRSNAY3I 22YSy GKNRdzZAK aAONRFAYlIyOSes
* http://www.ifad.org/poverty/index.htm

® Banthia, Anjali, Janiece Greene, Celina Kawas, Elizabeth Lynch, and Julie Slama. "Solutions for Financial Inclusion:

Serving Rural Women." Women's World Bankin@3 Mar. 2011. Web. 14 Apr. 2011. http://www.swwb.org/.

® “Rural Poverty in Africa.” International Fund for African DevelopmeWiteb. 14 Apr. 2011.

<http://www.ruralpovertyportal.org/web/guest/country/home/tags/africa>.

" Case Study Series on KEfabled Development: The Foundation of Economic and Business Development (FEBDEV)."
Bridges.ord2003). International Institute for Communicatio and DevelopmentWeb. 4 Apr. 2011.

<http:// http://www.bridges.org/case_studies/139>.

® Roudi-Fahimi, Farzaneh, and Valentine M. Moghadam. "Empowering Women, Developing Society: Female Eduaction in

the Middle East and North Africa."” Population Reference Bure&003). Web. 11 Apr. 2011.
<http://www.prb.org/pdf/EmpoweringWomeninMENA.pdf>.
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women receiving loans from microfinance programs need opportunities to graduate to independent banking with
fullservice commerci al institutions and a mechanism to int

Access to conventional commercial banking or institutionalized microfinance services in east Africa is extremely
limited and particularly so for rural women. The Consultative Group to Assist the Poor (CGAP)/ The World Bank
Groups Report on Financial Access 2010 documents the abysmally low rate of access to financial services in
east Africa.

COMMERCIAL BANKS MICROFIANNCE INSTITUTIIONS
Country Accounts per Loans per 1,000 Accounts per 1,000 Loans per 1,000
1,000 Adults Adults Adults Adults
Kenya 381 (38%) 75 (7.5%) 8 (.8%) 6 (.66 %)
Rwanda 226 (26%) 128 (12%) No data 11 (1.1%)
Tanzania No data 25 (2.5%) No data No data
Uganda 172 (17%) 25 (2.5%) 23 (2.3%) 8 (.8%)

WMI has surveyed 1,000 poor, rural women in Uganda and Kenya regarding microfinance services. None of
them had any type of loan. 100% of respondents indicated that they wanted to use loan funds to start or expand
a small business enterprise. Among their top priorities for using income from their businesses are: improving
food, healthcare, and paying school fees i thus increasing the well-being of their entire households. Indeed,
studies have shown that women chose to spend scare household resources on the well-being of their families
(See:Women In Poverty: A New Global Under¢|Bss/ra Buvinic, Foreign Policy Journ&hll 1995)

9 Current and Projected Demand

CGAP, the independent research center on financial access for the world's poor, reported on January 14, 2010

t h a here is Bttong evidence poor people value them (microfinance services) very highly because these
services help them cope with poverty. That evidence includes the high and continuing demand for microfinance,
and especially the phenomenal willingness of poor borrowers to repay uncollateralized loans when the only real
motive to do so is to maintain access to a highly valued servic e . 0

Potential users are poor, rural women in east Africa who want to improve their standard of living through
business operations and need affordable and accessible opportunities to access financial services. By
operating a simple- to-understand, village-level savings and loan program and providing training, WMI meets the
needs of these women who number 10 million. The loan program is operated by the users through their own
village level organization. WMI sets a basic structure that users implement according to their particular
circumstances. The loan terms/ conditions are minimal and straightforward; the requirements for administration
by the local village organization are very basic. Existing administrators mentor new loan program local partners
so that knowledge is passed on by peers, making it easy to understand. Because the loan program provides
only a basic operating structure, it is easy for village level groups to implement and tailor the details of operation

4



to their particular circumstances. WMI operates only in markets where it is invited by a local village-level partner
to launch a loan program, so market entry has no barriers.

WMI is already operating in 10 village hub locations in Uganda, Kenya and Tanzania. New organizations that
want to launch a WMI loan program for women in their villages can visit an operating loan program and see how
it works. WMI also sends an existing loan program administrator to all potential new village hubs to convene a
village-level meeting and explain the loan program beforehand to interested users. Working through Local
CBOs also eases entry into a new marketplace.

* Ecosystem Analysis (partners, competitors, policy levers, etc.)

RESOURCE

PROVIDERS COMPETITORS

FINANCIAL - No direct competitors in geographic area BY-STANDERS
'mﬁ%_ ) | - Potential competitors are larger MFs like - &hﬂ bﬁ'lj;s

-] 5 =

e B (PBU) FINCA and PRIDE ger MFs

-Social investors

-Foundations

HUMAN )

'g:g;“:ﬁd’ crng Lo Women's Microfinance Initiative BENEFICIARIES/ .
) e - Bulambuli Widow’'s CUSTOMERS ’
KNOWLEDGE ) Association - Poor, rural women

B - Mayi Agiri Women - Their families

—Experts in mmning loan DEVIEII][]]]]E]Il GI‘Ollp - Their villages

program - Sikabu SE]I-HE]])GI‘O-I]])

TECHNOLOGICAL
- Financial modeling

- Communications (mobiles

and lap tops) COMPLIMENTARY ORGANIZATIONS/ALLIES
- Development organizations
INTERMEDIARIES - Financial training institutes OPPONENTS
) EcLUHJ w':“":: slg'mpsl - - Adult literacy programs - Moneylenders
s - Social services/health organizations - NGOs offering
- Village elders - AIDS awareness projects inappropriate subsidies
ol e s - Clean water & cooking options providers - Banks with high rates
- Solar lighting initiatives

. 2

IMPACT
Creation of income pmdnmng small businesses, leading to wealth crcahon wealth 5
accumulation, and expansion of local resources, but limited by ].ack of access to seed
capital and on-going access to working capital.




T Initiative Details

The initiative being scaled is WMIb&és unique microfinance
Program. It is a comprehensive, village-level program that takes a woman from poverty to financial
independence in 36 months. After borrowers graduate to independent banking, they can obtain successive
loans from the bank at WMI negotiated rates, based their own, individual business operations.

The Journey

FINISH After 4 years, Borrower can
transition to an independent loan issued by the
bank for up to $2,500 for a 1 year term; WMI
does not guarantee the loan; Borrower makes

20% deposit and 80% collateral pledge.

JMEN'S
MICROFINANCE INITIATIVE

1%

After 3 years, Borrower can transition to an independent
loan issued by the bank for up to $1,000 for a 1 year term;
WMI guarantees 11% of the loan; Borrower makes 20%
deposit and 20% collateral pledge.

Borrower

starts

business and in buisness skll|s
works her

way out of

poverty.

WOMENS\'
MICROFINANCE INITIATIVE

1 and the group
iminated.

u A
grow; after 18 months loan amount wo MEN'SY
can increase to $250. MICROFINANCE INITIATIVE

o How it advances WMI 6s Theory of Change

WMI Theory of Change: If WMI provides collateral-free loans and training to impoverished women, in peer
groups, through a local, village-level group, then their levels of income will increase, they will accumulate assets,
improve the standard of living/opportunities for their households and spur local development. Operating a
business, plus training, will improve skills and self-confidence so that women become better advocates for



themselves and their families. Running the program through a local self-help group will expand village
resources.

Theory of Change Chart:

DESIRED LONG TERM OUTCOiitove household living standard, asset
accumulation, access to local resources and banking, spur development

T,TA Better options for ﬁ
. 2NNE g SNE Q Village-level organization

. healthcare/food and better
not grab her profits and has ability and capacity to

options to improve physical living
spend them recklessl . . i i
P y conditions accessible to establish new village

borrowers.
Borrowers have profits to spend on better food Village level organization generates
and healthcare for family; make household income from loan program and
improvements; and pay school fees for children develops village-level resources

1T 1T

Borrowers able to launch an income producing business though a village-run loan program
that includes training and able to earn profit after paying expenses and making loan

o Evidence of Outcomes/Impacts to Date

The WMI loan program has been operating for over 4 years and has gathered extensive data on the impact it is
having in reducing rural poverty and increasing household living standards. WMI has surveyed 800 poor, rural
women patrticipating in the loan program and found that:

99% of Borrowers doubled their income in the first 6 months of joining the WMI loan program;
100% of Borrowers have increased savings;

100% of Borrowers now report saving for medical treatment and emergencies;

75% of Borrowers transitioning to independent loans report they are earning at least $300 a month;
75% of Borrowers have acquired additional farm animals;

99% of Borrowers have improved their household meals;

85% of Borrowers have improved their business skills;

80% of Borrowers report improvement in personal skills like: self-confidence, organizational abilities
and, determination;

20% of borrowers had begun to hire employees to help with their businesses;

100% of Borrowers report their 3 top uses of income as: food, paying school fees and business
expansion

= =48 -4 _a_a_48_9_-9
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Loan program results are clearly documented in the compilation of borrower survey data set out in the WMI Fact
Books online at: http://www.wmionline.org/dataanalysis/profile/profile.html.



http://www.wmionline.org/dataanalysis/profile/profile.html

WMI accumulatesi nf or mati on on borrower soé busi nkeeogteaghompnthlyat i ons
reports prepared by its network of Local Coordinator who visit individual borrowers at least once a month. The

Reports document the positive impact the loan program is having on poverty reduction and raising the standard

of living for the b o BasadwarethiefRépores WMIihaseublisied foue papets dn its web

site documenting the improvements in health, child welfare, gender relations and business operations.
http://www.wmionline.org/dataanalysis/profile/profile.html.

o Definition of Social Value Proposition - Casual Assumptions and Logic behind
Theory of Change

History of Failed Programs. Hundreds of billions of dollars in international aid expended over the last 50 years
has failed to alleviate poverty. Free services were not valued by recipients and they were not vested in the
success of many programs. With the price tag for failed programs mounting, alternative approaches to poverty
reduction that empower individuals are needed.

Ripple Effect of Lending to Women. Womenés economic empower ment raises th
entire household because women are less likely to spend income in a non-productive, short term manner.

Womends priorities for spending income are: children, me
needs. Their primary interest is the well-being of their families. Lending to women produces a positive ripple

effect of improved health, education and welfare for all household members. Regular and reliable income

improves access to food, health services and educational opportunities for impoverished families. It allows for

household planning, saving for emergencies and access to resources to deal with unforeseen crises, thereby
reducing the familyds vulnerability and stabilizing its

Empowering Women. In addition to improving the prospects of the household in general, access to microcredit
empowers women. The business training gives them the skills necessary to operate their businesses on a
sustainable basis and this knowledge transfer is critical. Women who are able to operate successful
microbusinesses gain self-confidence, independence and a sense of pride in their accomplishments. Learning
to negotiate business hurdles improves their decision-making ability. As they become more confident, they are
likely to become more involved as catalysts for development in their communities and local institutions. This
stability can lead to long term economic growth and sustained poverty reduction.

Impact on Children. Increased household income from women-run businesses has a particularly positive
impact on children. It changes the household paradigm from one of helplessness to one of self-help. Children
see their mothers as strong role models who are proactively pursuing opportunities to earn income: Mothers
who provide the shoes and uniforms for school and who pay school fees. Children have a chance to work in the
business, inherit it, and use it as a cornerstone to build their futures. The household develops assets and
wealth accumulation that can be a springboard for the next generation.

Job creation. Although improving education is a huge factor in spurring economic development, job creation is
even a bigger factor. In the 4 target countries, over a million students complete secondary and college degrees
each year, but there are jobs for fewer than 5% of the graduates. Uganda alone graduated nearly 400,000 high
school students in 2009, to a market of fewer than 10,000 available jobs. With a burgeoning youth population,
the job prospects for young people are dim indeed. The WMI Program creates jobs on 2 levels: it provides
opportunities for children (and other family members) to work in the businesses and expand them through
improved knowledge, and growing businesses employ casual workers.

Widespread Economic Development through Partnering and Knowledge Sharing. No matter how
successful the business of any individual borrower, her ability to realize long-term improvement in household
living conditions and attain financial stability requires widespread economic growth and development in her
village, region and country: businesses do not operate in a vacuum. Encouraging the sharing of knowledge
among business owners, enabling village level organizations to introduce sustainable local resources, like
libraries and tutoring, and seeding loan programs in proximate communities promotes widespread economic
development.


http://www.wmionline.org/dataanalysis/profile/profile.html

INPUTS ACTIVITIES OUTPUTS OUTCOME
Cdzy Ra ¥F2 + A-level leridiBg of small bdzYo SNJ 2 F f Yy26f SRIS GNI yaFsSHh
{ G NHzO (i d| sums to poor women with no 52f f | NJ I Y2 dz business sustainability
Loan Program collateral through individual issued LYLINR PGS K2dzaSKz2f R
¢ NJ A Yy Ay 3 loans to women in peer bdzYo SNJ 2 ¥ f LYONBI &S K 2umaldisa?
groups for use for income 5STLI dzf & NI { | and stability
generation bdzYoSNJ 27F LYLINR @S K2dzaSK2f H
. dza Ay Saa { NJ businesses started by LYLINR @GS 62YSyQa 3
borrowers borrowers LYLINRE @GS Tl YAfeEQa
al Ny SGAy3 LY2dzyd 2F NJ LYLINRE DS SRdzOI GA 2y
training generated by borrowers children
bdzYo SNJ 2F LJ LYLINR@S 220 2 LI NJ
employed by borrowers and youth

bdzYo SNJ 2 F i
sessions available

LYLINR @GS @Attt 3S
resources and local development
t NSLI NS 62YSy T2NJ

OUTCOMES

(MINUS) WHAT WOULD HAVE HAPPENED ANYWAY

(EQUALS) = IMPACT

Listed Above

b2yS 2F (GKS hdziO02YSa 6SNB
of the WMI Loan Program
- borrowers had no likelihood of increasing income except through

operating their own businesses;

village women are not mobile and able to move to find work;

- none of the borrowers had access to capital; no loan programs
served borrowers; no training options available

- No outside programs or government intervention was available to
AYLINEOS 02NNRGSNBQ fAGAYy3T ai
children; or village resources

¢ there is no outside economic development in the affected villages;

rft 2F GKS
represent the logical and
foreseeable Impact of the WMI
Loan Program
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D. SCALING PLAN

1 Description of Scaling/Expansion Plan

(0]

Strategy (including roll-out/implementation)

Scaling Deep. WMI will scale deep through continued operation of the 10 existing hub programs. Typical
hubs are issuing 40 new loans every 90 days. Buyobo is already financially self-sufficient and the other hubs
are progressing toward that goal. The transition to Independence Program is in full operation in Uganda with



partner bank Postbank Uganda. The first borrowers in Kenya will transition to bank loans in mid-2012. WMl is
currently in negotiation with Cooperative Bank to become the WMI partner bank in Kenya. The bank has a
mission of outreacht o r ur al wo mesrn.Siaya andy BHiilkaho Bank lvith Cooperative Bank and the
managers have been impressed withthe b o r r o peefarnsadce.

Scaling Wide. WMI is scaling wide through expansion to two new hub locations scheduled to be launched in
12 months and 24 months. Various hub locations are under consideration from the existing waiting list.

Instead of concentrating on just one country, WMI is expanding in Uganda, Kenya and now Tanzania to benefit
from the cross-pollination of ideas and information that occurs in international information exchange. Borrowers
will have a chance to start to network within a wider geographic area. This is hugely important because many
are engaged in trading. It will also expose them to finance issues that are going to affect them as their
businesses grow, such as monetary exchange rates and currency fluctuations.

In order to achieve long-lasting stability, the borrowers must expand their business operations beyond their own
villages. Wide-area and cross-border access gives borrowers entree to new markets. Diversifying their
customer base helps smooth rough patches in business cycles. Additionally, both Ugandan and Kenyan
businesswomen are very well situated to serve pent-up market demand (especially for consumables) from
populations in southern Sudan.

Expansion Criteria. WMI has developed well-defined criteria for selecting expansion hub locations. WMI has
implemented a model of partnering in new hub locations with an existing non-profit working at that location that
can provide support to the new CBO operating the loan program. WMI also seeks to partner with non-profits
that can provide funding support for the launch of new hubs.

The CBO partner has to have local leadership that is sufficiently skilled to administer the WMI loan program.-
Women in local partner have expressed demand for small business loans. WMI sends an experienced hub
administrator to meet with new CBO groups, explain the loan program and conduct a needs analysis.

New hub partners are recruited through the WMI web site and existing hub partners, as well as network of local
NGOs with whom WMI shares information and skills and support. WMI 6 s banking partners are
hubs and recommending where they can provide more resources to new borrowers.

Roll-Out/Implementation - Expansion markets are launched through peer-to-peer knowledge transfer and
mentoring. The existing loan partner travels to the expansion market, meets with the potential local partner, and
assesses the criteria for expansion and success. The existing local partner and WMI discuss the information
developed. Once the new local partner is selected, the existing local partner arranges a 3-day training session,
ment ors the new | ocal phe guidelirees fér faunehthgrthenNiM$ Iban prdgam, provides
business training to borrowers and monthly follow-up. WMI also advises and mentors the new local partner and
interfaces with the | ocal partnerds US contact.

o0 Target Customers/Beneficiaries

Eachhu b | o c t@&argeit roankét & impoverished, rural women in a 15-mile radius; a market estimated to be
well over 25,000 women per hub. Uganda is an extremely densely populated country, as is the area of Siaya,
WMI 6s first KenyaThese @getstomars arrag KWMI.6s i mmedi ate focus an

where WMI is currently committing funds.
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o Distribution Plan

WMI 6s distributi on ilagetleved danamfocysedi CBQ@s| ougenizations providing village
level services that have an interest in economic development in the villages where they work; US non-
profits/agencies and international organizations that provide funding for development in rural areas or for women
in the target countries; individual members of the diaspora from the target countries living in the US; and interns
and colleges/schools interested in development in the region.

o Competitive Advantage and Barriers to Entry

WMI operates in rural areas where no other loan programs operate. It operates in countries where access to

bank services is extremely low and where microfinance organizations are serving less than 1% of the

populaton. WMI embr aces rural women customers other | oan prog
larger MFs like FINCA and PRIDE, locatedi n t owns about 15 mil es . flustahetimli®MI 6s r L
and cost for a poor rural woman to travel to these institutions gives WMI a competitive advantage. These are

centralized operations charging double the interest rate that WMI charges. Unlike WMI, they do not promote

customer control of the | oan process and Tiepoperaielikevest bor
banks; WMI does not. WMI does not have the personnel overhead, bureaucracy, interest expenses or

impairment losses on loans of these other lenders.

DESIRED FEATURE WMI COMPETITOR | DESIRED FEATURE WMI COMPETITOR
Village Location YES NO Borrower Follow-Up Visits YES NO
Woman Friendly YES NO Savings Required YES YES
No Collateral YES NO Savings Incentives YES NO
No Deposit YES NO Locally run YES NO
Simple Paperwork | YES NO Favorable Interest rate YES NO
Business Training YES NO Graduation to formal banking YES NO
Support Groups YES NO Customer surveys YES NO

WMI has been operating very successfully in Uganda and Kenya for over 4 years and has not faced any
significant barriers. There are always challenges i poor transportation, lack of electricity, unreliable
communications i these are challenges that the customer base faces every day and they are overcome in the
due course of operations. WMI 6 s banki ng p a-countreexpertisp ondocai rdgelations. n

11



o Core Program Elements and Success Factors

WMI has implemented a list of core elements are signature features of the loan program and have helped define
its success.

1. Operated by a Village-Based Local CBO Partner. The loan program is administered on the

ground by an existing local community-b ased organi zati on. The CBO6s | eader st

borrowers and all women involved in administering the loan program are also borrowers. They have a high
degree of involvement in and control over how the program operates. This self-governing aspect creates a
heightened sense of responsibility and commitment to making the loan program operate successfully. Swiss
psychologist Jean Piaget noted that when people create their own rules they believe they are playing an
important role in the governing process and are more likely to follow the rules. They have ownership of the
process and the outcome.

Because WMI is a grassroots, bottom-up organization, there is no top down local authority commanding

operations at the local level. There are no outside loan officers. Not only does this present a huge cost savings

to the loan program (no loan offic er t r av el costs/overhead), but it eli
mentality. The loan program does not operate in a typical lender-borrower adversarial environment. Instead, all
borrowers are pulling in the same direction and working toward the same goal to make the program a success.

Having to travel to a town to learn about a loan program is a huge barrier to rural women accessing financial
services. They do not have the means or time or frequently the confidence level to travel to an MF located in a
town to find out about loan options.

2. Local Partner Retains Loan Repayments. The local partners retain the loan repayment funds in
their own bank accounts and manage their own budgets. The funds are used to cover follow-up loans to
existing borrowers and pay loan program expenses. Because the loans carry interest, the program quickly
becomes cash flow positive. A percentage of the unallocated income is allocated for community service
projects which the | ocal pivees atl membedsof tha eominumnity &n irecentive to see
that the borrowers succeed. Village elders, local government and village families are all vested in the loan
programbés success.

3. Loan Features. The loan guidelines are also clearly defined and include:

Loan amounts of $50 - $150 (option to increase to $250 after 18 months)

6 month term

10% annual interest per loan term (20% annually for successive 6 month loans)

Follow up loans guaranteed upon successful repayment
Borrower groups of 20womencr o ss guarantee each othersé | oans
Additional loan groups are predicated on existing groups maintaining 100% repayment
Borrower groups identified by color and coordinating T-shirts issued to borrowers

No collateral or deposit required

Literacy is not required

Three day rescission period after loan documents executed

Individual savings required

Prizes to 5 best savers in each borrower group at end of each loan term

Weekly Support Group meeting

Initial and on-going financial literacy training and business/marketing training

Local Coordinators visit borrowers on a regular basis and prepare weekly reports
Semi-annual assessment/impact surveys

12
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The cross i collateralization feature is especially important i it means that no physical or monetary collateral is

pledged for the loans. Instead, each group of 20 women cross-guaranty the loans of each other woman in her

group. Women especially prefer to work in groups and respond to the social pressure of the group to stay

current on loan payments. By keeping the group at 20 instead of a smaller number, the burden on any

particular woman in the case of a default is minimized. It increases the likelihood that the woman will be able to

cover a group memberés default and mehteatee by maintain the

4. Addition of New Loan Groups Based on 100% Repayment by Existing Groups. This feature
draws the collective social pressure of those village women who have yet to receive loans to bear on current
borrowers. It makes current borrowers responsible to not just the members of their loan group, but to all future
borrowers as well, and encourages the entire village to support the efforts of the borrowers.

5. Local CBO Partner Staff is Compensated. Women in the villages where WMI operates lead
extremely busy and logistically challenging lives. They typically care for the children, maintain the household,
gather firewood, fetch water, tend the garden which supplies two-thirds of the food for daily meals, cook, nurse
sick children, and operate their own businesses. These women have been living in poverty every day of their
lives. There is little time to spare for volunteering to organize loan program activities. Yet, many non-profits
expect beneficiaries to volunteer their time helping to organizethenon-p r o f i t & s Thés ¢s hadt redlistid aads .
typically results in both parties becoming disenchanted. Consequently, all local partner loan program staff
receives compensation for handling loan program matters.

6. Decentralized Operating Structure - The local partners are more attuned to the local marketplace,
village life, and issues that impact the borrowers than is WMl as a grant-ma k e r . WMI 6s decentrali
puts the day to day operating authority in the hands of the entity most suited to respond to loan program
operational issues.

7. Simple to Understand. i The loan program is very simple to understand. There are not a lot of rules
and the operating procedures are very c¢l earattheware. This h
capable of understanding the loan process, deciding if a business loan is appropriate for them, and then
complying with the loan program requirements.

8. Highly Structured i Although the loan program is simple to understand, it is nevertheless highly
structured. There are just a few simple rules. They are implemented by the Local Partner without deviation and
are followed by the support groups without amendment. This means that the program is predictable. Borrowers
know what to expect. There are no surprises. They are clear that the funds are a loan and not a subsidy. They
understand that the loan is a benefit that comes with obligations.

9. Short and Straightforward Documentation i Many women worry that loan documents will be
confusing and that they will not understand them. A number of WMI borrowers are illiterate. WMI has
developed its own simplified loan documents. The loan application requires only relevant information about the
borrower and her business plan and the loan agreement states the loan amount, interest and repayment terms
clearly and simply.

10. Business Plans are Carefully Reviewed with Borrowers i All borrowers complete a loan
application that includes a simple business plan. Local partner staff reviews the plan carefully with the borrower
and makes certain that the projected cash flow is sufficient to merit the loan amount requested. Because
application reviewers are experienced borrowers, they have a high degree of familiarity with the local business
environment.

11. Successful Participants Earn Increased Benefits i WMI has found that the types of businesses
the women run need access to operating capital on a regular basis. Each woman in the loan program is
13



guaranteed successive, larger loans upon successful repayment of outstanding obligations. This model
encourages women to fulfill their repayment obligations in a timely manner. By developing a reliable track
record, borrowers earn access to reliable credit.

12. Transparency i The roster of WMI loan program participants is entered on a large poster at the
local meeting place. Borrowers receive a check mark when they make their loan payments. Because the
issuance of future loans to other members of the local partner rests on the performance of current borrowers, all
members of the |l ocal partner have a stake in knowing the
information also publicizes the geographic location of the 20-member borrower groups and family affiliations,
which helps ensure that loans are fairly distributed among the local population.

13. Personal Follow-Up i Local Coordinators responsible for 20 7 40 borrowers make daily visits on a
rotating schedule to check on b o r r o pregress&roubleshoot any problems, provide record keeping help and
offer encouragement. The local coordinators are compassionate when a child is sick, brainstorm business
problems that ari se, solve arithmetic probl ems, and gene
nearby so no travel costs are incurred and they know the local business environment. With this close contact
with the borrowers, the loan program staff:

1 Demonstrates a high degree of caring;

9 Identifies and can help solve individual problems before they spin out of control;

9 Collects information on issues or problems with the loan program;

9 Tailors responses to solve issues or problems; and,

1 Develops new ideas regarding business operations, like establishing a local lumber supply
because so many women are going into carpentry.

14. Peer-to-Peer Mentoring and Information Exchange 1 Borrowers who are having business
problems or other issues that impact their loans are mentored by experienced peers, who are borrowers
themselves. In this constructive and reassuring environment, borrowers can feel comfortable divulging problems
and exploring options to resolve them. Early problem identification and resolution contribute to the loan
programbs 100 % The Wsljoaneprogranreapanels by experienced local partners traveling to an
expansion location to train their peers in launching a loan program, and at the same time, the trainers bring back
new ideas and information from the expansion community.  The peer-to-peer information exchange that
happens when women from two distant communities meet broadens the knowledge base enormously for both
communities. Women are collaborative by nature and this information sharing builds self-confidence,
strengthens the borrowers bonds to one another, and allows for the efficient exchange of knowledge among
local partners.

15. Critical transfer of knowledge through extensive training is key to capacity building and
sustainability - WMI works with each borrower to prepare a business plan. Even though the enterprises are
very small, the plan provides a basic roadmap for the borrower to reach her economic goal. Simple marketing,
business operations and management concepts are taught and the training includes group activities that allow
the women to practice techniques for promoting their businesses. Book keeping is emphasized. Regular follow-
up training is provided. Although many women living in developing countries have operated some type of micro-
business to scrape together income for their families, very few have ever heard about the benefits of record
keeping. WMI provides notebooks, pencils, calculators and a loan repayment calendar to enable the women to
keep track of their business finances.

WMI has lead staff trained in the World Bank Training to Train Program. They now pass on their knowledge to
new borrowers and local partners. Training includes songs, dramatizations and role playing. The teaching is

interactive and geared to overcome women6s shyneBys and u
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developing sound financial habits and a track record of successful loan repayment, WMI's borrowers can
graduate to dealing with traditional financial institutions that offer an array of helpful banking services. Business
training is an investment in human capacity building that helps ensure sustainable economic empowerment.
Even after borrowers transition to bank loans they continue to receive ongoing business training. More
sophisticated training focuses on models for expansion and capital reserves.

16. Bonding Rituals - The local partner organizes rituals that encourage borrower bonding. Loan

issuance is a celebration of the borrowersd initiation i
borrower loan envelopes are held high in unison and the WMI anthem is sung, (penned by the ladies of the
Bul ambuli Wi dowbds Associ at Atsupport gvddp meetindgs the ladtes léamsaads thatar t ner

re-enforce good business practices. Every 6 months a small graduation ceremony is held to honor the ladies
who have paid off their loans. Prizes are awarded for borrowers who have achieved certain goals.

Post-graduation (to bank loans) borrowers become Pioneer members of the Local Partner, paying $5.00 per

year in dues. They decide how to use these funds for community service projects of their choice, on-going

training, mentoring sessions and field trips. Their allegiance to the WMI loan program continues after

graduation to bank |l oans. At this point bondimg rituals
partner to help broaden the experienced borrowersé acces
sophisticated business tools, models and products. Plans include the bank hosting a simple monthly ladies

lunch with a guest speaker. No program like this currently exists and it is being planned with great enthusiasm.

17. Emphasis on Savings i Developing a savings culture is critical to respond to household crises and
essential to improving living standards. WMI has introduced a competitive savings element to the loan program.
Borrowers in the | oan program are required to save every
At the end of each 6 month loan term, the 5 best savers in each 20-member borrower group are awarded prizes
and honored at the graduation ceremony. This has proven to be an extremely popular and effective method for
encouraging savings.

18. Name Branding and Distribution of WMI Merchandise - Borrowers in the WMI loan program
receive a variety of items branded with the WMI logo. This encourages customer loyalty to the WMI loan product
and advertizes the WMI name brand. Each item is awarded
through the TIP. This gives the borrower a small reward to look forward to and goals to work towards. When
entering the loan program WMI provides each borrower with a calculator. Iti s WMI 6 s ver si on of th
guintessential toaster promotional giveaway pioneered by American banks in the 1950s. Its significance to an
impoverished rural woman in a developing nation goes beyond its inherent usefulness.

19. Word-of-Mouth Marketing i The WMI loan program has harnessed the most powerful and cost
effective communication method to publicize the loan program: word-of-mouth marketing. Women in the 10
WMI hub locations know about the program and form waiting lists of groups of 20 women to enter the program.
Yet the program does not do any marketing. This phenomenon is attributable to several factors. First, there is
virtually no competition for loan customers (men or women) in the rural areas WMI has targeted. In these areas,
the introduction of any financial service provider is big news. Women in rural villages spend long hours fetching
water at communal sources, washing clothes together at the river, collecting firewood, and walking the same
worn paths to and from small shops to buy tiny quantities of sugar and salt. Their routine-filled lives intersect on
a daily basis. Any new piece of information is talked about for days, weeks, even months. It is easily passed
along from group to group and village to village as these are extremely densely populated countries, with the
largest segment of the population living in rural areas.

I't is not just the f act thatis markeed by ihhewomen.r Thgsuaesdos indwiduals t e nc e
borrowers also becomes well-known in the local area. Nothing breeds success like success. And, nothing
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breeds confidence among women micro entrepreneurs like hearing about women just like themselves who have
succeeded in launching businesses.

20. Semiannual Surveys - Borrowers participate in semi-annual surveys for as long as they have
loans through the WMI program. After transitioning to bank loans, they agree to participate in annual surveys.
This process allows WMI to collect information on the bo
lives. The surveys are also geared to identify problems that may occur in the household from the event of a
woman receiving a loan. The surveys also allow WMI to pinpoint problems with loan program operations. By
compiling the survey information WMI can develop a clearer idea of borrower needs. It can create an
environment of efficient operation and rapid service.

21. Family Support i Although WMI makes loans to women, we know we are lending to families.
Because WMI targets extremely impoverished, rural populations, the entire family views the loan as their only
lifeline out of the chronic cycle of poverty. Husbands, children, and extended family all work together to make
the business a success. Data support that microbusinesses are most likely to succeed when the entire family
pitches in to help. Recognizing that the women are not operating their businesses in a vacuum, WMI honors the
husbands, children and family who help the business flourish. Additionally, Local Partners budget funds to
devel op community programs that serve al/l members of the
families allows for early detection of any potential abuse that may result from a woman receiving a loan (so far
there have been no incidences).

22. Partnering With Local Bank T WMI 6 s partnership with PostBank is ul
service providers. Banks in the region do no serve poor rural women because the women lack financial literacy
and business operations experience. WMI solves both problems and grants a certificate after two years which
qualifies borrowers to move on to bank loans. The partnership provides an additional source of loan capital and
allows the loan program to serve the bottom of the financial pyramid, offering impoverished women an on-ramp
to independent banking and the formal economy. It provides an exit strategy from dealing with an unregulated
credit source and a way to transition into a regulated credit environment.

This is good for the borrowers and good for the economies of the countries where the WMI loan program
operates. It caps at 320 the number of loans any single WMI local partner has outstanding at one time. This
prevents unregulated local partners from becoming too large and unwieldy and potentially exposing large
groups of impoverished clients to calamity in the case of a financial meltdown.

Currently the IMF is assisting the countries in East Africa with a review of their regulatory framework for informal

financial service providers. Unregulated credit and savings groups play a large and important role in these
countriesd economies. The government 6s odvaidnlarmexgpansions t o a
of access to financial services from unregulated providers, but balance the exposure of clients and the economy

to adverse consequences from unregulated providers controlling too large a segment of the borrower population

and then making poor decisions that have disastrous results for poor households and microbusinesses. The

WMI loan program is self-regulating inthisregard-i t supports the governmentsd goal
expansion in the informal service sector, but limits exposure and potential risk by capping the number of loans

outstanding at any given time.

Success Factors

1. Lack of Debt - WMI carries no debt. The program can expand as fast or as slow as is prudent,
depending on the funds available. This is important because it allows WMI to be flexible. In order to succeed in
the challenging environment of rural east Africa a loan program must be flexible so it can accommodate the
needs of a particular community. A loan program should not have to issue a minimum number of loans to
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service debt. This leads to Apushingo | oans on unqualif
other larger microfinance markets.

2. Risk Management -WMI 6 s structure allows it to plan for pote

Risk: Borrowers default on loans issued by WMI
Solution: Local Partner sets aside funds from interest paid on loans for a reserve to cover defaults

Risk: Borrowers default on bank issued Transition Fund Loans
Solution: Maintain the interest paid on the guarantee deposit as a reserve to cover defaults

Risk: CBO hub head administrator incapacitated
Solution: At least 2 other CBO members are trained to administer the loan program

Risk: Insufficient funds to fund new loan program to self-sufficiency
Solution: Reduce number of loans issued so that those that are issued reached self-sufficiency.

3. Strong Local CBO Partner i The local CBO partner operates the loan program on a daily basis and
must provide consistent, respected leadership. WMI has secured strong local CBO hub partners and has
developed criteria for ensuring new CBO hub partners meet the same high standards set by the incumbents.

4. Committed bank partner i The transition loan program requires a committed bank partner to
support the borrowers as they gradually become financially autonomous. This is not the norm in east Africa.
Bank, frequently guilty of predatory lending, concentrate resources on urban and prefer salaried customers to
the self-employed. Consummating discussions with the banking partner to book first time loans will expand the
bankés portfolio while giving WMI access to new funding

5. Accessible interest rate for independent loans - WMI negotiated with three banks and three large
microfinance institutions for over a year to obtain the terms and conditions that make the bank issued loans
accessible to its rural women clientele. Institutional microfinance organizations like FINCA and Opportunity
International typically charge interest of 36% i 48%/annum. The same is true of the many commercial banks in
east Africa that offer a fAmicrofinanceodo product. By del
record of repayment, obtained business training, and are operating profitable enterprises, WMI was able to
obtain an 18% interest rate for its clients transitioning to independent banking. This is an enormously important
success factor because it puts the access to credit within reach of the business women who graduate from the
WMI loan program.

6. Business skills training 7 A loan without business skills training is like training without a loan. They
are go hand-in- hand and one is not useful without the other. WMI has developed its own training materials that
have been used successfully for the past 3 years. It recently completed a Banking Manual guide for women
moving on to independent banking. It has had 20 women trained in the successful World Bank Training to Train
Program. Those women now train all new borrowers and can train new trainers as well.

i Timetable, Milestones & Measurable Three-Year Performance Goals

Key three year milestones are: issuing new and follow up loans on a regular schedule; graduating borrowers to
independent banking on a regular schedule; holding support group meetings and Local Coordinator follow up
visits on a regular basis; conducting business training on a regular basis; training new trainers within each
village hub location; developing accurate local operating budgets for each village hub; launching two new village
hub locations; developing partner bank in Kenya; assisting the formation of a community service club composed
of WMI graduates who have moved on to independent banking; establish annual leadership meeting for key
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staff of CBO partners in each WMI hubs; organize annual meeting of WMI borrowers; develop advanced training
materials; develop program with bank partner to book first time loans while WMI and CBO partners continue to
administer the loan program under the current protocols; asses operating model and develop future expansion
plans.

Measurable 3 year goals: number of loans issued; repayment rate; number of support group meetings; trainings
and Local Coordinator follow up visits conducted; number of new trainers trained in each village hub location;
improvements in borrower living standards based on analysis of semi-annual borrower surveys; graduation rate
to bank loans; growth of local village resources; number of new hub locations launched; number of community
service clubs formed; number of leadership meetings held for CBO partners; number of annual meetings held;
new operating and expansion plan; new advanced training materials developed; programs launched with bank
partner.

1 Projected Social Impact

Ol mprove hous & haehsé household saengs 6 | mpr ove householdd nlcirveiansge st a

household asset accumulation and stabilty 6 1| mpr ove ski |l | s dtlrnapnrso veer ftaomiwoymdesn h e ¢
Ol mprove education rates and q utanitiesfoyyodthod | nephri d e ewi [0l angper o
resources O | mprove access to banking

91 Vision for Influencing Sector or System Change

0 Sustainable women-run businesses reduce poverty in target markets 6Women become more engaged in
their c¢ount ©BWdnen becomerinmawvators in introducing new resources to villages dBanks begin
offering more service to impoverished, rural women dDependence on third-party international aid reduced -
loans and training replace subsidies 6Development of an ecosystem that supports the expansion of resources
to villages where local businesses have taken hold and residents can benefit from access to improved
opportunities for basic services such as: clean water, lighting, and education

WMI will contribute to improvements in the lives of poor and vulnerable women and their families through
access to financial services and expanded income-producing activities, which engender savings and asset
accumulation, complemented by the evolution of an ecosystem which offers borrowers opportunities to utilize
their income to purchase what have now become affordable goods and services that raise the standard of living
and future prospects for the entire household. In short, WMI can jump start small, but multi-faceted, village-level
micro economies that will grow and eventually overlap and connect to spur economic development in countries
in East Africa, leading to an improved quality of life. It is shifting the power center from the banks to the villages
by harnessing pent up rural demand for credit which will drive the evolution of better banking products and
better access to financial services for the poor.

E. EVALUATION PLAN & KNOWLEDGE DISSEMINATION PLAN

1 Planfor Assessing Outcomes/Impacts

WMI has been operating for four years and has in place an assessment protocol:

- Annual on site visit to all hub locations

- Quarterly review of CBO hub location bank statements and expenses.

- Receipt and review of loan documents and compilation of borrower database by WMI staff in US.

-Semi-annualsur vey of borrowersd financial situation and house
- Annual analysis of surveys with SAS interactive graphing software.

18



-Mont hly review of Local Coordi.natorsé reports of wvisits
- Review surveys, analysis and Local Coordinator Reports to determine course corrections.

- Collaboration with World Bank to develop randomized control studies and outcomes of impact of microfinance

on chil dr e n 6Studgdesigwwilhbe stractued in the summer 2012.

1 Communicating Impact of Initiative

WMI 6s web site is its best tool for communicating the in
separate ALoan I mpact @A tab, WMI posts the annual Fact
posts research papers prepared each summer by college interns. WMI produces annual videos of the loan

program from footage shot at the hub locations and these are also featured on the web site. WMI has an

extensive program for high school and college interns i all of whom post a PowerPoint of their experiences on

the web site. WMi posts annual slideshow with commentary of loan program impact. It communicates its

initiatives and achievements to supporters in a bi-monthly Newsletter i all past editions are posted on the web

site. WMI has a face book site it regularly updates, a blog and a posting on Linked-In.

WMI is registered with the Microfinance Mix so it can post it research on their web-based bulletin board. WMI
will be a featured blogger on the Global Giving web site T where it has had a project posted since 2009. It
participates in the Microfinance Blog sponsored by C-GAP, and in C-GAP, World Bank and IMF forums where it
has opportunities to discuss its loan program initiative. In addition to Global Giving, it is listed on other social
media web sites, such as Network for Good. WMI provides speakers to community groups and organizations.
It makes regular presentations about the loan program at schools, universities and colleges.

F. ORGANIZATION

1 Organization History

WMI was founded by professional women in the Washington, D.C. area in the fall of 2007. The founders
designed a loan program from the perspective of how they would want to be treated if they were borrowers, and
they seeded the first group of loans with their own capital. WMI President, Robyn Nietert and Board Member
June Kyakobye traveled to Uganda to inaugurate the program, which chose as its first hub location the village
where Ms Kyakobye was raised. Since then WMI has funded or guaranteed 4,300 loans to impoverished
women in rural villages in Uganda, Kenya, and Tanzania. WMI is supported by a very active group of advisory
board members including economic experts. The international law firm of Baker and McKenize was

i nstr ument fadnding and ¥éMinu@ssto participate in its on-going operations, providing extensive
services on a pro bono basis. Partner Rob Lewis manages the WMI account.

Organization Structure and Governance
o US Operations

WMI is a non-profit corporation duly organized under the laws of the state of Maryland and governed and
managed by a seven member Board of Directors according to duly approved by-laws. WMI is run by its
committed volunteer Board of Directors, supported by an advisory group of experts in their field; day to day
corporate activities have been handled primarily by two board members, Ms. Nietert and Ms. Smith. The Board
provides all program direction, grantee technical assistance and oversight, and other aspects of operations with
individuals assuming responsibility for particular tasks. High school students, college interns and adult
volunteers provide valuable research support both in the US and in Uganda and Kenya.
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o East Africa Operations

In many ways, WMI is an organization without an organization. It harnesses the power of partnerships with

other NGOs that have similar missions and goals to carry out WMI main purpose of launching village level loan

programs. WMI makes grants to seed local microfinance initiatives, which are self-governed. WMI provides

gui dance and structure to t hetheéddEODask incheamge didaytodpy t he vill ag
operations.

WMI i Provides overall loan program structure, funding and oversight as well as developing banking
relationships and expansion strategy, manages the data from program operations and develops publicity
campaigns.

CBO i The Community Based Organization is the fulcrum of the hub loan program operations and has following
duties: CBO - Select the first 20 borrowers;

1 Work with borrowers to complete the loan paperwork and help them develop viable business plans;
and, assist with business training sessions for borrowers.

Open bank account and distribute loans;

Organize and hold regular Borrower Support group meetings and maintain attendance records;
assist borrowers who need help with their bookkeeping and business problems;

T Collect | oan payments and make bank deposooks; sign
when loan payments are made; e-mail deposit slips, expense records, and loan documents to the
Liaison;

Provide a monthly Report of Borrower progress, problems, bookkeeping, etc. to the Liaison;
Maintain cell phone/computer or any other devises provided by WMI.

Maintain payment records, borrower records and all banking records;

Prepare and monitor budgets, including petty cash;

Oversee collection of appropriate data to track progress on program goals;

Supervise Local Coordinators who visit the Borrowers on a monthly basis. She prepares a weekly
report and submits it to the Administrator who submits it to the Liaison;

Interface with bank and transition to independent loans;

Interface with local government officials

f
f
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Borrowers i The borrowers are the beneficiaries of the loan program. They provide feedback and input to the
CBO. They publicize the loan program locally by word-of-mouth. Upon graduation they become role models
mentors to new borrowers and develop community service organizations.
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