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Day 4 - Learning paper 

 

Morning 

Session 1: Warm-up and field visit debriefing 

The day started with a game of “musical chairs” played in the ANZ conference room. If one person was 

unable to find a chair when the music stopped, his/her whole group of the day before was eliminated and 

had to describe what they had seen in the field and say if all their expectations had been fulfilled. This 

game stimulated the whole group right from the start of the day and also helped to identify the activities 

the participants had seen in the field1.  

Then Stéphanie and Dada suggested that we have a light-hearted debrief of the field visits: when they 

were asked a question, participants were only allowed to answer when they were holding the “magic 

ball”, which was passed around between them2. Here are some of the comments made: 

 

- Ratana (Chamroeun) asked more about the Family Development Service (FDS). Dada explained that 

the FDS has to rank needs to ensure that the right partners can access 3Ps, also DYOP 1 & 2. SEED’s 

social workers deal with 14 partners per month and the counseling period is determined through 

discussion with the SES team. Dada explained that social workers do not take notes during a counseling 

session, as opposed to IBC, because this distracts the partners and makes them afraid to confide in 

them. Notes on the session are taken afterwards at the branch. This also helps social workers to listen 

properly. 

 

- Bruno (Entrepreneurs du Monde) was impressed by the Intensive Business Coaching (IBC). The one-

to-one session between the BDPO and a partner takes about 2 hours. It is a very deep discussion, using 

a long questionnaire that is very detailed. On each visit, the BDPO led the discussion with the partner 

and both shared plenty of information about the business. Bruno was particularly impressed with the 

partners’ keen attitude and their ability to calculate. The IBC is a very good service, but it seems very 

intensive in terms of human resource requirements.  

Farida (Navnirman - NSVK) was surprised by the age of the partners. But Dada mentioned that the 

elderly form part of the target group identified by Handicap International (SEED’s partner on this 

programme). As they failed one previous evaluation (ECAT), they have been placed on the IBC. Age 

does not really matter as long as it is deemed they have the skills required to run their business. 

 

- Kishor (Swabhimaan) had questions about the Piso-Pisong Pondo programme (3Ps). He especially 

wanted to know how daily collection can become sustainable. Dada mentioned that SEED wants to 

serve the poor and have a strong social mission - that is the reason why socioeconomic services are 

subsidised. In fact, many socioeconomic services are provided free. 

Kishor asked about the risk of embezzlement due to collection in the field and dependence on 3Ps’ 

collector. Dada answered that SEED empowers the partners and has leaders amongst them who are 

given responsibly for providing checks and balances. The MFI also has various tools such as passbooks 

and logbooks. Finally, the internal audit also focuses on SES, including the 3Ps programme.  

Finally, Kishor asked why 3Ps collectors do not have more partners. Currently, collectors have up to 400 

partners, and have to promote savings and provide follow-up.  
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 See appendix 4 - 1 - 1a_Warm up 
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 See appendix 4 - 1 - 1b_Field visit debriefing 
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Session 2: How does the social mission lead to financial self-sufficiency? 

After the field visit debriefing, participants were invited to take part in a debate on “How 

does the social mission lead to financial self-sufficiency”.  

The different statements led participants to stimulating discussions. Each person in the 

group had to position him/herself in response to a given statement. Firstly, participants did not have to 

state their answer out loud, neither did they have to justify it or discuss it with other group members.  

All that was required was that people position themselves as they saw fit. Based on the time available for 

the activity, the facilitator allowed people to debate amongst themselves, asked for clarification and kept 

the debate flowing. Each group was then allowed, through argument, to try to convince members of 

other groups to defect3. 

 

Statement 1: An MFI has to reach sustainability before offering socioeconomic services. 

All agreed that this is false. It is a matter of building a strong team and individual social culture from the 

beginning. In conclusion, it is a matter of finding the appropriate balance so sustainability does not suffer 

too much from overinvesting in social programmes. 

 

Statement 2: Providing social/family support services to partners has no impact on an MFI’s operational 

indicators. 

Most people did not agree with this, but as there are many operational indicators, it was difficult to have 

a debate on this statement. 

Statement 3: Generally, fund providers accord less importance to the social mission than to the 

operational self-sufficiency of an MFI. 

The debate was well balanced. Generally it depends on the profile and the mission of the funder which 

can even change over the time. For instance, some French funders focused a lot on sustainability in the 

beginning but have now changed tack a little and have a good focus on the social mission of MFIs. 

 

Statement 4: Having 30% of the staff dedicated to socioeconomic services helps the MFI to reach 

sustainability faster. 

Everyone disagreed, especially when mentioning “faster”. According to Franck, an appropriate ratio 

would be around 20%. None of Entrepreneurs du Monde’s programmes managed with 30%. 

 

Statement 5: If the socioeconomic services threaten the continuity of operations, an MFI should cease all 

its activities. 

A big majority disagreed with this statement. 

 

Conclusion by Franck: 

Very few MFIs in the world provide social microfinance. Feedback from missions carried out by 

representatives of Embassies, various institutions or students is very positive, especially about NCRC, 

so we can be proud of what we are doing. 

The way Entrepreneurs du Monde and the MFIs in its network focus their efforts is very important for 

achieving a social mission while finding the right balance between socioeconomic services and 

sustainability.  
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Pro-poor methodologies are also key: flexible (it is preferable that people can be able to 

choose what they pay back: the product type comes later), flexible in terms of deposits 

or withdrawals of savings, affordable (we tend to be the cheapest), no material or 

financial guarantee or joint-liability. We don’t want to impose on partners what we would 

not accept ourselves. 

The example of the evolution of one EdM’s partner MFIs (ID Ghana) was mentioned. 

 

Session 3: Presentation of TRIAS 

Later on, Felicidad, TRIAS’ microfinance officer presented this Belgian NGO for development which is 

already planning to work with SEED in the Philippines since 20144. 

 

Session 4: Presentation of Handicap International 

After the coffee break, Gaétane, Handicap International’s technical advisor gave a presentation on this 

French organisation which has already been working with SEED in the Philippines since 20135. 

 

Session 5: Intensive Business Coaching by SEED 

This session was led by Dada and Mark Anthony from SEED.  

Intensive Business Coaching (IBC) deals with compulsory, individual and intensive business monitoring 

which aims to support the more vulnerable partners with little/no business and management experience. 

The programme was developed in partnership with Handicap International in 2013, following an 

assessment led by SEED6.  

 

After this presentation, the two facilitators asked the participants to work in subgroups of 10 people to 

design an intensive business coaching course based on a case-study shown during the presentation7. 

After identifying the risks and challenges, groups were asked to set objectives for arranging the content 

of the different sessions. The idea of this workshop was also to mobilise the participants to design their 

own process and to collect new ideas to improve SEED’s model. Some questions were asked about how 

the beneficiaries are targeted, about the process in general, about the difficulties applicants might have 

in accessing some information (e.g. marketplaces, contacts of buyers and sellers, prices…). 

 

 

Afternoon 

Session 6: Financial Counselling by InterAide 

After a quick overview of InterAide’s vision and mission, Vincent then Kishor gave a presentation about 

the financial counselling which this French organisation provides in Mumbai and Pune: target, type of 

services, objectives, human resources, frequency, process flow and tools8. 

 

Then participants were asked to brainstorm thoughts about this financial counselling service in both 

Mumbai and Pune. After the brainstorming session, the participants had the opportunity to share 

comments and experiences with all the facilitators. Here are some facts from this brainstorming session: 
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 See appendices 4 - 3 -1a+b_Organization's presentation_TRIAS 

5
 See appendix 4 - 4 - 1_Organization's presentation_HI 

6
 See appendix 4 - 5 - 1_Intensive Business Coaching by SEED 

7
 See appendix 4 - 5 - 2_Documents for the IBC case study 
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Mumbai 

Strengths: 

- Family-centered service 

Weaknesses:  

- Can be used as a recovery tool only if partners who are bad payers are referred.  

- Difficult process for the partners to understand.  

- Staffs have to call on many occasions to find the family complete (difficulties in bringing 

the family together). 

- Counseling during day-time. 

- Limited flexibility for topics that are out of the scope of the predefined topics – special 

cases are discussed in management committee to define what type of advice can be 

given to the partners. But sometimes, solutions are not found.  

- Limited number of partners per branch. 

Pune 

Strengths:  

- More easily understandable follow-up. 

- More partners than in Mumbai. 

Weaknesses:  

- Not all the topics can be covered, not as in-depth as in Mumbai. 

 

Session 7: Workshop on challenges met with SES 

At the beginning of the week, topics identified in the pre-workshop questionnaires and by organisers 

were listed and presented in a plenary session. Then, participants in the workshop were asked to sign up 

for their favourite topic:  

 

1. HR challenges - Group facilitator: Stéphanie 

• I have difficulty recruiting SES staff 

• I have a high turnover of my SES staff 

• I have difficulty building the capacity of my SES staff internally 

• I have difficulty developing the social spirit of my staff [community based approach...] 

2. How to develop and sustain cooperatives? (NCRC) - Group facilitator: Arati 

3. How to build win-win partnerships with other organisations? - Group facilitator: Yannick 

4. How to develop and sustain groups’ dynamics? - Group facilitator: Thibaut 

 

The participants were organised into groups of 5-7 participants and were asked to cooperate to find 

solutions to address one issue910.  

 

Group 1 decided to lead the discussion orally and no notes are available for this workshop. 

  

Group 2: How to develop and sustain cooperatives? (Based on NCRC’s experiences) 

Firstly, the facilitator (Arati) explained the case study and then the objectives of NCRC: 
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 See appendix 4 - 7 - 1a_Workshop on challenges met in SES 
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- Provide a platform for women’s groups: they can achieve by themselves 

- Overpass intermediaries 

 

Then she provided other information: 

Features: 

• Capital owned by the members (not a loan from NCRC) 

• Groups of 5 or 6 women doing the same activity 

• Women work at home 

 

Problems: 

• Dropout of first NCRC cooperative after 6 months 

• Problem with their unique supplier as they did not place enough orders 

• Not enough orders from wholesalers 

• Lack of group cohesion 

 

Each participant was given a card on which they had to propose 5 solutions.  

Then participants were asked to work in pairs and come to 5 solutions.  

Subsequently, the groups were asked, in turn, to give 1 solution to reach 10 solutions. 

 

And finally, participants were asked to agree on the 3 best options. 

1. Strengthen governance through the election of officers, formulation of rules and regulations and 

conflict resolution training 

2. Train members on establishing networks with buyers and suppliers 

3. Conduct an assessment of the cooperatives and re-define their vision, mission and goal  

4. Establish a business plan 

5. Put the cooperative in touch with a similar cooperative (similar size, similar product) : peer-to-

peer visits 

6. Build safety nets (use a pessimistic scenario in the business model) 

7. Formalise contracts with buyers and suppliers 

8. “Value planning” Collective efforts in terms of management, leadership 

9. Skills training 

10. Establish a unique workplace and fixed hours 

 

Group 3: How can we build win-win partnerships with other organisations? 

This topic was not dealt with by using one specific programme’s experience as an example. However, 

the same technique was used for this workshop in sub-groups.  

In fact, the participants were asked to agree on the 3 best options: 

 

1. Building knowledge of each other (methodology, objectives, approaches, targets, etc.) 

2. Willingness to find solutions to challenges together (keep unity) 

3. Supplementing services and skills = synergy 

3. Mutual benefit (financial, learning, etc.) 

4. Confidence/trust is mutual 

5. Find common ground for a common goal 

6. Increased efficiency (financial) 

7. Clear rules and regulations for collaboration (contract, organization chart…) 

8. Respect for each other’s diversity (objectives, methods…) 

9. Regular planning, consultation, assessment, monitoring 
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Group 4: How do we develop and sustain group dynamics?  

For this workshop, participants firstly listed the main problems they face with groups in 

the field: 

A. Members of the group do not attend the meetings 

B. No participation 

C. Group leaders are not active 

D. Loan embezzlement  

 

Then, the group chose to deal with problem A: “Members of the group do not attend the meetings”. 

Each participant was given a card on which they had to propose 5 solutions. Then participants were 

asked to form pairs and come to 5 solutions.  

Subsequently, the groups were asked, in turn, to give 1 solution to reach 10 solutions. Unfortunately, the 

group did not have time to find the 3 best options. But this exercise can be continued by the participants 

themselves and with their teams. Here are the first solutions: 

 

1. One central point for meetings with all groups in an area 

2. Conduct weekly meetings 

3. Participants could share transport 

4. Group collectors could do home-to-home visits  

5. Penalties for loan renewals 

6. Paying a fine for late attendance at the meeting 

7. Make sure staff have a level of discipline 

8. Impose rules and regulations 

9. Teach the group time management 

10. Make meetings as short as possible  

11. Have attractive activities during the meetings 

12. Increase groups’ self-management 

 

Session 8: Evaluation of the day  

The day ended with feedback on the day11. The participants were divided into 4 groups (A, B, C and D). 

Each group was given a few minutes to define strengths and weaknesses regarding: 

- Level of interest of the topics presented today (group A) 

- Alignment with their expectations (group B) 

- Techniques used by the facilitators (group C) 

- Duration and pace of the sessions were too short to debrief on field visits (group D) 
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Here are the results: 

 

Strengths Weaknesses 

- Topics were interesting. 

- Games, leading of activities and debate were 

good. 

- The debriefing session, the sessions on 

business coaching and on financial 

counseling brought new ideas. 

- The workshops on challenges met with 

socioeconomic services made us realise that 

we are facing the same difficulties. 

- The support methodology for the workshop 

session was much appreciated. 

 

 

- Debriefing on field visits was too short (not 

enough time for questions and answers). 

- Some questions during the debate were 

difficult to understand. 

- Time for the IBC workshop was too short. 

- Debriefing on Intensive Business Coaching 

and Financial Counseling not long or deep 

enough. 

- Some Powerpoint presentations were a bit 

tedious. 

- Participants need more energiser activities 

after lunch. 

 

 

 

  


