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Day 1 Agenda – Pre-Meeting (Morning) 
•  9.00-9:15am -  Welcome 

•  9.15-10.15am - Brief overview of the SPTF and introduction to the Universal 
Standards for Social Performance Management 

•  10.15-10.45am - Coffee Break 

•  10.45- 12.00 pm - Overview of the Social Investor Working Group Initiatives  

•  12.00-13.00pm - Lunch (and end of pre-meeting and start of meetings with all 
participants) 
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•  +2,700 members in 127 countries 
•  Representing every stakeholder group in the global 

responsible inclusive finance industry 
▫  financial service providers, donors and investors 

(multilateral, bilateral, private), support organizations 
and networks, rating agencies, regulators, etc 

SPTF engages with stakeholders to develop, disseminate, and 
promote standards and good practices for social performance 

management and reporting  

The SPTF is a global membership non-
profit organization 



Working with all stakeholders in the sector, SPTF 
promotes responsible inclusive finance 

SPTF	Secretariat	
Secretariat runs daily operations	

SPTF	Board	
13-member board, representing all 

stakeholder groups 
SPTF	Annual	
Mee4ng	

Financial	Service	Providers	

Global,	regional,	
na4onal	networks	

Social	investors	

Social	raters,	audi4ng	agencies,	informa4on	services		

Support	
organiza4ons	

Donors/	
funders	

Low-income	people		



• Released in 2012, the Universal Standards is a 
comprehensive manual of best practices that 
helps financial service providers put 
customers at the center of all strategic and 
operational decisions 
! Globally accepted standards  
! Integrates best practices practices from leading 

organizations (e.g., ILO, Smart Campaign) 
! Developed for and by the people in inclusive finance 

• Also a resource for investor due diligence and 
monitoring of investees 

The Universal Standards for Social 
Performance Management 
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There are 19 
standards, 
organized 
 into 6 
dimensions. 

They 
incorporate 
learning from 
many 
initiatives in 
our sector. 
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•  DECREASE REPORTING BURDEN: A data collection, an 
assessment tool and a reporting tool aligned the Universal 
Standards of SPM 

•  LEARN & IMPROVE PRACTICES: A free management 
tool, which enables financial institutions (FIs) to analyze their 
current SPM practices and make SPM decisions internally 

•  IMPROVE INDUSTRY BENCHMARKS and INCREASE 
QUALITY OF SP DATA: SPI4 allows FIs define their “social 
statements” 

Overview of the Universal Standards  
Assessment Tool: The SPI4   
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 The SPI4 evaluates the Universal 
Standards based on indicators 

Essential 
Practices 

Standards 

Dimensions 

Indicators 

Evaluate a FSP 
level of 
implementation 
of the essential 
practices 9 



SPI4 quick demo 
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cerise-spi4.org  
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1. 
Learn 

2. 
Assess 

3. 
Plan 

4. 
Implement 

5. 
Report 

5 step framework for better practice - FSPs 

•  Learn—Universal Standards 
Manual 

•  Assess— Excel social audit 
(SPI4) 

•  Plan—Action plan; prioritize 
gaps to address 

•  Implement—Improving 
practices prioritized in the 
action plan 

•  Report—Demonstrating results 
to internal or external 
stakeholders. 
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•  One of the most active working groups of the SPTF 
•  Open to all investors seeking both financial and 

social returns 
•  Currently has ~100 organizations members 
•  Meets twice a year in person – the next meeting will 

be on during the 2016 SPTF Annual Meeting in 
Marrakesh 

•  Member-led – work and discussion emerge from 
the interests of group members 

The Social Investor Working Group 
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•  Raise awareness  and create ownership among 
investors of ongoing initiatives and developments in 
SPM 
!  Universal Standards; Principles for Investment in Inclusive Finance 

•  Identify areas of concern in microfinance 
!  Over-indebtedness; reporting burden on MFIs;  Lack of pricing 

transparency, etc. 

•  Take collective action in areas where it can help the 
market develop in a positive direction 
!  Develop guidelines and tools for common use among investors, share 

information 

Objectives of the social investor group 
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1.  Harmonizing investor due diligence and 
monitoring on social performance  

2.  Harmonizing loan agreements covenants in support 
of responsible microfinance  

3.  Preventing over-indebtedness 
4.  Measuring and reporting on outcomes  
5.   Pricing transparency  
6.  Equity investments: Balanced return expectations & 

Responsible exits 
7.   Aligning efforts with other impact investments 

Examples of current initiatives 
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Initiative #1  

Harmonizing investor due diligence 
and monitoring on social performance  
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The process of definition of ALINUS 
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…. The SPI4 ALINUS excel Tool  
•  A reduced version of the SPI4 tool, developed by a 
group of social investors – with just 80 common 
indicators 
•  A tool for social due diligence and monitoring 
•  As more investors implement the SPI4, investors will have 
a common database for benchmarking of data in the 
sector 
•  Common use of the tool will also mean reduced 
reporting burden for Fis 
•  Currently being piloted by the ALINUS investor group 
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 SPI4 ALINUS  

Quick Demo 



Initiative #2  

Harmonizing loan agreements 
covenants in support of responsible 

microfinance  
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Lenders guidelines for setting reasonable covenants in 
support of responsible microfinance (“reasonable covenants”)  

•  Developed by investors to define common covenants and social 
undertakings in loan agreements to encourage responsible finance 

•  Intended to ease reporting constraints for MFIs 

•  Organizations that worked together towards the creation of the 
guidelines and endorse the basic goal of such guidelines include: 

The Reasonable Covenants 
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Initiative #3  

Preventing over-indebtedness 
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•  Microfinance investment managers’ guidelines on 
over-indebtedness – a framework for making investment 
decisions in a responsible way to avoid contributing to 
potential over indebtedness in markets where investors work  

•  MIMOSA – Microfinance Index of Market Outreach and 
Saturation (Daniel Rozas will provide a detailed update later 
today) 

Preventing over-indebtedness 
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Initiative #4  

Measuring and reporting on 
outcomes  
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•  SPTF Outcomes Working Group  - launched in 2014 
in response to members demand 
▫  Multi-stakeholder group, open to anybody interested 
▫  Discussions are ongoing –all previous sessions recordings and 

presentations available at the SPTF website for download 

•  Currently working on:  
▫  Developing guidelines for measuring and reporting on 

outcomes (one specific for investors, one for FSPs)  
▫  developing a short-list of agreed upon common outcome 

indicators in the areas of: economic poverty, business, housing 

Measuring and reporting on outcomes 

27 



Initiative #5 

Pricing Transparency 
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•  SPTF investor members recognize the importance of collecting 
transparent pricing data from FIs 

•  Until early 2015 Microfinance Transparency (MFT) drove the 
discussion and data collection efforts 

•  With MFT no longer in operations, investors expressed 
interested in assessing ways in which this work can continue 
going forward 
▫  SPTF is holding a webinar series on transparency 
▫  MFT pricing tool adapted into the SPI4 
▫  Smart Campaign and Microfinanza Rating will share a proposed 

approach to continue gathering transparent pricing data from FIs 

Pricing transparency 
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Initiative #6 

Equity investments: Balanced return 
expectations & Responsible exits 
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•  Understanding of the impact that investors’ return 
expectations have on the interest rates charged 
to end-clients 

•  Adopting the concept of “Total returns” - Defining 
returns beyond just financial, also incorporating social 
and environmental 

•  Responsible entries and exits (in equity 
investments) is a topic of high interest among investor 
members…but there is still not much information 
available 

Equity Investment: Balanced return 
expectations & Responsible Exits  
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Initiative #7 

Aligning efforts with other impact 
investments 
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•  SPTF and GIIN worked together to better understand the 
alignment of IRIS and SPI4 indicators  
▫  White paper & session tomorrow 
▫  Both organizations committed to increasing alignment 

•  SPTF & GIIRS conducting mapping of alignment of 
indicators 

•  SPTF is also exploring the possibility of coordinating SPI4 
indicators with with the GABV scorecard for investors 
involved in responsible inclusive finance 

Aligning efforts with other investor 
initiatives 
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Conclusion: the Ultimate Goal of our 
work…..  

Financial 

Performance 

Social 

Performance 

Financial 
Performance 

Social 
Performance 
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Day 1 Agenda - Afternoon 
•  13.00-13.15pm:  Welcome  

•  13.15-13.30pm:  Update on the evolution of the Universal Standards  

•  13.30-14.30pm:  Update and Next Steps on the SPI4 and SPI4 ALINUS 

•  14.30-15.00pm:  Uptake of the Lenders Guidelines for Setting Reasonable 
Covenants  

•  15.00-15.30pm:  Coffee Break 

•  15.30-16.00pm:  Update on Transparent and Responsible Pricing 

•  16.00-17.00pm:  Update on MIMOSA  

•  17.00 – 17.30pm:  Update on PIIF 

•  17.30- 18.00pm:  Conclusions & Plan for Day 2 

•  18.00 – 19.00pm: Casual Drinks 



The Evolution of the Universal Standards 

•  WHY ?  

▫  Formal process to ensure the Universal Standards stay 
relevant. 
▫  Follow best practices in standards setting to update after 

three to five years.  
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The Evolution of the Universal Standards 

•  HOW ?  

▫  SPTF’s “Technical Review Committee” reviews and provides 
expert commentary on the proposed revisions to the 
Standards  
▫  The Committee reports to the SPTF Board and is coordinated 

by the SPTF Secretariat 
▫  30-day public comment period: March 1-30 in English 
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The Evolution of the Universal Standards 

•  WHAT OUTCOME ?  

▫  The SPTF will issue a revised version of the Universal 
Standards in summer 2016, to coincide with Smart 
Campaign’s release of its revised Certification Standards 2.0 
▫  Revisions by both Smart Campaign and SPTF will 

continue to be synchronized  
▫  The Universal Standards (including CPP) will be 

stabilized for at least 3 years 
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Update and next steps for SPI4 
and SPI4-ALINUS 

Cécile Lapenu (CERISE) and  
Jurgen Hammer (co-chair of SPTF investor group/SPTF Chairman) 



Growing use of SPI4 

SPI4	in	numbers	as	of	Feb.	2016	

" 	More	than	115	questionnaires	
received	

" 	From	50	different	countries	

" 	75%	are	accompanied	self-
assessments		

" 	333	people	trained	in	SPI4	

" 	57	qualified	auditors		

ASIA  
26% 

LAC  
23% 

MENA  
5% 

SSA 
39% 

ECA  
6% 

Audits SPI4 by region (N=116)  
(as of  Feb 2016) 

NGO		
24%	

Bank	
11%	NBFI		

34%	

Coop/	
Credit	
Union		
21%	

Other		
10%	

by	legal	form	
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SPI4 benchmarks – Ex « FI Smile »  
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The benchmarks for ALINUS 
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SPI4 quick demo 



Commitments at each stakeholder level 

• Data collection with 
ALINUS 

•  Support MFIs in 
improving practices 

• Define their “social 
statements” 

• Use results to improve 
practices 

•  Pro-actively report to 
stakeholders 

•  Share results with 
CERISE 

•  Support MFIs in 
conducting 
assessments 

•  Support MFIs in 
improving practices 

•  Share results with 
CERISE 

•  Training, qualification, 
support 

•  Centralization of results 
• Database 
• Data verification (MFR) 

CERISE       
SPTF             
MIX       

Raters 

Networks      
TA 

providers 

Investors           
Funders 

Financial 
Institutions 
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Committed	Beyond	Investment	

Pilot	Testing	of	ALINUS-SPI	4		

46	

by:	Dina	Pons,	East	Asia	Regional	Director	&	
SP	Manager	

Dannet	Liv,	Investment	Manager	&	SP	
Officer	

2-3	March	2016	
Social	Investors	MeeDng	on		

Responsible	Finance	2016,	SPTF,	New	York	City	



Committed	Beyond	Investment	

Methodology	
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•  During	all	due	diligences,	conducted	ALINUS-SPI4	and	
ECHOS	for	each	investee		

•  Compared	the	results	of	the	two	tools	(i)	to	check	on	
consistency	of	scores,	(ii)	ease	of	use,	and	(iii)	potential	
bugs.		

•  Total	pilot	tests:	10	MFIs:	
•  8	in	Cambodia	
•  1	in	China	
•  1	Philippines	

•  MFIs	include	7	traditional	MFIs	and	3	non-traditional	MFIs	



Committed	Beyond	Investment	

Results	–	Overall	Scores	
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TradiDonal	
MFIs	

Non-
TradiDonal	
MFIs	

Overall	scores	are	very	consistent!	
•  Sample	Average:	75.6%	ECHOS	vs	

75.8%	SPI4	
•  Overall	Average:	73%	ECHOS	vs	61%	

SPI4	

Main	Differences	
•  Slightly	different	by	dimensions,	ie.	

Dimension	6	on	Balance	Returns	is	not	
present	in	ECHOS	

•  Bias	of	our	tool	on	Agriculture	/	GNI	
per	capita	/	loan	size	/	rural	

•  SPI4	neutralized	this	bias	#	Meaning	
commercial	banks	with	good	practices	
can	still	score	high	60%	

80%	

100%	

MFI	1	 MFI	2	 MFI	3	 MFI	4	 MFI	5	 MFI	6	 MFI	7	 MFI	8	 MFI	9	MFI	10	

Sc
or
e	
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	p
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ag
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ECHOS	 SPI4	

SME	Banks		



Committed	Beyond	Investment	

Results	–	CPP	Scores	
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Also	very	consistent!	

•  Sample	Average:	83%	ECHOS	vs	
88%	SPI4	

Main	Differences	

•  CPP	in	ALINUS	is	less	
comprehensive	=		higher	scores.		

•  Principle	4	on	Responsible	Pricing	-	
ALINUS	uses	only	1	indicator,	
ECHOS	uses	4	

•  Principle	5	on	Fair	Treatment	of	
Clients	–	ALINUS	uses	6	indicators	
but	they	are	all	relatively	similar,	
while	ECHOS	uses	6	very	different	
indicators	

TradiDonal	
MFIs	

Non-
TradiDonal	
MFIs	

60%	

80%	

100%	

MFI	1	MFI	2	MFI	3	MFI	4	MFI	5	MFI	6	MFI	7	MFI	8	MFI	9	 MFI	
10	

Sc
or
e	
in
	p
er
ce
nt
ag
e	

ECHOS	

SME	Banks	



Committed	Beyond	Investment	

Results	-	Experience	
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LIKES	
•  Easy,	audit	list	that	aids	in	more	robust	assessment	of	SP	
•  Only	tool	fully	aligned	to	USSPM	
•  All	in	one	package	with	questionnaire,	APR	calculations	and	
dashboard	

•  Removed	bias	related	to	different	social	missions	and	
institutional	set	ups		

•  Tool	can	be	shared	with	investees	and	used	to	empower	their	
SPM	work	

•  Some	MFIs	already	had	SPI4,	which	made	the	data	collection	
faster	

DISLIKES	
•  Organizational	info	is	still	time	consuming	
•  Cannot	preview	the	score	before	exporting	



Committed	Beyond	Investment	

Next	Steps	
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•  Working	with	CERISE	to	automatically	consolidate	ALINUS	
SPI4	into	one	database	for	future	reporting	to	shareholders		

•  Testing	links	between	ALINUS	SPI4	and	BRS/factsheet	
•  Training	investment	managers	

Timeline	
•  March	–	April:	Pilot	in	other	regions	
•  April:	Presentation	of	findings	to	management	team	
Conditional	to	management’s	decision:		
•  June:	Training	to	investment	managers	
•  June	–	Sept:	First	roll	out	and	development	of	procedures	and	links	
•  Dec:	Full	transition	finalized	



Committed	Beyond	Investment	

Benefits	of	Switching	to	SPI4	
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•  First	mover	to	adopt	an	industry,	recognized	SPI4	
! Asset	owners	asking	about	SPI4	
! +100	MFIs	already	using	

•  Join	forces	with	other	MIVs	for	a	collective	
transition	



Key strategic next steps (1) 

Investor comments & 
 issues 

Response 

Need for stabilization  CERISE/SPTF/Smart in charge of closing tool updates 
as of June 2016 + Stability 2016-2019 

ALINUS adoption by 
investors 

Strategic commitment to adopt, train, use. 
First movers: AFD/Proparco, Cordaid,  Grameen-Credit 
Agricole, Incofin, Pamiga, Triple Jump… 

Increase outreach and 
size of database 
Ensure buy-in 

Target 300 FIs by end 2016 with focus on key countries 
and key MFIs (highest MIV portfolio exposure) 

Cambodia, Morocco, Philippines, Pakistan, 
Azerbaijan, India, etc.  
Focus upon demand and uptake by investors 

Increase communication of both FI &MIVs to 
demonstrate & ensure uptake  
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Investor comments & Issues  Response 

Quality  - Self-assessment versus accompanied assessment 
- Mix Market desk-review  
- Qualified auditors  with clear process 
- Raters verification (microfinanza rating) 

Improving practices Financial support for TA. SPTF website for free 
implementation support and tools 

Responsible Microfinance Facility 
MFC/Ford SP Fund 3 
Investors TA facilities 

Diversified investment 
portfolios to be analyzed: 

1.  MFIs, MF banks + standard 
commercial banks 

2.  financial inclusion + social 
enterprise + fair trade   

1. USSPM already applied for “Inclusive finance” – 
less biased 
 2. Work in progress to align SPI4 and GIIRS 

Key strategic next steps (2) 
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Day 1 Agenda - Afternoon 
•  13.00-13.15pm:  Welcome  

•  13.15-13.30pm:  The Evolution of the Universal Standards 

•  13.30-14.30pm:  Update and Next Steps on the SPI4 and SPI4 ALINUS 

•  14.30-15.00pm:  Uptake of the Lenders Guidelines for Setting Reasonable Covenants  

•  15.00-15.30pm:  Coffee Break 

•  15.30-16.00pm:  Update on Transparent and Responsible Pricing 

•  16.00-17.00pm:  Update on MIMOSA  

•  17.00 – 17.30pm:  Update on PIIF 

•  17.30- 18.00pm:  Conclusions & Plan for Day 2 

•  18.00 – 19.00pm: Casual Drinks 



Reasonable Covenants: Report on 
Progress... and Looking Ahead 

SPTF Social Investor Meeting:  
2 Mar 2016, New York 
Dina Pons (Incofin) & Lisa Sherk (BlueOrchard) 



• Working group established in 2012 
•  Latest version of guidelines finalized in 2014 
•  Incorporated in PIIF under Principle 3:  Fair 

Treatment 
•  15 endorsers: 

	AcDam	 	Grassroots	Capital		
	Agence	Française	de	Développement	 	Incofin	Investment	Management		
	AECID	 	Oikocredit		
	Agora	Microfinance	N.V.	and	its	affiliates		 	OPIC	
	BNP-Paribas		 	PROPARCO		
	Cordaid		 	Triodos	Investment	Management	BV		
	Deutsche	Bank	Global	Social	Inv.	Funds		 	Triple	Jump	
	Grameen	Credit	Agricole	FoundaDon	

Reasonable Covenants - recap 
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Survey of Endorsers – fall 2015 

•  In order to assess how to move this initiative 
forward, interviews were held with endorsers 
focussing on the following questions:  

•  How useful are the Guidelines to endorsers? 

•  How much have they actually implemented 
them in practice? 

•  What has feedback been from MFIs? 

•  What are some potential next steps? 
58 



Usefulness 
•  Strongest feedback was that the Guidelines were an 

excellent educational tool/ resource 
▫  Very high value for those who did not yet have covenants 

in place  
▫  Also helpful to others who wanted to rationalize their 

existing covenants (good support for internal discussions) 

•  Good “sanity check,” on reasonable of covenants though 
many endorsers felt they were already quite aligned  

•  Process itself of establishing the covenants helped for 
sharing perspectives, seeing practices of other investors 
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Implementation (1)  
Main conclusion:   

•  Wide variation across endorsers  

•  Varying perspectives on what endorsement really 
means:  
▫  Does it require following the exact covenants and their definitions  
OR 
▫  Is it enough to be following the spirit of the document?  
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Implementation (2) 
     Financial Covenants 

•  “Pick and choose” approach: some covenants  

•  Pragmatic Flexibility:  Adjustments of the levels of various 
covenants 

•  Examples:  
▫  Use Equity/ Assets instead of Debt/Equity 
▫  Combining PAR with write-offs for portfolio quality 
▫  Using last 12 months write-offs instead of annualized 
▫  Add limit on hard currency lending (avoid passing FX risk to clients)   
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Implementation (3) 
Social Undertakings 
•  Almost all endorsers include CPP endorsement (though the 

value of endorsement alone is questioned by many) 

•  Most require reporting on social indicators to MIX 

•  Very few use 7.5% ROA cap 
▫  Many felt that this isn’t an appropriate way to handle this 

topic – better to have eligibility criteria & internal 
guidelines 

•  Many include other social undertakings tailored to specific 
investees (implement SPM systems;  get a social rating etc..) 
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MFIs’ awareness on the Guidelines  

•  General agreement from MFIs that covenants were fair/ 
reasonable 

•  With some exceptions (Cambodia) did not feel that MFIs were 
aware of the initiative 

•  Not a strong feeling that MFIs feel overburdened by reporting 
on convenants, even if lenders are not all aligned – though 
many MFIs themselves will push for convergence  
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Next Steps 
•  Adjust document slightly to make it more of an educational 

tool than list of requirements 
▫  Reflects actual usage by endorsers  
▫  Help to broaden the group of endorsers 

•  Add more suggestions for social undertakings  
▫  Social ratings/ audits 
▫  Establish social performance management system 

•  Survey MFIs to assess extent of reporting burden due to 
covenant tracking 
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New Guidelines Draft   

65 

•  Introductory text: Educational tool  

•  Financial covenants:  
▫  Equity/assets  
▫  FX open position : lower level  
▫  Wording on restructured/rescheduled/renegotiated  

•  Social Undertakings:  
▫  Add options  
▫  Refer to Universal Standards and SPI4  



Day 1 Agenda - Afternoon 
•  13.00-13.15pm:  Welcome  

•  13.15-13.30pm:  The Evolution of the Universal Standards 

•  13.30-14.30pm:  Update and Next Steps on the SPI4 and SPI4 ALINUS 

•  14.30-15.00pm:  Uptake of the Lenders Guidelines for Setting Reasonable 
Covenants  

•  15.00-15.30pm:  Coffee Break 

•  15.30-16.00pm:  Update on Transparent and Responsible Pricing 

•  16.00-17.00pm:  Update on MIMOSA  

•  17.00 – 17.30pm:  Update on PIIF 

•  17.30- 18.00pm:  Conclusions & Plan for Day 2 

•  18.00 – 19.00pm: Casual Drinks 



The	Smart	Campaign	– 
Update	on	Responsible	
Pricing	Standards	2.0	
Isabelle	Barres	
The	Smart	Campaign	
Center	for	Financial	Inclusion	at	ACCION	

March	2,	2016	
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Responsible pricing in Standards 2.0

•  Focus	on	transparency	of	product-level	pricing	
•  Focus	on	transparency	of	pricing	policies	and	

pricing	decisions		
•  Focus	on	pricing	monitoring	and	client	interests	
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Sustainability and Affordability
Sustainability:	The	FI	is	managed	to	provide	services	in	
the	long	term.		
•  OSS>	95%.	
•  If	Loan	Loss	Expense	RaDo	is	high,	it	can	be	jusDfied.	

Affordability:	The	FI’s	pricing	and	use	of	profits	is	aligned	
with	the	interest	of	clients.	
•  Transparent	pricing	policy.	
•  Transparent	profit	policy.	
•  Board	monitors	pricing	levels.	
•  Regular	cost	analysis	to	see	where	prices	can	be	reduced.	
•  Pricing	peer	comparison	to	see	where	prices	can	be	reduced.	
•  Reasonable	fees.	
•  Monitoring	of	fees	charged	by	third-party	providers.	
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Benchmarks
Sustainability:	The	FI	is	managed	to	provide	services	in	
the	long	term.		
•  OSS>	95%.	
•  If	Loan	Loss	Expense	RaDo	is	high,	it	can	be	jusDfied.	

Affordability:	The	FI’s	pricing	and	use	of	profits	is	aligned	
with	the	interest	of	clients.	
•  Transparent	pricing	policy.	
•  Transparent	profit	policy.	
•  Board	monitors	pricing	levels.	
•  Regular	cost	analysis	to	see	where	prices	can	be	reduced.	
•  Pricing	peer	comparison	to	see	where	prices	can	be	reduced.	
•  Reasonable	fees.	
•  Monitoring	of	fees	charged	by	third-party	providers.	
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Benchmarks
Sustainability:	The	FI	is	managed	to	provide	services	in	
the	long	term.		
•  If	Loan	Loss	Expense	RaDo	is	high,	it	can	be	jusDfied.	

Affordability:	The	FI’s	pricing	and	use	of	profits	is	aligned	
with	the	interest	of	clients.	
•  Regular	cost	analysis	to	see	where	prices	can	be	reduced	

•  If	OER	is	high,	it	can	be	jusDfied.	
•  If	ROA	is	high,	it	can	be	jusDfied.	

•  Pricing	peer	comparison	to	see	where	prices	can	be	reduced	
•  APR	comparable	to	peers.	If	not,	it	can	be	jusDfied.	
•  Yield	comparable	to	peers.	If	not,	it	can	be	jusDfied.	
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Responsible pricing: Benchmarks
What	is	benchmarked?		

•  Product-level	pricing:	APR	
•  FI-level	pricing:	Poreolio	Yield	
•  Pricing	components:		

o  Loan	Loss	Expense	RaDo	
o  OperaDng	Expense	RaDo	
o  Return	on	Assets	

What	is	benchmarked	to?		
•  To	the	performance	of	other	FIs:	based	on	peer	performance	
•  To	country	performance		
•  To	aspiraDons:	based	on	subjecDve	criteria		
•  To	expected	performance	

How	is	the	decision	made?		
•  Fails	if	outside	of	accepted	range:	absolute	
•  Requires	addiDonal	analysis	if	outside	of	accepted	range:	
screening		
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Benchmarks in Standards 1.0 vs 2.0

What	is	benchmarked	 What	is	benchmarked	to?		 How	is	the	decision	made?		

Product-level	pricing:	APR	 Compared	to	other	FI	products	 Not	in	cerDficaDon	–	for	cross	
subsidizaDon	analysis	

FI-level	pricing:	Avg.	APR		OR	 based	on	expected	performance		 Screening	

FI-level	pricing:	Poreolio	Yield	 based	on	expected	performance		 Screening	

Loan	Loss	Expense	RaDo	 based	on	country	performance		 Screening	

OperaDng	Expense	RaDo	 based	on	expected	performance	 Screening	

Return	on	Assets	 based	on	subjecDve	criteria		 Screening	

What	is	benchmarked	 What	is	benchmarked	to?		 How	is	the	decision	made?		

Product-level	pricing:	APR	 based	on	peer	performance		 Absolute	

FI-level	pricing:	Poreolio	Yield	 based	on	peer	performance		 Absolute	

OperaDng	Expense	RaDo	 based	on	peer	performance		 Absolute	

Benchmarks	in	Standards	1.0		

Benchmarks	in	Standards	2.0		



Pricing	transparency	
RaDng	agency	model	

MicroFinanza	RaDng,		
Feb	2016	



Pricing	transparency	managed	by	ra4ng	agencies	

1.  Efficiency	 •  Pricing	data	collected,	validated	and	APR*	calculated	
as	part	of	ra4ngs	and	cer4fica4ons;	

2.			Quality	 •  Experience:	calculaDng	APR	on-site	since	2010	
•  Staff	trained	on	MicroFinance	Transparency	

methodology,		
•  On-site	data	collecDon	and	validaDon,	quality	control	

3.			Plus	 Promote	pricing	transparency	in	addiDonal	ways:	

•  Training	(financial	insDtuDons	and	regulators)	
•  Advisory	services	(regulators)		
•  Research	
•  APR	in	a	database	together	with	600	other	financial	

and	social	indicators	of	rated	insDtuDons	(≈2,000)	

Advantages	

*Annual	Percentage	Rate,	also	known	in	non	technical	terms	as	«effecDve	interest	rate»	



1.	Pricing	
data	

collected	

2.	APR	
calculated	

3.	APR	
uploaded	in	
database	

4.	APR		
available	to	
subscribers	

•  On-site	visit	

•  Data	collecDon	and	validaDon	(branch)	

•  APR	calculaDon	

•  Transparency	index	calculaDon	

Already	done	as	part	of	raDngs	and	cerDficaDons	

AddiDonal	effort	for	the	APR	raDng	agency	model	

•  Update	database	

•  Manage	database	

•  Set	reporDng	

•  Manage	reporDng	

Already	half	way	



Business	model,	raDng	agencies	

Steps	1	to	4:	collecDon,	
APR	calculaDon,	upload,	
data	management	

Work	done	as	part	
of	raDngs	and	
cerDficaDons	

(on-site:	most	Eme-
consuming	but	
value-added	step)	

Subscrip4ons:		
•  DFIs	and	FoundaDons;		
•  MIVs;	
•  Regulators;	
•  Financial	insDtuDons;	
•  Standard-sesng	bodies	(R&D)	

	RaDng	work	
Cost	to	be	paid,	
marginal	

Total	Cost	

IniDal	cost	 Ongoing	cost	

Grants:	
•  DFIs	
•  FoundaDons	



Business	model,	MFT	

•  DFIs;	
•  FoundaDons;		
•  MIVs	

Cost	to	be	paid	

Total	Cost	
RaDng	agency	model	
compared	to	MFT:		
•  Lower	marginal	cost	

to	be	covered;	
•  Larger	role	of	user	

subsrip4ons	vs	grants	



Why	the	ra4ng	agencies’	model	is	more	sustainable	

1.  Access	 •  Data	to	calculate	APR	provided	by	the	FI	as	part	of	raDngs	(vs	
challenges	of	voluntary	reporDng)	

2.			Cost	 •  Cost	more	than	5	Dmes	lower	than	past	model	(esDmate)	
•  Lower	cost	to	be	covered	with	subscripDons	
•  Time	saved	for	Financial	InsDtuDons	

3.			Update	 •  Database	updated	on	an	on-going	basis	with	raDngs,	not	
dependent	on	grants	

4.			Context	 •  Analyze	APR	within	the	context	of	financial	&	social	indicators	+	
country	&	organizaDonal	indicators,	validated	by	raters	

Why	should	it	work	
How	is	this	different	from	the	past	

DFIs,	FoundaDons,	MIVs	(among	
others)	commitment	to	pay	(liZle)	

for	transparency	

Sustainability	of	the	
raDng	agency	
business	model	

High	quality	standards	to	be	maintained		



Coverage	

¹	Data	collected	in	2013,	last	year	of	MFT	acDve	operaDons.		
²	Data	collected	in	2016	(esDmate)	by	MicroFinanza	RaDng	only;	other	specialized	raDng	agencies	may	join.	

Coverage	/	year	 MFT¹	 Ra4ng	agency²	

#	APR	datapoints	 2,347	 4,320	

#	Products	 610	 240	

#	Financial	
InsDtuDons	

164	 80	

#	Countries	 11	 33	

↑	larger	sample,	>	accuracy	

↓	only	products	>20%	clients	

↓	Rated	insDtuDons	only	
(usually	largest),	unless	
complementary	country-wide	
studies	are	conducted	

↑	majority	of	Contries	in	
investors’	poreolio	covered	



Timeline	

MicroFinanza	RaDng	ready	to	start	working	as	soon	as	Q2	2016	once:	

•  A	partnership	is	idenDfied	to	cover	the	start-up	costs;		
•  the	DFIs,	MIVs	and	other	users	commitment	to	pay	a	small	

subscripDon	fee	for	the	use	of	the	service	(i.e.	sustainability)	is	
verified.	

The	first	results	can	be	available	4	months	azer	the	beginning	of	the	
work.	



Thanks	

Lucia	Spaggiari	

Business	Development	Director,	MicroFinanza	RaDng	

411	Rue	Toyota,	Bonapriso,	Douala,	CAMEROON		

T	+237	691	936	326	
Skype	lucia.spaggiari	



Day 1 Agenda - Afternoon 
•  13.00-13.15pm:  Welcome  

•  13.15-13.30pm:  The Evolution of the Universal Standards 

•  13.30-14.30pm:  Update and Next Steps on the SPI4 and SPI4 ALINUS 

•  14.30-15.00pm:  Uptake of the Lenders Guidelines for Setting Reasonable 
Covenants  

•  15.00-15.30pm:  Coffee Break 

•  15.30-16.00pm:  Update on Transparent and Responsible Pricing 

•  16.00-17.00pm:  Update on MIMOSA  

•  17.00 – 17.30pm:  Update on PIIF 

•  17.30- 18.00pm:  Conclusions & Plan for Day 2 

•  18.00 – 19.00pm: Casual Drinks 
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A	Village	in	France,	early	1950s	
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“No	one	here	will	ask	for	credit	if	he	can	avoid	
it.	No	one	wants	to	be	obligated	to	anyone.”	

Laurence	Wylie,	Village	in	the	Vaucluse,	An	Account	of	Life	in	a	French	Village,	1964,	(via	Thomas	Dichter,	What’s	Wrong	
with	Microfinance?,	2007)	



Ten	years	later…	
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“The	way	prices	keep	going	up,	it’s	stupid	not	to	
get	what	you	want	when	you	want	it	–	within	

reason,	of	course.”	

Laurence	Wylie,	Village	in	the	Vaucluse,	An	Account	of	Life	in	a	French	Village,	1964,	(via	Thomas	Dichter,	What’s	Wrong	
with	Microfinance?,	2007)	



Thric	or	Spendthric	in	Korea?	
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We	know	that	bubbles	happen.		
We’re	monitoring	the	situa4on!	
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Avg	PAR	30	+	Writeoffs	
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Fannie	Mae,	90+	day	delinquency	rate	
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Source:	Fannie	Mae	disclosures;	Prime=	loans	without	“key	product	features”	as	defined	in	company	disclosures	(esDmated	
for	Sep07-Dec08);	High	Leverage=	LTV>90;	Subprime=	based	on	the	company’s	designaDon	
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Markets	won’t	tell	you	when	to	slow	down.	

You	need	tools	to	see	ahead.	
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Nice	logo…	

but	we	don’t	need	MIMOSA	–	we	have	
overindebtedness	surveys!	



Many	surveys,	yet	no	consistent	metrics	
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Country	 Date	 Source	

Mexico	 2014	 MF	CEO	Working	Group	
Cambodia	 2012	 Incofin/BO/Oikocredit	
Azerbaijan	 2011	 MFC/EFSE	
Kyrgyzstan	 2011	 MFC/ICCO	
Ghana	 2011	 CERMi	
Kosovo	 2010	 MFC/EFSE	
India	(Kolar)	 2010	 CGAP	
India	(Andhra	Pradesh)	 2010	 IFMR-CMF	
Bosnia	 2008-09	 MFC/EFSE	
Source:		Rozas	&	Javoy,	The	Crises	of	Microcredit,	edited	by	Isabelle	Guerin	et.	al.	2015	



bubble	

healthy	
market	

Overindebtedness	is	hard	to	measure…	

Credit	penetraDon	

Fi
na
nc
ia
l	s
tr
es
s	

non-credit	
stress	

credit	
stress	
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What	about	mul4ple	borrowing?	



Clients	with	3+	loans	(%)	
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Clients	with	3+	loans	(%)	
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High	penetra4on	and	mul4ple	borrowing		
go	hand-in-glove.	
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R² = 0.64 
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Penetration (% adults with active loan) 

Possible?	

ObservaDons:	Bolivia	(naDonal,	2008-14,	regional	2013),	Cambodia	(regional,	2014),	Kyrgyzstan	(naDonal,	2011	
&	2014),	Morocco	(naDonal,	2008-13),	Peru	(regional,	2014)	



What’s	wrong	with	mul4ple	borrowing?	

Demand-
driven	

Supply-
driven	
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What’s	wrong	with	mul4ple	borrowing?	

Demand-
driven	

Supply-
driven	
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MIMOSA	Field	Survey:	Loan	offers/month	
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Mul4ple	borrowing	is	a	key	metric.	

S4ll,	it’s	not	enough	and	not	always	available.	



A	small	serving	of	MIMOSA	

"  Introduc4on	

"  Penetra4on	

"  Capacity	

"  The	Score	

"  Country	reports	
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What	is	MIMOSA?	
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PenetraDon	 Capacity	
MIMOSA	
score	

Risks	and	miDgants	



PENETRATION	
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The	most	accurate	measure	of	penetra4on:	
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PenetraDon	

Findex	

Local	supply-side	
(MF	Assoc,	central	

bank,	credit	
bureau,	etc.)	

MIMOSA	
Field	survey	



Penetra4on:	interpola4ng	from	mul4ple	sources	

Global	Findex	vs.	Other	sources	
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Penetra4on:	es4ma4ng	from	par4al	data	

Loans	vs.	Borrowers	
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CAPACITY	
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Capacity	=		

Expected	penetra4on	for	an	“average”	
market.	



Average	observed	penetra4on	≈	capacity	

115	 MIMOSA	at	SPTF,	New	York,	Mar	2016	

Source:		Findex	2014,	MIMOSA	



MIMOSA	2.0:		The	Model	
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THE	SCORE	
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MIMOSA 
Score	

Penetration over/ under capacity	
Percentag
e points	

Standard 
Deviations	

Market 
status	

6	 >11.1%	 3+	
Saturated	5	 7.4-11.1%	 2 to 3	

4	 3.7-7.4%	 1 to 2	
3	 0-3.7%	 0 to 1	

Normal	
2	 -3.7 - 0%	 -1 to 0	
1	 < -3.7%	 < -1	 Underserved	

MIMOSA	2.0:		The	Score	
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MIMOSA	2.0:		The	Result	
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MIMOSA	around	the	world	
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Avoiding	crisis	with	MIMOSA	
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Country	 Year	
Points	over	/	
under	capacity	

MIMOSA	
Score	

Bosnia	 2008	 n/a	 n/a	

Nicaragua	 2008	 16.8	 6	

Morocco	 2008	 1.4*	 3	

Andhra	Pradesh	(rural)	 2010	 19.1	 6	

*	adjusted	for	reduced	demand	due	to	religious	prohibiDon	against	borrowing	
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Cambodia	

November 2015 
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Category	 Rating	 Indicator	 Value	

Saturation	
5	 Loan penetration over capacity	 + 8.8%	

Neutral	 Credit card penetration	 2.3%	

Regulation	

$	 Overall quality of regulation	 56/100	
$	 Prevention of overindebtedness	 0/3	
$	 Appropriate collections	 0/2	

$	 Quality of credit bureau & credit reporting	 100/10
0	

Competition / 	
overheating	

$	 Level of competition (HHI)	 1102	
$	 % Borrowers with 3+ loans	 4.5%	

$	 Loan portfolio CAGR in value past 3 years	 46%	

$	 Loan portfolio growth in value expected next 12 months	 33%	

Maturity of 
microfinance 
institutions	

$	 % clients at MFIs <10y or >20y old	
60%  
>20y 
old	

$	 Experienced crisis in past 15 years	 No	

Transparency	
$	 Composite transparency score	 3.4/4	
$	 % MFIs with ratings in past 2 years	 88%	

Other risks	
?	 FX exposure	 n.a.	
$	 Interest rate level (APR, excl. tax)	 28.7%	

Cambodia	

November 2015	

MIMOSA	

Score	 5	
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Large	loan	MFIs*	

Small	loan	MFIs*	
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Small	loan	MFIs:		AMK,	AMRET,	VFC,	TPC	
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Rapid	growth	can’t	go	on	forever…	

so	how	do	you	know	when	to	slow	down?	

Cambodia	

November 2015	

MIMOSA	

Score	 5	
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Peru	

January 2016 
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Category Rating Indicator Value 

Saturation 
6 Loan penetration over capacity +11.9% 

neutral Credit card penetration 11.3% 

Regulation 

!" Overall quality of regulation 90/100 
!" Prevention of overindebtedness 3/3 
!" Appropriate collections 2/2 
!" Quality of credit bureau & credit reporting 100/100 

Competition /  
overheating 

!" Level of competition (HHI) 950/10,000 
!" % Borrowers with 3+ loans 23.6% 
!" Loan portfolio CAGR in value past 3 years 13.7% 

!"
Loan portfolio growth in value expected next 12 

months 0%* 

Maturity of 
microfinance 
institutions 

!" % clients at MFIs <10y or >20y old 55% > 20 y 

!" Experienced crisis in past 15 years No 

Transparency /  
Data availability 

!" Composite transparency score 4/4 
!" % MFIs with ratings in past 2 years 100% 

Other risks 
!" FX exposure 6.5% 
!" Interest rate level 40.6% 

Peru	

January 2016	

MIMOSA	

Score	 6	
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Peru	

January 2016	

MIMOSA	

Score	 6	
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8.4%	of	adults	have	“perdida”	on	
their	credit	record.	

Peru	

January 2016	

MIMOSA	

Score	 6	
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Penetration: % of adults who are active borrowers 

Penetration and re-exclusion are closely linked 

bubble size = population 

Peru	

January 2016	

MIMOSA	

Score	 6	

Source:		Equifax	Peru	
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Bolivia	

December 2015 
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Bolivia	

December 2015	

MIMOSA	

Score	 5	



MIMOSA:		WHAT’S	NEXT?	
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Country	coverage	
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Current	coverage	

Bolivia	
Peru	
Senegal	
Morocco	

Azerbaijan	
Kyrgyzstan	
West	Bengal	(India)	
Cambodia	

Planned	expansion	
Cover	20-30	markets	over	next	2	years	

Markets	determined	by	subscribers	



Business	Model	

"  Market-funded	(min.	70%	of	income)	

"  Reports	free	for	local	partners	(MF	associa4ons,		credit	
bureaus,	regulators,	etc.)	

"  Cover	20-30	countries,	with	updates	every	12-24	months	

"  Requires	cri4cal	mass	of	subscribers	
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2016	Subscrip4on	Fee	Schedule	

Annual 
subscription 

Access to all current 
& past reports €9,900  

Single report One country report  
(current & past) €1,500  

Commissioned 
reports  

Report on country of 
choice + annual 

subscription 
€15,000  
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MimosaIndex.org 
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Daniel	Rozas:			 	rozas@mimosaindex.org	
Emmanuelle	Javoy: 	javoy@mimosaindex.org	



Day 1 Agenda - Afternoon 
•  13.00-13.15pm:  Welcome  

•  13.15-13.30pm:  The Evolution of the Universal Standards 

•  13.30-14.30pm:  Update and Next Steps on the SPI4 and SPI4 ALINUS 

•  14.30-15.00pm:  Uptake of the Lenders Guidelines for Setting Reasonable 
Covenants  

•  15.00-15.30pm:  Coffee Break 

•  15.30-16.00pm:  Update on Transparent and Responsible Pricing 

•  16.00-17.00pm:  Update on MIMOSA  

•  17.00 – 17.30pm:  Update on PIIF 

•  17.30- 18.00pm:  Conclusions & Plan for Day 2 

•  18.00 – 19.00pm: Casual Drinks 



PRINCIPLES FOR 
INVESTORS IN 
INCLUSIVE FINANCE - 
PIIF 

March 2 – 3, New York 

Overview 



Agenda 

•  Brief introduction of the PIIF 
•  Key areas of activities 
•  Current status of PIIF signatories 
•  Areas for improvement 
•  Opportunities for collaboration 
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Brief presentation of the PIIF 
The	Principles	for	Investors	in	Inclusive	Finance	(PIIF)	are	
housed	within	the	UN-supported	Principles	for	Responsible	
Investment	(PRI)	Initiative.	

The	PIIF	is	a	global	initiative	that	aims	to	improve	the	inclusive	
finance	industry	and	support	investors	interested	in	making	
this	industry	more	responsible,	and	consequently,	more	
sustainable.	

Since	its	launch	in	2011,	51	
investors	have	signed	
with	PIIF,	with	a	
combined	AUM	of	
approximately	US$	9.5bn	
invested	in	inclusive	
finance.	

36 

4 

1 
10 

2 

1440 

59 
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PIIF Structure: Key areas 

Connect	and	Collaborate	with	Global	
Investors:	Through	the	PIIF	and	PRI,	signatories	
can	connect	and	collaborate	with	fellow	
institutional	investors	around	the	world,	via:	
!  	events	
!  	online	discussions	on	topical	issues,	and	
!  	project-specific	working	groups	

Unique	Framework:	The	PIIF	provide	investors	with	a	
unique	responsible	investment	framework,	developed	for	
investors,	by	investors.		

Practical	Guidance:	The	Principles	
provide	practical	guidance	on	
responsible	investment	practices.	In	
addition,	signatories	can	access	case	
studies	and	supplementary	guidance	via	
the	signatory-only	extranet.	
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PIIF Structure: Advisory Committee 
The	PIIF	has	an	Advisory	Committee	composed	of	signatories	that	are	demonstrating	

leadership	in	the	implementation	of	the	Seven	PIIF	Principles.	Through	this	collaboration	

and	expertise-sharing,	the	PIIF	can	achieve	maximum	impact	in	alignment	with	the	

overarching	strategy	of	the	PRI	and	the	PIIF.		

Femke	Bos 

Sam	Duncan	(Chair)	 

Peter	Johnson	

Michael	Lohmeier	 Mar4ne	Menko	 

Henry	Gonzalez	 
Loic	de	Canniere	 
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PIIF signatories performance 

We	identify	key	achievements	and	challenges	based	on	indirect	and	
direct	investors,	based	on	the	data	provided	by	47	PIIF	signatories	
that	reported	to	the	PIIF	Framework		‘14	–	’15.	

In	the	upcoming	weeks	the	PIIF	will	publish	the	PIIF	Report	in	
Progress	’15.	

Achievements Challenges Opportunities 
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PIIF signatories performance: Indirect Investors 

•  Majority	of	the	indirect	investors	
(75%	)	proactively	disclose	
information	about	their	
organisations’	approach	to	
responsible	investment	in	inclusive	
finance	

•  About	60%		of	the	investors	monitor	
their	current	investment	manager’s	
implementation	of	the	PIIF	
principles.			

•  Indirect	investors	highlighted	that	
only	27%		of	those	investment	
managers	provide	information	in	line	
with	established	industry	standards.			

38%	 38%	
30%	

53%	

35%	 35%	 35%	37%	
47%	

30%	

50%	
43%	 43%	

30%	

Principle	1:	
Range	of	
Services	

Principle	2:	
Client	

protecDon	

Principle	3:	
Fair	

treatment	

Principle	4:	
ESG	

integraDon	

Principle	5:	
Transparency	

Principle	6:	
Balanced	
returns	

Principle	7:	
CollaboraDon	
on	standards	

Respondents	who	consider	PIIF	when	agreeing	contracts	and	
designing	mandates	with	external	managers	

FY'14	 FY'15	
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PIIF signatories performance: Direct Investors 

•  The	Client	Protection	Principles	are	universally	
accepted	among	investors	(90%).	

•  Clear	improvements	have	been	made	among	
investors	adopting	social	and	environment	
performance	indicators	(70%),	especially	for	
the	due	diligence	process.		

•  Three	quarters	of	the	respondents	provide	
clients	and/or	the	public	with	information	
aligned	with	industry	standards.	The	data	also	
indicates	a	high-commitment	among	investors	
to	promote	transparency	for	their	
shareholders,	stakeholders	and	clients.		

•  The	vast	majority	of	these	investors	
don’t	encourage	their	investees	to	
become	members	of	one	or	more	
organisations.	

•  Overall,	few	PIIF	signatories	
demonstrated	improvements	
towards	the	Principle	3	(Fair	
Treatment)	
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Areas for improvements and opportunities 
•  In	order	to	better	understand	and	capture	the	ways	in	which	PIIF	adds	value	to	their	

organisations	and	social	performance,	we	conducted	a	survey	amongst	its		
signatories	(Nov	–	Dec	’15).	

•  We	interviewed	18	signatories	in	total,	42%	of	PIIF	signatories.	
•  Of	the	18	signatories	that	participated	in	the	interview,	eight	were	asset	owners	and	

ten	were	fund	managers.	
•  We	would	like	to	highlight	some	findings	

75% 

50% 

0% 

13% 

50% 

50% 

60% 

60% 

50% 

30% 

To connect with other peers in the 
inclusive finance industry 

Provide a common framework to the 
organisations that invest in inclusive 

finance 

To communicate financial and social 
performance to investors and 

stakeholders 

To improve inclusive finance 
awareness 

To improve signtory social 
performance  

Reason for joining the the PIIF (based on asset owners 
and fund managers) 

FM AO 

78% 

56% 

95% 

67% 

80% 

78% 

To connect with other peers in the 
inclusive finance industry 

Provide a common framework for 
the organisations that invest in 

inclusive finance 

To be part of a global network with 
a common agenda on social 
performance to the inclusive 

finance industry 

PIIF signatories' expectations: current Vs. initial 
expectation 

Current impression Initial expectation 
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Areas for improvements and opportunities 

•  In	terms	of	PIIF	activities	and	its	impact	on	its	signatories,	the	majority	of	the	
signatories	answered	that:	

38% 

50% 

50% 

38% 

38% 

70% 

20% 

10% 

40% 

10% 

Provide a tool to compare signatory’s social 
performance against peers 

Support learning opportunities on inclusive finance 

Help to communicate social performance across 
organisation’s staff (internal audience) 

Help signatory’s organisation to apply PIIF 
principles through a practical framework 

Help signatory’s organisations to better plan and 
evaluate social performance 

Value added of the PIIF to its signatories (based on asset owners and fund 
managers) 

FM AO 
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Areas for improvements and opportunities 

•  Based	on	the	inputs	provided	by	all	signatories	interviewed,	PRI	identified	three	
major	areas	for	improvement	

Communica4on	and	engagement	 Repor4ng	Framework	Learning	and	capacity	building	

-  Develop	events	based	on	
content	(i.e.	case	studies,	
best	practices,	etc).	

-  E-learning	tools	
-  Practical	guidelines	(i.e.	

tools	for	non-ESG	
specialists)	

-  Working	with	
other	
organisations	and	
stakeholders	(i.e.	
SPTF,	GIIN)	

-  Improve	the	PIIF	
website	

-  Improve	the	visual	of	
the	PIIF	framework	(i.e.	
online	dashboard)	

-  Include	specific/
common	social	
performance	indicators	
in	the	PIIF	framework	
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Turning opportunities into results 

Capacity Building -	We	are	
working	with	SPTF	to	identify	collaboration	
opportunities	support	PIIF	and	SPTF	signatories		

Communication –	We	are	
redeveloping	PRI/PIIF	website	to	create	a	more	
dynamic	and	collaborative	space	to	exchange	ideas,	
experiences	and	practices	

Engagement - We	are	engaging	with	other	PRI	
work	streams/units	to	advocate	social	performance	in	the	
inclusive	finance	field,	as	well	as	in	the	impact	investing	area		
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LINK TO INITIATIVES ACROSS THE INDUSTRY 
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www.unpri.org/piif 



Day 2 Agenda 
•  9.00-10:00am:  Measuring Returns & Setting Return Expectations 

•  10.00-11.00am:  Measuring Social Impact: Outcomes vs. Outputs 

•  11.00-11.30am:  Coffee Break 

•  11.30-12.30pm:  Guidelines on Outcomes Measurement, Analysis and 
Reporting for Investors 

•  12.30-13.30pm:  Lunch (informal discussions optional for those interested) 

•  13.30-14.30pm:  The Voice of the Client 

•  14.30-15.00om:  Harmonizing Efforts and Sharing Learnings in Impact 
Investment 

•  15.00-15.15pm:  Coffee Break 

•  15.15-16.15pm:  Social Impact Bonds and Pay For Success Models 

•  16.15-17.00pm:  Conclusions & Next Steps 
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MARCH	3,	2016	

SPTF	Social	Investor	
Mee4ng	
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Context	
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Introducing	the	Impact	InvesEng	Benchmark	-			
Published	in	June	2015	

•  Study	conducted	in	partnership	with	
Cambridge	Associates	

•  Analysis	of	the	financial	performance	of	
private	equity	impact	investment	funds	
pursuing	a	social	impact	

•  Sample	chosen	from	credible	networks	with	
rigorous	criteria	for	idenDfying	impact	funds	
(e.g.	ImpactBase,	CDVCA,	ImpactAssets	50,	
CA	MRI	database)	

•  First	in	a	series	of	benchmarks	for	impact	
invesDng	
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Key	Takeaways	From	Report	

•  Possible	to	achieve	risk-adjusted	market	rate	of	
return	in	private	equity	impact	invesDng.		

•  In	general,	impact	funds	in	the	benchmark	
performed	in	line	with	the	comparaDve	
universe	of	private	equity	funds	

•  As	in	the	case	of	convenDonal	PE	invesDng,	
manager	selecDon	is	paramount	when	making	
impact	investments	
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Engaging	the	Impact	InvesDng	Community	in	
ProducDve,	ProvocaDve	Discussions	
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Looking	Ahead	



SPTF	Social	Investors	Mee4ng		

A	manager’s	view	on	benchmarking	
and	se4ng	return	targets	

March	2016	
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Grassroots looks at returns on impact investing as 
having three components 

1.  The first wave of private investment in impact funds and 
companies has an important industry building function, with 
first mover costs. 

2.  The impact investment proposition needs to specify what non-
financial value is created for which stakeholders. 

3.  The financial returns of impact investments can only be 
interpreted in the context of these two other components 

The information set forth is provided solely for discussion purposes and contains confidential information not intended for public use or distribution. 
This does not constitute an offer to sell or solicitation of an offer to buy any securities. It is indicative only and any financial results are not indicative of 
future performance, which is subject to substantial risks and uncertainties.  
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GIIN and Cambridge have made a good start on a Financial 
Benchmark 

GIIN/Cambridge   Universe 

Mkt rate funds only   55% mkt rate investors (JPM) 

    80% PE/VC funds mkt rate (ImpBase) 

51 PE / VC funds   392 PE / VC funds 

  (16-20 pre-2006 vintage)  10 MIV equity funds pre-2006 vintage 

50% Africa    16% Africa 

!  Future versions will presumably see the characteristics of the sample 
converge with the universe, and will include more realized vs estimated 
returns. 

The information set forth is provided solely for discussion purposes and contains confidential information not intended for public use or distribution. 
This does not constitute an offer to sell or solicitation of an offer to buy any securities. It is indicative only and any financial results are not indicative of 
future performance, which is subject to substantial risks and uncertainties.  
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What’s the evidence from microfinance:  MFI Equity 
Funds were a large proportion of early Impact Investing 
vintages 

•  ImpactBase Snapshot (April 2015) reports that there were a total 
of 12 impact PE/VC funds launched up through 2005.   

•  10 MFI equity funds launched through 2005. 

•  These are the only vintages to date free of selection bias and 
cherry-picking. 

•  “Access to Finance” accounts for 170 of the 310 impact funds 
included in the Snapshot 

•  Microfinance specifically was 50 

•  Largest single sector after “SME”, with 62, which probably 
including some “MF”. 

The information set forth is provided solely for discussion purposes and contains confidential information not intended for public use or distribution. 
This does not constitute an offer to sell or solicitation of an offer to buy any securities. It is indicative only and any financial results are not indicative of 
future performance, which is subject to substantial risks and uncertainties.  
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Grassroots equity portfolios:  realized MFI investments 

Individual MFIs’ performance strong: most exits between 15-25% IRR 

Of the 33 MFIs invested, 19 exits from 17 MFIs; 5 MFIs written off 
-40% 
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140% 
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The information set forth is provided solely for discussion purposes and contains confidential information not intended for public use or distribution. 
This does not constitute an offer to sell or solicitation of an offer to buy any securities. It is indicative only and any financial results are not indicative of 
future performance, which is subject to substantial risks and uncertainties.  
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First equity MIV vintage (2001-2005):  Fund level performance 

1.  First vintage:  nine funds; Grassroots invested in five 

2.  Four liquidated; two extended under duress; three partial liquidation 

3.  Returns of ~3% (weighted by capital commitments) for six fully or mostly 
realized. 
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The information set forth is provided solely for discussion purposes and contains confidential information not intended for public use or distribution. 
This does not constitute an offer to sell or solicitation of an offer to buy any securities. It is indicative only and any financial results are not indicative of 
future performance, which is subject to substantial risks and uncertainties.  
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How can First Mover features affect returns? 

•  Sub scale funds and managers 

•  High leakage structures 

•  Untested products / geographies 

•  First time managers:  company and fund 

•  Political / regulatory risk 

•  Absorptive capacity / capital supply mismatch 

•  Manager / fund systems / HR resources 

•  “Generalist” manager skill sets, lack of specialization 

%  These features prominent in Gray Ghost portfolio 

%  Have these risks and costs entirely disappeared in 
microfinance?  Impact investing more generally? 

The information set forth is provided solely for discussion purposes and contains confidential information not intended for public use or distribution. 
This does not constitute an offer to sell or solicitation of an offer to buy any securities. It is indicative only and any financial results are not indicative of 
future performance, which is subject to substantial risks and uncertainties.  
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What value is being created for whom? 

Value created     For whom 

Financial     Shareholders / Lenders 

Poverty     Clients and families 

Environment / Climate    Local / global communities 

Gender     Employees 

Resilience     Depositors 

Inequality     Suppliers 

Youth employment 

Food security 

The information set forth is provided solely for discussion purposes and contains confidential information not intended for public use or distribution. 
This does not constitute an offer to sell or solicitation of an offer to buy any securities. It is indicative only and any financial results are not indicative of 
future performance, which is subject to substantial risks and uncertainties.  
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So how do we craft a benchmark that is relevant to impact 
investing? 

•  An impact investing benchmark must incorporate all three 
dimensions:  sector maturity, targeted non-financial value /  
beneficiaries and realized financial returns 

•  Financial returns 3-7% IRR  

•  “First mover” contribution 

•  Trade-off to create non-financial value / reach non-traditional 
beneficiaries 

!  Is there a disconnect between “market rate” targets and realized 
financial returns? 

!  How do we inform investors of all three dimensions to ensure a 
good fit? 

!  How do we help achieve better balance between investor appetite 
with the demand for impact capital? 

The information set forth is provided solely for discussion purposes and contains confidential information not intended for public use or distribution. 
This does not constitute an offer to sell or solicitation of an offer to buy any securities. It is indicative only and any financial results are not indicative of 
future performance, which is subject to substantial risks and uncertainties.  



Day 2 Agenda 
•  9.00-10:00am:  Measuring Returns & Setting Return Expectations 

•  10.00-11.00am:  Measuring Social Impact: Outcomes vs. Outputs 

•  11.00-11.30am:  Coffee Break 

•  11.30-12.30pm:  Guidelines on Outcomes Measurement, Analysis and 
Reporting for Investors 

•  12.30-13.30pm:  Lunch (informal discussions optional for those interested) 
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•  14.30-15.00om:  Harmonizing Efforts and Sharing Learnings in Impact 
Investment 
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•  16.15-17.00pm:  Conclusions & Next Steps 
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Measuring	Social	Impact:		
The	Outputs	vs.	Outcomes	Debate	 

Social	Investor	Mee4ng	on	Responsible	Finance	2016	

New	York	City 
March	2-3	,	2016	

Barbara Magnoni 
EA Consultants 
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A brief history… 
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•  1998-2004 “if clients come back for more and repay their loans, they 
are being impacted in a positive way” 

•  2004-2007 efforts to track data including the Mix, and others focused 
on outputs (client outreach, % women, etc.) 

•  2008-2014 “the Gold standard” arrives and investors and donors run 
take a “do no harm approach” 

•  ….The era of outcomes has arrived! 

Did	you	say	
impact?		

No-	he	did	
I-I-I	meant	
outcomes!	

R

O
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But how? 
First, we assess the data 
management cycle 

–  Relevance: Are the right 
indicators being collected? 

–  Quality: How are they 
collected?  

–  Accessibility: how and 
where are they stored? 

–  Utility: How are they 
analyzed, used and integrated 
into management’s decision-
making processes?  
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Challenges in the Data Management Cycle 
Typically, we find an inverted 
triangle, and start with a slim 
rectangle. 
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And a Little Data Goes a Long Way 
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Analyzing the Portfolio quality in of a 
portfolio: Why are women more delinquent?  

178 

Probit regression results 
Dependent variable: 1 if >30 days late in payment 

(1) (2) 
Female 0.014*** 0.002 

(0.004) (0.002) 
Rural -0.014*** -0.001 

(0.004) (0.002) 
Sector: Agriculture -0.008** 

(0.004) 
Sector: Commerce 0.005 

(0.003) 
Sector: Livestock -0.008** 

(0.003) 
Income 0.000 

(0.002) 
Assets -0.003** 

(0.001) 
Debt 0.005 

(0.003) 
Outstanding debt -0.009*** 

(0.002) 
Loan term 0.021*** 

(0.004) 
Interest rate 0.002*** 

(0.000) 
Observations 8,599 8,541 
Pseudo R2 0.0405 0.124 

Other controls Dummies for age 
and marital status 

Dummies for age 
and marital status 

•  In this example- Women per se are 
not more delinquent, but they are 
poorer (lower assets) 

•  The term and interest rate  
need to be adapted more  
to a poorer segment 
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Example MFI I 
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Example MFI II 
68% of clients accumulated more assets  

67% of clients increased (annualized) income 
57% of clients accumulated more assets  

Only 37% of clients increased (annualized) income 

23% 29% 28% 30% 

Rural Urban 

Average % Change 
in Assets*** 

Women Men 

66% 
75% 

65% 

39% 

Rural Urban 

Average % Change 
in Income*** 

Women Men 
*** Statistically significant at the 99% level. 

-41% 
-20% 

16% 

-41% -46% 

15% 

Agriculture Livestock Commerce 

Median % Change in 
Income*** 

Women Men 

2% 

28% 

10% 

73% 

Rural Urban 

Average % Change in 
Income 

Women Men 

*** Statistically significant at the 99% level. 

19% 

Rural 

Average % Change 
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Consider mixed methods 
–  Outcome measures only give you the whats, not the whys 
–  Most measures show averages and not a range of outcomes- hides 

successes and failures 
–  Example: a rural credit project showed increases in assets and not always 

in income- why?   
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Example MFI I 
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Example MFI II 
68% of clients accumulated more assets  

67% of clients increased (annualized) income 
57% of clients accumulated more assets  

Only 37% of clients increased (annualized) income 

23% 29% 28% 30% 

Rural Urban 

Average % Change 
in Assets*** 

Women Men 

66% 
75% 

65% 

39% 

Rural Urban 

Average % Change 
in Income*** 

Women Men 
*** Statistically significant at the 99% level. 

-41% 
-20% 

16% 

-41% -46% 

15% 

Agriculture Livestock Commerce 

Median % Change in 
Income*** 

Women Men 

2% 

28% 

10% 

73% 

Rural Urban 

Average % Change in 
Income 

Women Men 

*** Statistically significant at the 99% level. 
“i	inhereted	land	and	now	I	was	able	to	dverfiy	my	crops….I	
have	guayaba,	pineapple,	lemons,	tangerines,	yuca,	etc…”		“I	havent	seen	much	improvement	in	my	farm-	but	more	stability.”		

“All	my	savings	go	toward	paying	the	loan.”			

“with	the	loan,	I	was	able	to	se
nd	my	daughters	to	school...”		

“When	i	started	borrowing,	I	sold
	everything	on	foot.	They	I	

bought	a	motorcycle	and	sold	more,	and	now	I	plan	to	buy	a	ca
r.”	

			

“I	used	to	plant	on	one	hectar
e,	now	i	plant	on	two.”		

19% 

Rural 

Average % Change 
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 Averages 
–  And finally, four words about averages…. 
–  They are not enough 
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TRIPLE	JUMP	STUDY-	IDEPRO,	Bolivia	
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THANK YOU 

EA Consultants 

Barbara Magnoni 
bmagnoni@eac-global.com  
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Social Performance Task Force 
Outcomes Working Group 

SPTF Social Investor Meeting:  
3 Mar 2016, New York 
Bobbi Gray 



Social Performance Pathway 

Reaching	
target	
clients	

MeeDng	
their	
needs	

Improving	
well-being	
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Measuring Client Outcomes 

SEEP/AIMS	Client	
Assessment	Tools	

Social	Indicators		
Project	

Progress	out	of	
Poverty	(&	PAT	

tools)	

Gender	
Performance	

IniDaDve	(WWB)	

Health	Outcomes	
Performance	

Indicators	(FFH)	

MCWG	Client	
Outcomes	

Assessment	(6	MFI	
network)	

Microfinance	
Genome	

Voices	of	the	Client	
(MIX)	

SPTF	Outcomes	
Working	Group	
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Health Outcomes Working Group (HOPI) 

•  Build off PPI data 
collection (early wins) 

•  Strategic addition of 
health indicators 

•  Used criteria to assess 
strength of indicator 

•  Pilot tested same/similar 
indicators in India, Peru, 
Philippines 

•  Recommended short-set 
•  Developed Client 

Outcome Performance 
(COPE) Indicators 
database 
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•  Build off PPI data 
collection (early wins) 

•  Strategic addition of 
health indicators 

•  Used criteria to assess 
strength of indicator 

•  Pilot tested same/similar 
indicators in India, Peru, 
Philippines 

•  Recommended short-set 
•  Developed Client 

Outcome Performance 
(COPE) Indicators 
database 

•  Feasibility 
▫  Measurable by an MFI 
▫  Reportable in survey 

•  Usability 
▫  Short-term change 
▫  Relevant to MFI 
▫  Intervention-independent 
▫  Applicable for men & women 

•  Reliability 
▫  Can be benchmarked 
▫  Provides consistent measures 

Health Outcomes Working Group (HOPI) 
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New Categories of     
Indicators 

•  Business & 
entrepreneurship 

•  Resilience 
•  Poverty & assets 

Similar Process 
•  Similar criteria 
•  Engagement 
•  Aim is to share 

indicator sets at SPTF 
AGM 

•  Long-term goal is to 
pilot-test indicator sets, 
applying different 
approaches (using hi- & 
low-tech methods) 

but… 

SPTF Outcomes Working Group 
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LEAN DATA  

A NEW APPROACH  
TO SOCIAL PERFORMANCE MANAGEMENT 

MARCH 2016 
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THREE DIMENSIONS OF IMPACT 

ACUMEN 
TARGET 

BREADTH DEPTH 

FOCUS  
ON THE POOR 
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BREADTH 

NUMBER 
OF LIVES 

REACHED 



DEPTH 

MEANINGFUL  
CHANGE TO 

AN END 
USER’S WELL 

BEING 



POVERTY 
FOCUS 

% OF 
CUSTOMERS 
LIVING ON <

$2.50/DAY 



WE OFTEN TALK ABOUT… 

# of farmers a company has reached 

# of students attending new schools 

# of new solar lanterns sold 
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BUT WHAT ABOUT…? 

Are these farmers better off? 

Who are the children attending  
these schools? 

What’s the effect of owning lanterns  
on kerosene usage? 
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CUSTOMER FIRST 
LOW-COST TECHNOLOGY 

FAST FEEDBACK LOOPS 
DATA TO MAKE DECISIONS 
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LEAN DATA 



FROM TOP-DOWN 
COMPLIANCE… 

DONOR / LP 

END-CUSTOMER 

WHAT DATA IS 
IMPORTANT 

TO THE 
DONOR/LP? INVESTOR 

COMPANY 

TO BOTTOM-UP 
CUSTOMER  

ACCOUNTABILITY 

WHAT DATA 
WILL HELP  

THE 
COMPANY / 
CUSTOMER? 

DONOR / LP 

END-CUSTOMER 

INVESTOR 

COMPANY 
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IN FIRST 6 WKS OF 2016 

18 
LEAN 
DATA 

“SPRINTS” 

$2-4K 
COST PER 
PROJECT 

4 

5,000+ 
CUSTOMERS 
SURVEYED 

WEEKS 
AVERAGE 
DURATION 
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ACUMEN 
TARGET 

BREADTH DEPTH 

FOCUS  
ON THE POOR 

HOW MANY PEOPLE 
ARE WE REACHING? 

200	
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+  Usage Patterns 

+  Reach 

+  Awareness and 
adoption 



ACUMEN 
TARGET 

BREADTH DEPTH 

FOCUS  
ON THE POOR 

WHO IS BEING SERVED? 
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THE PROGRESS OUT OF POVERTY TOOL 

+  10 question survey 

+  Non-income 
“predictors” of 
poverty (e.g. 
household size, 
education level of 
female head) 

+  Different questions 
by country  
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ACUMEN 
TARGET 

BREADTH DEPTH 

FOCUS  
ON THE POOR 

SIZE OF IMPACT 
WHAT IS MOST MEANINGFUL FROM OUR 

CUSTOMERS’ PERSPECTIVE? 
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ENERGY  
TOP 5 CUSTOMER-RANKED OUTCOMES 

% OF CUSTOMERS 
LISTING OUTCOME 

OUTCOME 

Savings 

Energy access 
Brighter light 

Able to study / read 
Able to work / productivity 

59% 

22% 
22% 

21% 
6% 

Q: What has been the most positive change in your life 
since purchasing solar lighting? 
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COMPANY-LEVEL DATA VISUALIZATION 

USAGE FREQUENCY “MEANINGFULNESS” OUTCOMES & VALUE PROP 

(AMENDED) NPS WORD-OF-MOUTH CUSTOMER VOICE 

70%  
Every 
day 

3-4 / 
wk 

1-2 / 
wk 

<1 / 
wk 

Not 
worki

ng 
78%  

of customers “Strongly 
Agree” that there have 
been positive changes 

in home because of 
Solar Home System 

Top Customer Outcomes/
Benefits listed (unprompted) 

•  Better quality light (75%) 
•  Access to TV (69%) 
•  Kerosene savings (35%) 
•  Phone charging (20%) 

Told 
MANY 
friends 

Told 
SOME 
friends 

Told NO 
friends 

0 

20 

40 

60 

80 

100 

NPS score: 50 

What are you telling  
your friends? 

•  High quality system (60%) 
•  Quick installation (40%) 
•  ….but expensive relative to 

alternatives (39%) 
Service 

complaint 

Question 
about 
price 

Idea for 
improvem

ent 

0 

20 

40 

60 

80 

100 

ILLUSTRATIVE 
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+  Founded in 2011 

+  Sold >7,000 solar 
home systems 

+  Acumen investee 
since 2014 

CASE STUDY: 
SOLAR NOW 



ADDITIONAL LIGHT / NIGHT 2.5 
HRS 

CUSTOMERS REPORTING  
SERVICE ISSUES 32% 

THE 
DATA 

KEROSENE REDUCTION 95% 

CUSTOMERS LIVING  
<$2.50/DAY 49% 
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+  Addressed product performance issues 

+  Recruited customer service team 

+  Started quarterly Lean Data customer 
calls 

“This data was a real eye-
opener… I was shocked by how 
honest the answers were.” 

DECISIONS 

- Willem Nolens, CEO, Solar Now 
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KAT HARRISON 
ASSOCIATE DIRECTOR OF IMPACT 
KHARRISON@ACUMEN.ORG 



Day 2 Agenda 
•  9.00-10:00am:  Measuring Returns & Setting Return Expectations 

•  10.00-11.00am:  Measuring Social Impact: Outcomes vs. Outputs 

•  11.00-11.30am:  Coffee Break 

•  11.30-12.30pm:  Guidelines on Outcomes Measurement, Analysis and 
Reporting for Investors 

•  12.30-13.30pm:  Lunch (informal discussions optional for those interested) 

•  13.30-14.30pm:  The Voice of the Client 

•  14.30-15.00om:  Harmonizing Efforts and Sharing Learnings in Impact 
Investment 

•  15.00-15.15pm:  Coffee Break 

•  15.15-16.15pm:  Social Impact Bonds and Pay For Success Models 

•  16.15-17.00pm:  Conclusions & Next Steps 



Investors	social	outcome	
guidelines	

First	contents	
Mar	2016	



1.  Overview	
2.  Timeline	
3.  Match	&	accountability	
4.  RaDonale	
5.  Fill	the	gaps	
6.  Challenges	
7.  Social	outcome	measurement	
8.  Use	of	social	outcomes:	strategy	&	examples	
9.  Triple	Jump	case	study	
10. Oikocredit	case	study	
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•  What:	guidelines	for	integraDng	outcomes	measurement,	analysis,	and	
reporDng	into	the	operaDons	of	microfinance	investors,	asset	managers,	
and	other	funders	

•  Funder:	e-MFP	outcome	working	group,	in	coordinaDon	with	SPTF	
Outcomes	Working	Group	

•  Coordina4on:	guidelines	for	MFIs	and	social	outcomes	indicators	from	the	
other	acDviDes	of	the	SPTF	Outcomes	Working	Group	

•  Par4cipants	

Overview	

17	
2	

6	

Asset	managers	

ReporDng	plaeorm	

Other	(e.g.	asset	owner,	holding)	

214	



1.	MeeDng	#1	

2.	One-to-one	calls	

3.	MeeDng	#2	

4.	Draz	guidelines	

5.	Feedback	on	draz	

6.	MeeDng	#3	

7.	Final	guidelines	

8.	DisseminaDon	

Done;	

Timeline	
e-MFP,	Luxemburg,	Nov	2015;	Feedback	on	outline	

Individual	calls	with	investors	&	material	sharing	

SPTF	Investors,	NYC,	Mar	2016;	feedback	on	first	contents	

Apr	2016	

May	2016	

SPTF,	Marrakech,	Jun	2016	

Sep	2016	

Nov2016	

On-going;	Not	started	
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1.	Has	clear	social	&	financial	
expectaDons	
2.	Invests	in	funds	matching	
their	social	&	financial	goals	

			
				
3.	Holds	fund	manager	
accountable	for	social		&	
financial	outcomes	
4.	(Re)	directs	investments	to	
achieve	the	desired	social	&	
financial	social	goals	

1.	Defines	its	Theory	of	Change	
2.	For	the	socially	oriented	
funds,	projects	social	&	
financial	outcomes	
3.	Invests	in	financial	
insDtuDons	(FI)	matching	its	
social	&	financial	goals	

					

4.		Holds	FIs	accountable	for	
financial	&	social	outcomes	
5.	Makes	decisions	to	improve	
the	fund	financial	&	social	
outcomes	
6.	Reports	financial	&	social	
outcomes	to	asset	owner	

1.	Defines	its	Theory	of	Change	
2.	Projects	its	financial	and	
social	outcomes	
3.	Provides	services	to	clients	

			

4.	Measures		social	&	financial	
outcomes	
5.	Adjusts	to	improve	social	&	
financial	outcomes	
6.	Reports	financial	&	social	
outcomes	to	fund	manager	

Asset	owner	 Fund	manager	 Financial	Ins4tu4on	

Match	&	accountability	
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RaDonale	

Financial	InsDtuDon	management	

Asset	manager	management	

Asset	owner	accountability	

42%	

32%	

26%	

Outcome	management	ra4onale	

Match	&	
accountability	

↑	relevance	trend:	

a)  Other	impact	industries’	outcome	evidence	
b)  Smart	asset	owner	new	generaDon	
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5.	Provide	guidance	to	asset	
owners	on:	common	language	
&	reasonable	social	outcome	
expectaDons		
				

6.	Provide	guidance	to	asset	
owners	on:	mechanisms	to	
hold	the	fund	accountable	for	
social	outcome	(social	first	
funds	only)	

	1.	Define	transparent	social	&	
financial	goals	of	funds:	
disDnguish	social	first	and	
financial	first	

4.	Integrate	social	outcomes	in	
investment	decision	making	

			

2.	Support	the	improvement	of	
social	outcome	management	

3.	IncenDvize	the	use	of	social	
outcome	results	in	the	
decision	making	

Asset	owner	 Fund	manager	 Financial	Ins4tu4on	

Fill	the	gaps	
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Challenges	

1.  Social	outcome	data	not	available	from	financial	
insDtuDons;	

2.  Social	outcome	not	comparable	across	impact	
investment	industries	

3.  Li�le	resources	allocated	to	social	outcomes	by	
the	investors’	management;	

4.  Risk	of	bias	in	the	social	outcome	reporDng	of	
the	financial	insDtuDon	to	the	asset	manager.	

219	



Outcome	management:	strategy	
a)	From	
scratch b)	Marginal c)	Incremental 

a)	All	poreolio b)	Case	by	
case 

c)	Majority	of	
poreolio 

a)	Same b)	Different c)	≠	subset	
from	=	menu 

a)	High b)	Low c)	Medium 

a)	New	data	
collected b)	ExisDng	MIS c)	Hybrid 

a)	FI	+	Investor b)	FI c)	FI	+	
consultant 

a)	Investor b)	FI c)	Hybrid 

1.	Approach	

2.	Coverage	

3.	Indicator	choice	

4.	Relevance	&	methodology	

5.	Data	source	

6.	Human	resources	

7.	Financial	resources	

FI:	Financial	InsDtuion	 220	



1.	Approach	

2.	Coverage	

3.	Indicator	choice	

4.	Relevance	&	methodology	

5.	Data	source	

6.	Human	resources	

7.	Financial	resources	

Cost	/	relevance	

a)	From	scratch	

a)	Full	poreolio	

a)	Same	

b)	ExisDng	MIS	

a)	FI+	Investor	

c)	Hybrid	

a)	High	

$	

rel.	

Ex	1	

Outcome	management:	examples	
Ex	2	

a)	From	scratch	

a)	Full	poreolio	

a)	Same	

b)	ExisDng	MIS	

b)	FI	

b)	FI	

c)	Medium	

$	

rel.	

Ex	3	

a)	From	scratch	

a)	Full	poreolio	

a)	Same	

$	

rel.	

a)	New	data	

c)	Consultant	

a)	Investor	

a)	High	
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Promote	the	use	of	social	outcomes	

1.  Mission		

2.  Involve	
3.  Segment	

4.  Whole	story	
5.  Caveat	

6.  Timeliness	

7.  ReporDng	
8.  Champion	

9.  Loan	book	
10. Flexibility	
11. Inspire	
12. Benefit	
13. Culture	
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1.	Approach	

2.	Coverage	

3.	Indicator	choice	

4.	Relevance	&		
Methodology	

5.	Data	source	

6.	HR	

7.	$	

c)	Incremental:	Use	data	already	produced	by	the	FI	system	in	place;	
Recommend	changes	to	improve	the	data	management	system.	

b)	Case	by	case:	FIs	with	social	outcome	measurement	tools	selected.	

b)	Different:	indicators	depending	on	the	system	adopted	by	the	FI.	

b)	ExisDng:	Data	already	tracked	in	MIS	/	separate	databases;	

c)	FI:	data	collecDon	+	Consultant	(EA	Consultants):	data	analysis,	data	
management	assessment	and	recommendaDons	to	improve.	

c)	FI:	data	collecDon	+	Asset	manager:	data	analysis	and	
recommendaDons	(€	12.200/	FI)	

c)	Medium-high	relevance	for		the	FI	missions	(data	for	%	clients);		
Longitudinal	analysis	&	segmentaDon;	stat.	tests.	New	client	data	as	
proxy	for	control	group	purposes	

FI:	Fund.	Paraguaya	(Paraguay),	IDEPRO	(Bolivia),	Fund.	Génesis	Empresarial	(Guatemala)	

Focus:	improve	data	management	of	FI 	 	 	 	Year:	2014	

Triple	Jump	case	study	

$	

rel.	 223	



1.	Approach	

2.	Coverage	

3.	Indicator	choice	

4.	Relevance	&		
Methodology	

5.	Data	source	

6.	HR	

7.	$	

Oikocredit	case	study	
Financial	InsDtuDons	(FI):	SVCL		(India)	&	ASKI	(Philippines).		

Focus:	use	of	data	by	FI 	 	 	 	 	Year:	2014-2015	

$	

rel.	

c)Incremental:	Use	the	FI	system	in	place	and	improve	data	collecDon	&	
analysis	through	recommendaDons.	

b)	Case	by	case:	FIs	with	FI	system	in	place	and	client	data	over	Dme	

a)	Same:	PPI	Score	(poverty	likelihood),	FI	and	Fund	driven.	

b)	ExisDng	MIS:	PPI	score	of	clients	over	Dme	already	collected	in	MIS	

a)  Investor	+	FI:		

Investor->	Asset	manager	(outcome	program	manager)	to	capacitate	FI	
staff		to	use	data,	improve	pracDce	and	analyze	data.		

FI->data	collecDon		

c)	Investor	+	FI	:	Investor->	capacity	building	and	data	analyst	
											FI->	data	collecDon	
											(€	20-25,000/	FI)	

a) High	relevance:	advanced	econometric	analysis	in	Oikocredit	and	
Excel-based	analysis	tool	for	FI		

224	



Thanks	

Lucia	Spaggiari	

Business	Development	Director,	MicroFinanza	RaDng	

411	Rue	Toyota,	Bonapriso,	Douala,	CAMEROON		

T	+237	691	936	326	
Skype	lucia.spaggiari	
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Day 2 Agenda 
•  9.00-10:00am:  Measuring Returns & Setting Return Expectations 

•  10.00-11.00am:  Measuring Social Impact: Outcomes vs. Outputs 

•  11.00-11.30am:  Coffee Break 

•  11.30-12.30pm:  Guidelines on Outcomes Measurement, Analysis and 
Reporting for Investors 

•  12.30-13.30pm:  Lunch (informal discussions optional for those interested) 

•  13.30-14.30pm:  The Voice of the Client 

•  14.30-15.00om:  Harmonizing Efforts and Sharing Learnings in Impact 
Investment 

•  15.00-15.15pm:  Coffee Break 

•  15.15-16.15pm:  Social Impact Bonds and Pay For Success Models 

•  16.15-17.00pm:  Conclusions & Next Steps 
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         Voice of the Client  

Promoting access to financial services 
for underserved communities 

       Powered	by:	
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Clients’ satisfaction with  
the MFIs’ products and services: 

What do we know? 
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presentation without MIX’s prior written permission is strictly prohibited.  

The Problem 

Over-indebtedness Lack of customer support Mission drift 

Services ≠ Needs Inefficient operations Unethical collection 

Many MFIs operate without a client feedback loop. 
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presentation without MIX’s prior written permission is strictly prohibited.  

What is a feedback loop 

Listen to 
customers 

Identify issues 

Discover 
opportunities 

Make 
improvements 
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Yet, feedback loops are costly and burdensome. 

Why it is difficult  

In-person interviews Small-scale Sustainability 

Financial expense Standards alignment Internal capacity 
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Hivos-MIX proposed solution 

•  Use of mobile technology to 
reduce costs and collect data 
in a timely manner 

•  Bottom-up, proactive, client-
oriented 

•  Independent on-going 
monitoring system for MFIs 
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Methodology 
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Benefits for the MFIs 

• Better monitor operations 

• Increase market share 

• Know clients better 

• Improve quality of products 

• Compare performance with peers 

• Show commitment to transparency and accountability 
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Project Phases 

•  Intro call and questionnaire review Design 

•  Timeline, roles, and responsibilities Setup 

•  Onboard pilot area managers Orientation 

•  In-field data collection Data capture 

•  MIX runs analysis and delivers final report Analysis 
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The India and Peru Pilots 
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India Pilot 

5,898 women active clients interviewed 
Location: Delhi and Uttar Pradesh 
MFIs: Cashpor, Satin, Sonata and Ujjivan 
Methods: IVR: 48%, CC 26%, FF 26% 

Peru Pilot 

3,767 active clients interviewed 
Location: Lima and Arequipa 
MFIs: CMAC, Compartamos, Fondesurco and Proempresa 
Methods: IVR: 48%, CC 34%, FF 18% 
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1. Appropriate product design 

2. Prevention of over-indebtedness 

3. Transparency 

4. Fair and respectful treatment of clients 

5. Mechanisms for complaint resolution 
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Consumer Protection Principles assessed 
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General Findings 
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India 

Peru 

General level of satisfaction with the MFIs 
Areas of strength 

• Quality of customer services 

• Interaction with loan officers 

• Loan amount and installment size 
appropriate for most clients 

• With the exception of clients who 
used their loan to repay another 
loan, most clients benefitted from 
their loans. 
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Areas in need of investigation 

CLIENTS HAVING PROBLEMS 
MAKING LOAN PAYMENTS ON TIME 
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India Peru 

Yes No 

• Loan repayment issues which 
increase in frequency in the 
presence of multiple 
borrowing.  

•  Mixed results on loan’s 
interest rates awareness 
before accepting the loan.  

• Most clients do not know or 
do not recall whether a 
complaint mechanism is 
available with the MFI.  
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& Less positive answers to 
sensitive questions 

& Higher perceived condition 
of anonymity 
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Data analysis by methodology 
Has a loan officer ever intimidated/mistreated you? 
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Data analysis by methodology 
Has a loan officer ever demanded commission? 
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Findings available on  
MIX Market 

http://www.themix.org/publications 
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•  Expand the project in India, Peru and new 
geographies 

•  Publish country benchmark reports 

•  Provide MFIs with individual reports 

•  Test new areas of indicators 
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What’s next 
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Thank you to our donor partners 

Promoting access to financial services 
for underserved communities 



My Turn to Speak: Voices of 
Microfinance Clients in 
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Georgia  
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Research Locations Reflect Diversity in Geography, Market 
Infrastructure & Desire for Strong Local Partners   

My Turn to Speak: Voices of Microfinance Clients in Benin, Pakistan, Peru & Georgia  



Research Methodology  
Surfacing Issues then Looking at Incidence  
 Surfacing issues: focus group discussions, individual 

interviews and photographs by clients of how they represent 
good & bad treatment (n~100) 
  Incidence: more targeted survey (has this happened to you?) 

(n~1000).  Surveys not identical across markets.   
 National Advisory Councils (NACs) assisted in site selection 

for qualitative research and feedback on survey design for 
quantitative research  

My Turn to Speak: Voices of Microfinance Clients in Benin, Pakistan, Peru & Georgia  



“Why did you take this picture of a 
transformer? 

It is high up and is not very stable.  
Every two months it sparks, breaks, and 
harms people and shops in the entire 
area.  
Once it exploded and fell down!...  
We people in the locality have requested 
[the government] to solve the matter, but 
they tried to repair the transformer instead 
of installing a new one, and then again the 
incident happened. It causes damage to 
all of us.” 

- Female, client, Pakistan  



“You can see that they are providing good 
guidance to customers and welcoming people to 
the bank. They welcome people by asking their 
name and by guiding them properly through 
procedures.”   
- Male, former client, Pakistan 



Key Findings & Smart Campaign Response  
1.  Clients have a voice and want to express their opinion 
2.  Clients face different issues in developed markets vs. 

developing markets  
3.  There is a need for authentic transparency  
4.  Shaming of clients causes lasting pain and suffering  
5.  Credit bureaus, important but misunderstood  
6.  Clients don’t know about (or believe in) recourse mechanisms  

My Turn to Speak: Voices of Microfinance Clients in Benin, Pakistan, Peru & Georgia  



#1 Clients Have a Voice & Want to Express 
their Opinion  

“My younger sister’s husband died. We told [the loan officer] it’s her mourning  
period, and she can’t come. Then she said if she will not come, then we will 
not give another loan. It’s inhuman.” 
- Woman, Karachi, Pakistan 

My Turn to Speak: Voices of Microfinance Clients in Benin, Pakistan, Peru & Georgia  

“It’s in their interest to treat you well when you are a client of that 
organization. If that changes they will lose me as a client. The loan officer 
told me that if I need anything I should call him.  He told me that if I ever go 
somewhere else for a loan, they (the MFP) are ready to offer me a better 
loan (so I stay).”   
- Male, Rural Telavi, Georgia  



#1 Clients Have a Voice & Want to Express 
their Opinion  

My Turn to Speak: Voices of Microfinance Clients in Benin, Pakistan, Peru & Georgia  

“We are farmers.  The best arrangement for us is to be told, in relation to the 
amount of the loan, how much we actually have to repay…[this is] better than 
mixing us up with percentages.” 
- Current Client, Paouignan, Benin  

“When someone who is known for being good in making repayments has just 
go into such a situation they (the MFPs) out to understand and be a bit 
flexible, giving a moratorium so that the person can straighten things out, but 
that’s not often the case.” 
- Male, Former Client, Benin  

“Getting into debt is almost like losing everything.”   
- Former client, Lima, Peru  



#2 Clients Face Different Issues in  
Developed vs. Developing Markets  

My Turn to Speak: Voices of Microfinance Clients in Benin, Pakistan, Peru & Georgia  

“With the hope of a loan, several people 
saved their money [here] and then one 
day, we learned that it had just 
disappeared. 

There are risks because most of us are 
illiterate and we don’t know who tells the 
truth.”  

-Female, client, Benin 



Clients Face Different Issues in  
Developed vs. Developing Markets  

My Turn to Speak: Voices of Microfinance Clients in Benin, Pakistan, Peru & Georgia  

“My daughter was about to turn 
15 [and have a quinceanera 
party], but I didn’t want to ask for 
a loan. [The woman from the 
bank] kept following me 
everywhere. I was working, and 
she kept coming to my house 
offering me a credit card that I 
didn’t want. She kept asking for 
my number for activating the 
credit card. At the end, I was very 
tempted because my daughter 
was turning 15, and I wanted to 
[throw a party].” WOMAN, PERI-
URBAN LIMA  



#3 Need for Authentic Transparency  

My Turn to Speak: Voices of Microfinance Clients in Benin, Pakistan, Peru & Georgia  
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Lack of understanding leaves some 
customers feeling cheated  
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Loans issued in US dollars is a cause for 
concern in Georgia  

“One risk that made my situation harder is 
the exchange rate change; all the MFIs 
issue loans in USD. I feel negative 
emotions when I recall how much I have 
to pay. I feel negatively mainly now after 
the change of the [exchange] rate. My 
payment has increased to nearly half of 
my salary [amount].” 

- Woman, Rural Telavi, Georgia  
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Loans issued in US dollars is a cause for 
concern in Georgia  
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Confusion regarding withdrawal of savings 
is most common problem in Benin  

“A small sum always comes 
back to the borrower at the end 
of the repayment period. But the 
illiteracy of many means that 
many [clients] don’t know they 
have a rebate to collect taken 
from what they repaid. So they 
don’t collect it.”  
-Female, client, Benin 
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Better disclosure practices make business 
sense  

My Turn to Speak: Voices of Microfinance Clients in Benin, Pakistan, Peru & Georgia  
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#4 Although Rare, Shaming of Clients Causes 
Lasting Pain and Suffering 

My Turn to Speak: Voices of Microfinance Clients in Benin, Pakistan, Peru & Georgia  
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Clients that 
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experienced 
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Clients in Pakistan & Benin Spoke of 
Damaging Shaming Techniques  

Photos	
displayed	in	
MFI	offices		

Names	
published	in	
newspaper	or	

on	radio	

Being	escorted	
around	town	

in	
wheelbarrow	

My Turn to Speak: Voices of Microfinance Clients in Benin, Pakistan, Peru & 
Georgia  



#5 Credit bureaus, important but 
misunderstood 
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Georgia:	consequences	of	name	being	in	the	
credit	registry	(n=852)	
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Cannot	borrow	from	any	bank	
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Peru:	consequences	of	name	being	in	the	
credit	registry	(N=724)	

Don't	know	 Assets	are	taken	away	

Receive	letters	and	notifications	 Have	to	pay	to	be	taken	off	the	list	

Name	in	the	system	for	some	time	 Can't	access	credit	
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#6 Clients don’t know about (or believe in) 
recourse mechanisms  

My Turn to Speak: Voices of Microfinance Clients in Benin, Pakistan, Peru & Georgia  



Clients don’t know about (or believe in) 
recourse mechanisms  
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What should the industry do to respond?  

1.  Reframe Transparency  
2.  Demonstrate Empathy and Flexibility  
3.  Develop Platforms to Hear and Respond to 

Client Voice  
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What is Smart Campaign doing in 
response?  
1.  Incorporate findings into Standards 2.0  
2.  Step up work on Grievance Redress 
3.  Create platforms for Client Voices  

My Turn to Speak: Voices of Microfinance Clients in Benin, Pakistan, Peru & Georgia  



2016-2019: Give Clients a Stronger Voice 
 Support client awareness and ability to raise their voices 

•  :	:	

 Listen to clients to learn more about client protection 
progress, benefits, and challenges 

Understand	client	concerns	 Client	Voice	research	in	new	
markets		

Highlight	client	voices	 Client	Speak	videos		

Integrate	client	feedback	into	our	
work	and	into	the	board	room	

Expand	use	of	IVR	surveys,	Africa	
Board	Fellow	Program	

Raise	awareness	on	client	rights	 Client-facing	campaigns		

Allow	clients	to	express	concerns	
to	their	providers	

Client	recourse	systems	

My Turn to Speak: Voices of Microfinance Clients in Benin, Pakistan, Peru & Georgia  



Thank you! 

Questions or comments?  

Please visit our website to read the 
global report and all four country 
reports.  

http://www.smartcampaign.org/about/
research-a-publications 

My Turn to Speak: Voices of Microfinance Clients in Benin, Pakistan, Peru & Georgia  



Day 2 Agenda 
•  9.00-10:00am:  Measuring Returns & Setting Return Expectations 

•  10.00-11.00am:  Measuring Social Impact: Outcomes vs. Outputs 

•  11.00-11.30am:  Coffee Break 

•  11.30-12.30pm:  Guidelines on Outcomes Measurement, Analysis and 
Reporting for Investors 

•  12.30-13.30pm:  Lunch (informal discussions optional for those interested) 

•  13.30-14.30pm:  The Voice of the Client 

•  14.30-15.00om:  Harmonizing Efforts and Sharing Learnings in Impact 
Investment 

•  15.00-15.15pm:  Coffee Break 

•  15.15-16.15pm:  Social Impact Bonds and Pay For Success Models 

•  16.15-17.00pm:  Conclusions & Next Steps 



Welcome to GIIRS 

A Product of the B Analytics Platform 
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Reframing the Impact Management Conversation 

Make it easy for companies and funds 
to ‘use business as a force for good’ 
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What is GIIRS?  

•  Comprehensive, credible and verified evaluation of a fund’s 
impact performance 

•  Launched in 2011 with 25 Pioneer Funds and 12 LPs 

•  Today, 86 funds are GIIRS impact rated, covering more 
than 800 companies in over 50 countries and across 100 
industries, representing $5.4 billion in committed capital 

•  40 LPs and investment managers have an investment 
preference for GIIRS Rated Funds 

•  Does not rate hard assets or project finance 
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GIIRS Rated Funds in 2015 

SocialAlpha	BasDon	

Investeco	Sustainable	Food	Fund,	L.P.	

LFE	Growth	Fund	III	

Accion	FronDer	Inclusion	Fund,	LP	

Annona	Sust.	Investments	I	

Adobe	Social	Mezzanine	Fund	I,	LP	

Osiris	Asia	Impact	Fund	

FIP	MOV	I	

Catalyst	Microfinance	Investors	

Mergence	High	Impact	Debt	Fund	
African	Agricultural	Capital	Fund	
(AACF)	

Village	Capital	Fund	

Oasis	Fund	S.C.A.	Sicav	FIS	

LeapFrog	Financial	Inclusion	
Fund	II,	LP	
Vox	Impact	InvesDng	I	FIP	
Venture	InnovaDon	Fund	II	
Rethink	EducaDon,	L.P.	
Fondo	de	Inversión	Social-FIS	
SJF	Ventures	II	
SJF	Ventures	III	
Arborview	Capital	Partners	LP	
Promotora	Social	México	

Quadria	Capital	Fund	
Vital	Capital	Fund	
India	Financial	Inclusion	Fund	
HunDngton	Capital	Fund	III	
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GIIRS Rated Funds in 2015 

Agrodesarrollo	

EssenDal	Capital	ConsorDum	(ECC)	

FCP	Inversor	

Gray	Ghost	Doen	Fund	

Impact	America	Fund	

Impact	First	Fund	

India	Financial	Inclusion	Fund	

Leopard	HaiD	Fund	

Mexico	Development	Fund	

Microvest	MVII	

Microvest	Short	DuraDon	Fund	

Prospero	Fund	

Renovus	Fund	I	
SBCC	(Small	Business	Community	
Capital)	
Velum	Early	Stage	Venture	Fund	
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GIIRS Fund Impact Rating 

GIIRS Rated Funds receive a Fund Manager Assessment 
Rating & Two Investment Roll-up Ratings: an Overall 
Impact Business Model Rating & an Overall Operations 
Ratings 

2 Components of a Fund Rating – 
Fund Data & Portfolio Company Data 

Portfolio Ratings generated from company-level data collected through 
 the B Impact Assessment  
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B Impact Assessment + Microfinance Addendum 

•  BIA tailored depending on geography, sector, and size 

•  Measures ESG/Operations & Business Model Impact 

•  Version of the B Impact Assessment for Microfinance 
Institutions 

•  Version 4 of the BIA aligned with USSPM, contained about 
60% of the metrics from the SPTF Universal Standards 

•  Deepened alignment with SPI4 and ALINUS in Version 5 

•  Challenge:  Subjective nature of questions makes 
objective self-reporting in the absence of deep third-party 
validation nearly impossible 
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What is B Analytics 

A flexible, customizable data collection, visualization and 
reporting platform used by Measure What Matters Partners 

Allows Asset Managers and Asset Owners to tap into large data 
sets submitted by their portfolio companies 

Benchmark against 13,000+ companies in over 80 countries 

•  Full IRIS Taxonomy on B Analytics 

•  SASB and Smart Campaign metrics hosted on B Analytics 

•  Thematic & Industry Metrics (leveraging IRIS) 

•  Opportunity: We can build ALINUS-SPI4 onto B Analytics 
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©	Global	Impact	InvesDng	Network,	2009	©	Global	Impact	InvesDng	Network,	2016	©	Global	Impact	InvesDng	Network,	2016	

Generally-accepted	
metrics	enable	capital	

to	flows	toward	
investments	that	
perform	well	
financially,		
socially	&	

environmentally	

IRIS	Mission	



©	Global	Impact	InvesDng	Network,	2009	©	Global	Impact	InvesDng	Network,	2016	©	Global	Impact	InvesDng	Network,	2016	

Permanent	Employees		=		Permanent	Employees		

My	Metrics	 Your	Metrics	

IRIS	Enables	Comparisons	
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IRIS	is	used	to	measure	the	performance	of	more	than	$10	billion	in	impact	AUM	

A	Sample	of	IRIS	Users	
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IRIS	Connects	the	‘Alphabet	Soup’	
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SPTF	|	SPI4	&	IRIS	
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Purpose	
"  Increase		alignment	between	tools	and	

standards	relevant	to	Financial	Service	
Providers	(FSPs)		

Approach	
"  Map	SPI4	indicators	&	IRIS	metrics	related	

to	Financial	Inclusion	

Metric	Alignment	
"  Financial	performance	
"  HR	management	
"  Consumer	protecDon	pracDces	
"  Environmental	responsibility		

IRIS	User	Guidance	
"  Includes	SPM	Universal	Standards	

implementaDon	instrucDons	



©	Global	Impact	InvesDng	Network,	2009	©	Global	Impact	InvesDng	Network,	2016	©	Global	Impact	InvesDng	Network,	2016	

56%	alignment	between	IRIS	metrics		for	financial	inclusion	&	SPI4	indicators	

SPTF	|	SPI4	&	IRIS	
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Example	Alignment	

Wage	Equity	(OI1582)	

RaDo	between	the	wages	paid	during	
the	reporDng	period	to	the	highest	
compensated	full-Dme	employee	
(inclusive	of	bonus)	as	compared	to	the	
lowest	paid	full-Dme	employee.	

Indicator	
6	d	4	1	

The	ins4tu4on	calculates	the	difference	
between	the	average	annual	compensa4on	of	
its	top	level	execu4ves	(e.g.,	CEO/Managing	
Director,	CFO)	and	its	field	employees	(loan	
officers).			

Indicator	
5	a	4	1			

The	ins4tu4on	ensures	that	it	does	not	
employ	nor	benefit	from	forced	or	
compulsory	labor.	

EP	
6	c	6		

The	ins4tu4on	establishes	a	
field-officer-to-client	ra4o	that	
promotes	high	service	quality	for	
clients	

Forced	Labor	Policy	(OI9650)	

Indicates	whether	the	organizaDon	
has	a	wri�en	policy	against	forced	
labor.	

Ac4ve	Borrowers		
per	Loan	Officer	(PI9250)	
Number	of	acDve	borrowers	
(clients)	per	loan	officer	at	the	
organizaDon	as	of	the	end	of	the	
reporDng	period.	



©	Global	Impact	InvesDng	Network,	2009	©	Global	Impact	InvesDng	Network,	2016	©	Global	Impact	InvesDng	Network,	2016	

Benefits	of	Alignment	
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Benefits	For	Investors	

"  Allows	aggregaDon	within	a	poreolio	

"  Enables	benchmarking	and	
comparability	

"  Provides	standard	info	for	screening	and	
investment	decisions	

Benefits	For	Financial	Service	Providers	

"  Reduces	reporDng	burden	

"  Enables	clear	arDculaDon	&	demonstraDon	
of	the	impact	of	the	insDtuDon’s	products	
and	services	

"  Facilitates	tracking	against	the	
organizaDon’s	social	performance	goals	
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Next	Steps	
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For	SPTF		

"  Conduct	mapping	of	all	SPI4	indicators	that	are	not	in	IRIS	

"  Modify	indicators	in	SPI4	to	increase	alignment	with	IRIS	(in	SPI4	2.0)	

"  Provide	detailed	comments	to	increase	alignment	with	SPI4	indicators	

For	IRIS		

"  Modify	financial	inclusion	metrics	to	align	with	SPI4	social	performance	and	client	
protecDon	concepts	

"  Release	IRIS	4.0	with	addiDonal	financial	inclusion	metrics	



SPTF	Social	Investors	Mee4ng	–		
Harmonizing	Efforts	

March	2016	
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Social Performance Management Essential in Grassroots’ Work 
•  Design and help implement social performance management frameworks 

for 5 equity and debt funds 

•  Active investors: first or second round institutional equity investors; board 
representation in most portfolio companies 

•  Actively promote transparency, and better business and ESG policies and 
practices in funds and portfolio companies 

•  Provide assistance in implementation of SPM tools 

•  GIIRS: assisted 18 portfolio companies through rating process and 
annual updates; average B Assessment score in top 20%, with a 
Governance score in the top 20% and highest (Platinum) Impact 
Business Model rating 

•  SPI4: member of ALINUS working group to streamline due diligence 
efforts 

•  Outcomes: member of SPTF Outcomes Working Group; working with 
Freedom from Hunger on developing more robust outcomes indicators 
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Grassroots’ Funds 2015 GIIRS Ratings 

291 

The GIIRS score is 90% “Investment Roll-Up” (which is broken up into “Impact 
Operations” – ESG questions – and “Impact Business Model”) and 10% “Fund Manager 
Assessment” 

2015 GIIRS Rating Report:

Copyright 2015 GIIRSFor more information about how GIIRS Ratings methodology, see GIIRS 101 at the end of the report or contact info@b-analytics.net

Portfolio Funds
India Financial Inclusion Fund

Rating Report: Fund Profile

Fund Manager

Fund

Fund Rating Year

Fund Rating Date

Investing Status

Principle Target Market 

Caspian Capital Partners

India Financial Inclusion Fund

2015

01/29/2016

No Longer Investing

Emerging

.

. 141.1

Investment Roll-Up

GIIRS ratings provide investors with rigorous,
reviewed transparent, comprehensive, and
comparable ratings of a fund's impact. GIIRS helps
investors make money while solving the world’s
most challenging problems by driving capital to
impact.

Impact Business Models (IBM) Rating Impact Operations Rating

Fund Description

Fund Mission

The Impact Model Rating recognizes business models that are specifically
designed to solve social or environmental problems through company
products or services, target customers, value chain, ownership, or
operations

The Impact Operations Rating evaluates the impact of the business
in how it operates. This is sometimes referred to "ESG" (or
Environmental, Social and Governance) practices.

The Roll-Up is a weighted average of portfolio companies' ratings and the total amount invested in each company in aggregate and in individual impact areas

Note: The investment roll-up ratings reflect the performance of the fund's portfolio relative to those of the other 60+ GIIRS rated funds (as of June 2014). The weighted average
score of a fund's portfolio companies is represented as a particular star or medal rating based on which quintile it is in compared to the portfolios of other GIIRS Rated Funds.
The thresholds for star and medal ratings are calculated once every two years with the release of each new version of the ratings system. See GIIRS 101 page at the end of
the report for more information.

The India Financial Inclusion Fund ("IFIF"), a US$ 89 million fund, was created in August 2008 with
the double bottom line objectives of financial inclusion and capital appreciation. The fund makes
equity and quasi-equity investments in companies that are engaged in bringing about the inclusion of
the poor and/ or the disenfranchised into the formal financial system. IFIF has nine active investments
in five microfinance institutions (MFIs), two housing finance companies (HFCs), a banking
correspondent company that enables provision of last-mile banking services, and an affordable
housing developer.

Fund Manager Assessment

The Fund Manager Assessment covers topics regarding a fund's policies and practices in deploying and managing capital. See the

"Fund Manager Assessment Overview" page for more details

★★★

★★★★★
★★★★★

★★★★★

N/A

Fund

N/A

N/A

SILVER

PLATINUM

PLATINUM ★★★★★

Consumer

Community

Environment

Workers

Governance

Overall

Impact Area IBM Rating Operations Rating

Year

80 to 100th percentile

To achieve double bottom line objectives of financial inclusion and capital appreciation.

5DWLQJV�6XPPDU\

2015 GIIRS Rating Report:

Copyright 2015 GIIRSFor more information about how GIIRS Ratings methodology, see GIIRS 101 at the end of the report or contact info@b-analytics.net

Portfolio Funds
India Financial Inclusion Fund

Rating Report: Fund Profile

Fund Manager

Fund

Fund Rating Year

Fund Rating Date

Investing Status

Principle Target Market 

Caspian Capital Partners

India Financial Inclusion Fund

2015

01/29/2016

No Longer Investing

Emerging

.

. 141.1

Investment Roll-Up

GIIRS ratings provide investors with rigorous,
reviewed transparent, comprehensive, and
comparable ratings of a fund's impact. GIIRS helps
investors make money while solving the world’s
most challenging problems by driving capital to
impact.

Impact Business Models (IBM) Rating Impact Operations Rating

Fund Description

Fund Mission

The Impact Model Rating recognizes business models that are specifically
designed to solve social or environmental problems through company
products or services, target customers, value chain, ownership, or
operations

The Impact Operations Rating evaluates the impact of the business
in how it operates. This is sometimes referred to "ESG" (or
Environmental, Social and Governance) practices.

The Roll-Up is a weighted average of portfolio companies' ratings and the total amount invested in each company in aggregate and in individual impact areas

Note: The investment roll-up ratings reflect the performance of the fund's portfolio relative to those of the other 60+ GIIRS rated funds (as of June 2014). The weighted average
score of a fund's portfolio companies is represented as a particular star or medal rating based on which quintile it is in compared to the portfolios of other GIIRS Rated Funds.
The thresholds for star and medal ratings are calculated once every two years with the release of each new version of the ratings system. See GIIRS 101 page at the end of
the report for more information.

The India Financial Inclusion Fund ("IFIF"), a US$ 89 million fund, was created in August 2008 with
the double bottom line objectives of financial inclusion and capital appreciation. The fund makes
equity and quasi-equity investments in companies that are engaged in bringing about the inclusion of
the poor and/ or the disenfranchised into the formal financial system. IFIF has nine active investments
in five microfinance institutions (MFIs), two housing finance companies (HFCs), a banking
correspondent company that enables provision of last-mile banking services, and an affordable
housing developer.

Fund Manager Assessment

The Fund Manager Assessment covers topics regarding a fund's policies and practices in deploying and managing capital. See the

"Fund Manager Assessment Overview" page for more details

★★★

★★★★★
★★★★★

★★★★★

N/A

Fund

N/A

N/A

SILVER

PLATINUM

PLATINUM ★★★★★

Consumer

Community

Environment

Workers

Governance

Overall

Impact Area IBM Rating Operations Rating

Year

80 to 100th percentile

To achieve double bottom line objectives of financial inclusion and capital appreciation.
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IFIF Fund Rating 

*,,56�Rating Report:

Copyright 2015 GIIRSFor more information about how GIIRS Ratings methodology, see GIIRS 101 at the end of the report or contact info@b-analytics.net

Portfolio Funds
Prospero Microfinanzas Fund

Rating Report: Fund Profile

Fund Manager

Fund

Fund Rating Year

Fund Rating Date

Investing Status

Principle Target Market 

BIM Asset Management

Prospero Microfinanzas Fund

2015

01/20/2016

No Longer Investing

Emerging

.

. 128.5

Investment Roll-Up

GIIRS ratings provide investors with rigorous,
reviewed transparent, comprehensive, and
comparable ratings of a fund's impact. GIIRS helps
investors make money while solving the world’s
most challenging problems by driving capital to
impact.

Impact Business Models (IBM) Rating Impact Operations Rating

Fund Description

Fund Mission

The Impact Model Rating recognizes business models that are specifically
designed to solve social or environmental problems through company
products or services, target customers, value chain, ownership, or
operations

The Impact Operations Rating evaluates the impact of the business
in how it operates. This is sometimes referred to "ESG" (or
Environmental, Social and Governance) practices.

The Roll-Up is a weighted average of portfolio companies' ratings and the total amount invested in each company in aggregate and in individual impact areas

Note: The investment roll-up ratings reflect the performance of the fund's portfolio relative to those of the other 60+ GIIRS rated funds (as of June 2014). The weighted average
score of a fund's portfolio companies is represented as a particular star or medal rating based on which quintile it is in compared to the portfolios of other GIIRS Rated Funds.
The thresholds for star and medal ratings are calculated once every two years with the release of each new version of the ratings system. See GIIRS 101 page at the end of
the report for more information.

Próspero Microfinanzas Fund was formed by Grassroots Capital Management and Bolivian
Investment Management (BIM) or the purpose of making equity and equity-like investments in early
and intermediate stage MFIs in Latin America and the Caribbean.

Fund Manager Assessment

The Fund Manager Assessment covers topics regarding a fund's policies and practices in deploying and managing capital. See the

"Fund Manager Assessment Overview" page for more details

★★

★★★★★
★★★

★★★★★

PLATINUM

Fund

SILVER

N/A

PLATINUM

GOLD

PLATINUM ★★★★

Consumer

Community

Environment

Workers

Governance

Overall

Impact Area IBM Rating Operations Rating

Year

80 to 100th percentile

To provide a competitive financial return to its investors while creating a positive social impact by
making equity and equity-like investments in microfinance institutions in Latin America and the
Caribbean.

5DWLQJV�6XPPDU\

Prospero Fund Rating 

2015 GIIRS Rating Report:

Copyright 2015 GIIRSFor more information about how GIIRS Ratings methodology, see GIIRS 101 at the end of the report or contact info@b-analytics.net

Portfolio Funds
India Financial Inclusion Fund

Rating Report: Fund Profile

Fund Manager

Fund

Fund Rating Year

Fund Rating Date

Investing Status

Principle Target Market 

Caspian Capital Partners

India Financial Inclusion Fund

2015

01/29/2016

No Longer Investing

Emerging

.

. 141.1

Investment Roll-Up

GIIRS ratings provide investors with rigorous,
reviewed transparent, comprehensive, and
comparable ratings of a fund's impact. GIIRS helps
investors make money while solving the world’s
most challenging problems by driving capital to
impact.

Impact Business Models (IBM) Rating Impact Operations Rating

Fund Description

Fund Mission

The Impact Model Rating recognizes business models that are specifically
designed to solve social or environmental problems through company
products or services, target customers, value chain, ownership, or
operations

The Impact Operations Rating evaluates the impact of the business
in how it operates. This is sometimes referred to "ESG" (or
Environmental, Social and Governance) practices.

The Roll-Up is a weighted average of portfolio companies' ratings and the total amount invested in each company in aggregate and in individual impact areas

Note: The investment roll-up ratings reflect the performance of the fund's portfolio relative to those of the other 60+ GIIRS rated funds (as of June 2014). The weighted average
score of a fund's portfolio companies is represented as a particular star or medal rating based on which quintile it is in compared to the portfolios of other GIIRS Rated Funds.
The thresholds for star and medal ratings are calculated once every two years with the release of each new version of the ratings system. See GIIRS 101 page at the end of
the report for more information.

The India Financial Inclusion Fund ("IFIF"), a US$ 89 million fund, was created in August 2008 with
the double bottom line objectives of financial inclusion and capital appreciation. The fund makes
equity and quasi-equity investments in companies that are engaged in bringing about the inclusion of
the poor and/ or the disenfranchised into the formal financial system. IFIF has nine active investments
in five microfinance institutions (MFIs), two housing finance companies (HFCs), a banking
correspondent company that enables provision of last-mile banking services, and an affordable
housing developer.

Fund Manager Assessment

The Fund Manager Assessment covers topics regarding a fund's policies and practices in deploying and managing capital. See the

"Fund Manager Assessment Overview" page for more details
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★★★★★
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★★★★★

N/A

Fund

N/A

N/A

SILVER

PLATINUM

PLATINUM ★★★★★

Consumer

Community

Environment

Workers

Governance

Overall

Impact Area IBM Rating Operations Rating

Year

80 to 100th percentile

To achieve double bottom line objectives of financial inclusion and capital appreciation.
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Investment Roll-Up Investment Roll-Up 
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Completed SPI4 assisted by FINRURAL 
•  CIDRE view: can track performance against standards and if acting with social 

responsibility  
•  Investor view: deep-dive into issues relevant to financial inclusion but lack of 

standardized scoring/ reporting makes comparisons difficult, especially at 
portfolio-level 

Completed GIIRS with an overall score in top 20% 
•  CIDRE view:  

-  Prioritizes concept of impact and social responsibility 
-  Applies to all types of business models, not just microfinance 

-  Aligned with CIDRE’s focus on assessing the economic, social and 
environmental impact on economic activities of clients 

-  Benchmarking is important, but social goals are not always as homogeneous as 
financial; not easy to compare across institutions 

•  Investor view: results can be aggregated to portfolio level; enables benchmarking 
and comparisons across companies, sectors, and industries; however measures 
intentionality to create impact 

Case Study – CIDRE (Bolivia) 



Day 2 Agenda 
•  9.00-10:00am:  Measuring Returns & Setting Return Expectations 

•  10.00-11.00am:  Measuring Social Impact: Outcomes vs. Outputs 

•  11.00-11.30am:  Coffee Break 

•  11.30-12.30pm:  Guidelines on Outcomes Measurement, Analysis and 
Reporting for Investors 

•  12.30-13.30pm:  Lunch (informal discussions optional for those interested) 

•  13.30-14.30pm:  The Voice of the Client 

•  14.30-15.00om:  Harmonizing Efforts and Sharing Learnings in Impact 
Investment 

•  15.00-15.15pm:  Coffee Break 

•  15.15-16.15pm:  Social Impact Bonds and Pay For Success Models 

•  16.15-17.00pm:  Conclusions & Next Steps 



Strictly private and confidential – not for circulation 

Better Outcomes, Better Value 
Social Investor Meeting on Responsible Finance – Social Impact Bonds and Pay for 
Success Models  
March 2016 



295	ǀ	Strictly	Private	and	ConfidenEal	

		Outcomes-
based		
contract	

Government		 High-impact	
interven4on	

External	
provider		

How outcomes contracts work 
Central or local government commissions a contract, where payment is dependent on 
outcomes  
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		Outcomes-
based		
contract	

Government		 High-impact	
interven4on	

External	
provider		

Investors	
Pays	for	
successful	
outcomes	 Provides	working	

capital/support	
for		

Performance	
manager	

Provides	third	
party	evaluaEon	

How social impact bonds work 
In some cases, the provider may raise working capital from investors to help deliver the 
contract 
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Children’s 
services 

Homelessness 

Youth 
unemployment 

Health and 
social care 

Social impact bonds – policy areas 
In the UK, SIBs have been developed to respond to four types of social 
challenges 
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Bridges’ experience with social impact bonds  
Bridges has supported 14 contracts, being delivered by 22 impact-driven organizations in 
the UK  

Youth	
unemployment	

Children’s	
services	

Youth	
homelessness	

Health	–		
long	term	
condi4ons	
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Our learnings – when outcomes contracts work best 

Improve Align Coordinate Prevent Innovate 

Drive better results 
from existing 
services that are 
under-performing 

Correct perverse 
incentives created 
by previous policy 

Bring together 
multiple 
stakeholders to 
tackle complex 
problems 

Unlock future 
cashable savings 
by investing in 
prevention 

Trial new solutions; 
transfer financial 
risk of failure 
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Youth 
employment 

•  Commissioned by the UK Department for Work and 
Pensions (DWP) to deliver programs to improve 
outcomes of disadvantaged young people who 
were NEET (not in education, employment, or 
training)  

•  In 2012, Career Connect was selected as the prime 
service provider; target was to work with 3,928 
young people and achieve 4,270 positive outcomes 
against a ‘rate card’  

•  Structured with staggered payments, which based 
on our experience, lead to capital efficiency and 
better alignment and discipline for the provider 

•  Career Connect made improvements in the delivery 
of the program such as focusing on earlier 
intervention and increasing in-house services 

•  Ultimately outperformed by working with 4,222 
young people and delivering 6,044 positive 
outcomes leading to £4.7mm of net value to the 
government 

•  In 2015, Career Connect became one of the first 
two SIB providers in the world to be 
recommissioned to deliver a second program 

SIB structure and stakeholders Overview 

Case study – Career Connect 



Social Impact Incentives 
for Inclusive Finance 
SPTF Investors Working Group Meeting 
New York,  March 3, 2016 
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o  Introduction Social Impact Incentives (SIINC) 

o  What is different to Social Impact Bonds? 

o  Adapting SIINC for financial inclusion 

Overview 

March 16, 16 
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How to close the financial return gap? 

March 16, 2016 
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Closing the gap with Social Impact Incentives 

March 16, 2016 
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Social Impact Incentive model (illustrative) 

March 16, 2016 

Investor 

Outcome 
payer 

Social 
enterprise 

Investment / 
returns on investment 

Pay for impact 

Customers 

Service/ 
product 

Outcomes/impact Independent 
verification 

Verification of 
impact 

Payments for 
service/products 
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Time 

$ 

Costs 

Revenues 

Business case with SIINC 

March 16, 2016 

Total Revenues 

Impact-based 
payments enable 

profitability to attract 
investors 
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Major advantages of SIINC 

March 16, 16 

Investors and  
social enterprise 

are both 
committed to 

impact 
performance! 
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Different applications of SIINC and  
Social Impact Bonds 

March 16, 2016 

SIINCs are designed to support 
actors with earned income 
strategies for scaling innovative 
solutions where beneficiaries (or 
others) are able and willing to pay 
at least partly for products and 
services.  

SIBs are typically designed 
for large scale prevention 
measures with high evidence 
for impact and arrangements 
between established players.  
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SIB vs. SIINC - key features 

March 16, 2016 

Criteria “Typical” SIB “Typical” SIINC 
Impact generating organization ‘Service provider’, without trading 

revenues (usually non-profits) 
Social enterprise with earned-income 
strategy (hybrid/impact first) 

Structure of the instrument New special purpose vehicle (SPV) 
to be set up, various contractual 
agreements 

Direct contractual agreements between 
social enterprise, outcome payer and 
impact evaluator 

Required level of initial public sector 
commitment 

Very high Low 

Underlying logic Fix impact objectives and limit costs Incentivize impact 

Financial risk profile Investors carry all risk – providers get 
paid independently from their 
performance 

Risk is spread among stakeholders – 
high incentive for achieving impact 
performance 

Major challenges -Stakeholder buy-in & coordination  
-Deal structuring 
-Impact assessment 

-Suitability assessment 
-Impact assessment 
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A very common scenario:  
A social enterprise wants to provide a financing 

option for its clients. This can be either for 
purchasing goods  (i.e. housing, education)            

or in the form of productive loans. 

Adapting SIINC for financial inclusion (I) 

March 16, 16 
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o  Example: A social enterprise (SE) wants to increase the income of 
 fruit producers in a disadvantaged region. Special focus is given to 
 female and very small producers. 

o  The enterprise has developed a strong commercial model and 
 wishes to scale -> needs to increase production. 

o  The enterprise needs to secure investment for expansion.  
o  The expansion should be accelerated through loans to producers  

 – via a specific financing facility 

Adapting SIINC for financial inclusion (II) 

March 16, 16 
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SIINC premium payments could be structured for: 

o  Increase of # Female-led Producers 

o  Increase of # Very Small Producers 

o  % Increase in Income 

SIINC performance indicators (II) 

March 16, 16 
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Sample P&L - SIINC Effect 
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