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Vision & Mission

Vision

Sustainable development through financial inclusion

Mission

Taking measures for social and economic uplift of the marginalized, with focus on women, to
enhance their economic prosperity & self-reliance through financial inclusion & capacity
building.
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DAMEN Support Program (DSP) – Introduction
The roots of Damen Support Programme lie in a non-profit NGO – Development Action for Mobilization and Emancipation
(DAMEN) – set up in 1992, under Societies Registration Act, XXI of 1860. DAMEN started its operations with aim of working
for alternative development at grass-root level in Pakistan. It was an alliance of social scientists, philanthropists and
professionals from various fields having significant experience of working with NGOs locally and internationally.
DAMEN initially started by focusing on the role and development of women & children in local communities; the programs
being run were:
 Home School Education Program


Industrial Home for Women



Entrepreneurship Development Program

By continuously assessing the need of community DAMEN initiated the micro credit program in 1996, to help women foster
economic activities in their communities.
In 2014 DAMEN transformed its Micro Finance Program into a separate legal entity by the name of Damen Support
Programme (DSP). This step has been taken to concentrate on DAMEN’s economic sector initiatives, increase focus on
financial inclusion, improve transparency, and strengthen access to commercial funds, donors and investors. DSP is a finance
company, registered under section 42 of the Companies Ordinance 1984 with the Securities and Exchange Commission of
Pakistan (SECP).
DSP concentrates on the social and economic uplift of communities, with an exclusive focus on the empowerment of women
of marginalized communities with the following objectives;
 To take measures for social and economic uplift and empowerment of marginalized communities, especially in rural
areas and urban slums, to enable them to enhance their capacity for income generation to eradicate the real and
most tangible problems for their sustainable development by initiating / implementing programs including micro credit,
vocational training and capacity building of communities.


To concentrate on activities for integrated self-reliant and long-term development of the communities through various
programs of poverty alleviation.



To enhance the cause of women development by initiating programs for income generation and awareness of their
legal and basic rights.



To train and support human resources for devising, Implementing and overseeing development projects and
programs.

DSP adopts a four-pronged strategy to achieve its overall objectives;
1.
Micro-Credit
2.

Health and Life Insurance services

3.

Training, Capacity Building and Skill Development of Community Action Groups

4.

Research, Networking and Linkages
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Clients’ Success Stories

Rani Nadeem from MorKhunda
Rani’s husband was not able to do any hard job
as her hand was crippled in an accident before
marriage. He tried to fulfil the requirements of
their family by running a tea shop but could
not succeed in properly running the business of
their home. Primarily Rani tried to deal with
home in the sole income of her spouse but
after the delivery of her fourth child it
remained not possible to her. Instead of
blaming and quarreling with her husband she
made a decision to support him by sharing his
burden.
After reviewing all aspects she came to the
option of starting a dhaaba in the tea shop of her husband but lack of finances impeded her way. Some
day during a chit chat with a community female she came to know about the financial services
provided by DSP. Next day she visited DSP to apply for loan which was approved after complete
appraisal and documentation process. From the loan amount she purchased a tandoor and some
grocery items and started cooking food and rotis to sale. Being a female it was difficult to her to cope
with male customers while most of her customers were male. Here her husband helped her in serving
them. Now she prepares food while her husband serves it to customers along with running his tea
shop. Issue of bringing grocery, flour and other items from bazar was also resolved by the support of
her husband. Another issue for Rani was where to leave her children, as she has to spend her whole
day while preparing breakfast, lunch and dinner for customers on dhaba, it was resolved by the
assistance of her sister in law who took the responsibility of taking care her children in her absence.
nn

Rani’s husband was earning a small amount but with her support their income was greatly increased.
Currently her whole family is dependent upon their business. Her 2 elder children are studying in
government school but she is sending both younger children in private school. She has also purchased
2 buffalos from her saving and has improved her lifestyle.
Rani is an illiterate woman despite she thinks like a business woman to expand her business. Her
business thought and proper usage of DSP’s loan lead her towards success. In future she plans to
construct four walls on the backside of her dhaaba to provide a sitting place to her customers. Rani has
become a role model for those females who want to share their familial burden by empowering
themselves. Her community acknowledges her efforts for becoming the hand of her crippled husband.
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Khatoon Bibi from Jamber
Khatoon’s husband was in armed forces but
after marriage he had to leave his job for the
sake of his family’s security as there was no
male member after him to remain at home. He
started labor after departing that job and in
return what he earned was just enough to
provide two times meal to their family. Later on,
with the further increase in their family, his
earning became too small to fulfil the needs of a
sizable family containing 10 children. During that
time Khatoon decided to share the burden of
her husband and for the purpose she started
making fancy footwear uppers on daily wages. It
gave some raise to her income. Motivated by
this raise she seriously considered starting her own business but finances were not readily available for
the purpose. After knowing about microcredit services provided by DSP, from one of her community
female, she applied for loan from DSP. The loan was approved after complete documentation and
appraisal process and she purchased raw mat erial from Shah Alam Market.
She prepared uppers from raw material and sold in Pattoki Market. After passing some time she
realized that she can earn more if she markets her product in Lahore as rates given by Pattoki Market
were not reasonable. After having this thought she started selling her product in Mohajar Abad Lahore.
In the beginning she could not earn more due to lack of experience but after gaining experience and
utilizing further loans of DSP she increase her earning up to Rs.45,000 monthly. She has prepared
nearly 200 addas to involve maximum females of her community in this business. At this time more
than 50 females are working with her while she also sends raw material in Multan to her sister who
sends it in return to her after making uppers by involving females of her community.
Khatoon’s whole family is dependent on this business. She has improved lifestyle of her family,
repaired her home and wedded her four sons and a daughter. She has also provided earning
opportunity to her daughter by establishing a separate parlor for her. She herself desires to establish a
proper unit in the upper portion of her home to increase her product and provide earning
opportunities to more females. She is also planning to start the business of embroidered dresses in
near future.
Credit of her success goes to her strong and timely decisions and proper utilization of DSP’s loans.
Another thing which lead her towards success was that she reduced her dependence on other persons,
before she used to go Shah Alam Market for dying and printing designs which she started doing herself
after preparing her own dyes. At this time she is doing each and everything by her own and provides
final product in the market.
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Operational Enactments

Development Support Programme (DSP) empowers women by increasing their well beings, access to
resources, self-confidence, self-esteem and respect, participation in decision-making and bargaining
power, and increased control over benefits and their own life. Main focus of DSP is to empower
women through the expansion and sustainability of their enterprises. For the purpose DSP provides its
financial support to low income female clients and micro entrepreneurs having no access to formal
financial resources. Recently DSP is providing its financial services in District Lahore, Kasur,
Sheikhupura, Nankana Sahib, Okara, Faisalabad, Gujranwala, Sahiwal and Toba Tek Singh while Sialkot
area is expected to disburse their first group of clients in coming quarter.

Area

VI

VII

VIII

IX

Sialkot

Area

Sahiwal

Area

Singh

Area

T.T.

IV

Gujranwala

III

Area V

Faisalabad

Area

Nankana

Area

Okara

Area II

Kasur

Area I

Sheikhupura

Lahore

Outreach

Area X

Area
XI

Niaz Baig

Halloki

Begum
Kot

Phool
Nagar

Nankana
Sahib

Okara

Faisalaba
d

Gujranwala

T.T Singh

Sahiwal-I

Daska

Chung

Shamke
Bhattian

Sharqpur

Chunian

Shahkot

Hujra
Shah
Muqeem

Thikriwala

Kamonkey

Kamalia

Sahiwal-II

Sialkot

Kahna

Manga

Rachna
Town

Pattoki

MorKhund
a

Depalpur

Jaranwala

Wazirabad

Gojra

Chichawat
ni

Sambrial

Ali Raza
Abad

Raiwind

Muridkey

Habibabad

Warburton

Haveli
Lakha

Samandri

Alam
Chowk

Pir-Mahal

Arifwala

Pasrur
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Recently total 44 branches of DSP are working in 11 areas Lahore-I, Lahore-II, Sheikhupura, Kasur,
Nankana, Okara, Faisalabad, Gujranwala, Sahiwal, Toba Tek Singh and Sialkot. Detail of these areas
along with branches is given in the table below. All areas are operational except Sialkot which is
passing through the clients mobilization phase and is expected to disburse in next quarter.
Detail of Areas along with Branches
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Areas View at Map
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Outstanding Loan Portfolio (OLP) and Active Clients
DSP clients’ base reflects 12% increase as total number of active clients reached up to 82,622 with the
addition of 8,846 new clients in DSP clients’ base. Area I shows an increase from 12,419 to 12,924,
Area II from 12,799 to 13,249, Area III from 11,543 to 11,952, Area IV 12,883 to 13,462, Area V from
13,193 to 13,432, Area VI from 9,314 to 10,096 and Area VII from 1,625 to 4,144. While Area VIII, IX,
and X added respectively 1,093, 1,223 and 1,047 totally new clients in DSP clients’ base.
.

Similarly total Outstanding Loan Portfolio (OLP) of DSP reached up to Rs.2,731,186,321 with
Rs.445,777,921 OLP of Area I, Rs.461,450,494 of Area II, Rs.419,726,190 of Area III, Rs.419,271,135 of
Area IV, Rs.402,535,913 of Area V, Rs.287,043,969 of Area VI, Rs.155,443,956 of Area VII,
Rs.45,184,599 of Area VIII, Rs,51,051,444 of Area IX and Rs.43,700,700 of Area X .

450

12,799

12,419

400

OLP in PKR mln

13,462

13,249

12,924

14,000

13,432
13,193

11,952

12,883

12,000

11,543

10,096

10,000

350

9,314

300

8,000

250
200

445

461

419

419

6,000

402

150
100
50
-

4,144

287

4,000

155
430
Area
I

444
Area
II

395
Area
III

400
Area
IV

388
Area
V

271
Area
VI

Active Clients

500

2,000
1,625

68
Area
VII

45

1,093

Area
VIII

51

1,223

43

0

0

Area
IX

Area
X

1,047
0 -

Area-wise Outstanding Loan Portfolio & Active

Division of Clients Regarding Loan
Cycle
DSP aims to establish long term relations with its
clients. This is evident as 49% of its active clients
account are new while long term relations have been
established with 51% of our active clients out of
which 8% account for a 5 year + relationship.

90,000
80,000
70,000
60,000
50,000
40,000
30,000
20,000
10,000
-

73,776

82,622

9%

8%

45%
46%

43%

85,000
80,000
75,000

49%

70,000
65,000

Mar-18

Fresh
Mature (5+ Cycles)

Jun-18
Repeat (2-5 Cycles)
Active Clients

Division of Clients Regarding Loan Cycle
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Portfolio at Risk Ratio

50%

PAR > 30 days increased from 0.28% (by
the end of March-18) to 0.36% (by the
end of June-18). Graph given shows a
comparison of aging summary of PAR
during last two quarters. It represents an
increase in the PAR from 1-30 days while
a decrease was observed in PAR>180
days.

40%

41%
37%
27% 27%

30%

33%
30%

20%
10%

2% 3%

0%
Handicrafts & Livestock
Embroidery

Mar-18

Trade &
Business

Jun-18

Tailoring &
Clothing

Business Categorization of Loans

60%
50%

Average Loan Size & Balance

40%

Average loan size of DSP decreased from
55,613 (by the end of March-18) to 53,574
(by the end of reporting period). The
reason can be the inclusion of more new
clients in Area VIII, IX and X, resulting in a
decrease in repeated clients. On the other
hand average loan balance was improved
from 32,514 (by the end of March-18) to
33,056 (by the end of reporting period).

30%
20%
10%
0%
Late by 1-30 Days Late by 31-180 Late by over 180
Days
Days

Mar-18

Jun-18

Comparison Aging Summary of Portfolio at
Risk

Business Categorization
Majority of DSPs clients are associated
with trade & business. This ranges from
buying and selling of milk, to owing
micro-level departmental stores.
By the end of June-18, 37% clients were
linked with livestock, 33% with tailoring
and clothing, 27% with trade & business
and only 3% were related to handicrafts
and embroidery.

55,613
53,574

60,000
55,000
50,000
45,000
40,000
35,000
30,000
25,000
20,000
15,000
10,000
5,000
-

32,514
33,056

Mar-18
Jun-18
Average Loan
Size

Average Loan
Balance

Average Loan Size and Loan Balance
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Seasonal Loans

60,000,000

Seasonal loans have also been introduced
in Area I along with Area-IV, V and VI to
finance farming activities like purchasing of
seeds, fertilizers and livestock. By the end
of the reporting period number of active
clients of Seasonal Loans remained 178
with total Rs.7,880,000 OLP. Average loan
size of seasonal loans remained 44,237
with 44,270 average loan balance.

50,000,000

50,657,678
43,207,942

40,000,000
30,000,000

34,548,548
24,341,195

20,000,000
10,000,000
0

Outstanding Loan Portfolio
Sep-17

Dec-17

Mar-18

Jun-18

Graph shows gradual increase in OLP of
Islamic Microfinance

Islamic Microfinance
Islamic Microfinance Branch in Kot Radha
Kishan is following the Islamic Banking
System. Total number of active clients of
this branch increased from 1,321 (by the
end of March-18) to 1,558 (by the end of
June-18).
2,000

Average Loan Size and Loan Balance of
Islamic Microfinance

Average loan size was increased from
54,128 (by the end of March-18) to 54,188
while average loan balance was decreased
from 32,709. (by the end of March-18) to
32,515 (by the end of June-18).

1,558
1,321

1,500

54,128

1,088
831

1,000
500
Sep-17

Active Clients
Dec-17
Mar-18

Jun-18

60,000
55,000
50,000
45,000
40,000
35,000
30,000
25,000
20,000
15,000
10,000
5,000
-

OLP of Islamic Microfinance Branch was
raised from Rs.43,207,942 to 50,657,678.

32,709
32,515

Mar-18
Jun-18
Average Loan
Size

Graph shows gradual increase in clients of
Islamic Microfinance
OLP of Islamic Microfinance

54,188

Average Loan
Balance

Average Loan Size and Loan Balance of Islamic
Microfinance
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Complaint Cell
Complaint Cell of DSP addresses the grievances of clients timely and effectively. During the reporting
period this cell received total 154 complaints, out of it 113 were resolved while other 41 unresolved
are health claims dependent on insurance company.

Pilot Paperless Working Project
Increasing
trend
of
digitalization
has
triggered
DSP
to
transform its business to digitalization by reducing its dependence on papers and converting
documents and other papers into digital form. Initially the project has been introduced on pilot basis in
Niaz Beg Field Office and after success would be implemented in all other offices. Information
Technology Department is working on the pilot of this project.

Branding Initiative
Marketing department focused on branding of DSP offices and giving them a common visual identity.
In these regards the Niaz Baig branch of DSP was renovated as a model office and the similar identity
would be replicated in all other branches.
As decided with the higher management backlit fascia’s/boards were installed in all branches of DSP
and an acrylic sheet with logo and another with mission and vision of DSP was also printed and
displayed in each office.
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Risk Profile
DSP has constructed its very own Risk Rating Model to gauge its own “risk vs
reward” strategy.

Scale

Institution

A

Area
Branch

A+

Description
Minimal Risk

B+
B

Modest Risk

BC+
C

Significant Risk

CD
E

Aggressive
Risk
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The model is a three tiered model that uses a graduation approach to establish the risk exposure of the institution using
grass-root level data. Each tier is made up of various sections to ensure a wholesome quantification of risk. The scale
used to quantify and explain the kind of exposure to risk is shown on the right.

Branch Level Overview

A total of 8 branches were upgraded and major
reasons were (i) limited improvement in appraisal
quality, (ii) improved provisioning coverage and
(iii) adequate audit & compliance indicators.
A total of 9 branches were downgraded. The main
reason for these downgrades was weak
compliance to the company’s policies and
procedures and deteriorating portfolio quality.
Meanwhile 7 branches maintained their previous
level of rating.

13

0 0

A

2

B+

B
Dec-17

Area-II

Area-III

79

84

84 86

79

84

40.0

4

3

84 83

60.0

8

5

80 82

74 71

80.0

10

0

100.0

18

15

Area Risk Rating Model is divided into three main
sections; (i) Operations, (ii) Industry Analysis, and
(iii) Human Resource. The score of the operation
section is a function of the Branch Risk Rating
Model. The industry analysis section is based on (a)
market share, (b) potential market, and (c)
prevalent macro-economic risks. The HR section is
based on, (i) capacity, (ii) quality & experience, and
(iii) other HR risks that include references and
rotations.

Area Rating Frequency

Branch Rating Frequency

20

Area Level Overview

B-

20.0

0 0

0 0

C+

C

Area-I

Dec-17

Mar-18

Maintained

Upgrades

Downgrades

7

8

9

Area-IV

Area-V

Area-VI

Mar-18

Maintained

Upgrades

Downgrades

0

4

2
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Best Performing Branch

Institution Level Overview

Shahkot remained the best performing branch by
the end of March - 2018 because of operating on
strong operational, financial and compliance
indicators during said period.

The Institution Risk Rating Model can also be
divided into three main sections; (i) Operations, (ii)
Investment Analysis, and (iii) Capitalization &
Funding. The score of the operation section is a
function of the Area Risk Rating Model. The
investment analysis section is based on (a)
placement of investments, and (b) yield on the
investments. The Capitalization & Funding section
is based on, (i) the dependency & cost of funding,
(ii) liquidity levels, and (iii) capital adequacy of the
institution. The overall risk rating of the institution
has increased from the rating score 80 (at end
Dec-17) to score 81 (at end Mar-18.

Best Performing Branch
Shahkot (86-B+)

94

98
85

94 90

100

94

84
65

62

Institution Level Overview
CR

OR
LHS: DEC-17

FR

A&C

HR

RHS: MAR-18

Best Performing Area

81

Area-V (Nankana) remained the best performing
area during the reporting period. Average rating
of the area improved from 84% to 86%.
Best Performing Area
Nankana Sahib (84% to 86%)

81

80

74

80

71

Institutional Rating Capitalization Rating Investment Rating

Dec-17

Mar-18

Note:
83
93

78

80

Operation

Dec-17

HR

Risk
profile
of
previous
quarter is included in report
because deadline of compilation
of
risk
report
is
after
quarterly report

Mar-18
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Developing Capacities
Capacity Development is defined as “the activities, approaches, strategies, and methodologies which
help organizations, groups and individuals to improve their performance, generate development
benefits and achieve their objectives”. DSP has a focus on strengthening technical expertise, through
hiring or training staff or volunteers in program planning and design, best practices, and other similar
technical areas.
Trainings are the tool used for enhancing the capabilities of staff. Targeted trainings towards staff are
important to help them meet their key responsibilities. Building the skills of staff are important in
helping them out in carrying their job specification, not only through preliminary trainings but on-going
trainings as well. These trainings also help the employee in acquiring new skills to perform their duties
effectively, in getting promotions within organization and in getting up-skilled to do some innovative
things, which keep them fresh and motivated.
To keep the employees up with the new developments in their field, human and institutional
department of DSP firstly identifies the gaps in their performance and then decides what type of training
is needed and who needs it.

Staff Trainings
New Staff Orientations

During the reporting period HID Department gave orientations to all newly hired staff as well as Junior
Professionals. The orientations briefed the participants about vision, mission, objectives and goals of
DSP and Its organizational structure and hierarchy at Head Office, Region, and Field level. The
orientations also focused on major operational and HR policies.
Trainings on Appraisal Techniques of Livestock

DSP has recently improved its product by increasing
the loan size for livestock clients who already have
completed two cycles of general loans with DSP.
With this increase loan size criteria for livestock
appraisal has been enhanced while level of appraisal
have also been increased. Now Area Manager is also
responsible to appraise 100% clients of these loans.
To enhance the skills of staff on livestock appraisal a
training was organized on “Appraisal Techniques of
17 | P a g e
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Livestock”
Detail of Trainings on Appraisal Techniques of Livestock

Sr.#

Date

1

5th April, 2018

Area

Region-I

Nature of
Participants
AMs, ACs, DMO,
DC

Number of
Participa
nts
10

Trainings on Operational & HR Policies, Procedures and Code of Conduct

Two trainings on “Operational & HR Policies,
Procedures and Code of Conduct” were organized
for newly hired staff of Area-VIII (Gujranwala) and
Area XI (Sialkot District). The purpose of the
training was to enable the staff to perform well in
the field while complying the Operational and HR
policies and procedures. The training enhanced
the knowledge of staff about organizational
policies regarding major & minor offences, code of
conduct (including transparency, fair practice,
dignified treatment, privacy & fair disclosure,
governance & client satisfaction) and major
policies for loan (including loan criteria,
operational strategies, transfer policies of staff
and early close loan policy).
Detail of the Trainings on Operational & HR Policies, Procedures and Code of Conduct

Sr.#

Date

Area

1

9th April, 2018

Area VIII

2

11th May, 2018
Total

Area XI

Nature of
Participants
APRO, AO, LOs,
JPs
FMs, AOs, LOs

Number of
Participa
nts
20
14
34

18 | P a g e

 ترقی کی ضمانت،خواتين کی مضبوطی

QUARTERLY ACTIVITY REPORT
APR – JUN 2018

Trainings on Social Mobilization, Credit Appraisal
Techniques & Cash Flow

Trainings on “Social Mobilization, Credit Appraisal
Techniques & Cash Flow” were organized to develop the
skills of newly hired staff about using different tools of social
mobilization and enhance their knowledge about
microfinance, microcredit, major types of credit appraisal and
major channels in credit appraisal, difference between bank
appraisal and MFI appraisal, key areas of credit appraisal,
ensuring borrowers’ satisfaction and cash flow.
Detail of the Trainings on Social Mobilization, Credit Appraisal Techniques & Cash Flow

Date

Area

1

10th April, 2018

2

12th May, 2018
Total

Area VIII
Area XI

Nature of
Participants
APRO, AO, LOs,
JPs
FM, AOs, LOs,

Number of
Participa
nts
19
12
31

Trainings on Reinforcement of Accounting
Procedures

“Trainings on Reinforcement of Accounting
Procedures” were organized to enhance the skills of
our accounts officers on standardized process that is
used to perform a function within the
accounting department of DSP.
Detail of the Trainings on Reinforcement of Accounting
Procedures

Sr.#

Date

1
2

11th May, 2018
14th May, 2018
Total

Area
Region II
Region I

Nature of
Participants
AOs
AOs

Number of
Participa
nts
22
21
43
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Trainings on Know Your Work Be Your
Manager

“Trainings on Know Your Work Be Your
Managers” were organized for all field managers
to describe them their roles and responsibilities
and enable them to improve their performance
by efficiently fulfilling these responsibilities.
Detail of the Trainings on Know Your Work Be Your
Manager

Sr.#

Date

Area

1
2

3rd May, 2018
4th May, 2018
Total

Nature of
Participants

Region I
Region II

FMs
FMs

Number of
Participa
nts
20
16
36

Trainings on Credit Appraisal Techniques & Cash
Flow

Trainings on “Credit Appraisal Techniques & Cash
Flow” were organized to develop the skills of Appraisal
Officers of Region-I and II to enhance their knowledge
about microfinance, microcredit, and livestock appraisal
& its techniques, how to develop these techniques to
appraise the client, major types of credit appraisal and
major channels in credit appraisal, difference between
bank appraisal and MFI appraisal, key areas of credit
appraisal, ensuring borrowers’ satisfaction and cash
flow.

Detail of the Trainings on Credit Appraisal Techniques & Cash Flow

Date
1
2

2nd May, 2018
7th May, 2018
Total

Area
Region- I
Region-II

Nature of
Participants
APRO
APRO

Number of
Participa
nts
18
21
39
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External Staff Trainings


Mr. Aamir Qadir (Senior Manager Operations) received a training on “Micro Small and
Medium Enterprises (MSME) Lending: Building Skills for Mid to Senior Management”
organized by Pakistan Microfinance Network (PMN) from April 23rd to 27th at Islamabad .

Community Trainings
Community Skill Development Program has been developed for the females who have some financial
resources to start their business but lack of skills hinders their way. Skill Development Trainings are
flexible and demand driven. Training Department of DSP observes the potential, what kind of training is
required and how many females are interested in getting these skills, and then plans their trainings
accordingly. These trainings are an effective tool to impart employable skills among marginalized
females of marginalized communities to enable them to earn their livelihood. These trainings are totally
free of cost and help a number of women to start their own business.
Training workshop on Stitching Skills

DSP organized a training workshops on stitching in Niaz Beg Field Office from 18th April – 18th June, to
enhance stitching skills of participants including cutting, stitching and designing the dresses in different
styles. Total 20 participants availed this opportunity.
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Constraints & Challenges


Implementation of new performance appraisal & management system at all
levels and impact on the improvement of loan portfolio.



Maintain the yield of GLP by not allowing field staff to take recoveries before
due date





Reduce the cost per loan

Maintain the client base at a certain level of 2500 clients per field office.
Monitoring of loan utilization.

Existing Gaps


Weak social mobilization.



Problem of delinquency due to non-compliance of policies and procedures in
groups and center formation.

Lessons Learnt


Improved monitoring (from Head Office, Regional Offices, Area / Field offices)
can surefire the success of program.





Strong mobilization for group and center formation can ensure the long term
sustainability of microcredit program.

Customary interaction with the borrowers can be assured better recovery rate
and delinquency loans.
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