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FOREWORD 
InJuly 1980 the United Nations convened a conference for member governments 

in Copenhagen, Denmark, to mark the mid-point of the Decade for Women (1976­
1985). The purpose of the World Conference of the United Nations Decade for 
Women and of the parallel conference for nongovernmental organizations, the Mid-
Decade Forum, was twofold: to review progress made by each country on the World 
Plan of Action adopted in 1975, and to set priorities for the next five years. 

High on the agenda of )ssues to be tackled under the World Plan of Action is that 
of employment and related economic roles for women. Strong encouragement is 
given for activities and programs to "provide women with adequate training in 
co-operatives and entrepreneurial skills, (and) access to credit and seed capital...." 
Sirnilarly, subsequent resolutions linking thu call for a New International Economic 
Order with the WNorld Plan of Action have emphasized the urgency of new policies 
and programs to ensure that women gain an equal share of the benefits that the new 
order promises. 

Despite international mandates and resolutions, however, women's range of eco­
nomic roles isfrequently consmidered too narrowly, focusing on woman-as-employee. 
Meanwhile, women entrepreneurs from highly dissimilar cultures and varying eco­
nomic strata dail/ confront the challenge of securing capital and credit for enterprises 
that they themselves own and operate. What are their experiences? What lessons can 
be learned fom them? How can this information be used to help others 

JO6 explore these questions, the World Council of Credit Unions, incollaboration 
with The Chase Manhattan Bank, N.A., or anized a program for the Mid-Decade 
Forum in Copennagen entitled "Women Entrepreneurs: Access to Capital and 
Credit." Proram panelists included women entrepreneurs and representatives of 
financial and other institutions involved in making loans for productive purposes. 

The individual case studies and institutional perspectives represented experiences 
in a range of countries, both developing and industrialized. The enterprises were as 
diverse as pig-husbandry,/ fruit j,,icc production and bus transport. Institutional repre­
sentation included commercial and development banks, credit unions and coopera­
tives, and private voluntar,/ organizations. 

This report has been written primarily for policyrmakers and project designers 
concerned with income-generating projects that involve credit and women. While it 
doe, nrot attempt to present definitive answers to questions about use and access to 
credit, the report provides information and a number of observations that reinforce 
many untested assumptions about women's access to credit. 

In addition, a wider audience, including those involved with new businesses, should 

benefit from the candid discussions by the ten parelists withi firsthand experience in 
the granting and seeking of loans. Although the panelists are all women, not all of their 
observations relate exclusively to women. 

To compile the report, Kathleen McCaffrey combed thro-ugh hundreds of pages of 
transcripts from the World Council program, as well as USAID-sponsored interviews 
with panelists conducted in Copenhagen by Alice Lynn Booth. To compare and 
contrast the ideas and experiences of the Copenhagen panelists, McCaffrey searched 
the relevant literature and project documents, and interviewed numerous individuals 
with experience in women's income-generating projects community or rural devel­
opment programs and credit institutions. She presented her findings in a draft that 
served as the working paper fo, this report. 
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The report isdivided into three par-ts. Part I provides a brief discussion of income
generation, entrepreneurship and credit access for women. Edited presentations and 
profiles of the Copenhagen panelists comprise Part II. In Part IIIobservations of thepanelists are divided into three categories: credit access, enterprise development and 
loan program design. 

We gratefully acknowledge the support of the U.S. Agency lor International 
Development (USAID) Office of Women in Development, the World Council of 
Credit Unions and the Overseas Education Fund in the publication and distribution of 
this report. 

Barbara Morrison RenoWashington, D.C. World Council of Credit Unions 

The Overseas Education Fund (OEF) is grateful to have had the opportunity to 
work with the World Council of Cr-edit Unions in the preparation and distibution of 
this repor-t. 

OEF promotes income generation and community self-reliance through technical

assistance and tr-aining to women's organizations thirougirout the world, ;n working

with low-income women in countries such as 
Costa Rica, Thailand, Sr Lanka, Hon­
duras and Zambia, OEF has learned that the majority of women d sperately need
 
ways to earn more income. For ths reason, OEF sees credit and business skills as
tools for development. Access to credit -andknowledge of how to use it can help 
women become mo-e active participants in cevelopment fo- the benefit ot Lhcr 
communities, their- famlies and themselves. 

The dialogue and exchange of informator on cred:c access for- women and its
relatronshrp to economic development must b2 cont:nued. By making available the 
wealth of information from the WOCCI pr-cgram at the Mid-Decade Forum in
Copenhagen, the World Councl of Cr-edit Unions and the Over-seas Education Fund
hope to provde a sevice to all involved with women and their i-ole in socioeconomic 
development. 

Elise F Smth, Executive DirectorWashington, D. C. Overseas Education Fund 
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Economic develop- E conomc development Ieqi,,es the utlizAtion of a 
ment t-equiies financial re- w"ide range of resources that include the tour factors of 
sources. Indeed, it requires far production: lacd. larbo: capttal and technolo,y. Man>'devel­

oprent cconornrst add that resourcus nust be ir !lotlc(/more than have yet been anon' riher and poorer regions: that all available re­

made available. But the ie- sources need to be tsed init orpor'or rIwavas: and thatone prure resorre -...h roan capital is frequently 
source it requii-es most is nerIt,, I.'r1pt,,,, 

creative innovation. Making fuler use of runran resource,,-- especilly of 
,onrer, --. has been sinIled out is a ,,oal by rany ;eaders

Robert S.McNamara, inthe devclopin,, wo ld. lhe African heads of state, for 
in his presidential address to the e'xample, have ured itspart of the Iit,,aPlan of Action 

Board of Governors of the that greater cf,ort be made by Airican governments to 
World Bank, September 29. 1969. increase the role of women ,nthe economic development 

of the region. Mary Ladesse, of the U.N. Economic Cori. 
mis-ion for Africa. take.s it one step further: 

The challene bele c us... is no lo'ger the 

liistification of the Inrpoitant economrc itole 
women ar- plain In suLsbistence agr culture. 
animal hUsbandI, tiil e ind r kiaretn,, Ihandi­

crafts, small scal1e1rd Lit ICs, and seIf-help 
schemes ... but our challenge is to make these 
activities periorrmed by women iniore prod­

uctive .... 

(Mary lidesse, "V/omen in African 
Development." March 1981.) 

As attention focuses on eccnoric roles of womer itn 

rural and urban areas around the .,rid, one observes an 
increasing emphasis or) income- ,enerating projects for 
women. The impor-rance of credit In such proIects is widely 
acknowledged, as is the notion thit credit or loan pro­
grams should be an integor al p-it of project design. 

The success of women's nrcome-gener .rtn projects 
depends upon a numberCof factors be ond credit, These 
include the level of govcr nment support and comnitment, 
the amount of infrstructutre lIeady n placi, and the social 

conditions affectinand cultUrit[ wonrerrs pi ,iri.itor. in 
various kinds of econornic activity Surme obser'vers ciutron 
that such prolects will be successful Infthe long run only if 

,women themselves direct their projects so a to ',enrer.te 
and rernvest incorme, to provide far Ore tirnl transfel of 
funds to ensure optimal cash flow, and to plice control of 
capital formation in their own hands. Other s add that 
projects should be C:efully designed to foster in partic­
pants increasi self-r ehIarice rather than dependency ont 
capital or loan funds pr)'ovded by the project. 

Another ke, element for pi oject succcss is entrepre­
neurship. British social scientists Peter Mirris and Anthony 
Somerset, in a Ford Foundation Financed study of Konyan 
entrepreneurs, state that developrnent is"as much a prob­
lem of co-orctrnatIng resources as accLItring, ther! "They....

regard entrepreneurs as ndividuals with "a practicl crea­
tiveness, who combine resorirces and opporlunIties rn new 

http:enrer.te
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ways. . turn invention into profit.. (and) improvise a new tu 
art angement of economic relationships." (Mirrs and 
Somerset, Aficon Businessmen, 1° 71.) fact it is an advantage, that 

Especially where women have a tradition of producing (entrepreneurship) does not 
and trading or selling in the marketplace, one observes 
large numbers of women entrepreneurs finding innovative draw any sharp line between 
solutions tc economic needs, These women generate in- what is and what is not 
formal credit systems and cooperative income-generating enterprise', It should be 
activities that serve as useful examples for dcvelopment 
projects In fact, women's tiaditional rotating credit associ- observed at once that the 'new 
ations, such as esusu or tontirie. are being used as models thing' need not be spectacular 
for the design of effective credit delivery mechanisms in of historic importance. 
income-gencrating prolects. 0IP 

The fact that women frequently exhibit entrepreneurial Joseph. A. Schumpeter 
talent may be partially evplained Ly the observation that 
"entrepreneurship characteristically arise from an inter-ac-

tiun between social exclusion and access to resources 
in "The Creative Response in 

Economic HistorT" 

which others ignore or cannot grasp." (Marris and Sorner-

set. 1971.) 

Journllof Economc History. 
Vol. 111,No. 2,(1947). 

Perhaps it was such interaction that led two groups of 
Sri Lankan women to demonstrate their entrepreneurial 
talent. They applied for and received a United Nations 
Voluntary Fund grant of US$31.000 to start a revolving loan 
fund to finance their small bushiesses. Instead of im­
mediately using the funds fo, that purpose, with U.N. 
approval they used the $31,000 as collateral to take a loan 
three times that amount from the People's Bank of Sri 
Lanka. 

Entrepreneurial talent alone, of course, is not sufficient 
for successful income generation, as th, presentations of 
the Copenhagen panelists affirm. (See Part II.) Sound busi­
ness skills, good management and additional investments 
for growth are also required. As an enterprise develops, 
different amounts ol credit are required from different 
sour,.es. In developing regions and industrialized countries 
alike, seed capital for a new enterprise is rarely easy to 
obtain from foi mal sources such as commercial and devel­
opment banks, thrift institutions, government loan pro­
grams and commercially-reated businesses. Entrepreneurs 
starting new businesses seldom possess the collateral, 
credit history or sophistication necessary to obtain loans or 
lines of credit from such sources. They turn instead to 
informal sources such as family and fi ends, tradonal 
mutual aid groups, or moneylenders and "loan sharks" 
(known for charging high inter-e.t rates), usually the most 
familiar; immediately accessible sources of small sums of 
capital. 

In the continuing cycle of obtaining credit, increasing 
production to generate more revenue and repaying loans, 
therc is a point at which informal sources may become 
inadequate ­ regardless of the size of the business, such as 
cottage industry or small business, or its location. Project 
experience indicates that there are po~nts at which the 
development of an enterprise is enhanced by, and later 
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GROWTH OF ENTERPRISE: Typical
Progression from Informal to Formal 
Credit Needs 

cannot proceed substantially without, access to formal 
sources of credit-a "formal credit threshold." (See 
diagram.) 

As ilustrated by presentations in Part II,a business 
enterprise- whether the Mraru women's transport busi­
ness or the Lineagraph Corporation ­ passes through a 
stage in its development where access to formal sour-ces of 
credit, appropriate to the size and maturity of the enter­
prise, would greatly facilitate its futlher development. Such 
timely access provides the enterprise with assets necessary 
to obia,n additional sources of credit required in sub­
sequent stages of growth. If.however: the enterprise does 
not gain access to forrnmal sources dunng this stage, it 
reaches a formal credit threshold beyond which the busi­
ness will be unable to continue its growth. (Fraser and 
Tuck,-i: 1980.) 

Development specialists point out hat if credit i; dif­
ficult to obtain for most entrepreneurs. it iseven more 
difficult for entreprereurs who are women. Various social 
and cultural constraints preclude women's full access to 
niany modern sources of credit, such as banks, coopera­
tives and credit unions. F-urthermore, erroneous assump-

CAPITAL REQ-UIREMENT 
FOR BEGIN Tments 

F. Fand 

tions that women do not save, do not repay loans and
therefore are poor credit risks serve as formidable imped­

to women's access. Studies by Bouman, DeLancey
Schumach i:Sebstad and Buvinic. among otiers, heipdispel these myths. 
Innovative programs need to be careully desigr,-d and 

implemented to counter another constraint, which islack 
of knowledge about credit by women themselves. Inaddi­
tion to the requisite information about where and how to 
obtain cr-edit, women must be aware of thei, need. They
must be able to translate that need into action and to use 
credit productively (Schumacher- Sebstad and Buvinic, 
1980.) 

Inthe following pages. women entrepreneurs discuss
credit--elated Issues and problems connected with obtain­
ing credit for enterprise development. They are followed 
by six Copenhagen panelists who review various ap­
proache, of financial institutions that serve as sources of 
credit for new and ongoing businesses. 

Source: 
* FORMAL CREDIT SOURCES Robert Von der Ohe

iief Economist 
El INFORMAL CREDIT SOURCES Credit Union Nrtionl Assoni tion 
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6 WOMEN ENTREPRENEURS: MRARU WOMEN, KENYR 

.S". 0PONDO: Iwould like to talk about a group of women 
.- ,who started their own business out of a real need. While 

they are not aco-operative, they are working on that 
basis. 

By 1970, the Mraru women, whose village islocated in 
the Taita Hills of Kenya, had heard about the efforts of 
other Kenyan women since Independence in collecting and 
using money to better their lives. They decided to do the 
same. In fact, they would do what no other group of 
women in Kenya had done-buy and operate a bus. At 
first their goal was simply to provide themselves with 
reliable transport. Later; others benefitted also. 

Because their village often suffered from a lack of 
, rainfall, the woraen found they couldn't produce enough 

.. food each year to feed their families. When this happened, 
they had to depend on trade even more than usual to 

,, , purchase food. The Mrarj women's problem was that the 
•" trading center, where they sold the goats they bred and 

the maize and cassava root they grew, was sometimesTHE M ARRU WOMEN impossible to reach. Their village was midway betweenKenya two centers, and thcir orly means of transport would 
arrive full, pass them by. and go on to the trading center

The Mraru Women's Group Isacor,'munity without them. Besides food. there was the problem of 
self-help organization in the Taita Hills or water In dr,/ seasons, they even had to get their water
 
Kenya. The 'rourp co!i.t.Irme iber -ontrt- fri
on these trading centers-or make the treacheroui trip
buttons, and applies the funds toward into the hills for it.
 
community advancement projects. As Nell 
 To buy the bus, the women began to save fro-., the 
as rnaintaining and operating a public trans- proc. -ds of baskets and other things they preduced. They
port system, they run a local dry goods would c(,.-- together once a month 'c oilect money, or, if 
store and hold regular meetings to discuss they didr't have mruney trey would br;ng produce and sell 
business and exchange Information. Since it,if only for 50 cents. Now, their collections were quite
1970 the group has grown from 47 men- small because, as I have mentioned, they come from an
 
bers to over 200. (ifl Kneern. "VctQ 
 area that is not really agriculturally productive-althorghWomer OQganize The Mrrru bus Serrc." they depend on agriculture, as do many women in rural 
SEEDS, New York, '980) Kenya. 

At first, there were 50 women in this group, a-nd then(Editor's rate The presentation of the Mraru the number rose to about 200. After almost three years,
Women's Group wras given by Diana Opndo, they collected about 27,000 Kenyan shillings (just Linder US
.vhose biography appeaors laterin the institu- $4,000). Thcn. in one of the big centers, they saw a bus 
tional rvesentto,ins section, with her discussion that was for sale. When they told their story to the
of Kenyon institutions.) manager; he was so impressed he said he could arrange 

credit for them on the basis of the money they had saved. 
Unfortunately. to withdraw their money from the post 

office savings account, they had to give notice of two 
weeks, and by then the bus had been sold to someone 
else. 

Disappointed. the women began afresh. By the time 
they found another bus, they had already opened an 
account inAcommercial bank and could write a check 
immediately. But this bus was more expensive than the 
first, so they continued to save. Still lacking about 10,000 
shillings, they received a loan from the district commis­
sioner for about half of that, and with help from a woman 
community development officer, they took a loan from a 
commercial bank. The bus was theirs! 
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Now, its operation went well at first. Witi only one LL 
employee - a driver-they had enough profit after two Yet, despite the trouble 
years to clear their loans and save in'.ney,which they these women have faced getting 
distributed to the group members as bonuses. They also credit and public support, they 
built a shop in the tradir g center-the plot was donated 
-as a symbol of their hard ,,v,-rk and hopefully to are not about to give u 
increase their profit. 

But the bus worked so hard, it eventually had to be Diana Opondo 
replaced. And by then the cost was triple what it had 
been. So again, they faced the problem of raising money 
and getting credit. 

Besides their colle.-tive savings, they used the old bus as 
a deposit on a new ocr. Also, one of their own members 
loane_ the group aboL't 16,000 shillings. Now they had 
their second bus, but tis time their- crtire monthly collec­
tions had to be used to pay off the loans they had taken. 

Still, the Mraru women are hapl-o'y They are going on 
with their business, the bus istransporting them and their 
produce to market, helping them to ca-ry water and stock 
their shop. 

Their greatest 'roblem is managing th, r business so as 
to liquidate their loans and turn toward profit in order to 
improve their lives at home. 

But first, they must confront other obstacles. Just now, 
the crop yield is low because of drought, and they cannot 
sell enough to meet their monthly needs which, of course, 
increase with time. Also, though they've raised the bus 
fares, they're hit by the rising cost of petrol. To really move 
into a rLtuation of income generation and profit, they must 
manage their money better: earn enough to use at home, 
and set up some other income-generating businesses. 
These are their goals. 

I hope some riternational organization will come to 
their aid, because the African Development Bank is mainly 
interested in large investments - larger than they are. In 
Kenya, women -iced a financial institution that thinks cr 
small groups I,,e theirs. We still don't have revolving fu ds, 
or anything like that, although the Woroen's Bureau has 
given thern a I -t of help. 

Then, too, they need technical assistance. :omeone tu 
advise the: business management. That is the main 
thing. 

Yet, despite the trouble these vomen have faced get­
ting credit and public support, they are not about to give 
up. Their story has traveled around the world, and they 
refuse to let other Kenyan women down. The Mraru 
women are unique in Kenya. and they have already had 
quite a bit of success. 

I only hope women in other developing countries will 
catch their spirit of going on- even in the face of 
obstacles. 
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KIM: InNovember 1979, I organized a pig producers' 
cooperative inmy hometown of Halrim on Cheju Island,
which islocated in the southern part of Korea. I was later 
elected president of the co-op.

The members of our co-op are pig farmers who were
already members of credit unions. For some time, I had 
been cncouraging them to form a co-op. Finally they
decided to do so because they have a lot of common 
problems -not only financing, but marketing and a short­
3ge of facilities. The cooperative idea isto bring members 
ogether ina democratically-governed organization to 

k select leaders and participate indecision-making and self­
help approach. 

In our co-op, there are 15 members, relatively small­
. scale farmers producing pigs. One member isactually a

family. Each member has his own pig houses and raises 
sows and boars to bring his piglet production up to about 
'40 kilograms of live weight. The co-op has built fatteningTHERESA :- Ihouses with share capital pooled from the members so theTHERA IUN 

KIM 
Korea 
After serwing ten years on the Board of 
Directors, Theresa Kim isnow Rural Devel-
opment Vice Chair of the National Credit 
Union Fedeiaton of Korea (NACUFOK). 
She isalso president of the Halim Pir Pro-
ducers Cooperaitrve, Cheju Island, Korea. 
Tiained wrth a bachelor of science in 
chemnistr. Ms. Kim has 16 Ycair of rural 
comrunity development e\perience,, and 
13 years at the local credit union level. Ms. 
Kim is the recipent of sever-al awards for 
her work inwomen's education and com-
munity development, 

members' pigs are collected and put in the houses to bring 
then up to 80 kilograms of weight. This helps the mem­
bers reduce their private facility investment and operating
cost. And fattening the pigs protects the farmers when the 
pigs are sold. 

Feed processing isanother co-op activity, which means 
the farmers can get better prices for better quality feed. 
Training programs on technical development for pig pro­
ducing and collecting of marketing information are other 
activities provided by the co-op.

Now 1,too, benefit from these activities, since I began 
my own pig farm at the same time I started the co-op.
have about 250 pigs and one employee at this time. 

Financing, as I mentioned, is one of the common 
problenis we face. Although members each invested 
something for piglet production, and each member pooled 
a certain amount as share capital, members still need morecredit for co-cp activities. The credit unions have solved 
only about 12% of the total financing need. The original
investments and share capital came from several sources: 
credit unions, money that had been deposited in banks,
 
money borrowed from other places, perhaps the Agricul­
tural Cooperative, or personal savings, We don't have a
 
cooperative bank yet.


The credit union, you see, isdealing purely with credit 
services, and their operation isbased on short-term loans 
and monthly installment payments. This isgood for 
wage-earners and small merchants, but farmers need
long-term loans. Once our co-op builds up security they
will be able to get credit from banks or other coopera­
tives. But in order to reach that point, we need credit forproduction costs. About 70% of the operation fund isfor 
feed to fatten the co-op pigs, and that cost will go up too. 

Another problem isour marketing system. That has 
not been developed. So far; we have been selling the pigs
to a middleman. Our goal issomeday to do the entire 
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range of manufacturing- make the pig products. pork and 
ham, and sell them to the stores. Without the middleman, 

L 
h l Pig farmers need 

the consumcr's prices would be lower too. We will need long-term loans, so our 
assistance for marketing later- on. So far we haven't hired cooperative had to set up a 
anyone. 

I must say that the credit union movement has done a 
great deal for social and economic development in Korea. 
Koreans need cr-edit unions because we often lack security 

revolving fund, To help 
rapitalize the fund, each 
member of the co-op got a 

or collateral to get credit. Also, the cr-edit union makes 
people, men and women, feel they can do something for $3,300 loan from the credit 
themselves, union--the maximum each 

Ther-e wer-e seven credit unions in Korea when I 
joined, and by 1979 it had grown to 1,457 credit uniuns member could get. I 
with 780.000 members and total assets of US $250.5 
million. There are about as many women memb,_t-s- Theresa Kim 
housewives, wage-earners, business owners-as men, and -Copenhagen interview, 1980 

they have the same access to credit. 
I have no experience in working with a purely 

women's group. In my cooperative work, I have been 
working with both men and women, encouraging both to 
realize that they ar-e equally important members of society 
and should build a better life together: I aa think the 
cooperative is a very goud way for women to participate 
more in society because, fr-om my experience, ther-e is no 
discaminaton over sex, r-ace, or r-eligion. That's why, 
gr-adually, slowly people change. Wor-king in that atmos­
phere changes them. 

I also beleve that men and women should try to move 

away fr-on a divisive social atmosphere. I think women 
have a lot of responsibility for these changes. They must 
overcome their- wn hesitancy, and look to their- own 
potential. They must learn and work, wor-k and learn, 
besides taking car-e of their families. This is my philosophy 
from many years with the rural co-op movement. 
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SHEFFIELD: I'nfiom Houston, Texas, which is known as 
a center of the petroleum industry and six years ago Iwas 
a draftsperson for some nL 1 companies. AhoL;t thator oil 
time our city, along mth the rest of the world, becanie 
yer, conscious of the eneilay problem. 

A friend of mine and Ibegan to be asked regularly as 
nmiployees to work evenings and weekends. We saw that 

there was a critical need for draftino, but not enough
people who were qualified. So we decided r, might be a 

- good idea to start a company of our own. Of course, at 
- the tin-m I didn't think beyond next week. I lust thought 

we'd start this little business and probably make more 
nonev tnen we would working for one compan, and 
that's about it,I remember being concerned aboat not 
having a paycheck every two weeks, and that was frighten­
ing because I was raising tv.o children on my own. 

So, with no e.petience in business but a grood technical 
background, we set out. After some months, we needed

JENNIFER SHEFFIELD financing. We had no colateral, but an older wetlthyUENIE RS ED woman -- arelative of my brother-inilaw -- agreed to
United States become astockholde; and against collaterai she provided 

wve borrowed US $10,000, The only other help we re-Jennifer Sheffield, president of the ceied was from a businessman n deve!opingour p oposal 
exas-based bneaaph Corpratnn, forthe bank.We hred a lawyer to Set LPe t cororatonstarted her ­own firm at the aoe of 2 . A and, later- on, an accou-ntant.trained draftsman for ge2,techncal projects. a e on, an ceuthn t m

Sheffield also founded the Lineagraph We did quite well the first months, with some rough
School Corpo~aon. which trans draftsmen times, and plowed our profits back into the company, for
and desans , nin, pro4ram for other the most part. At the end of about eCgiht months, my
companies. N jr-ijedSmaill Business Person partner and I had five people working for us. Then, be­
of the 't,ar Houston District. by the U.S. I cause we had different ideas about what we wanted, weSmall Business Administration in 1979, dissolved the corporation. It was a pretty distressing time 
Sheffield was a delegate to the White for me, professionally and personally. But I haid discovered 
House Conference on Small Business and a something about myself,and twas at ths point that 
memerofuth e Wten HLineagraph Corporati-r., my own company was launched.Yneagraph Corporation is a service company that sells 

expe ise to oil and gas-related companies and engineenngfirms. We provide all the visual information utilized in 

determining where to drillor explore for oil or gas--all 
the maps, cross-sections, slide shows, studies, and rcports. 

Unfortunately I had lost my major stockholder who 
had provided our collateral - something we have lacked 
all along, since what we own and sell are human resour-ces, 
and banks do not accept that as security 

After much soul-searching, I approached my father for 
help. Finally he agreed to put up some properly as collat­
eral, and I again borrowed $10,000. 

The business continued to grow -we have grown 
40% to 75% each year-and we paid off our loan, but 
continued to need operating capital to meet our payroll. 
Our greatest financial problem all along has been our 
cash-flow. At this point I approached the Small Business 
Administration (SBA), which is part of the U.S. federal 
government assisting small businesses by guaranteeing 90% 
of the loan - a kind of insurance to the banks that they'll 
be repaid. All you have to do to apply to SBA is to be 
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turned do\n by three banks, and that was easy 
Unfoi!-tnatel. SBA granted only $l7,000, 28% o' our - recall, before starting 

request - ust enou ,h to cover out eo,,vth during the my business, a strong desire to 
per iod in .%hich our application was being considered, and work for myself. Why? I 
not irherat, to n , f,,.(- nd The coilateral we put up 
.%,as hter all.,eerythin wveo, ned. ,allof our furniture, realized I was not using my 
F',tures and equipment. ability or talent, there was 

About a A.eal ago.'e bought the building Ahere we much more I wanted in life. 
had been tenants, and that was probably the best financial 
move IVe eve' mAde. W7 crew. ,,hch numtered about And not monetary. It had to do 
ten at the tine. and I did all the remodelhng ourselves, with change .... to experience 
When it .. ent L.Dnor ale. I appr oached a fi end in Hous­
ton in the teal tate n\,est-ent business who agreed to more, not be too limited. I 
bouv the buildin.o and then sell it to me. \Sith no money didn't want to have to fit into 
down, and car% the mortgaoe. At the same time, this firm someone else's plan, Iwanted 
and one Ot its membtrs becme stock holder s of Linea­
,iraph. ;o that brouht in some ,,oi, in., capital to make my own. 91 

It's arlazin, to have so much ,tro.%th and still so much 
trouble A-ith the financina. And th;t, apait from my lack of Jennifer Sheffield 
patence. has been o, source of trouble and of rny -Copenhagen interview, 1980 

mistak.es. Recently. for ex ample. I borrowed some money 
from a bank on our receivables- nich. incidentally, are 

veiI good and read like a Fortune 500- but we received 
bad advice from an neper aenced banker or-. how to 
repay the loan. That has been destructve to our business, 

.1nd o c:r credt ;cc-d. The lessor, I've leaned is always 
to find people who have the best .nowledge and 
e perrence. 

As a result of all tnese obstacles in getting loans, I'm 

convinced our best way to finance expansion is through 
private i"vestors. And that's related to the need I have ­
becaue of my lack of confidence in my financial manage­

ment ability - to surround myself with experienced busi­
ness executives who have financial ability and positive 

attitudes. 
I have also learned that for a business to succeed. 

step by step, long range planning !s essential. You have to 
stal from a strong base and know where you want to go. 

You have to be able to learn from your mistakes, because 
unless you're a genius. you'll make quite a few. 

Right now, Lneagraph employs around 30 people: and 

Lineagraph School, seven. The annual net volume of 
Lineagraph Corporation was about $310,000 last year- in 
sales and 'e put about $40.000 of that into the school. 
We have about 100 chents-every major oil company, 
many smaller and medium-sized oil companies and large 

engineering companies. 
I am Lineagraph's major stockholder: with 51 % Two 

other people, one a woman, own 49/ between them. 
But I make all the policy decisions in the day-to-day man­
agement of the company At the moment I'm working 50 
hours or more a week. In fact, I dream a lot about the 

company With our goals. you have to put in all the hours 
you can. 

____________,-J 

http:mistak.es
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HONEE CHUN 
United States and Korea 
As founder and president of L'onee Corpr-
!aton. Honce Chun operates hut u i Frm 
that manfactuies fine i,ready-to-weai 
and sw,,eaters. S nce startn her U S.-based 
business in 7. sales have incteased to 
almost US $1 mihon. In 197.. foic.%n4 ,a 
bi er career as artelevision actress inKorea. 
Chun promoted the Korean sik. industry in 
the U.S. and mo.ed on to become a Vic' 
president Litthe House of Sk. Chun pe--
sonall dcesigns he, line and oversees the 
manufacturing as ,.*ell as distrisutior, 
throughout the U.S.. Canada and splected 
Aestern Furopean countries. 

CHUN: It isInteresting how my business began, because I 
never- planned to become a businesswoman or- designer: I 
just 3ort of jumped in and did it. I was promoting the 
Korean silk industry for my government, and selling the 
fabic to the famous designers in New York, like Diane Von 
Furs:enbcrg and Gloria Sachs. Then I pi-oduced some silk 
garments for those designers, just for- the experience. So,
not only did I understand the silk market in the United 
States, but I learned To design. Seeing how other people 
were building businesses around designing and marketing, I 
felt I could do it myself. I had no business experience.

I went to a fieno of mine, a successful businessman 
in New York, and told him what I wanted to do. He 
decided to help me, and loaned me US $15,000 for- start-up, 
operating expenses -hs money is still in the company,
because he is really my advisor and has wanted to watch 

S the business gr-ow. That's a nice feeling.
Then my friend also introduced me to his lawyer and 

his accountant, both ver-y successful people in their fields, 
andi they have been my basic support system, not only in 

busrnes but inthe emotional crises too. They even pro­
vided their ser-vices free at fir-st. But now I pay them. 

After the $15,000 loan frc-n my friend, I went to 
Korea, to one of the manufacturer-s, told him what I 
wanted to do and showed him a sample I said I know the 

srlk market, I knew how to make beautiful garments, and I 
know they would sell very well. I asked him to give me 
merchandise on cr-edit. I asked him to trust me because I 
knew I could do it. He agreed, and I came back to New 
York, opened my showr-oom, which was very small, and 
asked a friend to help mc part-time. 

I found that people liked my line very much and I paid
back the manufactur-er i-n 90 days. I marked up fr-cm his 
cost, because I paid for fr-eight, and that's how I f>. 'ed 
my company At the end of the fir-st year I had shipped 
mer-chandise worth $300,000. I was very excited be­
cauan I had done everything from designing to selling to 
shipping to collecting money. 

Following that, my volume for two years was 
$600,000. Then I decided to expand. I wanted to work 
with different fabrics, cotton and wool, and also do sweat­
ers. But I didn't have the capital and I didn't know how to 
finance it. Finally Iwent to the thir-d largest trading com­
pany in Korea - they have a New York br-anch -- which 
has a volume of $600 million. I know they wer-e very
interested in developing high quality fashion merchandise 
fr-om Ko(rea. I told them what I had accomplished in two 
years, arid I proposed developing their high quality mer­
chandise. That was a year ago. They decided to finance me 
by opening an unlimited line of cr-edit for me to buy
merchandise in Kor-ea. Of course, I project every season 
what volume I want to do, what the prices, costs, and 
profits will be. As long as they know that I will pay them 
whatever I owe them, they provide any amount of money 
That takes care of my company's cash flow, so I can 
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expand as much as I can sell. I have already begun to 
produce handknit sweaters and will go into cottons and So I went to one of 
wools. the manufacturers and told him 

I started my company in 1977, and so far I have 00 what I wanted to do, I told him 
accounts rn the United States. L'onee has five employees, 

two of whom are women. I have sales people, a book- that I knew the silk market and 
keeper; and a warehouse person who packs. I also have a I knew how to make a beauti­
pattern n,,ker,and two representativcs. one in California 

1nd one in D ;1as. who get 10% on whatever they sell. So fUl garment. I asked him for 
;I's a small c per-ation. a letter of credit and said, 

I own I )090 of the company, set policy, and ninage it. 'trust me, I'll make it. I know I'll 
This year I "olect a 41oss volume of $700,000. Ne t year m 
I hope to doule that And rin' 1oal tot the ne,.t three make it.' 
vears is to do volunme, of $5 mnion. That's what I'm 

shooting !or Honee Chun 
I have pt'rt i, tori'l and that has interview, 1980V I w T .. th Fi:,,(", -Copenhagen 

been difficult P , t, 1 L;nln difficult - getting 

those 'ho s('.'. , t rt t.ind .%h,it I am trying to 

create. 
If . i er,to t I iiId '(,a, n more about 

bus:nes,. t(.'n I .)')! 01) > then about the whole'. , mne. 
market. It 1...)L1ctli Dit en tcn easiW.r for me. I look at 
business as i st uj le It,, a process. hie life. Also I have a 

lot of >,OUr 
, 

7 A r'O
t

n s ,Ilri1g i, rrri:rd.,indi'e ii Korea, dnd 

I have a responsibility to those people. They depend for 
most o their income on ,'at I them. 

It has been a str-uggle. But I belie,e that whatever you 
want to do. y tu only need the willingness to get arross the 
barnet. If you want something, I believe you can do it. 
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DAGMAR ANDREASEN 
Denmark 
Dagmar Andreasen is the ov ncr and man-
alenil' direc tot of Rvnkeby Moster i. a Danish 
I1Ce and fruit lactory. Since she took over in 
I52, annual saes ot the company have 

'.o,.n ho US $20,000 to $18 m illion. 
Fron i168 1975 ",he held ;rMinorit)' Part 
sent in)Par liament, dnuirn ,,,,hich time she 
canipai,,nfl for better wo,(kin, conchitions 
in factori s. She left politics in 1975 to de-
vote herself fUll-time to her business, 

ANDREASEN: I tell my story/ to give you an idea of how 
a small business star-ted by one woman can grow into quite 
a 1934 my mother began to make applelarge business, In 
juice in her kitchen from aDples in our garden that she 
feared would go to waste, The next year she suggested
that Our neighbors do the same -again, not to waste the 
apples- but they said they would prefer her to make the 
juice and they would pay her for it. At the same time, 
there was a woman in the neghborhood who was unem­ployed and needed to earn money, and so my mother 

engaged her to work in our kitchen, pressing the applesand bottling the Juice. 

The second year; to expand, she had a building put up 
- in suIch a way that It coLild be converted into a house if 

the apple juice prodt ction fell off. I think she borrowed 
money from the bull,ling society to erect this small factory 
My father was well known and established and was legally
responsible for any debts she made. In the beginning she
 
didn't need mucli money, as she didn't buy any apples,

worked in her ovn kitchen, and used machinery my
 

brother had made. 
From such imple beginnings, the business today em­

ploys 150 people, and our yearly turnover is about US $18 
rIIllhon. 

In 1952 my mother wanted to retire. So, with my

'arokn rriage and three children to SUPPOit, we de­
broe nI , ae itth r child rent pos r e de a 
cided I would take it over; Now my parents preferred that 
I run the business for a salar, but I wanted it to be mine­
so I could follow my own ideas. Looking back, taking over 
ownership then was one of the cleverest decisions I ever 
made, because I wouldn't have been allowed to expand as 
I have, and it wouic have been rnore expensive for me to 
take over later or!. 

Now, it wasn't lust given to me. I had tc pay about
 
200,000 Danish kroner; or $36,000, which came from
 
my taking over the business loans, from my savings, and
 
from advance inheritance. Those were fairly good condi­
tions for my takeover; but then the fruit-processing busi­
ness was depressed at the time and had to be rebuilt,
 

At first, I had tl ouble finding a lawyer to arrange the 
papers, because of doubt in my business ability. And it was 
also quite difficult to get increased production financed ­
the bankers thought I lacked training and they thought my 
ideas about exporting were rather unrealistic, But I never 
took no for an answer- I think If you want something, you 
just have to keep on finding new ways of preserring it, unt~i 
you u-ceed. Finally I found a credit union that he;ped me. 
After that. I took out a Marshall loaar for about $11,000 
with more favorable conditions than a regular bank loan. 

For a number of years, half rmy turnover was in black 
currant juice we exported to Eng!-,ncl, For that, the English 
buyer opened up a line of credit in ihe bank so I could be 
paid as soon as the goods were scait, That was very big 
business for me at the time. Later on, for complicated 
reasons, that export market dried up. We have also been 



financed by the breweries that have marketed and distrib­
uted our products and by banks. And now, we are invest-

ing about three to four million dollars to develop a soy 
protein liquid that does not require cooling and that can be 
mixed with fruit juice and fulfill the protein requirement in 

countries where milk is not available. The oil-producing 
countries are interested in it,and hospitals are too, Part of 
the investment comes from our business and part from the 
government, under a law by which industries can get credit 

with special interest rates, 10%, from loans repaid to 
Denmark from abroad. The idea is to stimulate industiy 
here. 

So vhile I have expanded quite a lot, I have invested 
everything in the business, again and again, to fight inflation. 
Of course, to e.pand, you must know ,vhat you can do, to 
whom you can sell. You must also manage and balance 
labor costs. And since we have -.:ays been expanding and 

selling more, people have not lost their- jobs, but simply 
moved into new ones, 

I don't think rny firm is run much differently f'orn 

others. though we like to think we are more open to our 
employees, tellhng them about competition, about profit, 
losses, about new investments. And we like to have their 
opinions, too. Although I am the managing director, I long 
ago delegated authority to the yoinger people in the 
organization. These are young, dynamic, clever people, 
who have been responsib!e for much of our success, We 
have a group of leaders, and a co-director - who will take 
over' when I leave - a technician, an accountant and a sales 
director: Together we run the business and make policy, so 

the loans I have taken and our expansion have been 
worked out very carefully 

As for myself. I have done everything in the business­

manual work and sales -and ncw I oversee the or'ganrza­

tion and try to watch carefully to prevent problems before 
they arise. I think women are good at that. 

Men sometimes don't trust a woman in business, but 

later on when she proves she is able, they trust her more 

than a man. 
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-- But if I should say any­
thing about my experience, it is 
that if you have to start a busi­

ness from the very beginning,
 
you have to work hard and
 

yOU have to save money the 
whole time because you must
 
invest and reinvest, IP1P
 

Dagmar Andreasen
 
ogen inrews1n 

-Copenhagen interview, 980 
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Entrepreneurs Dagmar Andreasen (left) and Honee Chun respond to an audience question 
about how to approach a banker for a loan. 
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CRED;COOP President Leonidas Paez de Virgili (left) explains how her cooperative ancourages members to sav- in order to 
obtain loans. (L. : Senator Piez de Vahili. Mice Lynn Booth. Beattiz Hatretche. Michoelo V/ish.) 
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7F CREDICOOP, LTDF. 
LEONIDAS PAEZ DE VIRGIU, President 
Paraguay
 

PAEZ DE VIRGILI: CREDICOOP Ltda., which I founded 
and became president of in October 1971, is the national 
central cooperative of Paraguay It was originally set up as a 
savings and credit institution (credit union), but isnow a 
national co-op, open to all the cooperative associations in 
the country. 

Currently we have 46 member associations, 13 of 
which are urban, and 32 rural, providing credit and multiple 
services to a total of almost 20,000 members. In addition, 
24 more co-ops are preparing to join us, which would 
bring CREDICOOP to a total of 70 co-ops and about 
30,000 members. 

We offer a range of services -i n agriculture, rural 
assistance, artisanry commerce, housing, and education; 
and women benefit in all these areas inwhich we extend 
credit offer technical assistance and marketing services. 
Our rural production credit programs hava been financed 
in part by US $3 million in loans from USAID and 
$500,000 from the Inter-American Development Bank. 
Ncw,. 80% of the educators inParaguay are women. And 
not only do we have many members in our co-ops who 
are educators, but we also have co-ops exclusively for 
educators in which women are the majority. 

InCREDICOC)P overall, we have qute good female 
participation. Of ,00 posts, 87, or almas* 24%, are oc­
cupied by women. On the Board of Directors five are 
women' and four women run cooperatves. Also, in five 
associated co-ops, 800 (34%) of the 2,500 members are 
women. I can trt'y say thot. vithin the cooperative move­
ment, women's statL -, equal to men's. After all, I am 
president of the nat'-r'al co-op cente; and even at the 
birth of CREDICOOP we were ten women and six men, 
mostly educators, who formed the nucleus. Undoubtedly 
there are many advantages for women in the co-op 
movement: they can obtain equal credit: they do not need 
collatera'. as with ba;.', hich are really for the upper 
middle class; women rot have to get their husbands' 
signatures to get cr-c hey are members in their own _ 

right. 
The interest on credit isabout 14% overall, and re- Leonidas Paez de Virgili has served inthe 

payment depends on the type of loan. Agricultural loans National Senate of Paraguay since 1973. She 
involve products that are commercialized annually,so isthe founder and president of CREDI­
members pay accordingly On the other hand, loans taken COOP, the Par aguayan credit union federa­
to make household improvements or for basic needs can tion. and has served on the executive 
he paid monthly Usually three to five years are taken to committee and Board of Directors of 

COLAC, the Latin American credit unionrepay a loan on agricultural machinery or an animal, while organization. Senator Paez de Virgili re­
loans for the purchase land may extend over- five to ten ceived the Bicentennial Medal of the United 
years. States for her work in the rural sector, 

CREDICOOP isvery active in agriculture, as the gov- including organization and promotion of 
ernment isfocusing on agrarian and land reform, and rural rural women. 
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Sb e nwell-being. For example, there are pilot projects under1believe inI6 people 
 way inwhich small farmers with too little land for cultiva­developing their potential and tion are going to colonized zones to work. Ana 1)ere isa
guiding their own destinies, and program with USAID to intensify horticultural and fruit-
I believe women yielding production in farming zones.must continue There are also examples of women who are heads of 
to work for themselves. We households and large families who have to cultivate the 
cannot wait at the table to land. A woman displays her work plan-lust as her male 

counterpart does-and the credit union grants her' credit,be served. technical assis.a,c - nd helps to commercialize her prod­
uct, And of course, credit unions are not established for

Leonidas Paez de Virgill profit-making. Asubstantial percentage of the proceeds are 
returned to each member: Because of this, such awoman 
now has university-educated children, she has improved
her productivity, and she has elevated her socioeconomic 
status.
 

Also, because of urban migration, the government has 
established "development poles" to relocate capital-and 
programs - in various places inthe countiy. Just now,
agricultural schools are being opened to keep young 
people from flooding the urban centers, where there is
insufficient employment to accommodate them. Inter­
estingly, women are enrolling in these schools as well. 

Of course, CREDICOOP ispromoting the develop­
ment of artisanr/, which iswomen's great role inParaguay
The artisans in my community, for example, were produc­
ing quilts made of cotton, woven by the women them­
selves. But they were terribly exploited by the "potrons"or
intermediaries who were commercializing their product. 
We saw that the artisans were working from six in the 
morning until five in the afternoon-almost 12 hours of 
work-to produce four quilts, for which they were 
receiving the equivalent of one dollar- Meanwhile, the pa­
tron was benefiting from the sales of these quilts.

First we spoke to them, in a group of ten. about the 
necessity of a cooperatve. Once they had done so, we 
explained the advantages of working together to liberate 
themselves financially, to improve their production, and to 
obtain better benefits. The co-op extended credit to the 
artisans in two stages. First, credit was given to buy the raw 
material -the best thread at the best price. Second, a 
large shed shop was constructed where they could come 
together and work with the assurance of quality control. 
They now have new designs for their quilts, better color 
and tints, and credit for products to Denniark and Holland 
- one thousand quilts a month ­ for which the artisans
receive, by check, eight times more per quilt than they 
were getting before. We are now considering a consumer 
warehouse so that members arc able to provide for their 
needs from the cooperative itself, without additional 
exploitation. 

We, of course, also teach our members to save, by
month if possible. Sometimes it isimpossible in agriculture.
But we hi-ve a system of granting credit on the basis of 
what issaved-five-to-one, or ten-to-one insome co­
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ops. So members know that saving isessential, and the One obstacle for our 
system isan effective incentive. 

There is,for example, a woman who joined the co-op 
some years ago, as a- artisan of purses, large bags. and 

women is their lack of educa­
tion and their isolation in rural 

leather suitcases. Her savings increased over time, and her 
last loan was for the purchase of an -ndustrial machine and 
raw materials. Now the finish of her materials ismuch 
better; and she has been able to generate work and 

areas. Women are also socially
isolated, with little access to in­
formation, and to news about 

inc me tor her two daughters and husband, as well as for 
some buyers. And she has formed her own business, progress. !!F 

Now, although there isno discrimination in fact or in 
spirit in the cooperative movement inParaguay it must be Leonidas Poez de Virgll 
-iid that most of the projects are presented by men. This 
isnot surprising, as our society istraditional, and men are 
heads of families and run the businesses -at least that is 
the perceived norm. But there are certainly women who 
are single or heads of household who run the business of 
the home and have to earn money 

One obstacle lor wornen istheir lack of education, and 
their isolation in rural areas. Women are also socially iso­
lated, with little access to information, and to news about 
progress. I believe in people deveboping their potential and 
guiding their own destinies, and I believe women Aiust 
continue to work for themselves. We cannot wait at the 
table to be served. We must change attitudes-in both 
men and women -and to dc that we must begin in the 
schools. 
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Lilia Oblepias-Ramos, Executive Director of 
th : Manila Cofn unity Services, Inc. (MCSI), 
has man- yeas eIper-ence indesigning and 
mplementng programs in business and 
skiri traning She holds degrees in industrial 
relations and social work Under her lead-
ership, MCSI conducts entrepreneurial skills 
training for its women participants. Ms. 
Ramos has co-authored one book, and is 
the author of another baluirr.r rnd Dec.elop-
1.i., Srirmll Business Eritrepreneurs the MCSI L.,,-
per ,:rcc 

0 	 MANILA COMMUNITY
 
SEAVICCS, INC.
 
LIUA OBLEPIAS-RAMOS, Executive 
Director 
Philippines 

RAMOS: "She hasn't sold anything all day, and no one has 
given her a single krone." That's how the Danish writer 
Hans Christian Andersen described the final hours of a 
young street vendor in his stoty "The Little Match Seller;" 
which vividly portrays the marginal existence of most small 
business women. Their universal problem is a lack of any 
collateral 1hey might use to avail themselves of credit 
schemes offered by banks and other firrancil institutions. 

!:i the Ph,,,rpines. there are a number of both govern­
meatal and pr, .te or-anizations engaged in credit assist­
ance progran is. I would like to talk today about a micro­
enterprise credit program for women carried out by Man-
IlaCommunity Services Inc. (MCSI), a prvate voluntary 
organization of which I am Executive Director: The benefi­
ciaries of this progr.-wn are what we nigh: call "barefoot 
entrepreneurs." 	U'Alally migr ants from rural areas to met­
ropolitan Manila 	who engage in . vane ty of small business 
activities, from 	coy-making, to bisket-weaving. to embroid­
ery These women from- the lowest levels of society are 
unable to get credit from banks because of lack of reqtilred 

c-r-ity aid their only alternative is the loan sharks. The 
program consists oF two par-ts: the pre-SELP and the SELP 
loan fund. SELP is the acrornln for "Self-Employment Pro­
gram,' and it is in ths second stage that we concentrate on 
skills training-a pri-ai-y function of MCSI- and entre­
pr-eneur formation. 

But before I e<plain the program's two pa ts, I must 
say that the most striking feature of the entire program is 
the development of indigenous women community lead­
ers. In the informal credit world of moneylenders and 
merchants, one's word is good enough. We have em­
barked on a seemingly fruitful experiment along these lines. 
We supply each mmunity leader with a petty loan fund 
of about 1,500 pesos - or US $200- to lend without 
loan poners to prospect e entrepreneursin their com­
munities. Each fund is ke a small cornerly bank. Women 
can just come to the leader's house and borrow money 
without collateral. If she needs money, say, to buy a basket­
firl of fruit to sell during the day, she may borrow 30 pesos,
and at the day's end returns the 30 with a 2 peso interest. 
The 2 pesos are recycled in the petty loan fund, so it 

grows and revolves. There is no training involved in this 
pre-SCLP systeni. 

The MCSI principle is to nake ot the community
leaders - many of whom began as simple borrowers­
the pillrs of "social credit," operating within the geographic 
and social m,,nix of their communities, just as the infornal 
monevler,uer ope-ates, We have been experi encing 100% 
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repa vent of loans, and are now developing a system of 
cc mmunity sanction,, against bad cr edt, in pa t by liaining, health, nutri­
strertheninr the credibility of the leaders in givin them tion and other community de­
personal liscretror in the disposition of the pett' loan. velopment components are 
The leadetr aire responsible for the loans they recommend 
to us, and the women clients borrow and repay according extremely important to the 
to ter ms agreed upon by them and the cormnunity leaders, long term development of the 

"Socal credt" s not chait But the 1u ,!rantees for- deopm ent 
epayment are based on forms Of SeCulity that differ fromnt 

traditional collateral. Crtain P;iilippine social and cultural point for breaking the poverty 
valuces come into play when c:redit is e.tended: social cycle is through credit. 
shame; a e nse of community: idividual andgroup integ-

II it. The quat, ol . e beneficar,Y ,roLip as a social unit. Fraser and Tucker 
wrth p :rticipat;sri decision-m- ing and shanng of respons- PISCES, Cambridge 980 
brlity, alo setves as a form of collateral. 

The concept oe "social credit" applies roe to the SELP 

loans thant to he pre-SELP fund. Once the pie-SELP loan 
has been fuill,repaid, and the applicant requests a ager 

loan. she .s screened and tested for tintrepr eneural trawits 
esser Itial to success. Then, in small informal seinnars, she is 
tra ined In Li.lc mana gement, accounting, production, qual­
itycontrol, and mar ketrn:g. Fnaily, i approved, she is given a 
snall starl-up capita loIn that ran4es from $30 to $300 
per crient. So far; abOLIt 200 ovomen have participated in
 
Our ent rep 'ene shrp tainin-, prowi'an and have small
 
businesses in the metropolitan Manila area, in .ariments, toy
 
iproduction. shue repair; embi odrf,:m cookin,, nati ve foods, 

ploducing.1, peanut butte: preervin fruits, etc. 
The ,voman selling fish, for e .ample, would have
 

learned in our program how to preserve fish thal has not
 
be-', sold, ho,,, to Nei gh and price fish properly. how to
 
keep records of .,'hat she buys and Sells. Some of our
 
trainees have become quite successful. We lent :,OO
 
pesos - about -- a toy
$150 to one wonan to sti'l u'.) 

production business. She has expanded so rapildl'. that she
 
doesn't belon, to our pilogr-am ar 1'rmore. She ha; rn­
creased her capializati, n to a level beyond us. We helped
 
he, prepare a feasibilit, study so she could borro'w from a
 
bank, and no,,. she o,,-' ts a small factors, and employs
 
Women in1the comnmunitv. 

Iwould like to add that the Philippines Commercial and
 
IndustrIal Bank, one of our leadirg banking institutions,
 
administer's the loan prog-am, Inaddition to acting as the
 
disbursement center for the loans, the bank. also extends
 
technical expertise to MCSI and assists in the evaluaton of
 
project proposals as well as in the development of trust
 
Investment plans for the SELP loan fund. The loan criteria
 
are those familiar to most financial institutions: viability of
 
the project: alternative means of fi rancing (SELP helps
 
those without such alternatives): the income-generating ca­
pacrty of the project and the loan: reliability of the arpli­
cant.
 

Currently loan applications are hing evaluated by the
 
community leader-s, who live in the clients' communities
 
and are in the best position to determine reliability. Inter­
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_'!eThe most striking fea- estingly, I have discovered that in other developing Cour­

tries - rtahlv Ghana and Upper Volta --- communityture of MCSI's credit assistance leaders are also LiSeCin credit schemes that resemble ours 
program isthe development of Also, as in other countries, ou tradition of strong

family women, who actually control the purse strings,indigenous women com-unity serves as an effective base for the SELP loan scheme. In 
leaders. From mere receivers fact, most of our most successful won-i- entrepreneurs 
of assistance, these women have -s 

ment to wor-k for them - which is excellent to our way ofbeen turned into formal lead- thinlking, and fits with our recent focus on dev,,loping the 

are pirating their husbands froma their pl,!. of employ­

ers in their communites 1 family as an entrepreneurial unit, as one way toinflation, -ombat 

Lile Romos We believe that our approach to nr,,Lro-cr-edit dvel­
opment ts innovative, but there is still a great need to 
e ploe new and better strategies. We hope to be able to 
develop dynar-nic leaders in communities wher-e women 
are held back, as 1nour Moslem communities where 
women still have to ask permission of their husbands 
before they can take It small loan. 

We believe in real income-generation, which is why 
our slogan is: "Give a person a fish and she will eat only 
once: teach that per-son how to fish, and she will eat for an 
entire lifetime." 
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SINSTITUTIONS IN
 
KENYA
 
DIANA GPONDO, Cooperatives

Consultant
 
Kenya 

OPONDO: Tliore are a number of institutions that serve 
as sources of credit for- women in Kenya and East Africa. 
Some work well, others do not. 

First, we have the commercial banks where women 
can get cedit--rf they have the security and collateral 
required. In most of our countries, however: especially in 
Kenya, banks require a title deed and land as collateral, and 
the land is owneci by men. Tlhore 5sanother barrer too, 
and that is simple preludice. I recentl, talked with a bank 
manazei ,%tno s i rnoman, ind she said that even when a 
woman does present coJlaterl. rmen manacrers refuse to 
believe that she-,1 repr the oan Unles her husband 
guarantees it. So -omen are reUSCd loans - even when 
they quahti. Besides the fact that women do repay their 
loans promptly, and olten do better business than such 
men ever thourht thrjv ,%ould, thi> womin suigested that 
wvomen barnk ers shoulc go out Of their way to support 

-women cent 7 
Our a cllcultutii banks. in contrast, are not prejudiced. 

They operate br tote rural farmer -- man or Aoman­
and ive credit according to capablity. However: A omen 
do face p-obiems with the housnu or building soceties 
where, by Ia v.a man has to uarantee a woman before 
she can ,et a loan, even when the man has no money at 
all, and the woman does. We are t,,ing to make chanes in 
this area. 

And then we have cooperative banlk s that operate 
exclusively for reistered cooperative societies. The banks 
are interested pr-manly in the viabirity of the society, so , 

women meembers have fair access to credit there, 
I would also ike to doscribe two other importai, 

sources of cr-edit for wvomeri: saviugs and credit cooper-a­
trves lcredit unions), which are working well for women; 
and agricultural cooperatives which are improving, but 1 1 
have a long war to go.

The savings and credit co-ops beoan in Kenya in 1967. With sixteen years eperence in coopera 

As it turns out, most are organ-ized around working groups tive and cr-edit union education ind afinn, 
in urban areas, in factories, industries, government offices, Diana Opondo has wor kiecd for the Inter na 
and other private sector companies. The system works tional Co-operative Alliance in lanzana as 
well because it is oased on a so -t of compulsory savings education and project officer for women's 
an-angement, whereby a member agrees to save so much progaims ind ,,ith ACOSCA, the Pan­
each rmonth- an amount deducted from pay-oll. The rule Alican credit union assocition, in the pro­
is that once a member signs and borrows money. the motion and organization of credit unions in 

Kenya. A qual fied pimai' and secondarydeduction contnues nti the loan is repaid. Women also school teacher; Opondo now operates a 
provide secuity by signing for one another so that a friend 200-acre sugar cane farm in the western 
may guarantee you If you want a loan. pail of Kenya. employing ten workers and 

So, a woman working in a company where a savings producing sugar cane for domestic con­
and credit co-op is organized is eligible to join in her own sumption. 
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Frdght
Finally, attitudes must 

change. Men and women both 
must feel they will benefit by 
women's increased participa-
tion. Also, men must under-
stand that they need to en-
courage women's participation, 
because they are the policy-
makers, 

Diana Opondo 
-Copenhagen interview, 1980 

and gets the same se-vices as her male colleagues.
Today there are 500 sucn co-ops in Kenya, with amem­
bership of about 390,000, athird of which are women. 

It isinteresting that women members of these co-ops 
use the money they boriow for a range or ,ctivities, many
that are income-generating. For example, some borrow 

money simply to cover basic needs of home, such as 
children's school fees, hospital expenses, or home 
appliances, such as refrigerators. Other women have 
bought land, put deposits on houses inthe city, bought 
machineiy for the family farm, purchased famine food, or 
installed water pumps intheir areas- partlicularly in r-ural 
areas whe-e water isa big problem. Women have also 
borrowed to set up business in tailoring, or have opened
stalls to sell. I myself have borrowed from m> co-op more 
than once to make improvements on my sugar cane farm. 

So our savings and credit co-ops work well, particularly 
for women in urban areas The pi-oblem for rural women 
is their lack of reguiar inccme, which is required according 
to the way these co-ops work. But if they have a business, 
they are allowed to form a savings and cr-edit co-op. And 
even if they have formed it as a women-only co-op, they 
can go to a cooper-ati'e bank and borrow money to run 
their businesses or make investments. 

Women who are s-If-employed and do not be;ong to 
a group should be organized, especially women wor-king in 
the markets. Also, in ru-al areas, there is another class of 
women who could easily be or-ganized into savings and 
cr-edit co-ops - the women who work on farms for 
money These women could come together and form 
self-help groups to save money together: In Kenya we call 
them "Mabati" groups. "Mabat means ri-on roofs, and such 
groups save together until each member has been able to 
buy an i-on roof, or use the pot of money for some other 
home improvement. 

Now, agricultural co-ops are another area where 
women are playin .'n increasingly greater i-ole. In the 
beginning, however; they played almost no role and had no 
say in the cooper-ative. The men attended the meetings 
and took the proceeds from the produce, The women 
didn't even know what a co-op was-although they were 
the ones working on the farms, weeding, harvesting, select­
ing the produce, gr-ading it, and taking it to the co-op for 
marketing. 

Still, today, in most African countres women are not 
members of cooperatives. But we began to organize pro­
grams to educate women who were wives of co-op 
members, and also pi-ograms to convince men that 
women should participate at meetings and be treated as 
member-s, not just workers. After all, they know women 
look after the family land - many men go to urban areas 
to work. We reminded them that the women are-working 
on their behalf. They began to see the value of the vomer. 
attending meetings and keeping informed in their absence, 
to protect the interests of the family farm. 
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Of course, v hen it is put that way everyone agrees 
until it comes to the question of money. But we have more 
or less solved that problem, Instead of co-ops giving 
women their husbands' money, each member is paid 
through her or his tndividual account In the co-op. Many 
families have found It quite convenient to allow the wife to 
operate the account. She is able to improve on the quality 
of the produce. and to get access to mone for- family 
needs. 

But, a1gainr1,in the area of management we have a very 
long way to go. And that is related to binging women into 
the co-o[s s fullyV equal members, so that if a woman 
attends meetn s and is active, and if she is elected to a 
committee, her leatdership role wi!l Improve the over-all 
status (Jt Aomen in the a,ricultura sector: 

Also, .here ariculture s only a source of marg,nal 
Income. %omen are eager to do other things to improve 
their economic sitLation. We have tired to encourage 
them. for e,.ample, to organize handicraft activities more 
economicall> by improving the quality. But marketing is a 
problem. There i one handicraft co-op in Nairobi. which 
helps a lot with martketing. Some groups have been as­
sisted by, the Women's Bureau. others by reliouS organi­
zations like the National Chistran Council of Kenya, which I 
believe gves credit as vell as mar keting and training assist­
ance. There *sa need for small producers who work i)n 
their houses to organize into co-ops at a grass-roots level. I 
tl-,inl then the,. could get credit from the Co-op Bank. 

Also, all of these groups need good business training in 
pricin, qualrt1 cont, ol. and profit, so they can avoid mid­
dlemen and ben to ,enerate Income, Rioght now the part 
women are plaing itnKenya economically may not be very 
big, but It Is growing. There are more and more stores and 
businesses run by women--and a feeling of competition 
among women. They want businesses that will generate 
income. 

INSTITUTIONS INMENYA 25 
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-. THE CHASE 
MANHATTAN BANK,

I'N.A. 
CLAUDIA MARSHALL, Vic( -resident 
United States 

MARSHALL: Indiscussing with entrepre curs the difficul­
ties they face in obtaining start-up financir, for their- busi­
nesses, I often hear how tough it is to turn to a commercial 
bank, such as Chase Manhattan. Perhaps Ican contribute to 
an understanding of this problem by describing some of 
the elements - both tangible and intangible - that a 
banker considers in a small enterprise loan proposal. I will 
add that, besides my experience with U.S. businesses, I 
train bankers from around the world - that is,commercial 
bankers, credit union managers,. savings and loan bankers. 
The basic elements they look, at in a small business pro­
posal are much the same ever>'where, 

Despite the passage in the United States of the Equal 
Credit Opportunity Act and Regulation Benforcng that 
act, we all know that equal credit does not mean easy 
credit. Why is a oan to start ,inew bus:ness one of the 
hardest lines of credit to establish? The reason for this is 
because so reannew businesses fail. An understanding ofwh,, they, fail can shed light on thlewvay banker-s look at 

small busi)ess loans. 
7. 	 Accorcing to varous studies, rouglily 98% of the small 

businesses in the United States that tail do so oecause of 
mana, c-al inexperience, managerial incompetence. or a 

- ' .. 	 lack of undcitanding of one aspect of the business, such as a 
lack of Ivu. financial knowledge. Only,/ 2°% of the failures 
Sre due to factors beyond the control of the people 
involved, Fortunately though, as my friends tell me, with 

/ drive and commitment, You can achidve a simple under-
I-.- , : standing of all the nacessary elements. 

Now, It is irntrue that banI s never lend money for new 
' businesses. But it is Ltie that banks are not in business to 

make loans: they are in business to provide a reasonable 
, 'e',.. / eturn to their shareholders. In addition, the -eturn a bank 

gets on a loan-- whether the business grows rap!dly or 
Claudia Marshall, V::e President anc. slowly, has a good year or a bad yer -is constant. Ihiere 
Director of Marketing at The Chase itn- is absolutely no merit or rewird g4iven to a bank for taking
hattan Bank in New York, isresponsible for more risk than necessary
marketing activities to correspondent banks With a marketable idea and a well thought-out bus­
and institutions globally. In addition, Ms. ness plan. however- a loan can be secured. There are 
Marshall manages the Seminar for Interna- seven major ctie aro uIn which you might stture 
tional Bankers which offers progreams on 
credit and finance to bankers from around your proposal, and I would add that simplicity and a 
the world Se has also worked etensive> fundamental grasp of what you want to do is far more 
with credit unions in the United States. Pie- irnpressive than a lavish presentation The seven categories 
viously erployed b) IBM Corporation, Ms. ncl, de: 
Marshall has taught communications at I) A descipton of the business itself: Is it a met-

Michigan State University, and holds a n chandising. a manufacturing, a sevice company?
 

ge i bnan a chelorsde-
 What is your product? Is it a new business or 
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one you are taking over from someone else? 
Will it be profitable? What information do you 
have from others outside the business-trade 
suppliers, banks, communications and publica­
tions people-about the business you wish to 
undertake? 

2) 	The market in which you wish to operate your 
business: Who isyour market, precisely? What 
needs do you plan to fill in this market and 
how do you plan to maintain customers on a 
long-term basis? 

3) 	Your competitors: Identify them. What do ynu 
know about their operations? How will your 
approach or technique differentiate your pro-
duce from theirs? 

4) 	The location of the business: What kind of 
facility do cou need. and where? 

5) The management of the business: How does 
your background and business experience he!p 
you in this area? How does your track record 
show your technique will work? What related 
work experience can you point to? If you lack 
experience, vho will provde that expertise? 

6) 	Personnel you will employ: Flow will your Der­
sonnel needs be met, now and in Five years? 
How will you irain you, personnel? 

7) 	The need for the loan: How will the loan make 
your business mo;e profitable? How will it be 
used and what isyour plan for repayment? 

Note that six of these points have little to do with the 
financial aspects of the loan. 

I would also like to describe what the loan application 
itself should include. At Chase. we refer to the five "P's" of 
lending: 

I) 	The principals: Include a personal, financial, and 
business portrait of every key person in your 
business, even include credit and business 
references. 

2) 	Fhe purpose of the loan: Specifically, how will 
you use the money? 

3) The payments of the loan: What is the primary 
source of money for repayment? Sales? Con­
version of your inventory? 

4) 	Protection: The banker is always looking for 
protection, and will not want to look to your 
collateral or security for repayment, but rather 
to your business and income - generates. 

5) 	 Prospects: Because most banks are interested 
in establishing a total relationship with a lendee, 
they will want to support any checking ac­
counts or financial transactions related to the 
business - particularly since small cre-.dlt lending 
is not very profitable. 

i u 
Now,itisuntrue that
 

banks never lend money for 

that hanks are not in business to 
make loans; they are in business 
to provide a reasonable return 

to their shareholders. There is 
absolutely no merit or reward 
given to a bank for taking more 

risk than necessary I19 

Claudia Marshall 
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Your financial statement should state as simply as possible 
your basic assets, your liabilities, the ownership of the 
business, as 12- to 18-month projected profit and loss 
statement, and a projected monthly cash-flow statement. 

Now to round out the picture, let me list the reasons 
that most loan requests are rejected: 

I) Inadequate preparation of a lending proposal; 
2) No prior related experience of the applicant; 
3) Lack of capitalization by the company in any 

form; 
4) Little money to invest from the individuals 

involved; 
5) Lack of an attorney or accountant on the part 

of the applicant 
6) A general lack of understanding of the market 

in which the pro,-osed business would operate. 
I think the drfferenc. an institution like Chase can make 

for women entreprereurs isinoffering programs and 
training to develop the basic expertise of prospective 
entrepreneu-s, which, aside from the technical elements in 
the loan itself, iswhat a banker evaluates indeciding to 
accept or relyct an application. Thei e are m.ny women 
trying ,o make i transition be' vveen, say Ierng a mother 
and openrn a day-care center or a boutique. Their prob­
lem is,they have no demonstrated experience to indicate 
that, indeed, they could successfully run a boutique. Some­
how, they must gain that experience, most probibly in a 
job related to the bL:sness they envision. Because there are 
these obstacles, I believe the ultimate success of business 
stems fiom the personal ambition of someonC pushing 
through, despite opposition, despite even a lack of support
from people around them. 

A business should not be entered into in order to 
escape something else. That's a formula for guaranteed 
failure. Nor should a business be shaped to fit established 
rules of financial institutions. It ismuch easier for a woman 
to creatively establish an entrepr ise inher own r<ri,, and 
then find ways to link up with any seri:, of sources of 
credit inher neighborhood, city, or state. And of course, 
the whole support system- legal and accounting-is as 
critical as obtaining credit. 

I would add, finally, that we are seeing increasing num­
bers of women in banking. Close to 20% attending our 
recent training program inCairo was female, and we had a 
handful in Barbados. A lot of women are in charge of 
credit and lending departmert,. Hopefully, with more 
women trained, there will be more empathy for women's 
credit problems. 



ERRATA
 

1. 	 Page 29, para 1, lines 5 and 6: 
Delete "an annual turnover exceeding 
US $17 million" - replace with 
"a portfolio exceeding US $17 
billion" 

2. 	 Page 29, para 3, line 11: 
Delete "we have co pay them back" ­
replace with "they have to repay" 

3. 	 Page 30, para 2, line 5: 
Delete "1-year" - replace with 
"10-year" 

4. 	 Page 30, para 4, line 5: 
Delete "at very low intcrest 
rates. Our returns" - replace 
with "no interest. Returns". 
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W INTER-AMERICAN 
DEVELOPMENT BANK 
BEATRIZ HARRETCHE, Deputy
 
Manager, Technical Cooperation
 
United States and Argentina 

HARRETCHE: The Inter-American Development Bank 
(IDB), based in Washington, D.C, san international finan­
cial institution consisting of Latin American and Caribbean 
countries as well as the U.S., Canada, Japan and 16 Euro­
pean countries. IDB, as a development bank, has an annual 
turnover exceeding US $17 million and a development 
program covering most sectors. 

Since April 1980 I havi been deputy manager for tech­
nical cooperation at the hank. The program I'r going to 
describe here was not designed specifically for women; 
rather, its focus isto finance small projects. Nonetheless, 
the program isactually promoting the participation of 
women in a fundamental way 

Before staring this program to provide credit from a 
variety of smaI projects, we conducted a study to see 
obstacles or hindrances to making loans to small busi­
nesses. And it was easy to see why neither the private ... 

bankers nor development bankers can risk making loans to >.,, ' : 
any new, str uggling business, All bankers-whether coin­
mercial, private or development-need to see whether 
they have the capacity and the capability to repay And for 
international development entities, like IDB, it's even more 
difficult in times of increasng inflation, because with dollar 
loans we have to pay them back in dollars. 

We concluded that the commercial bank- go only to 
the firsQ line and lend to those businesses vith sufficient c e t 
collateral to put up as security We think that, b) making a 
very considerable effort, we can go down to the second ,,j 
line, where there is a human layer with the capability to . , 
develop small businesses whose only hindrance islack of I 
access to credit. 

We decided to aim our program at those whose 
incomes are less than half the average per capita income in . 
their countries, to enable them to rise above the subsis-,, 
tence level. But rather than trying to instill motivational 
ability within indi:viduals or groups, we decided to provide In 1980, Beatriz Harretche became deputy 
credit management capacity manager of the Inter-American Develop-

Now, the bank is not working with the beneficiaries ment Bank's Technical Cooperative Sub­
directly, but through intermediary groups that are non- Department, whlch funds projects to create 
profit, usually private organizations-cooperatives, foun- new job opportunities and provide man­
dations, church groups, and other NGO's-which provide agement and business training for low in­
technical assistance and credit. We ask these intermediaries come Latin American groups. A native of 
for a detailed presentatior: of their organization and their Argentina, she was assistant to the director 
financial operation, because they must be geared to service of cultural affairs at the Argentine Embassy 
small businesses, and to communicate relevantly with in the U.S. She istlhe co-author of Uno 
groups - often rural - who have never taken formal Decado de Luch per America Latina and is a 
loans, board member of the Society for Interna-

The criteria of projects that we accept are that they must: tional Development. 
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,our credit programS. cpublic 
was designed to help small 
businesses through the use of 
intermediary organizations. We 
decided to use non-profit or-
ganizations or cooperatives or 
private corporations that could 
help those small businesses by 
providing technical assistance 
or channeling loar funds. 

V 

Beatriz Harretche 
- Copenhagen interview 1980 

I) directly benefit margin.i groups with no access to 
or commercial credit: 

2)generate employment and promote training in 
the use of technoogies appropriate to the proj­
ect and to the ccuntry conditions; 

3) utilize a high percentage of raw materials and
semi-finished products of national origin. 

We also want projects that will have an impact in the short 
run, inaone-year period at most. 

Ineach case, IDB evaluates the need for providingtechnical assistance to the intermediary to ensure its institu­
tional capacity for administration of the financing. In addi­
tion, out conditions are flexible: a 40-year pe riod for
 
repayment, with a I-year grace period, and a I%
 
commission. 

The projects chosen should, if properly executed,permit the beneficiaries access to conventional credit in the 
near future. We also consider projects that can function as 
pilot experiences, for future application on a larger scale. 

Now, to date we have undertaken 25 projects in 14 
countries, the maximum being $15 million. The terms
 
are very flexible, with loans being lent to less developed

countries for up to 40 years with 10-year grace periods
 
arid at very low interest rates. Our returns, so far; are very 
satisfactory 

Among these successful projects, between 50 and 60 
enterprises are controlled or owned by women. Some 
programs sometimes are 100%, women. The Manos del 
Uruguay cooperative 7roject, for example, isextremrly
successful. There, we have provided $550.000 for a five­
year expansion program to benefit women artisans who 
live in rural areas where the annual per capita income is 
lesf than $140. Manos del Uruguay isa non-profit associa­
tion made up of 18 handicraft cooperatives through-ut the 
country, with a service center inMontevideo. There are 
about 1,000 working women and 100 ir. administration, 
who provide technical assistance, acquire the raw materials,
and see to the marketing of the products. Last year Manos 
sold $1.8 million worth of high quality wool and cotton 
sweaters, rugs, ponchos, and other woolen and fiber 
goods, and more than half was exporLed to New York,
Paris, and Tokyo. According to its stated goals, Manos 
intends that its artisans participate in the direction of the 
enterprise as well as benefit from steady employment and 
income. To this end, the groups have become self-managed
cooperative businesses. You can understand why each 
group has a waiting list of women and a few men who 
wish to join.

I have great confidence and hope in these women's 
businesses, which work so well when the range of needed 
resources - technical, financial, management, training-a e 
provided. I can also see that more innovation isneeded, 
particularly in providing guarantees for credit, for both men 
and women. That isa critical component often lacking. 
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WOMEN'S WORLD 
BANKING, INC. 
MICHAELA WALSH, President 
United States 

WALSH: Women's World Banking (WWB), of which I am 
president, is an international, independent financial organi­
zation created to foster entrepreneurship by women, par­
ticularly those women who have not generally had access 
to banking and financial services. 

WWB was an idea born at the 1975 International 
Women's Year Conference in Mexico City and incorpo­
rated in the Netherlands as Stichting Women's World Bank­
ing in May 1979. WWB seeks to redirect financial re­
sources and management services to entrepreneurial 
women who are generally without access to established 
financial institution;. 

I would like to mention a couple of common assump­
tions about women and credit that led me to Women's 
World Banking, The first assumption is that of "expertise." 
Over the past few years, I'vegradually come to the con­
clusion that there are no experts at this game. Instead, 
there are a lot of specialists with knowledge and experi­
ence that can be shared. In fact, I think the word "expert" 
itsell is div:sive. Because of its implication that there are 
only a few who "know," its use has eliminated women from 
many decision-making bodies as well as from access to 
resources that can help increase their productivity We 
should begin by changing the vocabulary and the dialogue. 
Just for starters: if "expert" becomes "specialist," we've 
changed the image of who helps whom. 

Another assumption I question is that many women 
are experiencing mainstream entrepreneurial success. The 
reality isthat ver-y few women have access to credit, either 
because of legal barriers, or beckuse of perceptions of 
what agood credit risk is,or perceptions on the part of 
women ot what a loan should be. At the same time, we've 
moved beyond the idea that credit aloae is the issue. 
Credit is a tool. Alone, it does nothing to ensure women's 
access to resources. 

There is a need. within individual countries, for women 
to understand what is involved in the formation of enter­
prise development- from the ground up. And there is a 
need for those who have the skills and tliecapital to work 
collectively in a businesslike way to increase access for 
those who don't have the resources. So. those who don't 
have capital become partners with those who do-but it's 
not welfare. 

Now W WB has been designed with four things in 
mind: to increase women's access to collateral by initiating 
a loan guarantee mechanism to generate financing for 
women's income-producing activities; to increase access to 
information by developing a network to collect and dis-
seminate information, by rt,ing on local information and 

,, , ,
 

L' . 

Michaela Walsh ispresident and a founder 
of Women's World Banking, an organization 
that links entrepreneurial women with fin­
ancral, technical, and managerial resources, 
She was a partner of Boettcher and Com­
pany amember firm of the New York
Stock Exchange, prior to serving as pro­
gram associate for the Rockefeller- Br-others 
Fund. She also directed astudy at tne 
Office of Technology Assessment for the 
U.S. Congress - "An Assessment of Tech­
nology for Local Development." 
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knowledge and by arranging for management assistance to 
ensure the viability of ventures; to stimulate efforts among 
women who have access to capital to help develop mech­
anisms for getting that capital out to larger numbers of 
women; and to expand and strengthen the network of 
women participating in financial decision-making.

How do we plan to initiate this progrdm? We are 
launching a capital fund throughout the w, :d that will 
provide, say, a 10% to 15% return. This will be the basis 
for gurantees to existing financial institutions for lcans they
make to women. Now, when WWB places aguarantee at 
a level of US $250,000 with a financial institution, that capital 
can be leveraged to provide $25 million in loans to 
women. You can see the tremendous benefit inleveraging 
women's capital toward helping other women. 

I do not believe we need any morc financial institu­
tions. We need to make the ones we have more work­
able. If women have equal access to the financial institu­
tions, they will also have access to the markets, the skills, 
the decision-making functions of a given economy And 
that's the way most economies are run-through banking 
systems. 

The question is,how can WWP, hlp women have 
,reater control over the money we "own"? By joining with 
women knowledgeable about banking practices within 
their own economies, with women who have deposits in 
those financial institutions or access to those resources, and 
by providing guarantees to the lender. Inthis vway we can 
help to provide knowledge and share a portion of the local 
banking institution's risk. Inall cases, WWB will agree to 
work with banking institutions that agree to be responsbile
for 25% of the risk. This integration of knowledge and 
collaboration helps to ensure that loans work effectively
t,)ward greater p. -ductivity for the women involved. 

Of course, we work with lending institutions of any
design: a trade union bank, a commercial bank, private
lending organizations, a national bank, or even private
individuais. right now, we are calculating the risk factors in 
programs we will undertake: to what degree can we lend 
and risk money? how do we protect our investors? if we 
invest money ina guarantee fund, how do we protect that 
money?

To give you an idea of projects we will undertake, we 
have begun to negotiate a WWB institution in Nigeria, We 
also have a request for help from two entrepreneurial 
groups, Manos del Uruguay and Artisans' Co-operative in 
the United States, both of which are marketing in their 
own countries but are joining forces to extend those 
markets into Europe and other parts of the world. 

Another experiment we hope to launch isa relation­
ship between WWB, a group in a Latin American country 
and Singer Manufacturing, inwhich Singer will provide
technical assistance and training in both the use and main­
tenance of sewing machines by women. Ultimately, the 
women will own the machines themselves, having pur­
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chised them through a local banking institution with a 
guarantee from WWB, an individual in the country willing11 
to guarantee part of it,and the banking institution itself 
guranteeing part. 

We still have a long way to go. But we are open to 
experiment and committed to strengthening women's con-
tiol of resources and capital formation on the community 
level, where I believe our real strength rests. 

A.,',e proceed, I think all of us should continue to 

raise basic questions about the viability of programs, distin-
guishing between survival programs and really profitable, 
income-generating programs. It is also critical that govern­
ments and development agencies question their role in 
income generation. So many programs fail. It seems to me 
that management skills can be taught, but not entrepre­
neurship itself, which is a talent. It seems more sensible to 
return to square one, open ourselves up to experiment 
and new possibilities, and ask women around the world 
what they think 'eeds to be done. That's quite different 
from going into a country and saying, here's what you 
need; here's what we're going to teach you. Not giving 
people a formula or predesigned package isterribly dif­
ficult. That's the approach I've been uzing in recent years. 
And you can see what's coming out of it! 

C i 
Credit isa tool. And
 

wI,out an economically viable 
business, credit can be destruc­

tive. It rr ist be combined with 
good management, and it 

must lead to inctcasing the 
capita! resources that women 
control. 

Michaela Walsh 
interview April 20, 1981 
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In order to make practical use of what was learnedr 

from the World Counci ot Cr-edit Unions program on 
women and cr-edit (and subsequently reinfoiced in inter, 
views with development practitioners), the observations 
dr-awn tu,i tie ten Copenhagen panelists are divided into 
three categories: credit access, enterpise development, 
and loan progi-am design. The list of obser-vitions, while 
not exhaustive, represents themes t'hat recurred through­
out the Copenhagen pi-esentations. Many of the themes 
are simple ones, but they ar-e i-ooted in actual experience. 

CREDIT ACCESS OBSERVATIONS 
* Starl-up loans ar-e the most difficult to obtain for 

any new business. Once obtained, however; 
timely repayment helps build the entrepreneur's 
reputation as a reliable credrt risk. 

* Geographic and social isolation, combined with 
lack of education, are prlicularly significant prob­
lems for- women. 

* A busiress based primanly on human resources, 
with ittle capital!, equrpment or other tangible 
a:cms, lacks the collateral deemed adequate by 
most financial instrtutions. 

* 	 Reasons fo loan proposal rejecionrinclude in­
adequate pr-eparation, no prior .elated experi­
ence, lack of capitalization, littie money to invest 
by the enterprise, lack of 1egal or accounting 
advice, lack of understanding of the market. 

i 	 To obtain a loan, busness plans should fully de­
scribe the business, market, competition, loca­
tion, management, personnel, and the need for
 
the loan.
 

* 	 A loan proposal initially r-ejected by a financial 
institution may simply need to be re-packaged 

and re-submitted. 

* 	 Self-employed women borrow more successfully 
when organized into groups with pooled savings. 

* 	 Groups need access to financial institutions that
 
are willing to process small loans.
 

* 	 Women's associations, women's cooperatives, or
 
women's banks can serve as effective financial
 
intermediaries assisting women to establish credit 
histores 'hat facilitate access to commercial 

banks and other formal sources of credit. 
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ENTERPRISE DEVELOPMENT 
OBSERVATIONS 

M 	 Alter nitial lundng fi om fiends and relatves, the 
capital needs of an expanaing enterpr-:se usually 

outpace amounts available from informal 
solces.
 

* 	 Continual reinvestment of profits and increasing 
amounts at credit are crtical for enterprise 
.Iro,,vth. 

E 	 Entrepreneurs and othc, women lacking business 
expenence need speciall, -tailored training in 
needs assessment, planning and goal setting, fiscal 
responsibility and management. 

* 	 Goups and individuals need increasingly sophisti­
cated business manar,enent advice as the busi­
ness matures and expands. 

E 	 Formal sources of credit, such as banks or pri­
vate investors, are able to provide business man­
agement ad-ice ilrdailabe frons a _5t in­
fr,mal SOu'rces. 

LOAN PROGRAM OBSERVATIONS 
1l A successful credit program reduces the bor, 

owers dependence on project loans, preparnng 
them for future borrowing from commeiral 

banks and other outside i)stitutions. 

11 Indigenous women community leaders can be 

trained as effectve intermedianes to evaluate 
loan applications, establish lending criteria, make 
disbursements and collect repayments. 

fl 	A loan program can be based on forms of 
security, that differ from traditional collateral, such 
as the borrower's standing in the community or 

group commitment to loan repayment. 

* 	 Loan guarantees and technical assistance for 
women's projects can be delivered through a 
variety of parlnership arrangenents (for exam­
ple, private voluntaiy oranizatons and commet­
cial banks, women's banks and corporations, or 
cooperatives and governments). 

* 	 Payroll deduction minimizes risk of loan default. 

* 	 Loans should be available in sma" amounts, 
suited to the borrower's ability to repay. 

* 	 Location of the lending institution or sources 
should be based on proximity and accessibility. 
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From interviews and ,esearch conducted during prepa­
ration of this report, uevelopment specalists point out a 
few areas in which credit-i-elated research is still needed to 
improve the design of credit programs and prolects. 
Among them: 

* Studies of women-operated agricultural, off-farm 
and urban economic activities to determine ap­
pr-opiate loan sizes. Interest rates, r-epayment 
schedules and substitutes for- traditional forms of 
collateral. 

0 Studies of ways to str-en then the marketing po­
tential of small enterpinses. 

e Co plementarogdata for effi ent tarenrofon 
c*edit prognrs,such fs dentfication of regions
with high percentage- of women-headed house­
holds, household composition, hotusehold 
production. 

* Case studies of women borrower-s in particular
kinds of economic activties, loan default studies 
and transaction cost assessments of women 
buor rowers. 

9 Studies of the i-elation between increases in provi­
sion of credit and increases of pi-oductive output. 

0 Country-specific and socio-economic analyses of 
laws and regulations on individual ownership and 
banking practices affecting women's access to
 
modern credit institutions.
 
(Ahe. 1980; Dulansey, 1980; Schumacher- Sebstad
 
and Buvinic, 1980; Margcaret Snyder- Dao Spencer­
inerviews, 1981.)
 

As tl e Copenhagen panelists and project experience 
attest, timely access to appropriate amounts of capita! and 
credit from dependable sources Is crucial to the suLccess of 
income-generating pIolects. Such prolects designed espe­
cially for women should build upcn conditions th,,t ena-!le 
women to demonstrate their credit-worthiness and to 
appr-oach the same "windows" or sources of credit avail­
able to male borrover-s. Recognition of these factor-s in 
program planning will permit women entrepr-eneur-s to 
contribute more effectively to the economic development 

of their- countries, 
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WORLD 
COUNCIL 
OF CREDIT 
UNIONS, INC. 1120 19th Street, NW, Suite 404, Washington, D.C. 20036 

WORLD COUNCIL OF CREDIT UNIONS -the international organization represent­
ing 59 million credit union members in 69 countries through national leagues and 
regional credit union confederations. With headquarters in Madison, Wisconsin, the 
World Council of Credit Unions coordinates technical and fin-inciai resources in 
support of rural and urban credit union development and provides technical assistance 
for strengthening credit union institutronF. 

OVERSEAS EDUCATION FUND 
?101 LStreet, N.W, Suite 916, Washington, D.C. 20037 

OVERSEAS EDUCATION FUND (OEF) -a private, non-profit organization focused 
on integrating Third World women and their famili,'-s into the socioeconomic devel­
opment of their societies. OF assists community oroarizations in the design and 
implementation of income-generating projects. In the U.S., OEF encourages greater 
understanding of international issues and women, 


