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The Advans
Group in brief

The Advans Group is active in nine countries in Africa and
Asia: Cambodia, Cameroon, Cote d’lvoire, Democratic
Republic of Congo, Ghana, Nigeria, Pakistan, Tanzania and
Tunisia. Advans has also created an institution in Myanmar
and is waiting for its licence to operate.

Vision

To build a model group of financial institutions which
contribute to strengthening local businesses, creating and
sustaining jobs and improving clients’ living standards,

in order to foster private sector-led economic and social
development in Africa, the Middle East and Asia.

Mission

Respond to the need for financial services of Micro,
Small and Medium-sized Enterprises (MSMEs) and other
populations who have ill-adapted, limited or no access
to formal financial services through providing tailored
financial services in a sustainable and responsible manner.
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CHAIRMAN'S LETTER

oA
Vans 2015-2016

A reinforced group
structure, with Advans
International as the network
operating headquarters,
will ensure that Advans can
grow responsibly, focusing
over the next years on
improving outreach, client
centric design and proximity
channels, as well as client
and staff development.



Progress was made on several fronts in the Advans Group during the year in question.
Financial year 2015-16 marked the tenth anniversary of Advans, enabling the group to
look back on its many achievements over the years, but also encouraging it to continue to
relentlessly strive for new successes. Advans was first created in 2005; ten years on with
ten affiliates, 650,000 clients and over 5,500 staff, it has become a strong and responsible
microfinance group committed to providing MSMEs and other populations with tailored,
accessible and affordable financial services in a sustainable manner. At year-end Advans
SA had a total of EUR 87.8 million in assets with a net profit of EUR 12.1 million over the
fiscal year (non-consolidated).

Through both internal and external events, Advans shared this 10 year milestone with the
people who have made its accomplishments possible: the group’s shareholders, partners
and, of course, its staff.

Over time, Advans has been able to build on its strengths, using the knowledge gained in each new greenfield to refine
practices, procedures and methods and constantly evolve so as to increase impact and better respond to clients’ needs.
Advans Tunisie, the group’s latest greenfield, illustrates this evolution perfectly: thanks to the expertise built up at Advans,
the MFI was able to launch its activities rapidly, with three branches, 1,685 clients and EUR 3.1 million in loans outstanding
after just a year of operations. In return, Advans Tunisie has already been able to bring innovation to the group in the form of
integrated CRM and web reporting tools to improve the credit process. As the Advans Group matures, this constant exchange
of know-how and experience will serve to enrich the group’s pool of knowledge and make sure that it remains at the forefront
of the industry. In terms of client protection, the group also marked a significant milestone in 2016 with Amret becoming the
first Advans affiliate to be awarded SMART campaign certification in June; we hope that other affiliates will follow in Amret’s
footsteps. For Advans, responsible finance does not start, nor end, with certification; it is one of the cornerstones of its ‘DNA’.

2015 saw the group strengthen its sustainability with two greenfields, Advans Cote d’Ivoire and Advans Nigeria, achieving
annual breakeven for the first time, thus bringing the number of profitable affiliates to six. This improved stability for the
group and its institutions means that Advans can secure its role as a long-term financial partner for its current clients, while
reaching out to new clients who were previously harder to reach through introducing new channels and new products. This
is especially true in rural areas: now that the affiliates have built a sound base in urban centres, they are looking to expand
their operations to peri-urban and rural areas with high potential for growth. This is being achieved by designing tailored loan
and deposit packages for farmers and non-farmer MSMEs, and by developing new distribution channels. Another area for
meeting Advans clients’ needs is education finance, with some affiliates beginning to develop loan products that are adapted
to schools, in order to fund their development, or to parents, so as to help out with school fees. In seeking out areas and
client segments where there is significant potential to impact social and economic development, Advans demonstrates its
commitment to serving clients most in need of financial services.

The scope of the Advans Group today means that strong core organisation and leadership is needed. The group departments and
business lines work together to bring guidance, resources and expertise to affiliates, supporting them in their development. In
June 2016, Advans completed the ‘transformation’ process, which brought this know-how into the group. In this transaction,
the former Horus Development Finance, renamed Advans International to reflect its position within the group, became a
100% owned subsidiary of Advans SA. The transaction aligns shareholder and staff interests, with Advans International staff
having the possibility to participate in the shareholding of Advans SA through the newly created Advans Invest, and staff
incentive schemes based on the performance of the network. This reinforced group structure, with Advans International as
the network’s operating headquarters, will ensure that Advans can grow responsibly, by focusing over the next few years on
improving outreach, client-centric design, and proximity channels, as well as on client and staff development. Advans will
enhance its core business of providing loans and collecting savings by means of new technologies which will enable it to
increase productivity and provide quicker, more cost-effective and user-friendly services to target clients.

To conclude, | would like to thank Advans staff and management across the network for their commitment over the past 10
years, helping to make the Advans Group what it is today. On behalf of the Board of Directors | would also like to thank our
shareholders for their confidence, advice and shared vision of Advans as a renowned, responsible finance driven banking
network. | am confident that, as we move into a new phase in Advans’ history, we can work together to have an even greater
impact on financial inclusion, for the benefit of our clients.

Matthias Adler

Chairman of the Board of Directors

advans o
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ABOUT ADVANS

Our mission and strategy

Advans primary mission is to respond to the need for
financial services of Micro, Small and Medium-sized
Enterprises (MSMEs) and other populations who have
ill-adapted, limited or no access to formal financial
services through providing tailored financial services in a
sustainable and responsible manner. Although MSMEs play
a pivotal role in fostering economic growth in developing,
emerging and frontier countries, they often lack access to
efficient financial services tailored to their needs. Advans
SA has the dual bottom-line objective of contributing to the
private sector-led economic and social development of the
countries in which it operates, and offering an acceptable
financial return to its shareholders.

Advans SA invests as majority shareholder in the creation of
new financial institutions otherwise known as microfinance
institutions (MFIs), or as lead investor in existing MFls
which have similar aims and values and wish to join the
Advans Group. Advans SA invests alongside like-minded
co-shareholders which share its mission and values. All
investments are made in accordance with Advans SA’s
risk management policy, which applies geographical risk
diversification ratios. Investing for the long term, Advans
SA not only provides equity to its affiliates, but also offers
them financial resources such as loans and guarantees to
help them face short or medium term financial needs.

As lead shareholder, Advans SA actively participates in
the governance of its financial institutions. Moreover, the
company provides guidance, resources and expertise to the
Advans affiliates through Advans International, its manager
and technical partner.

Advans International has set up a number of group
departments and business lines — Credit, Financial
Services and Rural Outreach, Human Resources, Finance,
Investment, Strategy and Legal IT and Audit & Risk — that
provide support to affiliates across the network.

Over the next five years, Advans hopes to consolidate and
expand its existing network as well as invest in additional
greenfield operations and/or acquisitions in its current
regions of operation.

The Advans Model

Advans has brought together its financial and technical
expertise in order to develop the Advans model, which is
intended to transfer the latest and most effective practices
in corporate governance and operations management to
affiliates. The organisation’s core values are laid out and
communicated to all affiliates through common policies.
A standard set of procedures is implemented throughout
the network and centred on common tools such as a
Core Banking System, accounting software, Customer
Relationship Management and Business Intelligence. The
Advans model is constantly updated to reflect the best
practices that develop internally — in all the institutions in
the group — and externally — in the microfinance sector as
a whole.

GROUP TOOLS P\

AND PRACTICES

Training and support

Used to enrich for implementation

the model

—
O

TRANSFERRED
TO AFFILIATES

Experience gained
in the field

KNOWLEDGE GAINED
IN AFFILIATES
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Our values

The corporate culture of Advans is based on a set of values
and management principles shared by all the MFIs of the
Advans Group. Advans SA’s core culture encourages growth
and support within the group through the sharing of
techniques and methodologies between its affiliates.

All Advans institutions
share the core values of:

Responding

TO CLIENTS NEEDS

M Offering simple and effective
financial services

B Giving access to everyone who runs
a revenue-generating activity, especially
MSMEs

B Providing transparent information

B Focusing on quality service
and client satisfaction

Employing

CUTTING-EDGE

TECHNOLOGY
AND THINKING

M Defining and implementing common
methods and tools for the whole network

H Developing innovative new products
and services to respond to clients’ needs

Promoting

STAFF DEVELOPMENT

M Placing strong emphasis
on internal and external training

B Favouring proximity management,
communication and teamwork across the
network

M Setting up performance-based
incentives and opportunities for
career development

B Encouraging innovation and creating
a stimulating professional environment

Encouraging

SUSTAINABLE
DEVELOPMENT

Q@u

W Monitoring social
and environmental impact

M Building staff awareness
of environmental and social issues

W Targeting self sufficiency

Maintaining

=

INTEGRITY

M Supporting transparent policies
to tackle corruption of any kind

B Implementing AML-CFT
(Anti-Money Laundering and Combatting the
Financing of Terrorism) policies to prevent
affiliates from financing illegal activities

advans’
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OUR COMMITMENT

1011 640 8%7

Advans is looking to improve the way it
evaluates, monitors and communicates on
social performance. In December 2015, the
Board of Directors of Advans SA approved a
new strategy for monitoring Advans’ Social &
Environmental performance, which included
the redefinition of Advans vision, mission
and social goals, ensuring that it has social
performance champions on all Boards of
Directors throughout the group, monitoring
social KPIs and redefining its environmental
and social policy and training.

As a first step the Board of Advans SA
nominated an SPM (Social Performance
Management) Champion and approved
Advans’ new mission, vision and social goals.
Affiliate boards did the same in July 2016.

Following the work done by Grassroots, an external
consultant, with Advans Céte d’lvoire, Advans decided to
redefine its mission and vision, and articulate its social goals.
We worked with management and staff across the network
to agree on a vision, mission and goals that matched
everyone’s perception of Advans. The social goals intend to
break down Advans’ vision and mission into goals centred
around Advans desired social impact, that can be later
translated into specific objectives by each affiliate which
will be monitored, measured and improved upon. Through
communicating clearly with staff and Board members on its
social goals, Advans is looking to ensure that everyone who
contributes to the development of the Advans network is
on board with its core mission, and therefore guarantee
that there is no mission drift. The social goals will also be a
key way to measure social performance; Advans is working
on the definition of key indicators corresponding to each
goal so that it can measure this on a regular basis through
a quarterly social dashboard and regular qualitative
evaluations, reports and surveys. By setting out a new
vision, mission and social goals, Advans intends to raise
awareness on the importance of social responsibility at
all levels and look to improve its social performance in the
future.
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As at 31 March 2016, the Advans group
had 649,660 clients including:

WOMEN BORROWERS

WOMEN DEPOSITORS

Advans social goals

Have a positive impact on clients’ revenues

and savings through supporting their activities
I:I and building their financial stability: Through

offering appropriate financial services such as
loans, deposits and insurance Advans aims to help clients
grow and streamline their businesses so as to create and
sustain jobs and improve profitability. Via these products

we also strive to help reduce clients’ financial vulnerability
and improve household living standards.

Reach out to underserved populations with
appropriate products and channels: Advans
endeavours to create tailored products and use
innovative distribution channels to serve clients
in urban and rural areas who have ill-adapted, limited or no
access to formal financial services due to their economic
activity, gender, social status, level of education or location.

7, Provide clients with quality services in a
transparent, respectful and conscientious
manner: Advans commits to give clients
full and clear information on its products

and to raise awareness of good financial management,
while maintaining high standards of customer service and
ensuring the respectful treatment of clients. We promise
to lend responsibly through conducting individual risk
assessments and follow up and supporting the prevention
of over—indebtedness in the market.

Create a fair, healthy and dynamic working
environment for our staff: Advans upholds
high and progressive HR standards, building
a working environment based on equal opportunity, fair
remuneration, social protection and open communication.
We focus on the professional development of employees
through providing adapted training and opportunities
for career progression based on merit as well as offering

assignments across different affiliates.
6@“ social and environmental issues amongst
employees and clients: Advans aspires to set
an example to its clients, staff and partners through raising
awareness of the importance of environmental and social
questions, finding pragmatic solutions and in defining and
implementing a list of activities unsuitable for financing due
to non-respect of human rights or working standards or their
potential negative impact on society or the environment.

Be accountable and build awareness of

As at 31 March 2016 the Advans group had:

WERE WOMEN

Advans Code of Ethics

Advans affiliates are committed to providing clients with
quality, adapted financial services and excellent customer
service. All Advans institutions endorse the Smart
Campaign and the seven key Client Protection Principles
(CPP) detailed therein; Appropriate product design and
delivery, Prevention of over-indebtedness, Transparency,
Responsible pricing, Fair and respectful treatment of clients,
Privacy of client data, and Mechanisms for Complaint
resolution.

The Advans group is also dedicated to providing a positive
and stimulating working environment for its valued staff,
founded on equal opportunity, training and exchange,
mobility, communication, fair remuneration, protection and
awareness.

In order to harmonise group standards for behaviour
when dealing with clients and when working in teams in
December 2015, Advans SA and all Advans affiliates’ Boards
of Directors approved the new Advans’ Code of Ethics. The
five pillars of the Advans’ Code of Ethics are as follows:

each Advans staff member commits to
acting in a transparent and honest manner, and to putting
the interests of the company before their own during their
time spent at work.

2. Respect for clients: each Advans staff member
commits to treating clients with the utmost care and
respect, and to providing an excellent customer service.
Staff should in no way abuse the trust that they have gained
from clients.

3. Respect for staff members: each Advans staff
member commits to respecting, protecting and valuing
their co-workers, and to working together to make Advans
a pleasant and friendly working environment. This means
acting honestly and treating each other fairly.

4. Respect for the community and the
environment: each Advans staff member commits to
respecting the environment and the community and to
making a conscious effort to ensure that Advans’ activities
have a positive impact.

5. Taking responsibility: each Advans staff member is
held accountable for their actions and areas of responsibility
and authority.
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STAFF PROFILES

Zine Otmani
CEO, Advans Pakistan

¢ | think that the first priority as
a CEQ is to guarantee that each
day we are that little bit closer
to achieving the goals that the
institution has set itself. ??

What is your job history?

After finishing my Finance qualification at a business school
| worked for Ernst & Young then Mediaco Maroc, a company
specialising in the handling of materials, construction and industrial
transport, first as a business controller then as Assistant Finance
Director. In 2004 | joined Albaraka (formerly FONDEP), a Moroccan
microfinance institution where | worked as CEO, before joining the
Advans Group in 2011.

What does the role of CEQ

at Advans entail for you?

| think that the first priority as a CEO is to guarantee that each
day we are that little bit closer to achieving the goals that the
institution (the Board of Directors and the Management) has set
itself. More precisely, to make sure that problems, incidents and
queries are identified and dealt with in order of importance and
urgency. Also to ensure that the means given to the institution are
being put to effective use. It is important as well to enable teams
to work in a motivating, dynamic and friendly environment where
their efforts are recognised and rewarded. Finally, to anticipate
the future needs of the institution, propose solutions and make
suggestions for improvement.

Which affiliates have you visited
or worked in? Are there a lot of differences

between affiliates?

My first affiliate was Advans Cameroun and since | have visited five
more affiliates during different missions: Advans Ghana, Advans
Banque Congo, Amret, Advans Pakistan and La Fayette MFB - Advans
Nigeria. | was CEO for the latter during the launch of operations,
from 2012 to 2015. I'd say that there are a few differences between
affiliates, but not as many as you’d think. Because of the nature
of our business, the impact of local staff and local clients, and
therefore the local culture is strongly felt in each affiliate; this is
what makes our business interesting and attractive. However, I'd
say that there is a common thread which runs through all Advans
affiliates: the pride of belonging to a group with strong values and
a strong mission. Also, in terms of our business practices, the group
model means that there is a relative amount of harmonisation
between affiliates.

For you what is the importance

of Advans’ seminars/exchanges?

First of all, it’s always a pleasure to see colleagues from around the
world and put names to faces. Secondly, it creates a wider sense
of team collaboration, with the chance to share experiences, ideas
and new projects. This has a direct impact on our development
opportunities, whether for the launch of a new product, a new
distribution channel, human resources practices, or procedures.
Finally, it gives us the chance to measure and to appreciate the
group’s achievements up until that point.

What skills would you say you
had developed at Advans?

| have learnt a great deal already since | joined the group. |
have definitely developed my understanding of SME needs and
financing as well as the management of savings collection both
technically and strategically. | have also learnt a lot about different
financial services. However, it is not all about technical skills:
HR management and managing teams of people from different
backgrounds was something new to me when | started at Advans,
and | am still learning on this front.

Why did you choose

to work in microfinance?

Because it is a job where contact with reality and with the field are
key, even though that does not change the fact that you need to
have in-depth understanding of banking, finance and management.
What’s more, it’s great to feel that you are having a positive impact
on clients and on the economy of the country in which you are
working.

What do you appreciate most
about the Advans group?

Its ambition and its goals, the spirit of the group, the strong sense
of ethics and, most of all, the people who work here.
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Nastasia Le Tallec
Branch Manager, Sousse, Advans Tunisie
(branch opened in April 2016)

o

4 | began as a young
graduate with an
idealistic and theoretical
notion of microfinance:

| now have four years

of experience, most

of which has been in

the field, and | have
therefore discovered the
realities and the technical
side of the sector.??

What is your job history at Advans

and how has your role developed?

My Advans group adventure started almost four years ago, in 2013,
when | joined the Operations Unit at Advans International as an
intern. After that | was offered a position as Operations Officer
while | finished my studies (I worked three weeks at Advans and
studied one week per month). Finally, in January 2015, | joined
Advans Tunisie.

My position at Advans Tunisie was a logical step in my experience
at Advans: | gained initial understanding of microfinance and
discovered the group during my internship, then during my year
as Operations Officer | visited my first affiliates (Congo, Cameroon,
Tanzania, Nigeria) and built up my knowledge of Advans’ operations.
Following that | was able to use this experience to take on a longer-
term mission in an affiliate and assist with the launch of Advans
Tunisie as Project Manager I've gained more field experience with
commercial teams and clients through my current position.

What is a typical day for you at Advans?

| open the branch every day at 7:30am to plan my day, reply to
all pending emails and review the logistical, IT, HR and financial
activities of the branch over a coffee. When the teams arrive at
8:00am, management of the teams takes over: | have individual
weekly meetings with all the client officers and team meetings. |
help with loan applications, follow up on repayments, client visits
and prospecting activities, while | also have meetings with all the
different supervisors in the branch to check that everything is going
well on all levels. After that, it is time for lunch, when everyone
can relax over some homemade food. In the afternoon we hold
our credit committees to validate each loan request and make sure
that the amount given to the client is in line with their payment
capacity. The end of the day is usually more relaxed, and we have
time for team-building activities.

How has your experience at Advans helped
you to develop your skills and career

prospects?

AtAdvansI've been able to thrive both personally and professionally.
| began as a young graduate with an idealistic and theoretical
notion of microfinance: | now have four years of experience, most
of which has been on the field, and | have therefore discovered
the realities and the technical side of the sector. | have also been
able to discover different cultures, methods of working and |
have met people from across the network who are passionate
about what they do. My first two years with Advans Tunisie have
really been satisfactory and inspiring for me: after building up my
theoretical knowledge at Advans International on various subjects
and themes, | have been able to put this theory into practice in
Tunisia. | have also discovered new themes which | am passionate
about through the various projects | have worked on. This year, as
branch manager, | have developed my managerial and commercial
skills and have gained true field experience, focusing on our core
business and working daily with field staff and clients.

Marie Noel Amanlaman
Head of Operations in charge of the Back Office,
Marketing and Communication, Advans Cote d'lvoire

4 Thanks to Advans I've
learnt how to manage

a team and take the
initiative to change
things, to no longer be
the person executing the
tasks but the person who
leads a project, making
the decisions on how to
go forward.??

What is your job history at Advans

and how has your role developed?

| started working at Advans in 2011 when | was hired to do the
market studies for Advans Cote d’Ivoire during its preparation
phase (before the launch of operations in March 2012). | then
became Operations Assistant in November 2011. Following the
opening of the first branch and the training mission by staff from
Advans Cameroun, | became Client Assistant Supervisor for six
months, a period in which | trained the first two Client Assistants in
the network. | then went back to head office, where | was promoted
to Coordinator of Support Operations a few months later: | was in
charge of the back-office, training, and the legal department and
took part in various implementation projects for new products and
services. I've been in my current position since July 2014.

What is a typical day for you at Advans?

At the back office level | do a lot of supervision and follow-up. |
ensure that the products and services we offer are correctly
processed and validate the different batches. | oversee product
development and the implementation of new products. In terms
of communication and marketing | monitor the different projects
we have running on a daily basis. | also keep an eye on what events
are coming up to make sure that Advans participates in the most
relevant and important events locally. Finally, | also make sure that
all client complaints are recorded and dealt with.

How has your experience at Advans helped
you to develop your skills and career
prospects?

My experience at Advans has really brought me a lot. | learnt how to
push my limits and try that little bit harder. | studied marketing and
even though | also did communication I'm someone who is quite
reserved, serious and who doesn’t really like to be in the limelight.
But thanks to Advans I've learnt how to communicate with both my
managers and my co-workers. I've learnt how to manage a team
and take the initiative to change things, to no longer be the person
executing the tasks but the person who leads a project, making the
decisions on how to move forward. This has helped me to open up
to others and develop my skills.

Why did you choose to work

in microfinance?

| chose to work in microfinance because | wanted a new experience.
Previously, | worked in communication agencies and | had started
to get bored. Advans was an opportunity that | seized to see how
far | could push myself — a real challenge!

What do you like the most
about the Advans group?

The team spirit and the easy communication. Advans has been a
very exciting professional adventure and if | could | would do it
all over again! | was also given the chance to travel to France for
the Advans 10 year anniversary seminar, where | got to meet and
exchange with staff from all over the network.

advans’
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THE YEAR IN REVIEW

April

On 2 April 2015 Advans Coéte d’lvoire
receives a visit from the Ivoirian
Minister for Employment, Social Affairs
and Professional Training for having
trained and recruited 25 PEJEDEC
interns (Project supporting youth
employment and skills development)

Advans Pakistan participates in
the ‘My Karachi-Oasis of Harmony’
Exhibition 2015 from 10-12 April

Advans Ghana extends its
smartphone pilot project, enabling
Client Officers to enter GPS data and
other information into the CRM in the
field, to two new branches, after the
initial pilot in the Ashaiman branch in
August 2014

June

B Amret celebrates National and Inter-
national Environment Day on 5 June
with the Provincial Town Office at the
Provincial Hall of Prey Veng

M Advans Cote d’lvoire opens its
seventh branch at Koumassi St-Etienne
in Abidjan and is announced as one of
three finalists for the Microfinance Best
Practices International Award from the

Giordano del’lAmore Foundation

M Advans Banque Congo opens its first
branch outside Kinshasa, at Kikwit

[ Advans Tunisie officially opens its
second branch at Place de Barcelone in
Tunis on 29 June

(April 2015 - March 2016)

August

M Advans Tunisie signs a partnership
with Assurances Maghrebia VIE on 26
August 2015 in order to offer micro
insurance products to its clients

B Amret begins the roll-out of the
mobile teller channel in its mobile
financial services project, with the
goal of extending the service to 130
branches with 260 tellers in
September 2016

M Advans Banque Congo participates in

the International Fair at Kinshasa from

M Advans Cameroun receives
a visit from the French Ambassador
to Cameroon, accompanied by the
head of the Agence Francaise de
Développement in Cameroon

M Advans Ghana'’s CEO holds breakfast
meetings with clients to encourage
them to sign up to a 9-day business

development training course for 240
clients, supported by IFC and AFD

Annual Report Advans 2015-2016

11 July - 11 August

M Advans Nigeria — La Fayette MFB
launches Advans Access which is
an individual loan for small micro-
business owners

advans

September

M Advans Cameroun opens its fifteenth
branch and fourth one in the city of
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October

M Advans Céte d’lvoire attends
the National Cocoa and Chocolate
days (JNCC 2015) in Yamoussoukro

from 1-3 October

M Advans celebrates its tenth
anniversary at a staff seminar in
Burgundy, France, from 4-7 October

M Advans Ghana introduces
international money transfer services
to enable its customers to receive and
send cash internationally, and launches
its first low-cost point of sale at the
Galaxy Oil fuel station in Suhum, in
the Eastern region, as part of its ADC

project

November

H Advans Coéte d’lvoire completes a
capital increase, bringing its capital
from FCFA 3,750,000 (EUR 5.7m) to
FCFA 5,000,000 (EUR 7.6m) with all
shareholders subscribing

B Advans Tunisie opens its third branch
in the Ariana region of Tunis on 4
November

M Advans Bank Tanzania welcomes
Letshego Holdings Limited as majority
shareholder; Advans SA remains minority
shareholder with a presence on the
Board of Directors. The bank is renamed
Letshego Bank (T) Limited in August 2016

B Advans Ghana begins its rural
expansion project with the support
of the Rural and Agricultural Finance
Programme — IFAD

December

W Advans celebrates its tenth
anniversary with investors and
partners in Paris on 4 December

B Advans Cameroun takes part in the
SME Exchange, organised by employers
association ECAM (Entreprises du
Cameroun) in Douala, from 5-9
December

February

B IFC announces that it will be
providing a USD 50 million financing
package to Amret to help the
MFl increase its lending to small
businesses, particularly in the

agricultural sector and rural areas

W Advans Cameroun holds its first
network wide seminar

March
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Janvary

B Advans Nigeria — La Fayette MFB
opens its sixth and seventh branches
in Oyo and Ogbomosho, the MFB’s first
branches outside of Ibadan

° 13

H On 1 March 2016, Advans Cote
d’Ivoire organises its second SME
Event, on the theme ‘Financing Small
and Medium Entrepreneurs: Advans’
SME range, a solution to all your
needs’

W Advans Pakistan organises a cricket
competition under the Employee
Engagement initiatives on 12 March
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KEY PROJECTS

Rural Expansion in Ghana

Now that Advans Ghana has reached financial stability in
urban centres, the MFl is focusing on scaling up its activities
and increasing its outreach, especially in peri-urban and
rural areas where there is high potential for growth. In line
with the group strategy, and in order to serve rural clients
in a sustainable and responsible manner, Advans Ghana
aims to: i) develop tailored credit and deposit products for
farmers and other clients in their value chains, together
with a suitable risk mitigation methodology; and ii)
introduce innovative, adapted delivery channels (including
digital solutions and agent networks) to serve rural clients
in remote areas.

The Ghanaian agricultural sector is undergoing rapid
expansion with an annual growth rate in excess of 4.5%.
Due to this growth, small and micro businesses operating
along agricultural supply chains are in need of financial
services to support their development. While agriculture
contributes to 21% of GDP in Ghana and employs 45% of
the workforce, only 10% of loans in Ghana are dedicated
to agriculture. Although there are a number of well-
established rural banks in Ghana, they have much higher
deposit portfolios than loan portfolios and therefore have
a limited impact. In creating an accessible and innovative
all-in-one service for rural clients, Advans Ghana aims to act
as a pioneer in the market and encourage rural economic
development in Ghana.

In 2015, the MFI obtained funding from the Rural and
Agricultural Finance Programme (IFAD funded) to carry
out market studies with farmers and research into delivery
channels in the areas around its branches identified as
having the most agricultural potential. The MFI conducted
studies, which included individual qualitative surveys with
122 farmers, in the Volta, Eastern and Greater Accra regions.

Key take outs from the studies:

B 75% of the farmers interviewed had never
received a formal loan

B While the majority of farmers already had an account
in a financial institution a number of improvements can
be made to ensure that they have savings to suit their
needs.

B The main reasons for farmers to save were to prepare
for the next cropping season and to cope with
emergencies

B More than half of the farmers had already used a
mobile wallet, with proximity being a very important
factor for the choice of their financial services provider

In light of the results of these studies, Advans Ghana
intends to position itself as an all-in-one financial partner
for rural segments, offering loans, deposits and service
packages tailored to rural clients’ needs. The MFI aims to
take an educational approach to offering financial services
through information sessions for clients.

On the agricultural lending side, commercial farmers,
especially those located around current coverage areas, will
be served with an individual or small group agricultural loan
product involving a standard individual cash flow-based
loan appraisal. Smaller farmers will be offered a financing
product through their value chain, with a loan appraisal
at the cooperative or association level, and a risk-sharing
mechanism within the value chain, to enable larger-scale
financing for these groups.

Due to the lack of organisation in Ghana and the high cost
of funding, Advans Ghana will adopt a gradual approach
to financing farmers in value chains. Tailored savings plans
will be used as an entry point to build a relationship with
these farmers, prior to expansion to loans. Piloting savings
will enable the MFI to: i) test the groups’ organizational
capacity; ii) evaluate the farmers’ willingness to save and
their commitment to their group; and ii) develop a more
in-depth understanding of farmers’ needs.

In terms of distribution channels: Advans will make
accounts accessible on three levels: i) low-cost points
of sale with Client Officers in rural towns; ii) Advans field
tellers equipped with a mobile solution; and iii) third-party
mobile money agents for cash-in cash-out transactions
through mobile wallets in villages.

Advans Ghana has already begun to pilot some rural
activities and created partnerships. This includes a pilot of
non-agri rural lending products for businesses in rural areas
in close proximity to existing branches, with a small new
team of rural Client Officers. In addition, Advans Ghana’s
field tellers are now able to cover a wider area around
branches with an enhanced mobile solution enabling them
to open accounts in the field, collect deposits and make
small withdrawals. Advans Ghana is also finalising the
integration for wallet to bank and bank to wallet transfers,
to act as cash-in and cash out points for rural clients.
The institution has established links with possible value
chain partners, interested in testing a partnership with a
microfinance institution and has launched some deposit
pilots with cocoa cooperatives and rice farmers which can
be extended in future. Finally, the MFI is looking at offering
an adapted insurance product for clients in rural areas with
its current insurance partner.



Education Finance in Cameroon

In2015 Advans Cameroun received a creditline and technical
assistance from the REFFA fund (Regional Education Finance
Fund for Africa, a fund focusing on financing education
related projects across Africa) to facilitate the development
of its loan portfolio for educational funding purposes. The
new financing scheme will benefit four principal groups of
clients:

B Schools and training centres

W Entrepreneurial parents looking to fund their children’s
education

B Employee parents receiving their salary through Advans
Cameroun looking to fund their children’s education

B Students

An external consulting firm assisted with the initial project
launch in March 2015 by providing the technical expertise
for development of the products. Advans Cameroun
appointed an internal Project Manager to ensure the
efficient development and implementation of Education
Finance at the institution, and the project was also
supported by the Credit Unit at Advans International.

Initial market studies aimed to analyse the local school
system and environment, in order to establish the profiles
and needs of prospective educational loan clients and
develop a tailored offer. These studies showed that the
Education Finance project is innovative and appealing
in Cameroon because of the global approach taken to
education finance (i.e. the financing of different players),
which thus positions Advans Cameroun as a pioneer in this
field.

Results: March 2016

March 2016 marked the end of the first step of the school
loan pilot, which focused on the implementation of two
main product lines:

I Loans to schools: Advans Cameroun’s existing
investment loan was redesigned so as to provide flexible
repayment schedules adapted to the cash cycles of the
schools

M Loans to parents: targeted at both entrepreneurs and
employees, this new loan covers expenses related to
school fees.

A new product is also currently being launched which aims
to fulfil the short term working capital needs of schools.

In providing education finance, Advans Cameroun hopes to
have a positive effect on the education sector and therefore
the economic and social development of the country in
general. This involves helping parents to send their children
to school, but also contributing to the formalisation of
school establishments, by providing the means for schools
to invest in resources and renovate their premises in order
to increase the quality of teaching provided.

Education finance will also be piloted in Advans Ghana,
again with the support of REFFA, the first phase of the three
phase pilot began in July 2016.

Oustanding Education finance portfolio (Number)

Entrepreneurial
parents
63.3%

Education
providers
30.7%

Employee
parents
6.0%

Oustanding Education finance portfolio (Volume)

Entrepreneurial
parents
6.2%

Education
providers
93.5%

Employee
parents
0.3%
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New innovative tools
being launched in affiliates

Affiliates of the Advans group have recently been
developing and piloting new technological solutions which
can be used during prospecting activities, monitoring,
follow-up and recovery. The Credit Unit and IT Department
at Advans International have selected the tools developed
in affiliates that have the greatest potential to improve cost-
effectiveness, efficiency and productivity for integration into
the Advans model and dissemination in the network. The
solutions chosen have to be compatible with a smartphone
or a tablet, designed for Advans staff and/or external agents
and usable on the field. Three of these tools are described
below:

Data collection during
prospecting activities and beyond:

Advans Ghana, Advans Banque Congo and Advans Cote
d’lvoire are using data collection technology to gather
data on clients; the technology can be used for gathering
information on prospective clients on the field to later
create client files in the system and for client follow up. The
benefits of the tool include:

M Easy to implement and use and available offline on a
smartphone or tablet;

M Client Officers can collect information on the field on
clients or prospective clients, i.e. GPS details, name,
profession, photograph, etc. and upload them later
(possible to upload to the CBS when a specific link has
been developed);

M The information is collected through standardised forms
(which in addition are easy to create and change);

B The information collected can be accessed and
used during the loan appraisal process or during the
evaluation of staff performance;

M It enables Client & Recovery Officers to improve the
monitoring of clients and helps them to optimise and
prioritise their activities; and

M It eases the monitoring of activities on the field and will
help affiliates to develop more in-depth geo-marketing
strategies in future.

Customer relationship
management on the field:

Advans Tunisie implemented an inter-connected web-
based Customer Relationship Management tool which has
the following benefits:

M The application can be accessed remotely on a
smartphone or tablet and all data is synchronized
automatically with the central CRM;

M Each user has a username and password which is the
same as that for the central CRM;

MW Prospective client profiles can be created and edited on
the field and the central CRM can be accessed from the
application; and

M Client Officers can manage their client visits through an
online agenda with alerts, make direct calls to clients
and save details of their calls.

Following up on the portfolio:

A web-based reporting system was piloted by Advans
Tunisie’s teams over the year and is under implementation
in Advans Ghana (pilot phase). This system is beneficial
because:

M It enables quick and remote access (through
smartphones, tablets, PCs) to key information on
the loan portfolio including reports on pending loan
applications, active clients, disbursements, repayment
dates, and client contact details;

B Key information is displayed on a dashboard which is
updated in real time; and

W Each user has rights according to their specific needs at
their level (e.g. Client Officer, Branch Manager, Recovery
Officer, CEQ). For example Client Officers can see their
individual portfolios, while the CEO can see the overall
portfolio and analyse achievements against targets.

Results of the pilots have shown that the tools described
above improve prospective client management and follow-
up of loan clients. For commercial staff, the tools increase
productivity and motivation because staff feel that there is
more structure to their work. This also means commercial
staff better respect the policies and processes in place and,
consequently, as well as enhancing performance, these tools
help to improve the quality of the loan portfolio and the
service provided to clients. So as to make the best possible
use of these tools, the Credit Unit and IT department at
Advans International are working on standardising and
optimising their use, depending on the specific needs
of each affiliate. Advans hopes that in sharing these new
tools with other affiliates in the network, it can improve the
efficiency of the lending process across the group.
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SHAREHOLDERS

Horus Development Finance
(Horus) and La Fayette
— Participations (LFP)

Horus has been providing servicesin the field of development
finance since the early 1990s. It built up its expertise in
microfinance and SME financing by offering short-term
consulting services to donors, governments and financial
institutions (banks and MFIs). Horus has also gradually
been sought out by financial institutions and microfinance
programs for longer-term technical assistance. Horus is not
simply a shareholder; it is also the sponsor and manager
of Advans SA. In addition, it has the privilege of providing
technical assistance to the institutions of the Advans group.

La Fayette Participations (LFP) is an investment company
created by Horus for the purpose of subscribing to shares
in MFIs and microfinance banks. In creating LFP, Horus
aimed to combine its technical expertise with shareholder
status. In June 2016, Horus changed its name to Advans
International and was acquired by Advans SA.

B ugerar
," meument  EUropean Investment

- Bank (EIB)

The European Investment Bank (EIB), created by the
Treaty of Rome in 1958, is the European Union’s long-
term financing institution. The EIB contributes towards
the integration, balanced development and economic and
social cohesion of the Member Countries. Outside the
Union, the EIB implements the financial components of
agreements concluded under European development aid
and cooperation policies. The EIB has a longstanding record
in microfinance. Since 2000, it has supported MFls, fund
providers and other industry stakeholders in addressing
specific market failures and promoting financing solutions
for MSMEs and low-income self-employed business people.

As of end December 2015, the EIB had about EUR 980
million in active commitments to about 54 microfinance
institutions or intermediaries. Operations are financed from
the EIB’s own resources or under the European Union’s
mandates. The EIB’s microfinance activities are deployed in
three regions: Sub-Saharan African, Caribbean and Pacific
countries (ACP region), Mediterranean partner countries,
and Europe.

Advans SA is a regulated venture
capital investment company (“Société
d’Investissement en Capital a Risque”
or “SICAR”), based in Luxembourg and
incorporated in 2005. As such it is licensed
and supervised by the CSSF (Commission de
Supervision du Secteur Financier - Financial
Sector Supervision Commission). As
recognition of its commitment to investing
in the microfinance sector, Advans SA was

the first SICAR to be granted the LuxFLAG
Microfinance Label.

As at 31 March 2016, Advans SA’s total
committed capital amounted to EUR 63.6
million, split as follows:

LFP Horus

FISEA 1.1% 0.5%
(AFD Group)

11.6% EIB

Kfw

14.9% Share capital

er63.6 m

cDC

17.3%
IFC
15.3%
FMO
17.3%
' E MICROFINANCE

LA
il
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CDDC  cDC6Group ple. (€DC)

CDC was established in 1948 as the first ever Development
Finance Institution (DFI). Wholly-owned by the UK
Government, CDC is part of DFID’s private-sector strategy
to alleviate poverty. Its mission is to support the building of
businesses throughout Africa and South Asia, to create jobs
and make a lasting difference to people’s lives in some of
the world’s poorest places.

CDC aims to invest in countries where the private sector is
weak and jobs are scarce and in sectors where growth leads
to jobs — directly and indirectly— especially manufacturing,
agribusiness, infrastructure, financial institutions,
construction, health and education. Capital is provided by
CDC in all its forms, including equity, debt, mezzanine and
guarantees, and this capital is typically used to fund growth.
CDC invests directly and through fund managers that are
aligned with its aims.

= KFW  Development Bank
KFW )

KfW is one of the world’s leading promotional banks. With
its decades of experience, KfW is committed to improving
economic, social and ecological living conditions all around
the world on behalf of the Federal Republic of Germany and
the federal states. To do this, it supplied funds totalling EUR
79.3 billionin 2015 alone. The focal points of its work include:
promotion of small and medium-sized companies and start-
ups, provision of equity capital, programmes for energy-
efficient refurbishment of residential buildings, support of
measures to protect the environment, educational finance
for retail customers, funding programmes for municipalities
and regional development banks, exp