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1. Introduction 

Context and background 

ÉLAN RDC’s objective is to increase the incomes of poor people through a “making markets work for 

the poor” (M4P) approach. It aims to facilitate the connexion between actors from high potential 

sectors to ease the access to local products. In most sectors targeted by the program, access to 

finance has been identified as a significant limitation to growth1: 

 

Coffee sector 

The lack of access to working capital limits the volumes of parchment an exporter can purchase from 

smallholder farmers. Unlike exporters in Rwanda and Uganda, Kivu exporters are unable to use their 

forward purchase contract as a form of collateral against a short term loan. The lack of liquidity in 

the sector contributes to the vicious cycle of low volumes and low returns which ultimately impacts 

the smallholder farmers. 

 

River Transport 

River boat operators lack access to both affordable working and investment capital to invest in and 

grow their businesses. While the large river boat operators have access to local financial services, 

often the loan terms are not conducive for investment. The majority of small and medium boat 

operators do not have access to formal financial services but instead rely on informal lenders to 

cover basic operational costs at very high prices. Also, boat operators are able to cover the essentials 

for a trip but lack additional funds to purchase smallholder agricultural products. As a result, they 

are forced to wait for weeks, even months, on clients to fill up their boats, thereby impacting the 

number of boat rotations they can make. 

 

Micro-hydro 

In micro-hydro, financing is primarily available through donor and support agency programs or relies 

upon personal and institutional wealth; and there has been limited commercial lending in the sector 

to date. International investors have a hard time securing a foreign loan for an investment in DRC 

(unless they are large international conglomerates able to access some form of self-financing 

mechanism). At the same time, domestic financial products, which are characterized by high interest 

rates and short loan terms, are currently not suited to the industry. Moreover, since the vast majority 

of the 219 existing micro-hydro facilities are not run purely as businesses (75% are funded by 

religious institutions and 10% by NGOs), the financial sector has also not sufficiently looked into 

micro-hydro as a sizable commercial sector.  

 

                              
 

 
1 Adam Smith International (2013), DFID DRC Market Development Component, 2014 Business Plan. 



 

 

 
 

 

 

 
 

We will present the DRC access to finance sector and list the systemic constraints explaining why 

accessing finance is complex for SMEs in general and especially for those supported by ÉLAN RDC. 

These are the results of studies on access to finance conducted by ÉLAN RDC in 2014. Solutions to 

the constraints have been identified and will be proposed in this document. Goals, scope, expected 

results, outputs, risk analysis and sustainability options will be introduced.  

 

Access to finance is envisaged as a cross cutting sector aiming at supporting the development of 

sectors targeted by ÉLAN RDC. Solutions proposed in this document are standards that should be 

applicable in all sectors and at all regional levels as soon as an access to finance need is identified.   

 

The Access to Finance Sector in DRC 

The supply of financial services 

The financial sector in DRC, as of September 2013, counted 18 commercial banks, 151 COOPEC and 

MFIs, 61 financial messaging bureaus, 16 currency exchange offices, 3 e-wallet companies, 2 specialized 

financial institutions (FPI and SOFIDE), one insurance company and one savings and pension fund. 

The sector remains mainly dominated and drawn up by banks.  

 

Commercial banks 

The rate of funding of the economy by the commercial banks was estimated at 7.4% of the GDP as 

of 2012. The rate of mobilization of savings was at 14%.  

 

Nominal borrowing interest rates for foreign currency loans (USD) stands, in average, from 15 to 20% 

while they are above 20% in local currency. Interest rates in both currencies have been converging 

for the past two years. The cost structure for loans in CDF and USD is the same2. Large enterprises 

benefit from lower nominal interest rates (up to 8% p.a.).     

 

Deposits and credits from the banking sector respectively increased by 33% and 35% in 2012 

compared to 2011. Banks total volume of assets grew by 30% and stated at USD 3.6 billion. Most 

credits are attributed over short term periods and were oriented towards consumption (22%), 

wholesalers and retailers (21%), transports (21%), construction and public services (6%), industry 

(6%), information and communication (5%), mines (5%) and agriculture (4%)3.   

 

Banks are mostly located in Kinshasa and in the main cities of Katanga (Lubumbashi, Kolwezi, Likasi, 

Fungurume, Kakanda). Some of them are located in North Kivu (Beni, Butembo, Goma) and South 

Kivu (Bukavu). Equateur and Kasai Occidental are barely served by commercial banks. Bas-Congo, 

                              
 

 
2 FPM (2013), Veille Sectorielle, 3eme trimestre 2013. 
3 FPM (2013), Veille sectorielle, 4eme trimestre 2012.  



 

 

 
 

 

 

 
 

province not targeted by ÉLAN RDC, counts numerous financial institutions (see the table presenting 

the location of commercial banks’ branches in Annex 4). 

 

Most commercial banks serve large enterprises. Two initially targeted SMEs: Procredit and Advans. 

Some are now progressively downscaling and implementing a strategy oriented towards this segment 

with the support of the FPM: BOA, Rawbank, and BIC. 

 

Microfinance Institutions and Cooperatives 

Most microfinance institutions and cooperatives are also located in the same areas than commercial 

banks. The sector is characterized by the weakness of their governance system, operational and 

financial structures and methodologies. Two large networks are reputed as solid: FINCA and MECRE. 

In addition, small international MFIs recently settled and are progressively growing: OXUS, Opportunity 

International.  

 

International Lenders 

International lenders are characterized by the fact they invest in debt in microfinance institutions and 

in the agro sector. They are less present in DRC compared to neighbouring and sub-regional countries. 

Instability in potential targeted areas (Kivus), weak business environment, and small size of agriculture 

and microfinance sectors are reasons explaining this lower presence. DRC remains a risky country for 

investors.   

 

The table below lists current investments and potential opportunities in the country for the members 

of the Council of Smallholder Agriculture Finance4 created in April 2014.  

 

International Lenders Presence in DR Congo 

Alterfin Microfinance (Paidek) and Coffee (SOPACDI) 

ResponsAbility 
Invested in the coffee sector in the past - Is looking for investing again in the 
coffee sector (SOPROCOPIV) 

Oikocredit Is studying the possibility to invest in the microfinance sector 

Root Capital Coffee (SOPACDI, Muungano, Furaha) 

Rabobank NA - Recently visited Katanga - Is seeking to invest in the agro sector 

Shared Interest Cocoa 

Triodos NA 

 

For agro enterprises, these lenders present the advantages of: 

                              
 

 
4 http://www.csaf.net/ 



 

 

 
 

 

 

 
 

1. Proposing working capital over short term periods against forward contracts signed with 

recognized international buyers. 

2. Proposing attractive tariffs compared to what is proposed on the local market by commercial 

banks and MFIs / Cooperatives (8-12% p.a.).  

3. Proposing alternative solutions to enterprises incapable of providing immovable collateral to 

the banking sector to guarantee a loan.  

 

Guarantee funds 

The guarantee fund ARIZ provided by AFD targets commercial banks:  

1. The Individual guarantee ARIZ covers individual loans ranging from EUR 300k to 4M. ARIZ covers 

up to 50% of the outstanding loan amount (+ interests over a one year period - realization of 

securities). ARIZ takes a commission of 2% of the outstanding loan amount.  

 

2. The Portfolio guarantee ARIZ covers 50% of the outstanding loan amount of loans ranging from  

EUR 10k to 300k (+ interests over a year) maturing at 5 years at maximum. The maximum 

outstanding portfolio is to be defined with the bank. The guarantee takes a yearly commission of 

2% of the guaranteed outstanding amount or a yearly rate of the engaged portfolio.  

 

The guarantee fund targets Investment credit only, not working capital. 

 

USAID is providing a guarantee fund to TMB for SMEs in Katanga and BIAC for agro lending in the 

country. Unfortunately, we did not receive enough information from the donor to give more details 

here. We only know it should end in 2015. However, we need to verify if negotiations took place for 

a renewal.  

Donors and International Organizations 

At the macro level, WB, GIZ, KFW, PASMIF II, and IFC provide technical assistance to the Central Bank 

for the reinforcement of its capacities and for the development of financial infrastructures (credit 

bureau, payment system).  

 

At the meso level, two bodies, the FPM and PASMIF II, have been built to support both macro and 

micro levels. They are funded by several multilateral and bilateral institutions (WB, UNCDF / UNDP, 

KFW, CTB, and SIDA).   

 

Some of the above mentioned commercial banks and MFIs / Cooperatives receive technical assistance 

and funding from FPM and PASMIF II. In addition, they receive equity, technical assistance grants and 

advisory services from multiple organizations from the bilateral and multilateral cooperation (AFD, 

PROPARCO, KFW, USAID, IFC, PASMIF II and IFAD).  

 

The demand for financial services 



 

 

 
 

 

 

 
 

On the demand side, no recent survey or census counted the number of MPME and international 

enterprises. A survey 1-2-3 conducted in Kinshasa in 2004 and 2005 and in the main urban centres 

on employment, informal sector and consumption counted 2.9 millions of informal production units 5. 

The formal private sector is small. The FEC estimated that only 110 entities are large enterprises and 

realized between 8 and 10% of country GDP in 20106. Besides, 1700 small and medium enterprises 

are members of the FEC. This last figure seems to be underestimated. Advans and Procredit, which 

provide financial services to small and medium enterprises counted respectively 4925 and 5597 active 

borrowers as of June 2013 and December 20127.  

 

The Enterprise survey conducted in 2010 by IFC and WB revealed that 54% of Cogolese businesses 

consider the access to finance as the main obstacle for the development of their activity compared 

to less than 20% in Sub Saharan Africa.   

 

In addition, only 1.7% of businesses benefit of banking loans for investment against 10.4% in Sub-

Saharan Africa. Only 9.2% of the respondents received loans for working capital against 26% in SSA. 

The value of collateral in percentage of the loan amount is 261% in DRC against 149.8 in SSA8.  

 

In 2012, agriculture was the least funded sector with 4% of the commercial banks’ total outstanding 

loan balance9. Financial institutions are located in the main urban centres and secondary cities. 

Commercial banks’ branches aim at providing financial services to their corporate and large clients 

and collecting deposits. More and more commercial banks tend to provide financial services to small 

and medium enterprises. However, this observation concerns barely one third of the total number of 

banks in DRC.  

 

Focus on access to finance for women 

                              
 

 
5 Makabu, Mba, Merceron, Torelli (2007), Le secteur informel en milieu urbain en Republique 

Democratique du Congo: Performances, insertions, perspectives. Principaux resultats de l'enquete 1-2-

3 2004-2005, DIAL (Developpement, Institutions et Analyses de Long terme), DIAL (Institut de Recherche 

et de Developpement), AFFD (Agence Francaise de Developpement). 
6 BAD (2010), Environnement de l'Investissement Prive en Republique Democratique du Congo, 

Departement Regional de l’Afrique Centrale. 
7 http://mixmarket.org/mfi/country/Congo%2C%20Democratic%20Republic%20of%20the 
8 IFC, WB (2010), Enterprises Survey, Congo, Dem. Rep., Country Profile 2010 
9 FPM (2013), Veille sectorielle, 4eme trimestre 2012 
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In SSA, women-owned SMEs are a financially underserved segment. They are less likely to obtain 

formal financing and often pay higher interest rates. A survey from the Gallup World Poll looking at 

data from Sub-Saharan Africa shows significant differences in access to financial services for women 

and men-owned businesses in developing countries. In average, women have less access to basic 

banking services such as banking and saving accounts. In addition, they are more likely to rely on 

internal and informal sources of funding such as their own savings, or loans from family/ friends, 

church, Microfinance Institutions (MFI), etc, to start a business10. 

 

In DRC, women head 23% of all registered businesses 70% of domestic income is generated by 

them11. However, barely 1.5% of women access to bank account, compared to 4% for men. Rawbank 

is the only bank that offers SME Banking services with a special focus on Women in Business through 

its Lady’s First Program, launched in March 2010. The program aims to promote female 

entrepreneurship by improving access to financial services, encouraging and helping women customers 

to formalize their businesses, offering advisory services, training, and financial education, and 

developing partnerships. Financial products and services are designed according to an SME banking 

approach. Capacity building is done through training, using modules such as “Business Edge,” which 

serves to enhance SME managerial skills. Networking is done through events such as business dinner, 

seminars, and workshops geared to improve SME access to information and markets12. Efforts are 

carried on by the Central Bank to increase access to finance for women: in 2014, the international 

day for savings in DRC will focus on youth and women.  

  

 

                              
 

 
10 IFC, GPFI (2011), Strengthening access to finance for women-owned SMEs in developing countries 
11 http://www.rawbank.cd/en/ladys-first.html 
12 IFC, GPFI (2011), Strengthening access to finance for women-owned SMEs in developing countries 

http://www.rawbank.cd/en/ladys-first.html


 

 

 
 

 

 

 
 

2. Systemic constraints 

Constraints listed below are pulled from the various surveys conducted in the field since January 

2014 and were confirmed by multiple studies related to access to finance in DRC13.   

Constraints identified on the supply side 

The banking sector serves mainly corporate and large enterprises. Few banks finance SMEs and at 

very high costs. This is mostly explained by the fact that:  

1. Commercial banks do not master the appropriate methodology to assess SMEs. Business 

valuation could be conducted via three types of methodology: income - based, asset-based 

or market-based. Bank's traditional methodology is the asset based approach. This 

methodology is practical to analyse large and corporate enterprises which can provide audited 

financial statements. SME-banks apply a cash flow-based analysis. 

 

2. Appraising and monitoring SMEs necessitates the availability of loan officers and supervisors 

going into the field to visit and collect information while, in the current model, banks staff 

stay in their office. In addition, SMEs, often informal or not used to banks’ requirements, are 

not able to provide the documentation requested by the banking sector. In total, financing 

SMEs implies longer duration to build up a credit file, higher operational and risk costs than 

funding corporate and large enterprises. This is reinforced by the fact that security issues in 

DRC hamper branch staff to travel in multiple areas. It increases the risk of failure and looting 

for SMEs. These reasons are often named by banks to justify prohibitive tariffs and conditions.  

 

3. Most final credit decisions are taken at the HQ level. Local credit committees have limited 

powers to disburse loans. HQ staff do not own the same knowledge about local markets 

than local staff. Also decisions are slow and not always in line with local needs.  

 

4. Most financial institutions are located in the main urban centres with disparities within the 

country, from a province to another. In other words, accessing financial institutions is limited 

by their restricted geographical spread.  

 

                              
 

 
13 For instance: 

Schwarz (2011), Financial Institutions' Challenges to provide credit in the Democratic Republic of 

Congo, KFW 

Schwarz (2011), Entrepreneurs' Challenges to access credit in the Democratic Republic of Congo, 

KFW 

 



 

 

 
 

 

 

 
 

The agro sector appears to be under funded. Multiple barriers have been identified, some of them 

seem to being overcome by DFIs but others remain: 

1. Internal strategy not oriented towards the agro sector: the agro sector is still not well known 

and remains marginal in DRC. It collapsed in the past years because of diseases or wars and 

is struggling to emerge nowadays. De facto, it is not a sector presenting high perspectives for 

FSPs. 

 

2. Lack of data and studies about the agro sector value chains. Financial institutions are used 

to finance, trade and service sectors. Also, staff have good technical and operational knowledge 

of the characteristics of these sectors but not for niches often targeted by ÉLAN RDC (coffee, 

river transport, biomass, rice etc…). In addition, commercial banks lack internal capacities and 

research and development departments to collect information about targeted sectors. No 

public institution or international organization provide this type of information.  

 

3. A limited number of financial products targeted at micro, small, medium and large enterprises 

involved in the agribusiness. Financial products and methodologies are adapted to trade and 

service activities. Financing the agro sector necessitates financial products with characteristics 

such as grace period adapted to the cash flow of the business or guarantees adapted to the 

type of business (stock, livestocks etc…).     

 

4. A limited number of international organizations (USAID and more recently FPM) provides 

technical support to financial services for the development of products targeted at the agro 

sector. 

 

Constraints identified on the demand side 

1. Most SME owners do not have the skills to understand characteristics of the financial sector and 

requirements to benefit from financial services. This implies a misunderstanding between SMEs and 

commercial banks as well as high costs to appraise and monitor a SME.  

 

2. Limited understanding of the importance of the banking sector as a long term partner for the 

development of the business: SMEs owners, who did not build a solid relationship with a FSP, see 

commercial banks as an institution they need but which is not accessible.  

 

3. Incapacity to answer banks’ main requirements: most SMEs are not capable to provide sufficient 

or adapted immovable collateral or even the legal documentation identifying and characterizing 

the collateral.



 

 

 
 

 

 

 
 

3. Goals and objectives of the intervention14  

The strategy aims to facilitate access to finance for the value chain players of the sectors targeted 

by ÉLAN RDC by developing innovative and adapted means responding to systemic constraints. These 

mediums will help reduce costs, mitigate risks and build trusts between actors and will contribute to 

the successful achievement of poverty reduction goal by increasing the income of households related 

to SMEs supported by the program.  

 

More specifically, the intervention will: 

1. Ease the provision of technical and operational information to FSPs on sectors targeted by ÉLAN 

RDC. It aims to: 

1. Give them information to take strategic decisions in favour of these sectors.  

2. Improve their awareness and understanding of these sectors.  

3. Give them tools to take appropriate decisions during the credit cycle.    

In the short term, ÉLAN RDC aims to develop the adequate process and system to reach this 

objective. ÉLAN RDC will replicate this activity and make it sustainable by putting in place a system 

providing tools and information to FSPs on the type of sectors targeted by the program. It will 

be carried on either by identifying and partnering with the institution having capacities to replicate 

the system or by supporting the development of internal R&D systems with banks partners.    

 

2. Provide SMEs with the skills to understand financial institutions’ services characteristics and 

requirements: 

1. In the short term, ÉLAN RDC aims to provide training and assistance to targeted SMEs to 

get them ready to apply for a loan at a partner bank.  

2. In the long term, ÉLAN RDC aims to collaborate with a sustainable and recognized network 

of BDSs companies capable to provide a solid access to finance training to SMEs to 

strengthen Managers’ skills on:  

i. How to access finance through the formal financial system.  

ii. How to develop a long term relationship with financial institutions.  

 

3. Help develop products adapted to the characteristics of sectors targeted by the program. This 

should answer to:  

1. SMEs’ needs for working capital. 

2. SMEs’ incapacity to provide sufficient collaterals.  

                              
 

 
14 In this section and in the rest of the document, a distinction between short term and long term 

period will be made. Short term corresponds to next six months of the project, long term is beyond 

the 6 months. Long term is about sustainability. A difference needs to be made with the definition of 

loan maturities. See annex 2. 



 

 

 
 

 

 

 
 

3. Insufficient size to match with financial institutions’ requirements.  

4. The absence of FSPs presence in remote areas (Equateur, Kasai Occidental).  

Over the short term, ÉLAN RDC will develop financial products, in partnership with one or more 

FSP, adapted to the needs of the targeted sectors.  Features will depend on the characteristics 

of the environment and targeted actors. Over the long term, ÉLAN RDC aims to systematize the 

provision of these products by: 

1. Giving the possibilities to FSPs supported over the short term to replicate the implementation 

of the product for other sectors.  

2. Partnering with a local institution who will have the capacity to provide the needed technical 

assistance to FSP seeking for external support. The sector information system ÉLAN RDC aims 

to develop will encourage FSPs to orientate their strategies towards new sectors and therefore 

to request external assistance to develop new products.   

 

Objectives listed above take in consideration men and women. Activities carried on in the frame of 

this strategy should impact positively both categories. However, the A2F sector will collaborate 

internally and externally with adequate partners to focus on women: 

1. Internally, I-plans will be developed at the regional level and will identify the categories of 

individuals / SMEs, including women or SMEs run by women, for which a support will overcome 

market constraints. If access to finance is identified as a constraint, the A2F sector will provide 

support to the targeted group by implementing activities listed in this document.  

2. The A2F will fully collaborate with the gender cross cutting sector within the program to 

develop specific activities targeted at women to overcome market constraints within the 

targeted sectors. 

3. Externally, the A2F and gender cross cutting sectors will strengthen their collaboration with 

the Lady’s First Program implemented by Rawbank and the department for gender at FEC.  

 

The access to finance intervention will support strategies implemented at the local level by ÉLAN 

RDC’s provincial offices. The standardized approach presented in this document will facilitate the 

development and implementation of i-plans in which outputs, outcome and impacts will be listed.     

 



 

 

 
 

 

 

 
 

4. Detailed Result Chain 

 

 

 
 

 

 

 

 



 

 

 
 

 

 

 
 

5. Scope of the intervention 

ÉLAN RDC will develop an opportunistic approach based on the adequacy between:  

1. The needs for access to finance identified for the most adequate target market in sectors 

targeted by ÉLAN RDC.  

2. The availability of adequate financial institutions in areas where the program is working. ÉLAN 

RDC will create partnerships with appropriate institutions settled where the program aims to 

launch activities and propose a range of services considered as solutions to the systemic 

constraints listed above. 

  

ÉLAN RDC will systematize the supply of a package of standardized services targeted at both financial 

institutions and SMEs each time access to finance is identified as a need at the regional level. As a 

prerequisite, ÉLAN RDC will create partnerships with international and local financial institutions 

targeting SMEs. They will be materialized by the signature of generic and then specific agreements 

related to the needs of the sectors. Then, the following services will be proposed: 

1. Developing a sector information system to raise awareness on sectors targeted by the program. 

ÉLAN RDC will develop a specific approach based on financial institutions’ needs. The 

methodology will be replicated and systematized over the long term by supporting the most 

adequate local institution. 

2. Targeted SMEs will be trained to apply for financial services. ÉLAN RDC will develop 

methodologies based on requirements given by FSPs. These will be systematized over the long 

term thanks to the creation of sustainable partnerships with a recognized network of BDS 

companies.  

3. Based on results of assessments of the supply of financial services and need of SMEs, ÉLAN 

RDC will complete the above listed activities by assisting FSPs in the development of additional 

financial products. Over the long term, the approach will be systematized thanks to the transfer 

of the activity to an experienced local institution specialized in the technical assistance to 

financial institutions.   

 

Minimum criteria for a SME to benefit from ÉLAN RDC support 

ÉLAN RDC will promote SMEs to financial institutions. Also, the program will select the most solid and 

serious SMEs according to a list of criteria. At minimum: 

1. The SME must belong to one sector supported by ÉLAN RDC.    

2. The SME must be located in a region targeted by ÉLAN RDC. 

3. Access to finance has been identified as a market constraint for the development of the 

targeted sector. 

4. After assessing the value chain, one specific type of actor has been identified as the one for 

which a support in access to finance will have the most significant impact on the development 

of the sector.  

5. The SME accepts to collaborate and be transparent with ÉLAN RDC. Also, ÉLAN RDC will 

conduct a financial analysis of the institution according to criteria similar to those used by 



 

 

 
 

 

 

 
 

financial institutions. The SME will provide the requested information. An agreement of 

confidentiality could be signed between the SME and ÉLAN RDC. 

6. The SME must be willing to share information (location, volume, production etc…) on 

beneficiaries (smallholders, small entrepreneurs) that will benefit from an increase of working 

capital through the SME receiving access to finance support from ÉLAN RDC.   

7. ÉLAN RDC conducts the technical appraisal of the company. Minimum criteria will be developed 

to determine if the company’s skills and equipment are sufficient to envisage a long term 

support.  

 

The document does not aim to propose a strategy specific to each region. As a cross cutting activity, 

access to finance will support sectors targeted by ÉLAN RDC’s regional office. However, standards 

developed in this document should be applied each time a support from access to finance is 

requested.  



 

 

 
 

 

 

 
 

Prerequisite: developing partnerships with local and international financial institutions 

Observations 

Most local financial institutions do not provide adapted services to SMEs supported by ÉLAN RDC: 

local FSPs are used to finance the trade and services sectors but have not yet properly evaluated 

their return on investment. In addition, only a few of them have capacities and strategic willingness 

to develop adapted methodologies and services. On the other side, international financial institutions 

are developing an interest for some areas (especially coffee). Their presence in DRC remains limited 

but they are more and more seeking for opportunities.   

 

ÉLAN RDC’s access to finance strategy aims to increase the level of understanding and knowledge of 

financial institutions on the targeted sectors. In other words, it aims to bring financial institutions 

closer to the targeted SMEs. Also, in order to develop the awareness and promote these sectors, the 

program will create partnerships with financial institutions and provide a range of sustainable services. 

ÉLAN RDC will select financial institutions of which characteristics will match a list of criteria listed in 

the sections below.   

Objectives 

ÉLAN RDC will develop financial institutions’ awareness and promote the targeted sectors by creating 

partnerships with local and international financial institutions having capacities to answer to SMEs 

needs.  

Target market / Beneficiaries 

SMEs belonging to sectors targeted by ÉLAN RDC at the regional and country levels, for which an 

access to finance support would unblock a market constraint. The SME’s characteristics must 

correspond to minimum criteria established by the program. 

Expected results 

1. Generic MoUs are signed with expected FSPs.  

2. Conventions specific to the implementation of A2F activities targeting a sector in particular are 

signed. 

 

As of September 31th, 2014, ÉLAN RDC has signed four generic MoUs with four banks: TMB, Rawbank, 

Procredit and BOA. The program will develop additional partnerships with other local financial 

institutions. 

Activities 

Step 1: Developing preliminary relationships with financial institutions 

1. Taking contact with FIs identified as potential partners. Understanding their strategy for the 

country and identifying synergies. 



 

 

 
 

 

 

 
 

2. Presenting the program and the strategies as well as the type of service ÉLAN RDC could 

provide them with. This implies to develop solid communication tools presenting the program 

and summarizing services proposed by the A2F sector.   

3. Signature of generic MoUs. 

 

The selection of financial institutions will be conducted according to a list of minimum criteria (defined 

in annex 3): 

1. Reputation and level of structuration. 

2. Interest and will to collaborate with the program / put efforts in sectors targeted by ÉLAN 

RDC. 

3. Financial capacities to answer SMEs’ needs. 

4. Sufficient and adapted operational capacities (branch, staffing, and capacity to travel to the 

country for international lenders). 

5. Sufficient experience in the sector and in the country 

6. Credit methodology and organizations adapted to targeted SMEs. 

 

Step 2: Operational implementation of the A2F Strategy in collaboration with the most adequate FSPs 

in the short term period 

1. Developing the procedures and tools to give a frame to this activity 

2. Identification of the sectors to be targeted at the regional level by ÉLAN RDC’s regional team. 

3. Identification of the target market for which an access to finance support would unblock a 

market constraint. Identification of its needs. Necessarily, it implies to involve the A2F sector 

at the early stage of the design of the sectorial strategy (i-concept / i-plan).  

4. Identification of the most appropriate financial institutions either settled in the targeted area 

or willing to invest in the area and in the target market, based on the identified needs and 

on FIs’ characteristics listed upstream. 

5. Internal decision to collaborate with the financial institution. Development of a proposal (i-

concept / i-plan) according to ÉLAN RDC’s internal procedures. Submission to the targeted 

FSP of a MoU listing detailed terms of the collaboration. Adjustment of the MoU.   

6. Signature of the MoU and implementation. It will include a description of at least: 

a. The frame of the collaboration. 

b. The services proposed by ÉLAN RDC to the targeted FSP (technical note / training on 

the sector, training to SMEs to match with the FSP’s requirement, technical assistance 

to develop products) 

c. Engagement taken by the FSP in return for the service provided by ÉLAN RDC (for 

instance, engagement to put staffs at disposal of the project, to analyse a minimum 

number of credit files of SMEs trained by ÉLAN RDC / BDS companies, developing 

specific products etc…) 

 

As of September 2014, the step 2 could already be launched for 4 sectors: river transport (Equateur 

/ Kinshasa), coffee (Kivus), biomass (Kinshasa and Katanga) and cereals (Katanga). 

 



 

 

 
 

 

 

 
 

Step 3: Systematization of the collaboration through the development of partnerships with local 

institutions 

1. Development of the long term strategy for services provided by ÉLAN RDC and identification of 

the most appropriate partners 

2. Implementation of technical assistance to support the development of these services on the long 

term.   

Potential Partners 

Considering the size of the country and the disparities to access finance, ÉLAN RDC will implement 

an opportunistic approach based on the type of: 

1. Funding needed at the local level (debt, equity, or grant), purpose (working capital, investment) 

and amount. 

2. Financial institutions available in the targeted areas. 

3. Markets targeted by ÉLAN RDC (characteristics)  

 

The following options should be considered: 

1. Local financial institutions: commercial banks, MFIs, Cooperatives 

2. International financial institutions (social lenders) 

3. Private equity firms  

4. Local investors / entrepreneurs. 

 

Minimum criteria to envisage either or another partner are listed in annex 7.   

 

Local financial institutions: Commercial Banks, MFIs and Cooperatives 

 

At first, partnerships will be created with institutions having a strategy oriented towards SMEs and 

solid governance, systems and procedures. The supply of financial services targeted at SMEs in DRC 

is limited to a group of commercial banks and microfinance institutions having developed a strategy 

towards this target market and a structure (governance, methodology, internal control) adapted to 

this segment.  

 

Five commercial banks are classified in this category: Procredit, Advans, BIC, BOA, and Rawbank. ÉLAN 

RDC will develop relationships with them in priority. In addition, the program will also develop 

partnerships with  

1. TMB: despite the absence of a strategy specifically oriented towards SMEs, the bank’s dynamism 

and size of the branch network could be an asset for the program. At last, TMB benefits from 

a guarantee fund in Katanga supplied by USAID and international mines. 

2. BIAC: the large network of the bank makes it a credible partner. In addition, it has a specific 

SME department that received support and training on agriculture from USAID a few months 

ago. At last, it benefits from a guarantee fund supplied by USAID.  

 



 

 

 
 

 

 

 
 

It must be noted that the program will also develop an opportunistic approach when the bank partners 

are not located in the targeted areas. For instance, Equateur and Kasai Occidental count a limited 

number of bank branches. Some of them are not all part of institutions listed above (BCDC and 

Fibank in Kasai Occidental or Afriland First Bank in Gemena in Equateur).    

 

Two MFIs / cooperatives present solid results and an internal structure that make them appropriate 

partners for the program: FINCA and MECRE. In addition, a few microfinance institutions are growing: 

OXUS, Opportunity International.   

 

International lenders 

Members of the CSAF are listed above. As of August 2014, ÉLAN RDC has been marginally in contact 

with them (Root Capital, ResponsAbility) but aims to develop solid partnerships. Additional institutions 

could be met (I&P, Symbiotics, Incofin, AECF, Blue Orchard for instance).   

 

They target organizations of producers, trading companies, exporters and transformation companies, 

and all entities working with smallholders.  

 

Private Equity firms  

Private Equity firms targeted at SMEs are not numerous in DRC. King Kuba Capital is one of them in 

Kinshasa. ÉLAN RDC will develop partnerships with them and attempt to identify companies with similar 

characteristics and objectives, at the local and international levels.   

 

Local investors / Entrepreneurs 

Depending on local opportunities and after having conducted a solid screening with the identified 

local investors, ÉLAN RDC will develop solid partnerships with those having the willingness to invest 

in debt or in the capital of local SMEs. 

 

Guarantee funds 

ÉLAN RDC will partner with AFD (possibly USAID) and with local FSPs having contracted a guarantee 

fund.   

 

 



 

 

 
 

 

 

 
 

Developing sectors information system: demonstrating strategic opportunities to invest in 
sectors targeted by ÉLAN RDC  

Observations 

As underlined earlier, most Congolese financial institutions finance private activities located in urban 

areas and related to trade / services sectors. ÉLAN RDC focuses on sectors that are not traditionally 

financed by local financial institutions: coffee, river transport, rice, micro-hydro but represent significant 

opportunities for the financial sector. These sectors are usually not known by local FSPs. In addition, 

no institution in DRC provides systematically resources and studies on sectors of the Congolese 

economy. Also, by lack of knowledge and understanding, FSPs’ agents are reluctant to provide 

adequate services.  

Objectives 

This intervention aims to ease the provision of technical and operational information to FSPs on 

sectors targeted by ÉLAN RDC. It aims to: 

1. Give them information to take strategic decisions in favour of these sectors.  

2. Improve their awareness and understanding of these sectors.  

3. Give them tools to take appropriate decisions during the credit cycle.    

 

In the short term, ÉLAN RDC aims to develop the adequate process and system to reach this objective.  

 

On the long term, ÉLAN RDC will replicate this activity and make it sustainable by putting in place a 

system providing tools and information to FSPs on the type of sectors targeted by the program. It 

will be carried on either by identifying and partnering with the institution having capacities to replicate 

the system or by supporting the development of internal R&D systems with banks partners.    

 

Target market / Beneficiaries 

The direct beneficiaries are financial institutions partner of ÉLAN RDC. Indirectly, two types of 

beneficiaries: 

1. SMEs belonging to sectors targeted by ÉLAN RDC at the regional and country levels, for which 

an access to finance support would unblock a market constraint. Raising FSPs’ awareness on 

targeted and new sectors will increase opportunities to access finance.  

2. Smallholders having a direct relationship with SMEs benefiting from enhanced relationships with 

financial institutions.  

 

 

 

 

Expected results 



 

 

 
 

 

 

 
 

Short term 

Financial institutions benefit from information and technical / operational trainings on sectors targeted 

by ÉLAN RDC. As a consequence:  

1. They get interested in financing SMEs belonging to sectors targeted by ÉLAN RDC.  

2. They develop a strategy oriented towards these sectors.  

3. Internal procedures and methodologies are adapted.  

4. Their staff are sufficiently informed to: 

a. Propose adapted financing solutions to SMEs looking for financial services.  

b. Take fast and pertinent decisions on loan applications from SMEs supported by ÉLAN RDC.  

 

Long term 

At the end of the program, financial institutions or specialized institutions have developed an internal 

or external R&D system.  

Option 1: Internal R&D system 

Commercial banks partner of the program put in place departments capable of: 

1. Identifying growing sectors of the Congolese economy 

2. Assessing the characteristics of these sectors and mapping the value chain 

3. Developing methodologies and products adapted to these sectors. 

 

Option 2: external R&D system 

One or more actors on the Congolese market are capable to provide information and training to FIs 

on sectors that are not usually financed, on a sustainable manner. This actor is capable to deliver 

reports (mapping of the value chain and market segmentation) and training on technical aspects of 

these sectors.  

Activities 

Activities in the short term: ÉLAN RDC develops researches and tools in line with current needs 

expressed by financial institutions. Targeted financial institutions are those having signed a specific 

agreement with ÉLAN RDC. This will enable fast results corresponding to the program needs and will 

be used as best practices to be reproduced in the long term. 

 

1. Realization of a TNA to identify FSPs’ needs. ÉLAN RDC could be in charge of the TNA. A 

preliminary analysis enabled us to list the following needs: 

a. Mapping the sector and segmentation of markets. 

b. Understanding technical characteristics of these sectors (including legal constraints and 

risks). 

c. Improvement of procedures and system in the credit cycle for a specific niche.  

 

2. Developing the format and standards of the communication and training tools. A first proposition 

of tools and activities to be produced / implemented: 

a. A technical note of less than 5 pages presenting: 

i. Main trends of the targeted sectors (key figures and dates) 



 

 

 
 

 

 

 
 

ii. Number and type of actors, characteristics of these actors. 

iii. References to the regulation and short presentation of advantages / constraints. 

iv. Technical characteristics of the sector. 

v. Solutions to improve access to finance (for instance, development of products) 

Information contained in the technical note should be pulled from reports prepared by 

consultants since the beginning of the program and should be expected from 

consultants / markets analysts when the development of a new sector is envisaged 

(systematization of the type of information collected by experts / consultants).  

  

b. Organizing training on operational and technical aspects targeted at banks managers and 

field agents. It will especially targets financial institutions located in areas where the project 

is working. The training will present and develop operational and technical information 

presented in the technical note. It will be conducted by a market analyst from the program 

and in collaboration with an entrepreneur of the sector (example of Tsongo Kasereka who 

has the capacities to conduct such training).  

 

c. Organizing field visits to ease trainees’ understanding of the sector and of the actors.      

 

Activities to prepare the long term perspective and sustainability: systematization of the service by 

providing technical assistance to an existing institution to develop and replicate the service 

 

ÉLAN RDC will provide technical assistance to ensure the replication of the service provided in the 

short term. Two options are envisaged: 

1. Providing technical assistance to local financial institutions’ research and development 

departments so they develop capacities to individually undertake the analysis of a specific 

sector. 

2. Providing technical assistance to one single entity for the development of capacities and skills 

to ensure the provision of technical and operational information targeted at FSPs on specific 

sectors. Criteria to select the most appropriate option and candidate: 

a. Low cost of the service. 

b. Accessibility of the output for the adequate institution. 

c. Capacity to encourage the strategic orientation of FSPs towards specific sectors.   

The FEC, because of its central position, its network and mission could be the most adequate 

partner. Two types of tariffs could be envisaged then: 

a. The yearly fee FSPs pay include the provision of such service from the FEC to the 

financial sector.   

b. International institutions and non-members of the FEC, should pay to access the 

reports.  

 

ÉLAN RDC has not yet formally identified the best option and institution to partner with. An assessment 

will be conducted among local financial institutions to select the best option at first and, if needed, 

the best institution that could provide this type of service.  



 

 

 
 

 

 

 
 

Potential partners 

For now the following institutions have been identified as possible partners for the option 2: 

1. The FEC, thanks to its national network and its role in the Congolese economy15, seems to be 

the most relevant actor to encourage relationships and collaboration between local financial 

institutions and SMEs. Its position should enable to collect adequate information and also, develop 

a sustainable system in charge of promoting specific sectors of the Congolese market.  

 

2. The ACB could be an alternative to the FEC. It represents the banks against the governmental 

authorities and promote banking activities in DRC. However, the small size of their organization 

and network might not enable to develop the proposed service.   

 

Regarding the option 1, ELAN RDC could directly provide the technical assistance or partner with the 

FPM.  

 

                              
 

 
15 http://www.fec.cd/nos-services.php 



 

 

 
 

 

 

 
 

Reinforcing SMEs to apply for loans at financial institutions partners of ÉLAN RDC 

Observations 

Multiple market surveys conducted in 2014 revealed that:  

1. Asymmetry of information and lack of knowledge hamper SME Managers to engage long term 

relationships with financial institutions:  

a. SME Managers do not conduct adequate studies and analysis to understand the 

specificities of each bank. Also, they are not capable to select the bank the most 

adapted to the needs of their business. This observation is valid in an environment 

where multiple financial institutions are located like in Kinshasa, Kivus and Katanga. In 

Equateur and Kasai Occidental, SME Managers do not have much choice and must 

adapt to the lack of financial services availability.      

b. SME Managers do not have proper skills to understand banks’ characteristics and 

requirements. In other words, they do not understand the level of formalization expected 

by a financial institution to build up a credit file and for the latter to disburse a loan. 

Financial institutions are seen as too demanding. In addition, their skills are not broad 

enough to conduct sound negotiations with their bankers. 

2. Banks’ tariffs and conditions on the Congolese market are driven by the justification that: 

a. Operational costs to reach and serve clients are high:  

i. Difficulties to collect information about the business: businesses are often 

informal and do not hold solid accounting or do not have a business plan. 

ii. Security: in the Congolese context, security often hampers loan officers to 

access remote areas or even areas that are not so far away from the branch 

but still complicated to reach.  

iii. Location of businesses sometimes distant from the branch and lack of 

infrastructure hamper loan officers to visit businesses. Consequently, according 

to FIs’ procedures, credit files cannot easily be studied.    

b. Credit services are risky taking in consideration the characteristics of the country 

(instability, war, political uncertainty, weak financial infrastructures) and clients (lack of 

education, bad credit history). 

c. Tariffs are inelastic to the Central Bank’s directing rates in CDF. Refinancing rates in 

USD on international markets stand from 4% to 7% p.a. 

Objectives 

Short term objective 

ÉLAN RDC aims to provide training and assistance to targeted SMEs to get them ready to apply for 

a loan at a partner bank.  

 

A short training will be designed to enhance the skills of SME Managers ÉLAN DRC supports. This 

intervention aims to enhance access to finance at first, and ideally at affordable pricing. More 

specifically, the training modules should strengthen SME Managers’ capacities to:  



 

 

 
 

 

 

 
 

1. Select the most appropriate bank for the accompaniment of the business activities over a 

long term period, according to a list of criteria established for the needs of the business.   

2. Reduce the time spent by a banker for appraising a loan application and monitoring the 

activity. Also, it should reduce the operational cost incurred by the bank who should, in return, 

adapt its tariffs and conditions.   

3. Reduce the risk taken by the bank and eventually decrease the part of the tariffs / conditions 

impacted by the level of risk. 

 

Long term objective  

ÉLAN RDC aims to develop a network of BDSs companies capable to provide a solid access to finance 

training to SMEs to strengthen Managers’ skills on:  

1. How to access finance through the formal financial system.  

2. How to develop a long term relationship with financial institutions.  

This network and its members will have to be recognized and trusted by FSPs. 

 

In addition to short term objectives that should also be considered long term, ÉLAN RDC will aim to 

reach specific goals over a long term period: 

1. Identifying a partner that could support the program to disseminate the access to finance 

training for SMEs to local BDSs companies and oversee the development of the activities. 

2. Identifying local BDSs companies and reinforce their capacities to provide a sustainable 

commercial service to SMEs. 

3. Identifying and developing a sustainable pricing system satisfying SMEs, BDS companies and 

FSPs. 

 

Target market / Beneficiaries 

SMEs belonging to sectors targeted by ÉLAN RDC at the regional and national levels, for which an 

access to finance support would unblock a market constraint. The SME’s characteristics must 

correspond to minimum criteria established by the program and listed in the introduction of the 

chapter 4 “Scope of intervention”. 

 

The type of support depends on:  

1. The existence of a local financial institution in the area where the business is located. Local 

FIs usually do not provide credit beyond their operating area. This operating area is usually 

limited to the urban area where the branch is located. Obviously, if no local FSP is settled in 

the area, supporting SMEs to access credit makes less sense. Also, the opportunity to 

collaborate with an international lender should be studied in this case. Medium size enterprises 

should be targeted in this case.  

2. The size of the business:  

a. ÉLAN RDC could privilege an individualized accompaniment for medium size enterprises. 

b. A global approach could be privileged for smaller size businesses.   



 

 

 
 

 

 

 
 

3. The type of financial needs: given the landscape of the characteristics of loans supplied by 

financial institutions for most SMEs in DRC, i.e. loans financing working capital needs over two 

years at maximum, and the short term expectations for the program, ÉLAN RDC could privilege 

SMEs having working capital needs instead of investment needs. In the agro sector, returns 

on investment in production / planting are usually seen over a three to four years period 

which might be too long to match with program expectations.   

 

Expected Results 

Long term results: SMEs access to recognized BDS services countrywide. More specifically: 

1. A network of BDSs provide the adapted support to SMEs looking for support to access credit. 

They have created partnerships with local and international financial institutions.  

2. BDSs are recognized by financial institutions as solid and trustful local partners.  

3. They provide the service at an affordable price that enable SMEs to apply for it but also to 

get discounted tariffs from financial institutions in exchange.  

 

Short term and long term results: 

1. SME managers are trained and have the ability to meet the expectations of financial institutions 

throughout the credit cycle.  

2. Mounting credit files is facilitated by the training targeted at SMEs.  

3. The content of the training modules and their impact on the target audience allows SMEs to 

develop a long-term relationship with the banking sector.  

4. ÉLAN RDC and SME Managers negotiate competitive tariffs with financial institutions. 

 

Short term results 

1. ÉLAN RDC has developed an adapted methodology to:  

a. Identify SMEs that could pretend to financial services from local and international financial 

institutions. It takes in consideration financial institutions’ requirements based on the result 

of a solid needs assessment. 

b. Support SMEs of which characteristics match with financial institutions requirements and 

that could apply for a loan.   

2. ÉLAN RDC has tested the methodology and facilitated the access to finance for a certain 

number of SMEs in targeted provinces.  

 

Activities 

Over a short term period 

1. Developing the methodology to systematize the activity, with progressive adjustments. It includes: 

a. Developing a needs assessment methodology and conducting the assessment, at first with 

the existing bank partners and ideally via ACB (see section 1 of the strategy). The 

assessment must enable ÉLAN RDC to get the needed information to be able to provide 

the most appropriate technical assistance to make SMEs bankable.  



 

 

 
 

 

 

 
 

b. Based on this needs assessment:  

i. Finalizing financial criteria to identify the most appropriate SMEs.   

ii. Developing training materials and tools to support the SME to get bankable. 

c. Developing a generic MoU that will give a frame to the type of service ÉLAN RDC could 

provide to a FSP when supporting a specific sector. It should imply the progressive 

reduction of tariffs and rates.  

2. Identifying sectors and SMEs needing to get support from ÉLAN RDC. It includes: 

a. Conducting a feasibility study to ensure the SME is financially and technically stable and 

could be bankable. 

b. If the result is positive, conducting a financial and technical needs assessment. 

3. Identifying financial institutions that could partner with ÉLAN RDC, among financial institutions 

having signed a generic agreement with ÉLAN RDC, in areas targeted by the program.  

a. Signing a MoU specific to the business and sector. 

b. Confirming financial criteria. 

4. According to needs identified in points 2 and 3 above: 

a. Adjusting training tools according to the needs of the SME, FSP and the specificities of 

the sector. 

b. Conducting the training and the monitoring.  

5. Facilitating the loan application and relationship between these actors.  

 

Over a long term period 

1. Facilitating the loan application and the relationship between FSPs and SMEs, over a short term 

period and during the first lending cycle, will open the door to sustainable access to finance for 

supported SMEs over multiple cycles.  

2. In addition, ÉLAN RDC will develop a national strategy in partnerships with local training companies 

on a sustainable manner: 

a. Identifying a partner in charge of disseminating the methodology to the most adapted 

training companies in areas where ÉLAN RDC is working. 

b. Transferring the methodology developed in the short term period to these institutions so 

the service can be replicated on the long term. 

c. Creating partnerships with local institutions in charge of disseminating the existence of 

these institutions to SMEs (FEC) and financial institutions (ACB).  

d. Labelling BDS so they are recognized by the FEC and ACB / local financial institutions.  

e. Developing a pricing system based on the provision of the service to the SME in exchange 

of adapted tariffs from financial institutions.   

f. Monitoring the implementation of the strategy at the national level.   

 

Potential Partners 

Financial institutions contacted by ÉLAN RDC and having signed a MoU with ÉLAN RDC. For now, only 

TMB, BOA, Procredit and Rawbank are partners. As mentioned in the presentation of the 1st activity, 

the program aims to create partnerships with a high number of local and financial institutions.  



 

 

 
 

 

 

 
 

 

On the long term, the Federation des Entreprises du Congo (FEC) could be the most adequate partner 

to:  

1. Coordinate relationships between BDS companies, SMEs and financial institutions.  

2. Promote the existence of BDS companies to local SMEs.   

 

Association Congolaise des Banques (ACB) could also: 

1. Play the role of linking financial institutions with BDS companies. 

2. Be the institution of reference to certify BDS companies capable to train SMEs on how to 

access finance.    

 

Training companies  

Based on the surveys conducted by ÉLAN RDC in 2014, IFC and IECD are the two institutions that:  

1. Seem to be the most adequate partners to develop an access to finance training in 

collaboration with ÉLAN RDC. 

2. Disseminate the methodology through a network of BDS companies located in provinces where 

ÉLAN RDC is developing activities.  

 

Operational criteria used to select training companies and networks have been the following: 

1. Experience in the provision of access to finance training to SMEs in DRC and existence of a 

successful methodology. 

2. Collaboration with local financial institutions. 

3. Possibility to access external resources if internal ones are not sufficient to conduct activities. 

4. Willingness to collaborate with ÉLAN RDC.  

 

Both institutions and their strengths and weaknesses are shortly introduced below. A definitive decision 

has not been taken yet. Technical proposals have been submitted but must be reviewed. Then, the 

most adapted business model and a cost/benefit analysis will have to be conducted before signing 

any partnerships with one of those institutions.  

 

IFC / Business Edge / SME Toolkit 

IFC has developed a sub- regional SME program (the East and Southern SME Africa Program) to 

support the development of investible SMEs and their access to finance. It aims to support financial 

institutions and corporate clients and relevant stakeholders in fragile and conflict affected states, 

including DRC, on SME development, leveraging on IFC SME Management Solutions, which include 

products such as Business Edge (BE) and SME Toolkit as well as strong networks of local intermediaries 

(BE partners) and the local SME Toolkit partner (in DRC, the Consortium Rawbank, the largest Business 

membership organization FEC and, a BE accredited firm AFAD). Main experiences in DRC: 

1. IFC conducted a training for 600 retailers of bread in partnership with MIDEMA, in partnerships 

with Rawbank. 

2. IFC collaborated with Procredit to train and sensitize the bank’s clients.  

 



 

 

 
 

 

 

 
 

Strengths  

1. IFC is an international organization having a solid experience in the provision of BDS to SMEs 

in multiple countries through the sub regional SME program.  

2. The institution has been present in DRC for several years and has a good knowledge of the 

Congolese context. It has recently put in place a consortium of three organizations led by 

Rawbank and supported by FEC and AFAD to disseminate the SME toolkit. The toolkit is 

already being disseminated through internet coffee shops in the country. It has also 

experienced the provision of BDS to bread resellers supported by MIDEMA.   

3. IFC benefit from an important network at the international level that could be leveraged by 

the program.  

4. IFC is supporting a network of BDS providers, Business Edge certified, in the provinces where 

ÉLAN RDC is working. The solidity and capacities of these resources must be tested.  

 

Weaknesses 

1. Given the size of the institution and the fact that it developed a standardized training tool, 

the Business Edge, IFC might lack flexibility. Also, a lack of flexibility could prevent ÉLAN RDC 

from collaborating with IFC if gaps that could not be filled are identified in the Business Edge 

program.  

2. Business Edge is an expensive training tool. In addition, IFC often requests the support of 

costly international consultants.  

3. IFC has been targeting the trade / service sector. Also, its competences is limited to its 

sectors. Given the particularity of the sectors targeted by ÉLAN RDC, the company may need 

training and additional competences to be able to answer to the program’s needs. 

4. IFC collaborated with two banks only in DRC (Rawbank and Procredit) while ÉLAN RDC is trying 

to develop partnerships with a high number of financial institutions. However, it cannot be 

considered as a disadvantage given the limited number of solid BDSs providers who have 

created partnerships with FIs in DRC.  

 

IECD / RDCED 

1. The European Institute for Cooperation and Development (IECD) is a French NGO of which 

objectives are to contribute to the emergence of local players by strengthening the skills of 

the actors from the private sector.  

2. RDCED, RDC Entreprises developpement, a Congolese Association, is technically and financially 

supported by IECD. IECD amounts to over 20 years of training and pilot programs in African 

and Asian countries.  

3. IECD and RDCED offer training in DRC and personalized support to businesses. Each year in 

Kinshasa, more than 100 businesses are trained in management and accompanied for a year.  

4. Main experience of IECD / RDCED in DRC: 

a. L’Agence Francaise de Developpement (AFD): 2010-2015 partnership, support to 1000 SMEs 

in DRC. 

b. Advans Banque Congo: training and sensitization for SMEs and loan officers 

c. Procredit: training and sensitization for SMEs and loan officers  



 

 

 
 

 

 

 
 

 

Strengths  

1. IECD / RDCED have been collaborating in DRC for the past 4-5 years. Also the company 

developed a solid knowledge of the country and the specificities of the private sector. The 

training materials and tools it has developing are taking in consideration two banks (Advans, 

Procredit)’s needs, both banks being specialized in the provision of financial services targeted 

at SMEs.  

2. IECD is a small international network benefiting from experiences in countries from the region: 

Cameroon and Ivory Coast. The company is opening an office in the Republic of Congo.  

3. Based on preliminary financial proposals from IECD, services (training and monitoring) are 

offered at a reasonable price compared to what could be proposed by a huge network like 

IFC.   

4. IECD is a small but flexible network. ÉLAN RDC could benefit from the company’s experience 

but also propose changes to the existing materials.  

 

Weaknesses 

1. IECD / RDCED has been working in Kinshasa only and does not have any representation office 

in provinces. Also, its knowledge of other provinces is limited. Developing training for BDSs 

located in provinces will imply additional logistical costs.    

2. IECD has been targeting the trade / service sector. Also, its competences is limited to its 

sectors. Given the particularity of the sectors targeted by ÉLAN RDC, the company may need 

training and additional competences to be able to answer to the program’s needs. 

3. IECD in DRC mainly targets micro and small enterprises. Also its Congolese competences to 

support medium size enterprises will need to be found outside the country. IECD benefits from 

experienced human resources who dealt with medium size enterprises in Cameroon and Ivory 

Coast. 

4. IECD collaborated with two banks only in DRC (Advans and Procredit) while ÉLAN RDC is trying 

to develop partnerships with a high number of financial institutions. However, it cannot be 

considered as a disadvantage given the limited number of solid BDSs providers who have 

created partnerships with FIs in DRC.  

 



 

 

 
 

 

 

 
 

Supporting the development of financial products adapted to the characteristics of sectors 
targeted by ÉLAN RDC 

Observation 

As already stated in this document, most financial institutions are used to provide financial services 

to corporate and large enterprises as well as to SMEs located in urban areas and engaged in 

trade/services activities. Most loan products targeted at SMEs present the following characteristics16: 

1. Type of loan: short term loans or line of credit 

2. Purpose: financing working capital 

3. Repayment term: short term, often below 12 months (maximum loan maturity in DRC is 2 

years, by lack of mid-term funding and to limit risks in an unstable country). Grace period of 

1 to 3 months at maximum. 

4. Interest rates: 15% to more than 20% a.p.r., p.a. 

5. Loan amounts: usually USD 10 000 at minimum (few banks propose lower amounts), the 

maximum amount depending on the needs and SMEs’ repayment capacities.  

6. Eligible clients: 3 months of deposit history in the banks books, 1 to 2 years of business 

experience, no bad credit history, monthly instalment from 30 to 50% of the client’s repayment 

capacity. 

7. Securities: immovable collateral with a value representing 200% of the loan amount (130% 

for banks specialized in SME lending) and / or contracts with recognized purchasers.  

 

Investment loans that necessitates more than 2 years of maturity and longer grace periods are rarely 

proposed, unless clients are well known and recognized. 

 

In addition, here are the main issues faced by most SMEs ÉLAN RDC could collaborate with: 

1. Location in areas where there is no financial institution or where the bad quality of 

infrastructure hamper loan officers to conduct sound financial analysis, especially in Equateur 

and Kasai Occidental.  

2. Incapacity to provide sufficient immovable collateral (no collateral or insufficient value). 

3. Grace periods not in line with the harvest season and not in line with agro SMEs’ cash flow. 

4. Incapacity to provide sound financial statements or justifications of income and expenses.  

5. Limitation of the use of contracts to guarantee a payment against a loan due to the weakness 

of the legal sector and high level of corruption in addition to the absence of actors trusted 

by financial institutions on the market. 

 

At last, as specified previously, ÉLAN RDC targets sectors with a strong potential in terms of growth 

and beneficiary outreach. However, these sectors remains small in terms of volumes or number of 

actors (coffee, cocoa, rice), risky (river transport) or are quasi inexistent (micro hydro). Also, banks 

                              
 

 
16 A definition of loan product characteristics is available in annex 5. 



 

 

 
 

 

 

 
 

did not develop adapted financial products and methodologies targeted at these specific sectors. The 

cost for investing in product developments might be too high compared to the return on investment 

in the short term.  

 

ÉLAN RDC will propose innovative solutions and technical assistance to develop financial products 

that could be easily replicated over the long term as soon as financial institutions will identify strategic 

opportunities. This activity will complement the development of sector information systems targeted 

at FSPs and training to SMEs.  

Objectives 

Over the short term, ÉLAN RDC will develop financial products adapted to the needs of the targeted 

sectors, depending on the characteristics of the environment and targeted market. This will answer 

to possible gaps identified after conducting an assessment of the products provided by FSPs and 

needs of the target market.  

 

Over the long term, ÉLAN RDC aims to systematize the provision of these products by: 

1. Giving the possibilities to FSPs supported over the short term to replicate the implementation 

of the product for other sectors.  

2. Partnering with a local institution who will have the capacity to provide the needed technical 

assistance to FSP seeking for external support. The sector information system ÉLAN RDC aims 

to develop will encourage FSPs to orientate their strategies towards new sectors and therefore 

to request external assistance to develop new products.   

 

Target Market / Beneficiaries 

Financial institutions partners of ÉLAN RDC will be assisted in the development of the product which 

may be replicated in other sectors. In addition, FIs’ staff will receive technical assistance and support.  

 

SMEs belonging to sectors targeted by ÉLAN RDC at the regional and country levels, for which the 

development of an adapted product will unblock a market constraint. The SME’s characteristics must 

correspond to minimum criteria established by the program. 

 

Expected results 

1. FSPs have a better understanding of needed lending methodologies for targeted sectors and 

can better manage the risk.  

2. New financial products are available on the market. Also, the supply of financial services is 

reinforced and better adapted to the needs of SMEs targeted by the program.  

3. SMEs access financial services and products adapted to their needs and characteristics of 

their business.  

4. The provision of technical assistance in the development of new products by a local institution 

answers to FSPs’ strategic orientations.  



 

 

 
 

 

 

 
 

 

Activities 

Short term period 

1. Determination if there is a need for the development of an adapted financial product:  

a. ÉLAN RDC will identify the sectors with the highest potential and determine what actor, 

in the identified sector, needs a support to access finance.  

b. The A2F team will assess the needs of the sector and the targeted actor. As stated 

earlier, given the specificities of the sectors targeted by the program, we assume that 

sectors information systems for FSPs and training in access to finance targeted at 

SMEs are needed. 

2. Identification of the needed product: The A2F team assess what financial product could be 

developed, among the agriculture value chain finance instruments listed in annex 617, given the 

systemic constraints mentioned previously. We consider that this list is quasi exhaustive. 

Depending on the context, product like the savings and credit group product currently 

developed for whaleboat operators could be considered. It is an alternative to the absence of 

financial institutions in the provinces where ÉLAN RDC works.  

3. A feasibility study will be conducted to confirm the product could be developed.   

4. Once the feasibility conducted and results are positive, ÉLAN RDC identify local financial 

institutions partners to develop the product with and make sure the institution is ready to 

collaborate. The collaboration will be confirmed in the frame of a MoU.  

5. ÉLAN RDC will provide the technical assistance and facilitate the collaboration between actors. 

External partners could be brought to ensure the TA. The following steps should be respected: 

a. Concept / Prototype design 

b. Pilot Testing 

c. Product launch and rollout  

6. The development of the product should also incorporate the provision of technical assistance 

(including training) on topics impacted by the development of new products: 

a. Credit procedures development 

b. Risk management 

c. Management information system development 

 

 

Long term period 

ÉLAN RDC will consider the replicability of the product as a criteria to decide whether or not the 

product should be developed. Two aspects should be considered: 

1. The bank partner is capable to replicate the product to serve another sector. For instance, 

the credit product backed by a stock, currently being developed for the coffee sector, could 

be replicated to other sectors (cacao or even the trade sector).  

                              
 

 
17 FAO (2010), Agriculture Value Chain Finance, Tools and lessons.  



 

 

 
 

 

 

 
 

2. The existence of a local institution that could provide technical assistance to a local FSP that 

would take the strategic orientation to develop the product. Currently, on the local market, 

the FPM looks to be the most adequate institution to partner with. A short description is 

provided in the next section. ÉLAN RDC will assess the possibility and opportunity to systematize 

the relationship between the ACB and FPM to reinforce the provision of technical assistance 

for the development of adapted financial products over the long term.  

 

Potential Partners 

Financial institutions partners of the program and willing to collaborate with ÉLAN RDC. See their 

description previously.  

 

The ACB promotes the importance to develop new products, in partnership with a local technical 

assistance company. 

 

The FPM and IFC propose funding and technical assistance to financial institutions in DRC. ÉLAN RDC 

will identify what institution is the most appropriate to answer to the programs’ needs. Based on the 

preliminary studies and on the experience, the FPM looks to be the most adequate organization to 

partner with in DRC.  

 

International Finance Corporation 

IFC is the shareholder of two banks targeted at SME, Procredit and Advans Bank. It has also provided 

line of credit to Rawbank and Standard Bank in the frame of the Global Trade Finance Program. IFC 

provided technical assistance to Rawbank on SME lending methodology. It is also developing a leasing 

product and aims to launch it in partnership with a local bank before disseminating it to others.  

 

Strengths 

1. IFC is an international network capable to put reputed and solid experts at the disposal of financial 

institutions.  

2. IFC is a solid organization well involved in the development of the private sector in DRC: Business 

Edge, SME toolkit etc… 

 

Weaknesses 

1. Despite the size of the international network and the capacity to provide international experts, IFC 

is not an institution dedicated in the provision of technical assistance to financial institutions in 

DRC.  

 

Fond de Promotion pour l’inclusion Financiere (FPM)18 

                              
 

 
18 http://www.fpm.cd/fr/index.php/qui-sommes-nous/services-et-produits-offerts 



 

 

 
 

 

 

 
 

The FPM was created in 2007 by UNDP and UNCDF. KFW and World Bank then joined the shareholding. 

Under the statute of ASBL, the FPM provides financing and technical assistance to FSPs targeting the 

SME segment.  

 

As part of its technical assistance program, the FPM works in the following areas:  

1. Governance and Strategy  

2. Downscaling program or SME financing  

3. Institutional transformation  

4. Control and internal audit  

5. Risk Management  

6. Financial Management, Accounting and Credit Management  

7. Information and Management System (GIS)  

 

Strengths  

1. The FPM has been supporting multiple Congolese financial institutions, including BOA and BIC, for 

the past 7 years, in several provinces. The institution has a solid experience of the sector and of 

the country.   

2. The FPM is supported by the Frankfurt school, a solid international technical assistance provider 

targeted at financial institutions. Also, it benefits from a solid international expertise.  

3. The FPM is providing technical assistance in topics and aspects needed for the development of 

new financial products.  

 

Weaknesses 

1. The FPM does not seem to be strongly involved in the agriculture value chain finance for now. 

The institution has been conducting a survey on the sector in 2014. Based on the results, it will 

decide what strategic orientation to take. This absence of strategy oriented towards the agro 

sector might hamper a possible collaboration with ÉLAN RDC. 

 

 



 

 

 
 

 

 

 
 

6. Risks analysis 

Type of risk Description Likelihood Type Potential consequences Mitigation tools 

Risks common to all interventions 

Political  

Elections do not take place as expected 

or tensions increase with the possible 

change of constitution. Instability remains 

in the Kivus or Katanga 

Medium 

Increase FSPs aversion to 

risk, also reducing their 

will to invest in new 

sectors. 

• Risk analysis to be conducted 

regularly. 

• Close collaboration with FSPs to 

anticipate their strategy.  

Economic 

The provision of access to finance 

services might not be possible everywhere 

given the size of the country, the low 

level of development of some provinces 

(Equateur, Kasai Occidental), disparities of 

level of developments within provinces 

(for instance, comparing Mbandaka to 

Bumba or Goma to Butembo) and the 

weakness of the private sector in some 

provinces (Equateur, Kasai Occidental).  

High in Equateur 

and Kasai 

Occidental - Low 

in other 

provinces 

Limiting access to finance 

for SMEs targeted by 

ELAN RDC.  

• Developing products that do not 

require FSPs services. 

• Targeting SMEs having the size 

and being located next to FSPs. 



 

 

 
 

 

 

 
 

Environmental 

Diseases (impacting the wild or humans, 

Ebola for instance) or natural disaster 

take place.  

Low (Ebola looks 

to be contained) 

• Hampering the 

development of the 

strategy / program. 

• Reducing FSP's will to 

lend to risky SMEs. 

• Increasing likelihood not 

to reimburse loans (for 

SMEs) 

Risk analysis to be conducted 

before launching any project 

implicating the A2F.  

Financial 

institutions 

are not 

interested in 

partnering 

with ELAN 

RDC 

• FSPs do not want to go into sectors 

that look too risky.  

• FSPs do not want to share procedures 

and tools. 

• FSPs refuse to put staff and resources 

dedicated to the program. 

Low 

No generic agreement is 

signed or  

despite having signed a 

generic MoU, the FSP 

does not want to study 

further collaborations.  

• Providing a proposal for 

collaboration presenting with clarity 

what ELAN RDC could expect from 

this partner.  

• Defining and presenting with clarity 

and at the early stage what ELAN 

RDC expects from FSPs. 

• Demonstrating opportunities to 

invest in proposed sector.  

Operational 

risks 

• Sectors targeted by ÉLAN RDC or niche 

markets are not growing enough to justify 

an interest from financial institutions in 

investing in this service.  

• The regulation related to these sectors 

is not solid enough to justify to invest in 

them. 

Low 

Investing in these sectors 

present risks FSPs are 

not ready to take.  

• Demonstrating opportunities to 

invest in proposed sector.  

• Collaborating with authorities 

(advocacy) to ensure the law evolves 

in the desired direction. 



 

 

 
 

 

 

 
 

Market risks 

• Some sectors targeted by ÉLAN RDC 

are impacted by the instability of prices 

(coffee, cocoa etc…).  

Low 

Investing in these sectors 

present risks FSPs are 

not ready to take.  

• Developing adapted products 

(forward contracts). 

• Conducting regular risk assessment 

to anticipate the risk. 

Developing sectors information system: demonstrating strategic opportunities to invest in sectors targeted by ÉLAN RDC 

SMEs refuse 

to share 

information 

SMEs do not want to provide adequate 

information on their activities to: 

• ELAN RDC: given the culture of aid in 

the country, SMEs might see ELAN RDC 

as a usual NGO and are interested in 

money they believe the program could 

give. However, as soon as the program 

requests to partner and further 

collaboration, they refuse to get involved. 

• FEC: given the distrust of the private 

sectors towards national authorities, they 

might fear to share private information 

with institutions that could be influenced 

by national authorities. 

Low 
Limit the program 

outreach. 

• Presenting the program and 

expectations with clarity. 

• Signing solid MoUs presenting 

expectations and roles with clarity.  

• Demonstrating opportunties. 



 

 

 
 

 

 

 
 

No 

identification 

of partner 

capable to 

provide the 

service over 

the long term. 

Main partners identified for this activity 

(FEC and ACB) are not willing to 

collaborate or do not have the budget to 

develop this activity. 

Low 

Limit the outreach of the 

access to finance strategy 

over the long term.  

• Demonstrating opportunities to 

invest in sectors having potentialities 

for high return on investment.  

• Advocating the importance of the 

service and obtaining support from 

partners / beneficiaries (FSPs). 

FSPs refuse 

to pay for the 

service over 

the long term. 

The cost of such service is too high. 

FSPs refuse to mutualize costs to access 

this service.  

Medium 

FSPs focus on sectors 

they know and do not 

want to extend their 

services to new ones. 

Demonstrating opportunities to invest 

in sectors having potentialities for 

high return on investment.  

Supporting SMEs to apply for loans at financial institutions partners of ÉLAN RDC 

Reputation 

Selection criteria are not solid enough, 

implying the selection of bad SMEs that 

could potentially create problems to 

financial partners (no reimbursement of 

loans for instance).  

Medium 

Partners refuse to 

collaborate further with 

ELAN RDC. 

• Solid procedures that must be 

applied at the HQ and regional 

levels.  

• Selection committee to make sure 

the most appropriate partners are 

selected. 

Difficulties to 

identify SMEs 

answering to 

selection 

criteria 

In Equateur and Kasai Occidental, the 

size of the private sector is limited due 

to the lack of infrastructure, weak level of 

education of entrepreneurs and 

geographic isolation of the provinces. It is 

High for 

Equateur and 

Kasai Occidental 

Increase risks for FSPs 

which will be demanding 

for this category of client. 

• Lowering selection criteria 

• Creation of groups of SMEs 

• More efforts on most solid SMEs 



 

 

 
 

 

 

 
 

however much more dynamic in other 

provinces.  

FSPs are not 

interested in 

collaborating 

with BDSs 

companies.  

FSPs may be reluctant to pay or reduce 

their tariffs to use such services by SMEs. 

The reduction of the operational cost 

permitted by the service provided by BDS 

companies is not a justification for FSPs. 

Also, SMEs cannot benefit from services 

from BDS companies and access to 

finance. 

Medium 

It could hamper the 

development of A2F 

activities. 

• Demonstrating FSPs can access to 

long term opportunities. 

• Multiplying partnerships with 

different FSPs. 

Difficulties to 

identify solid 

BDSs 

companies 

Human resources qualifications: 

qualifications of staffs from local training 

centres might not be solid enough to 

absorb training and methodologies 

provided by ÉLAN RDC. It could imply 

high volumes of training of trainers to get 

qualified and recognized BDS centres. 

 

Reputation: given the lack of capacities of 

some local BDS and quasi absence of 

collaboration between FSPs and BDSs , it 

might take time to build a solid and 

trustful collaboration between FSPs and 

the identified network of BDSs.  

Medium 

Impossibility to provide 

the service to all 

provinces. De facto, it 

limits opportunities to 

access finance.  

Partnering with a solid network of 

BDS companies: two networks have 

been identified (IFC / IECD). The 

partnership should be envisaged with 

them. 



 

 

 
 

 

 

 
 

Supporting the development of financial products adapted to the characteristics of sectors targeted by ÉLAN RDC 

The existing 

legal frame 

does not 

enable the 

development 

of adapted 

products. 

The development of specific products 

might imply additional legal developments. 

For instance, the insurance needs to be 

liberalized to increase the competition 

and enable the development of new 

products. The liberalization could ease 

the development of products specific river 

transport (credit backed by the boat for 

instance). Another example: before 

OHADA, the regulation did not allow 

stocks to guarantee credits. 

High 

It limits the type of 

products the program 

could develop 

Options are limited: working with 

other international organizations and 

authorities to advocate for the 

improvement of the law. However, 

DRC is a country with important 

inerties at the government level.  

Absence of 

local financial 

institutions 

where ÉLAN 

RDC is 

working. 

De facto, it limits possibilities to develop 

adapted financial products. 

High in some 

provinces 

(Equateur, Kasai 

Occidental) / 

Medium in other 

provinces 

(presence 

disparities in 

some provinces) 

Limits the collaboration 

with the banking sector. 

• Collaborating with international 

FSPs of which lending procedures 

are more flexible. 

• Developing alternative products 

that do not always require the 

presence of a local FSPs (savings 

and credit group product) 



 

 

 
 

 

 

 
 

Low number 

of potential 

target markets 

The number of SMEs that could benefit 

from the product is too low. It does not 

encourage FSPs to invest in the 

development of the product. 

High (despite the 

high potential of 

targeted sectors, 

the number of 

SMEs belonging 

to these sectors 

is low. Example 

of coffee sector, 

cocoa, micro 

hydro. 

The return on investment 

to invest in the 

development of the 

product is too low. 

• Whenever it is possible, 

mutualizing development costs 

between FSPs. 

• Demonstrating one product could 

benefit several sectors. 

No potential 

partner is 

interested in 

collaborating 

with ELAN 

RDC 

Identified potential partners (FPM for 

instance) cannot provide the requested 

service or refuses to collaborate. 

Low 

ELAN RDC will have to 

identify external partners. 

It might hamper the 

implementation of 

technical assistance 

services for product 

development over the 

long term. 

Providing a proposal for 

collaboration presenting with clarity 

what ELAN RDC could expect from 

this partner.  

 

 



 

 

 
 

 

 

 
 

7. Intervention resources 

Human resources  

The objective is to limit the hiring of new staffs and experts but focus on internal human resources 

and skills. It necessitates to identify, among staffs already working at the regional level, especially 

market analysts and technical advisors, those who have access to finance skills and who could be 

the ones in charge of access to finance at the regional level. For instance, Uriel Levy in Katanga and 

Petillon Lutuya in Equateur could be those staffs.  

 

In the short term, the proposed strategy aims to develop standardized methodologies that should be 

replicated at the regional level by the staff in charge of access to finance. Also, a specific process 

will be followed to implement this standardized methodology: 

1. Development of the methodology / procedure in collaboration with staffs in charge of access 

to finance at the regional level. 

2. Training them on the access to finance methodology.  

3. Implementing the methodology at the regional level in collaboration with the Headquarter.  

 

Staffs in charge of applying the access to finance approach at the regional level should be responsible 

for the following tasks, after being trained: 

1. Collecting information for the preparation of technical notes on sectors targeted by ÉLAN RDC, 

in line with the standardized methodology, and possibly capacity to conduct training targeting 

bankers, on technical aspects.    

2. Capacity to identify / select SMEs for which access to finance would unblock a market 

constraint according to a list of pre-established criteria respecting FSPs’ minimum requirements.  

3. Capacity to identify the most suitable financial institution for the targeted SME according to 

their characteristics.  

4. Capacity to conduct a diagnostic / gap assessment of the SME and determine the needed 

level of intervention to fill in the gap and ease access to finance from a local or international 

institution. 

5. Ability to propose solutions in terms of products needs and developments.  

 

At the HQ level, the access to finance expert will be in charge of: 

1. Developing partnerships with international and local institutions as well with potential partners 

(ACB, FEC, and FPM). Support from the management is required in this senses to ease 

discussions with some CEOs and Managers. The objective is to sign generic agreements and 

introduce the package of services that will be proposed by ÉLAN RDC.  

2. Developing the methodology and tools to provide the format of a technical note on sectors 

supported by ÉLAN RDC and targeting financial institutions. Implementing it in collaboration 

with regional market analysts and technical advisors. 



 

 

 
 

 

 

 
 

3. Developing the approach aiming at organizing training on technical and operational aspects 

of the sectors targeted by ÉLAN RDC in collaboration with regional market analysts and 

technical advisors. 

4. Assessing banks needs on SME monitoring and support. Developing the methodology to identify 

the most appropriate SME based on FSPs’ criteria and conduct gap assessment. This is to be 

done in collaboration with one local consultant (Jean-Pierre Ilunga). Implementing it in 

collaboration with regional market analysts and technical advisors.  

5. Developing the methodology to assess what product could match with needs identified at the 

local level (based on the experience from river transport and coffee) and implementing it in 

collaboration with regional market analysts and technical advisors. 

 

The access to finance expert will be supported at the HQ level by a local consultant currently in 

charge of developing the savings and credit group product for whaleboat operators in Kinshasa. In 

addition to the work he is currently accomplishing, he will also be responsible for: 

1. Conducting a FSPs’ needs assessment on information needed to promote sectors targeted by 

ÉLAN RDC in collaboration with the A2F expert. 

2. Conducting a FSPs’ needs assessment on the reinforcement of SMEs capacities in banking and 

financial services management in collaboration with the A2F expert.  

3. Conducting diagnostics of targeted SMEs in Kinshasa, developing training modules and 

supporting the SME when needed.  

4. Training market analysts at the regional level on how to conduct diagnostics, developing 

training modules and supporting SMEs to strengthen the probability to access finance.  

 

Other needs 

1. Support from legal adviser will be needed as soon as the regulation is concerned by the 

development of A2F activities.  

2. Consultants for product development and risk management in agro lending might be needed. 

Needs will be identified before and during the preparation of the I-plan, when systemic constraints 

will be listed.   

 

Communication tools 

A communication tool describing the characteristics of the A2F sector should be developed to promote 

activities to FSPs. This could be a very easy tool having the shape of a power point. The starting 

point could be the document that was prepared earlier in 2014 to promote activities to the 4 FSPs 

that are partnering with ÉLAN RDC.  

 

ÉLAN RDC envisages to develop technical notes to promote and explain the characteristics of sectors 

targeted by the program to FSPs. A specific format should be developed in partnership with ÉLAN 

RDC’s communication sector. This format should be used each time a technical note is prepared for 

a specific sector.   



 

 

 
 

 

 

 
 

Budget 

 

 

 



 

 

 
 

 

 

 
 

8. Intervention outputs / Reporting 

Indicators / Outputs 

Intervention 0 (prerequisite): Developing partnerships with local and international financial institutions  

Indicators: 

1. Production of communication tools on the A2F sector 

2. Number of generic MoUs signed with commercial banks, microfinance institutions, international 

lenders and private equity firm.  

 

Expectations:  

By week 4 of October: 

Development of the A2F promotional tool for FSPs  

 

By Week 4 of November: 

At least 5 MoUs with 5 commercial banks out of 6.    

At least 2 MoUs with 2 microfinance institutions / cooperatives. Ideally, FINCA and MECRE.  

At least 5 MoUs with 5 international lenders, out of 7.  

At least 1 MoU with 1 private equity firm.  

 

Intervention 1: Developing sectors information system: demonstrating strategic opportunities to invest 

in sectors targeted by ÉLAN RDC 

Indicators 

1. Number of prepared technical notes 

2. Number of financial institutions benefiting from the technical note 

3. Number of technical and operational trainings conducted on sectors targeted by the program 

4. Number of FSPs’ officers and managers receiving the training 

 

Expectations 

By Week 3 of December: 

Production of two technical notes targeted at FSPs on 2 sectors 

 

By January / February 2015 

Conducting two technical and operational trainings on the characteristics of two sectors 

 

Intervention 2: Reinforcing SMEs capacities in bank and financial services management 

Indicators 

1. Number of SMEs diagnosed by ÉLAN RDC / Number of MoUs signed between ÉLAN RDC and 

SMEs 

2. Number of SMEs receiving access to finance support from ÉLAN RDC 

3. Number of credit files being introduced to FSPs 



 

 

 
 

 

 

 
 

4. Number of SMEs accessing finance after being supported by ÉLAN RDC 

5. Number of indirect beneficiaries (ideally smallholders or consumers) benefiting from the increasing 

working capital of the supported SMEs (number of beneficiaries to be identified when the MoU is 

signed before the diagnosis phase)  

6. Number of BDS ÉLAN RDC will partner with from 2015 

7. Number of BDS’ staffs trained by ÉLAN RDC 

 

Expectations  

1. Number of potential SMEs will be listed as soon as a sector is targeted.  

2. Number of BDS: at least one per province targeted by ÉLAN RDC. 

 

Intervention 3: Supporting the development of financial products adapted to the characteristics of 

sectors targeted by ELAN RDC 

Indicators 

1. Number of developed products adapted to the needs of targeted sectors 

2. Number of SMEs benefiting from the new product 

3. Number of indirect beneficiaries (ideally smallholders and consumers) benefiting from the increased 

working capital SMEs have got thanks to the development of the product.  

 

Expectations 

1. At least 2 products launched for the river transport and coffee sectors 

2. Other products will depend on results of the survey enabling to answer to the systemic constraints 

for each and every sector.  

 

Work plan 

See annex 8. 

 

 

 



 

 

 
 

 

 

 
 

Annex 1: SMEs definition 

The definition of SMEs vary by country. The World Bank has established its own definition based on 

its international experience19: 

 

World Bank - Definition of SMEs 

Firm size Employees Assets (USD) Annual sales (USD) 

Micro < 10 < 100 000 < 100 000 

Small < 50 < 3M < 3M 

Medium < 300 < 15M < 15M 

 

The Congolese Ministry of SMEs has defined SMEs as follow20: 

 

Congolese Ministry of SMEs - Definition of SMEs 

Firm size 

Employee

s Annual Sales (USD) Value of investments (USD) Management type 

Micro 1 to 5 1 to 10 000 < 10 000 Centralized 

Small 6 to 50 10 001 to 50 000 10 001 to 50 000 Centralized 

Medium 51 to 200 50 001 to 400 000 150 001 to 350 000 Open to decentralization 

 

None of the definition is well adapted to the Congolese context. We consider the World Bank definition 

over estimates SMEs’ characteristics while the Ministry of SMEs under estimates it. Like Schwarz21, we 

assume the Ministry developed this definition based on the declarations done by SMEs to the Ministry. 

These declarations do not reflect the reality as entrepreneurs usually declare less than what they 

earn to keep taxes low. In addition, we considers that an appropriate classification of SMEs as per 

sector and industry is still to be defined, ideally by concrete practices and experiences of the FIs 

and the SMEs. 

                              
 

 
19 IFC, OeEB (2012) Customer Management in SME Banking, A Best-in-Class Guide, IFC Advisory 

Services, Access to Finance, p.15. 
20 Ministere des PME (2009), Charte des petites, moyennes entreprises et de l'artisanat en Republique 

democratique du Congo p.5-6. 
21 Schwarz (2011), Financial Institutions' Challenges to provide credit in the Democratic Republic of 

Congo, KFW. 



 

 

 
 

 

 

 
 

Annex 2: Lending products maturities 

1. Short-term credit, defined as credit extended for 12 months or less.  

2. Medium-term credit, defined as credit extended for 13 months through 60 months.  

3. Long-term credit, defined as credit extended for more than 60 months.  

 



 

 

 
 

 

 

 
 

Annex 3: Definition of criteria to select partner financial institutions  

Criteria Definition 

Reputation and level of 

structuration 

The financial institution will be screened with minimum criteria: 

Rapid researches about the reputation of the institution 

Access to audited financial statements 

 

This will be confirmed by the financial institution's will and 

capacity to put at the program's disposal the required 

documentation.  

Interest in and will to collaborate 

with the program 

The bank’s interest in the program is obviously a prerequisite 

before any further collaboration. It embeds:  

• Interest in piloting the product 

• Ability to invest in staff  

• Will to promote product(s) and service(s) 

 

This criteria will be confirmed thanks to the signature of an 

agreement listing the aspects mentioned above.  

Financial capacities  

The Bank has the financial capacity to: 

• Supply the sector with loan maturities matching the products 

and business’s needs (usually short term needs for working 

capital purpose). 

• Propose grace period adapted to the cash flow of the 

business. The use of grace period is common to match the 

reimbursement of the loan with the crop cycle. Eventually, the 

bank needs to have the appropriate liquidity to bear the risk 

associated to the duration of the grace period.  

 

This criteria will be confirmed with the analysis of the financial 

institution's financial statements. 

Operational capacities 

The operational capacity is defined as:  

• The FI’s physical presence in the targeted areas. It is obvious 

that a collaboration with a FI could not be envisaged if the 

bank had no branches in the area where ÉLAN RDC is running 

its activities.  

• The capacity to target clients supported by the program. For 

instance, most of commercial banks should not be able to 

supply micro businesses (absence of adapted products and 

methodology). 



 

 

 
 

 

 

 
 

Experience in the sector 

Experience in the sector is necessary and useful: 

1. Bank’s knowledge of the sector’s characteristics will ease the 

process of collaboration with the program. 

2. The program cannot force a coffee exporter to open a bank 

account or develop a collaboration with a financial institution, 

unless the enterprise does not have any preference.  

 

This FI should be able to put at the program's disposal 

concrete information about its clients (in respect with 

confidentiality agreements) while this information should be 

cross checked thanks to discussions held with the targeted 

actors.  

Credit methodology and 

organizations adequate to target 

both large and medium 

enterprises 

A business valuation adapted to medium enterprises is a cash 

flow based approach in order to determine at best the client's 

repayment capacity and mitigate risks. For a large enterprise, 

depending on the level of structuration of the business, both 

cash flow and asset based approaches could be used.  

 

The financial institution should be able to justify its capacity to 

assess SMEs with the most appropriate methodologies.  



 

 

 
 

 

 

 
 

Annex 4: Presence of local commercial banks in provinces targeted by ÉLAN RDC  

(Ideally, a map should be developed) 

 

  Kinshasa Equateur Kasai Occidental Nord Kivu Sud Kivu Katanga 

Banque Commerciale du Congo (BCDC) 

6 0 Kananga 

Beni, 

Butembo, 

Goma Bukavu 

Lubumbashi, 

Kolwezi, Likasi, 

Fungurume 

Banque Internationale pour l'Afrique au Congo (BIAC) 

27 Mbandaka 0 

Beni, 

Butembo, 

Goma Bukavu 

Lubumbashi (6), 

Likasi, Kolwezi 

Banque Internationale du Credit (BIC) 

9 Mbandaka 0 

Beni, 

Butembo, 

Goma Bukavu Lubumbashi 

Citigroup 1 0 0 0 0 0 

Standard Bank Congo 1 ? ? ? ? Lubumbashi 

Rawbank 

13 0 0 

Beni, 

Butembo, 

Goma 

Bukavu, 

Kindu 

Lubumbashi (6) 

Likasi, Kolwezi, 

Fungurume, 

Kakanda, 

Kasumbalesa 

Ecobank 12 0 0 Goma Bukavu Lubumbashi 



 

 

 
 

 

 

 
 

Trust Merchant Bank (TMB) 

15 Mbandaka Kananga 

Goma (3), 

Beni, 

Butembo   

Lubumbashi 

(12) 

Likasi, Kolwezi, 

Fungurume, 

Kakanda, 

Kasumbalesa, 

Kamina, Kilwa 

Procredit 12 0 0 0 0 1 

Afriland First Bank More than1 1 (Gemena) 0 0 0 0 

Access Bank 1 ? 0 Goma ? ? 

Byblos Bank 1 ? 0 ? ? ? 

First International Bank 1 ? 0 ? ? ? 

Sofibanque 1 ? 0 ? ? ? 

Advans Banque Congo 6 0 0 0 0 0 

Bank of Africa (BOA) 7   0 Goma     

United Bank of Africa 2 0 0 0 0 0 

BGFi Bank 3   Kananga ? ? ? 

Invest Bank Congo 1 0 0 0 0 0 

Crane Bank Congo 1 0 0 0 0 0 



 

 

 
 

 

 

 
 

Annex 5: Definition of loan products characteristics for a FSP 

 

Type of product 
Over draft, short term loan, mid-term loan, seasonal credit, pre-harvest 

loan etc… 

Purpose Describes what should be done with the loan 

Repayment term 

• Maximum term of the loan in months or days. 

• Frequency of principal and interest payments, i.e. monthly, quarterly, or 

at maturity. 

• Grace period 

Interest rate and 

fees 

• Normal interest rate allowed 

• Other fees associated with the loan, such as commitment, application, 

or past due fees 

Loan amount Maximum and minimum loan amounts 

Eligible borrowers 

This might include: 

• Minimum amount of experience in activity being financed 

• Verifiable sales to commercial buyers 

• Checking and/or deposit relationship with the bank for minimum period 

• Average balance of at least x times the monthly interest payment 

• Business within x kilometers of branch office 

Securities 
Personal guarantees might be required by all individual owner(s) of 

borrower. 

Other requirements 

• Crop insurance from an insurer acceptable to the lender (if available) 

• Additional collateral acceptable to agricultural lending unit 

• Electronic payment transfer directly from borrower’s bank account 

 



 

 

 
 

 

 

 
 

Annex 6: Description of agricultural value chain finance instruments 

Instrument Brief Description 

Product financing 

Trade Credit 
Traders advance funds to producers to be repaid, usually in kind, at harvest time. This allows traders to procure products, and 
provides a farmer with needed cash (for farm or livelihood usage) as well as a guaranteed sale of outputs. Less commonly, trader 
finance can also be used ‘upward’ in the chain whereby the trader delivers products to buyers with delayed payments. 

Input Supplier 
Credit 

An input supplier advances agricultural inputs to farmers (or others in the VC) for repayment at harvest or other agreed time. The cost 
of credit (interest) is generally embedded into the price. Input supplier credit enables farmers to access needed inputs while 
increasing sales of suppliers. 

Marketing 
Company Credit 

A marketing company, processor or other company provides credit in cash or in kind to farmers, local traders or other value chain 
enterprises. Repayment is most often in kind. Upstream buyers are able to procure outputs and lock in purchase prices and in 
exchange farmers and others in the value chain receive access to credit and supplies and secure a market for selling their products. 

Lead firm 
financing 

A lead firm either provides direct finance to value chain enterprises including farmers, or guaranteed sales agreements enabling 
access to financing finance from third party institutions. Lead firm financing, often in the form of contract farming with a buy-back 
clause, provides farmers with finance, technical assistance and market access, and ensures quality and timely products to the lead 
firm. 

Receivable financing 

Trade receivables 
finance 

A bank or other financier advances working capital to agribusiness receivables (supplier, processor, marketing and export) companies 
against accounts finance receivable or confirmed orders to producers. Receivables financing takes into account the strength of the 
buyer’s purchase and repayment history. 



 

 

 
 

 

 

 
 

Factoring 

Factoring is a financial transaction whereby a business sells its accounts receivable or contracts of sales of goods at a discount to a 
specialized agency, called a factor, who pays the business minus a factor discount and collects the receivables when due. Factoring 
speeds working capital turnover, credit risk protection, accounts receivable bookkeeping and bill collection services. It is useful for 
advancing financing for inputs or sales of processed and raw outputs that are sold to reliable buyers. 

Forfaiting 
A specialized forfaitor agency purchases an exporter’s receivables of freely-negotiable instruments (such as unconditionally 
guaranteed letters of credit and ‘to order’ bills of exchange) at a discount, improving exporter cash-flow, and takes on all the risks 
involved with the receivables. 

Physical asset collateralization 

Warehouse 
receipt 

Farmers or other value chain enterprises receive a receipt from a certified warehouse that can be used as collateral to access a loan 
from third party financial institutions against the security of goods in an independently controlled warehouse. Such systems ensure 
quality of inventory, and enable sellers to retain outputs and have opportunity to sell for a higher price during the off-season or other 
later date. 

Repurchase 
agreement 

A buyer receives securities as collateral and agrees to repurchase those at a later date. Commodities are stored with accredited 
collateral managers who issue receipts with agreed conditions for repurchase. Repurchase agreements provide a buy-back obligation 
on sales, and are therefore employed by trading firms to obtain access to more and cheaper funding due to that security. 

Financial lease 

A purchase on credit which is designed as a lease with an agreement of sale and ownership transfer once full payment is made 
(usually in instalments with interest). The financier maintains ownership of said goods until full payment is made making it easy to 
recover goods if payment is not made, while allowing agribusinesses and farmers to use and purchase machinery, vehicles and other 
large ticket items, without requiring the collateral otherwise needed for such a purchase. 

Risk mitigation product 



 

 

 
 

 

 

 
 

Insurance 
Insurance products are used to reduce risks by pooling regular payments of clients and paying out to those affected by disasters. 
Payment schedules are set according to statistical data of loss occurrence and mitigate the effects of loss to farmers and others in the 
value chain from natural disasters and other calamities. 

Forward contracts 
A forward contract is a sales agreement between two parties to buy/sell an asset at a set price and at a specific point of time in the 
future, both variables agreed to at the time of sale. Forward contracts allow price hedging of risk and can also be used as collateral for 
obtaining credit. 

Futures 
Futures are forward contracts (see definition above) that are standardized to be traded in futures exchanges. Standardization 
facilitates ready trading through commodity exchanges. Futures provide price hedging, allowing trade companies to offset price risk of 
forward purchases with counterbalancing of futures sales. 

Financial enhancements 

Securitization 
instruments 

Cash-flow producing financial assets are pooled and repackaged into securities that are sold to investors. This provides financing that 
might not be available to smaller or shorter-term assets and includes instruments such as collateralized debt obligations, while 
reducing the cost of financing on medium and longer term assets. 

Loan guarantees 
Agricultural loan guarantees are offered by 3rd parties (private or public) to enhance the attractiveness of finance by reducing lending 
risks. Guarantees are normally used in conjunction with other financial instruments, and can be offered by private or public sources to 
support increased lending to the agricultural sector. 

Joint venture 
finance 

Joint venture finance is a form of shared owner equity finance between private and/or public partners or shareholders. Joint venture 
finance creates opportunities for shared ownership, returns and risks, partners often have complementary technical, natural, financial 
and market access resources. 



 

 

 
 

 

 

 
 

Annex 7: Minimum criteria to determine what type of FSP suits at best for the targeted SME 

  Commercial banks MFIs / Cooperatives International Lenders Private Equity firms22 

Purpose of the 
loan 

Increasing the available working capital 
of the SME. The additional working 
capital should have an impact on the 
income of the poor (indirect 
beneficiaries) 

Increasing the available 
working capital of the SME. 
The additional working capital 
should have an impact on the 
income of the poor (indirect 
beneficiaries) 

Increasing working capital to 
grow crops or facilitate 
production cycle and fund the 
purchase and sale of 
agricultural and handicraft 
products. 

to be defined 

Yearly 
turnover of 
the SME 

$50 000 to $100 000 at minimum < $50 000  to be defined23 to be defined 

Financial need 

$5000 to $10 000 at minimum (most 
commercial banks targeted at SMEs in 
DRC propose $10 000 at minimum, only 
two (BOA and Advans) propose $5000) 

$100 to $5000 from 25k to 2M USD to be defined 

                              
 

 
22 Private Equity firms are to be met to get a better understanding of their criteria.  
23 To be specified after getting more information from International lenders 



 

 

 
 

 

 

 
 

Minimum 
conditions 

• Location in the operating area of bank 
branches: the business must be 
accessible for loan officer to be able to 
conduct a proper financial analysis.  
• Results of the financial analysis match 
with the FSP's criteria 
• Ability for the SME to provide an 
immovable collateral worth of 130% to 
200% of the loan amount. 

• Location in the operating 
area of the branch: the 
business must be accessible 
for loan officer to be able to 
conduct a proper financial 
analysis. 
• Results of the financial 
analysis match with the FSP's 
criteria 

• Enterprise engaged in the 
agro business (coffee, cocoa, 
vegetables, and other 
products…) 
• Contract with an 
international buyer with 
repayment of the loan in the 
books of the lender, the 
residue being transferred in 
the SME’s account 

to be defined 

 



 

 

 
 

 

 

 
 

Annex 8: Work Plan 

 

 


