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As it extended its women’s household credit (WHC) product from 
Syria into the West Bank in the last quarter of 2009, the microfinance 
department (MD) is attempting to meet the challenge of improving 
access to credit and growing its outreach to women clients. The 
microfinance industry worldwide has posted impressive results in its 
outreach to poor women through micro-loans and savings services. 
In Asia, women customers predominate microfinance institutions 
(MFIs), where they account for 77 percent of all microfinance clients. 
In the Middle East and North Africa (MENA) region women account 
for 62 percent of all.

The more prominent MFIs in the MENA region provide more loans 
to women than to men. This is particularly true of Jordan where the 
larger institutions, such as Micro Fund for Women, Tamweelcom, 
the National Microfinance Bank and MEMCO, have rates of women’s 
participation that are comparable to those of Asia. The strategic 
orientation of these institutions is to support economic development 
through women’s economic empowerment.  A few MFIs are even 
more exclusive in their approach by developing and designing credit 
products that focus solely on women.
[Cont. on page 3]
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StA f f i n M Ot I O N
fourth Quarter 2009

PROMOTIONS
October 2009
Location: Central Office
Staff: Wissam Said
Post: Chief of Finance

Location: National Office, 
Gaza
Name: Naser Jabr
Post: Chief Field 
Microfinance Programme

November 2009
Location: National Office, 
West Bank
Name: Voltaire Kharoufeh
Post: Chief Field 
Microfinance Programme

NEW RECRUITMENT
December 2009
Location: National Office, 
Jordan
Name: Victor Siriany
Post: Chief Field 
Microfinance Programme

Location: Al-Balad, Jordan
Name: Enas Hasan A/
Rahman
Post: Cashier

Location: Al-Wehdat, 
Jordan
Name: Ahmad Najib 
Darwish
Post: Cashier

Location: Zarqa, Jordan
Name: Qusai Al-Kouz
Post: Clerk

We belatedly present this third edition of 

, which covers events and activities 
during the last quarter of 2009.  While there 
was no appointment of the new Commissioner-
General by the end of this period, we welcome 
the subsequent appointment in January 2010 
of our Deputy Commissioner-General, Filippo 
Grandi to replace Karen Koning AbuZayd as the 
new Commissioner-General of UNRWA. While 
a long time coming, this brings continuity 
of vision and leadership to UNRWA’s reform 
process and the executive management team. 
Outreach would also like to welcome Margot 
Ellis to UNRWA on her appointment as the new 
Deputy Commissioner-General. The MD team 
looks forward to working with her as ex officio 
Chairperson of the MD-Advisory Board.    

In the last quarter of 2009 the department’s 
senior management positions in each field 
office were upgraded from Field Microfinance 
and Microenterprise Officer (FMMO) to Chief 
Field Microfinance Programme (CFMP). This 
brought its senior field management positions 
into alignment with the other programme 
departments of UNRWA. 

The MD received final approval to introduce a 
new results-based incentive scheme in 2010 
that will focus on branch managers. The new 
incentive scheme is designed to promote branch 
office productivity and efficiency and reward 
managerial achievement. (See further details in 
the incentive presentation below) 

The initial walk through of the new on-line 
OMNIenterprise Software - that will replace 
our fourth-generation in-house designed loan 
management information system – did not take 

Management’s Message
place as planned in November as it was delayed 
due to problems with visas for Jordan and 
changes in staff in the Indian-based company.  

In December, a ShoreBank International 
consultancy team of five persons headed by 
Deena Burjorjee arrived to work on the UNRWA 
MD transformation plan and feasibility study, 
which assessed the prospects and viability to 
transforming UNRWA microfinance operations 
into an independent multinational microfinance 
institution. The results of this mission will be 
presented to the MD-Advisory Board on 11 
March 2010. Knowledge of this initiative is quite 
widespread within the microfinance community 
in the region and the department has been 
independently approached by a number of 
stakeholders that are interested in investing and 
providing technical assistance for this change. 

The next annual conference of Sanabel – the 
Microfinance Network for the Arab countries 
will be held in Damascus in June 2010 under 
theme of “Responsible Growth: Learning from 
Global Trends and Regional Experiences”.  
With a growth rate of 44 percent and the 
first microfinance institution to achieve full 
operational self-sufficiency in Syria, the MD can 
make a positive contribution on this theme.  As 
a board member in Sanabel, the Director of the 
MD helped facilitate this process, and the head 
of the MD in Syria, Mohammed al-Khatib has 
been appointed to the organizing committee 
to help determine the themes, speakers and 
events. During the conference, MD clients will 
participate in a microentrepreneurs market and 
the MD will organize field visits for conference 
participants to meet clients and staff and see its 
credit operations.

November 2009
Location: National Office, Syria
Name: Amani Ali
Post: Credit Operations Manager

October 2009
Location: Central Office
Name: Ansam Barham
Post: Statistician

October 2009
Location: Nablus, West Bank
Name: Alia Hasan
Post: Cashier

September 2009
Location: Saida Zeynab, Syria
Name: Nuha Farouq Jaber
Post: Clerk
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N E w  &  U P COM I N G 
E v E N t S

CGAP Conference 
Advancing Saving Services
23 - 24 February 2010, 
Paris, France

MD Advisory Board 
Meeting
11 March 2010
Jerusalem, Palestine

Annual Sanabel 
Microfinance Conference
1 - 3 June 2010
Damascus, Syria

Annual MD Senior 
Management Seminar & 
Planning Workshop
5 - 6 June 2010
Amman, Jordan

Yet the success of institutions with high levels 
of outreach to women is paradoxical. How can 
MENA, with the world’s lowest women’s labour 
force participation rate have such a high rate 
of women’s contribution in microfinance? This 
enigma is partly explained by the informal 
sector, where women’s economic activity 
is often not visible or not recorded. In the 
regional economies, women are often engaged 
in home-based income-generating activity 
and farm-based enterprise. Few countries in 
the region have great numbers of women 
microentrepreneurs engaged in private 
enterprises or market-based trading activity. The 
exceptions are Morocco, Egypt, Tunisia and Gaza 
where women microentrepreneurs are common, 
but they are infrequent in the West Bank, Jordan 
and Syria.

Between 1994 and 1998 the MD reached a high 
level of women’s microfinance participation. 
Then the majority of its clients were women, with 
a ratio of 6:4, women to men. This was realized 
through the Solidarity Group Lending (SGL) 
product that was retailed among market-based 
women microentrepreneurs in Gaza. But as the 
MD expanded into other regions and diversified 
its product base, it was not able to maintain the 
same high rates of women’s participation as the 
new markets in the West Bank, Jordan and Syria 
did not have the same potential as Gaza, due 
to a scarcity of women’s public market-based 
microenterprises. Since then women clients have 
always been a minority in the MD, both in terms 
of numbers and the value of loans financed. 

However, women remain crucial to the human 
development goal of building inclusive financial 
services. Credit to women is an important part  
of the MD’s strategic approach to product and 
service development. Women’s entrepreneurship 
is a productive segment that contributes to 
household and economic development. But 
outreach to women is just one segment of 
a multifaceted market that includes men, 
refugees, youth and households. As the MD 
aims to provide inclusive financial services for 
microenterprise, household asset-building and 

home improvement, the social composition of its 
portfolio tends to follow gender segmentation 
in the market place. Unlike many microfinance 
institutions, the MD does not prioritise loans 
to women over men, but is trying to develop 
a range of loan products, credit methodologies 
and marketing channels that open up credit to 
all target groups, including women. 

Credit contributes to economic and human 
development, by responding to the financial 
needs and market demands of various lower-
income groups. While the MD has been 
scrupulous in ensuring that its loan products and 
credit methodologies meet the financial needs 
of the different target segments, some might 
criticize it for not doing as much for women as 
its competitors, especially in the West Bank and 
Jordan.

There is both truth and fallacy in this contention. 
The MD has a lower ratio of women clients than 
many other microfinance institutions, especially 
those claiming to provide microfinance for 
women’s microentrepreneurship. But the data 
from high performing institutions indicates that 
only a small segment of their portfolios are to 
women engaged either in full-time home-based 
income-generating or full-time market-based 
enterprise activity. A presentation by the largest 
MFI in Jordan, Micro Fund for Women, indicated 
that just 15 percent of its portfolio financed 
women engaged in full-time enterprise activity, 
while 25 percent financed women working 
in part-time enterprise or income-generating 
activity. Most loans (60 percent) were classified 
as financing women engaged in seasonal 
economic activity.

the Challenge of Women for Microfinance (Cont.)

      ..while 
some significant 
competitors have 
a greater ratio 
of outreach to 
women than the 
MD, they do not 
necessarily have 
a greater ratio of 
outreach to women 
microentrepreneurs
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fACtS&fIGURES

O U T r EAC H  by Gender

What does this mean in terms of the MD’s 
outreach to women? First, while some significant 
competitors have a greater ratio of outreach to 
women than the MD, they do not necessarily 
have a greater ratio of outreach to women 
microentrepreneurs. Second, only a small 
minority of clients of such institutions have secure 
and stable sources of business income with 
which to repay their loans. Third, a significant 
percentage of these clients — perhaps even the 
majority — cannot generate enough income 
from seasonal activity to service loan payments 
all-year-round. Fourth, a significant amount of 
loan servicing does not come from women’s 
business or income-generating activity, but from 
other household income, including the wages 
and salaries of husbands. Finally, many of these 
loans are for household consumption rather than 
business or income generating activities, or they 
are used intermittently for both. 

The lesson learned is that if the MD is to 
compete with these institutions and to serve 
women more effectively, then it needs to open 
new marketing channels as well as new loan 
products. Its standard marketing channels — of 
retailing credit in the marketplace for business 
loans, and through businesses and institutions 
for consumer and housing credit — failed to treat 
the household as a marketplace.

This became clear when the MD introduced 
the solidarity group lending product into Syria 
in 2007. While very successful in Gaza, this 
product was slow to gain traction in Syria as 
there were few women working in the popular 
urban markets. As a result, the market was 
re-assessed through client visits, focus group 
discussion and staff meetings, where it became 
clear that there was an extensive market of 
home-based income-generating and enterprise 
projects that had not previously been picked up 
in economic and social studies of households 
in Syria. Most surprising was the discovery of 

an extensive home-based industrial putting-
out system where merchants and industrialists 
provided raw materials and base components 
to households to be produced and assembled at 
home.

As a result, the solidarity group lending product 
was redesigned with a new credit methodology 
and new lending criteria and re-launched in 
August 2008 as women’s household credit 
(WHC). The new product targets women with 
home-based income-generating activity, but 
allows women to take loans either in support of 
their economic activity or in support of building 
household assets, education, medical, or 
emergency expenses. It is understood that the 
income generated in many of these women’s 
projects is too low to service a loan, so the 
financial analysis underwriting the loan decision 
considers household income from all family 
sources, including salaries and other income 
from business and rent.

The new WHC product in Syria enabled the 
department to increase its women’s participation 
rate from 20 percent in 2008 to 43 percent 
in 2009, when it overtook Gaza as the region 
with the highest level of women’s participation. 
Following this success, the WHC product was 
introduced in the West Bank and will be piloted 
in Jordan in 2010.

The MD strategy is not to make women the 
majority of clients, as the microenterprise 
economy and low-income population is mainly 
populated by men, who will continue to be 
the main clients. If it is to achieve the broader 
goal of building inclusive financial services, and 
achieve the double-bottom-line of financial self-
sufficiency and outreach to the marginal, the 
MD needs to balance its portfolio with loans to 
men and women, refugees and youth, poor and 
marginal, etc. But it still has some way to go 
to improve its outreach to women and the WHC 
product is the best tool to achieve this.

Outreach to women - 2009

West Bank Gaza Jordan Syria total

Percentage 14% 38% 16% 43% 26%

Average loan size $1,377 $1,068 $1,452 $392 $753

Number 1,126 911 885 4,459 7,381
value $1,550,706 $972,500 $1,284,745 $1,747,185 $5,554,990

wOM E N  P O r T FO L I O 

by Region

       ..Credit to 
women is an 
important part of 
the MD’s strategic 
approach to product 
and service 
development..
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Outreach Growth Slows

The total historical investments of the MD 
over the past 19 years reached 194,400 loans 
valued at USD 218.51 million, with 15 percent 
of this outreach and 17 percent of the financing 
achieved in 2009. The department reached a 
new milestone in 2009 when it financed 28,357 
loans worth USD 37 million. It reached more 
clients, enabling it to finance more loans to 
Palestine refugees, youth, women, businesses 
and households than ever before. 

This was driven by a growth in credit outreach 
over the previous year by 16 percent and an 
increase in loan financing by 17 percent.  But 
the speed of portfolio growth is decelerating 
compared to 2008, when portfolio outreach 
grew by 34 percent and portfolio value increased 
by 55 percent. 

Decelerated growth was especially marked in 
the West Bank when it slowed from 35 percent 
growth in outreach and 66 percent growth in 
loan financing in 2008 to just 4 percent portfolio 
growth and 15 percent financing growth in 
2009. As the largest microfinance operation in 
the West Bank, the core MEC loan product may 
be hitting its ceiling, with a decline in outreach 
in the product in 2009. Growth is now coming 
from the financing side, mainly through longer-
term larger loan products such as MEC+ and the 
housing loan product (HLP). The branch office 
network in the West Bank is the most extensive 
of any area, so there is limited scope for 
significant growth from geographic expansion. 
The opening of a new branch office in Jericho in 
2010 will provide some additional, but narrow 
growth due to the limited scale of its population 
and economy.

A slow down was also marked in Jordan, where 
its 56 percent growth in outreach and 85 percent 
growth in loan financing in 2008 dropped to a 
14 percent growth in outreach and a 31 percent 
growth in loan financing in 2009. Regardless of 
this result, we can expect accelerated growth in 
2010 with the introduction of the WHC product 
and the expansion of the branch office network 
by the addition of two more branches.  
 
Because of the economic siege and trade 
embargo, the portfolio in Gaza is stagnating with 
outreach receding by 18 percent, but mitigated 
by a marginal growth in financing of 3 percent 
in 2008. This regressed further in 2009 when 
outreach retrenched by 15 percent and loan 
financing by 27 percent. Despite this situation, 
the financial and operational fundamentals in 
Gaza remain robust, with sturdy portfolio quality 
and nominal business loss. Moreover, this belt-
tightened starting point will enable skyrocketing 
growth once the current economic and trade 
restraints are unleashed.

The growth rate in Syria remained rapid in 2009 
with a 44 percent increase in both outreach 
and loan financing, compared to 52 percent 
growth of outreach and 64 percent increase in 
loan financing in 2008. This will surge forward 
again in 2010 with the opening of four new 
branch offices in different regions of the country, 
combined with further product diversification. 
As well as growing faster than other regions, 
the scale of its portfolio outreach will be greater 
than elsewhere.

fACtS&fIGURES

spotLight

Loan Outreach  

Jan - Dec 2008 Jan-Dec 2009 Growth Rate

No. loans Value (USD) No. loans Value (USD) Loans Value

Jordan 5,564 7,770,198 6,332 10,157,203 14% 31%
Syria 7,178 4,951,503 10,325 7,115,928 44% 44%

West Bank 8,927 13,918,495 9,302 16,056,017 4% 15%

Gaza 2,816 5,046,932 2,398 3,673,600 -15% -27%
All 24,485 31,687,127 28,357 37,002,748 16% 17%

O U T r EAC H  by Region
Jordan
6,332 loans
(22%)
$10.16m

Gaza
2,398 loans
(8%) 
$3.67m

SGL
777 loans
(3%)

HLP
176 loans

(1%)
MEC+
174 loans
(1%)

SSE, 3 loans (0%)

O U T r EAC H  by Product

O U T r EAC H  by
Product Value
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New Incentive Scheme

In a unique innovation in UNRWA, the MD will 
pilot a new results-based incentive scheme 
in 2010, which will initially focus on branch 
managers by rewarding them for the scope, scale 
and efficiency of their work. This results-based 
incentive scheme will promote managerial 
excellence among branch managers who will 
contribute to each field office and branch office 
working efficiently to fully meet their operating 
costs. The incentive will encourage the most 
efficient and productive use of human resources 
and will encourage high productivity, efficiency 
and profitability. It will also increase delegation 
of decision-making and enhance management 
accountability and responsibility at the branch 
management level. 

The MD currently has 17 branch offices operating 
in Jordan, Syria, West Bank and Gaza, with 
another three offices due to open in the first half 
of 2010. There are now 17 branch managers 
working with the MD who are eligible to 
participate in the new incentive scheme. During 
its initial introduction, less than a handful of 
them will pass the active loan threshold that 
will determine which incentive payment they 
will receive, but as new products are introduced 
and the branches expand operations more-and-
more branch managers will become eligible 
for incentive payments. But to do so they must 
maintain an operational self-sufficiency rate of 

100 or more. The system is designed to reward 
a combination of efficiency and productivity, but 
high productivity with poor efficiency will not be 
rewarded. 

Based on the last quarter of 2009, it is likely 
that the three branch offices in Syria and al-
Balad branch in Jordan will pass the active 
loan threshold in the first quarter of 2010, with 
the Wehdat and Zarqa branches in Jordan and 
the Hebron, Bethlehem, Ramallah and Nablus 
meeting the threshold in 2010.  Unfortunately, 
although they can be very well managed and 
be extremely efficient, the smaller branch 
offices will find it difficult to achieve the 
portfolio weights necessary  for participation in 
the scheme.  Also, under the current siege and 
boycott, the branch managers in Gaza will not 
reach the active loan threshold. But they should 
seek self-assurance in knowing that they had 
already passed these thresholds during 2004-
2006 and will easily reach them again when the 
siege is lifted. 

Management will continue to monitor the 
implementation of the scheme to see if it can 
be improved. The incentive will be based on 
a branch office receiving a minimum of 100 
percent operational self-sufficiency (OSS) and 
reaching a minimum number of active loans. 
The incentive base is outlined below: 

        ..the MD will 
pilot a new results-
based incentive 
scheme in 2010..

OSS

La
ye

r

Active 
Loans

Monthly Incentive Payment (USD)

O
ve

r
10

0%
 E
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h 

Q
tr

. Jordan West Bank Gaza Syria
Month Quarter Month Quarter Month Quarter Month Quarter

1 300-1,599 No Incentive Is Paid At This Level
2 1,600-1,999 200 600 200 600 200 600 150 450
3 2,000-2,499 300 900 300 900 300 900 250 750
4 2,500-2,999 400 1,200 400 1,200 400 1,200 350 1,050
5 3,000 plus 500 1,500 500 1,500 500 1,500 450 1,350

fACtS&fIGURES
O U T r EAC H  by

Age Segment

YO U T H
P O rT FO L I O  by 
Region [18-24 years of age]

Aged
390 loans
(1%)
$0.63m

Youth
2,790 loans
(10%)
$2.40m
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Most financial ratios improved in 2009, with 
the return on equity (ROE) rising from 2.88 
percent to 5.79 percent, which compares well 
for the MENA region average of 3.50 percent. 
This was matched by a positive improvement 
on the return on assets (ROA) that moved 
from 2.73 percent to 5.33 percent, passing the 
MENA average of 2.4 percent. There was an 
improvement in expense management when 
the operating expense ratio decreased from 35 
percent 29 percent, but this is still higher than 
the MENA average of 22 percent. 

The improved financial performance was partially 
built on the back of better staff performance as 
loan officer caseloads grew by 36 percent and the 
active number of loans improved from 134 loans 
to 182 loans per loan officer on average. While 
this was a significant productivity gain, the MD 
still lags behind the MENA average of 211 active 
loans per loan officer and significantly short of 
its own target of 250 active loans. Loan officer 
portfolio management is best in Syria with 219 
active loans per loan officer. This is followed by 
Jordan with 180, West Bank with 175 and Gaza 
with 132 active loans per loan officer.

The improved staff performance is reflected in 
the cost of lending per borrower, which fell on 
average by 10 percent from USD 343 to USD 308 
per client. Costs are lowest in Syria where there 
was a cost reduction of 9.09 percent, costing 
USD 160 to provide a loan. Costs are highest in 
Gaza at USD 474 per borrower, although this was 
brought down by 15 percent; reverse economies 
of scale due to decreased lending means that 
costs remain higher than elsewhere. The West 
Bank brought the cost down by 7.50 percent, 
but cost increased by 3.50 percent in Jordan due 
to  higher loan loss provisioning as a result of 
inadequate management of default and risk.

During the last quarter of 2009 the MD 
sustained the strong financial performance of 
the previous three quarters, making 2009 a 
landmark financial year for the department. 
The operational self-sufficiency (OSS) rate for 
the department as a whole was 124 percent. 
The West Bank continued to drive forward the 
financial performance of the department with 
an OSS of 145 percent. Next was Syria with an 
OSS of 124 percent, followed by Jordan with an 
OSS of 109 percent, while The OSS in Gaza was 
97 percent.  Every MD field office improved its 
financial performance over 2008.

Comparison with 2008 shows that there was 
an 11 percent growth in the operational self-
sufficiency (OSS) rate from 112 percent to 124 
percent, which is just one percent shy of the 125 
percent target rate.  This is higher than the MENA 
average of 119 percent. The most significant 
growth in OSS was in West Bank and Syria which 
both grew by 13 percent, increasing the OSS 
to 145 percent and 124 percent, respectively. 
They were followed by growth of nine percent 
in Jordan and two percent in Gaza, producing 
corresponding OSS rates of 109 percent and 97 
percent.  The small loss of USD 30,000 in Gaza 
can be managed from other sources at this time.

In 2009, the MD generated a total income of 
USD 7.10 million less a loan loss provision of USD 
328,535 and operating expenses of USD 5.27 
million, which resulted in a net income of USD 
1.49 million. The year-on-year comparisons for 
the last two financial years show that operating 
revenues increased by 43 percent, expenses 
by 10 percent and profits by 155 percent. With 
profitable operations over the past two years, 
the MD reduced the historical losses on its 
cumulative USD 218 million loan portfolio from 
USD 7.26 million to USD 5.29 million. 

M D J O r DA N
L E N D I N G

M D SY r I A
L E N D I N G
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The area where the MD is doing less well on 
the MENA benchmarks is on portfolio quality 
and credit risk. When measured by the industry 
standard of portfolio-at-risk (PAR) of 30 days or 
more, its PAR of 8 percent is higher than the 
MENA average of 2.4 percent. Portfolio risk is 
particularly high in Jordan at 13 percent and the 
West Bank at 9 percent, while Syria is contained 
at 5 percent. Surprisingly, Gaza, which has the 
most difficult operating environment of any 
field, has the best quality portfolio with PAR of 
just 2 percent.    

Ratios targets MD total

MD field Offices

Gaza West Bank Jordan Syria

2008 2009 2008 2009 2008 2009 2008 2009 2008 2009

Operational 
self-
sufficiency

> 
125%

112% 124% 95% 97% 128% 145% 100% 109% 108% 124%

Profit Margin > 20% 10% 19% -6% -3% 22% 31% 0% 8% 8% 19%

Yield on 
gross loan 
portfolio

33% 43% 42% 34% 29% 50% 48% 38% 39% 43% 44%

PAR >30 
days

< 3% 6% 8% 4% 2% 8% 9% 5% 13% 4% 5%

Write-off 
ratio

1% 2% 2% 2% 3% 2% 2% 3% 3% 2% 2%

Risk 
Coverage 
ratio

75 - 
100%

67% 70% 95% 119% 55% 62% 77% 71% 81% 82%

Portfolio in 
arrears

< 5% 4% 6% 3% 2% 5% 7% 5% 11% 4% 5%

Loan Officer 
Productivity

250 
Loans

134 182 110 132 141 175 128 180 143 219

Personnel 
productivity 

<100 
Loans

64 85 43 45 68 78 64 95 78 121

Ave. loan 
size 

1,200 1,296 1,309 1,793 1,540 1,559 1,723 1,397 1,604 696 702

Ave. 
outstanding 
loan

1,000 947 891 1,669 1,441 1,018 1,062 981 993 451 451

Operating 
expense 
ratio

25% 35% 29% 35% 30% 35% 30% 33% 25% 38% 32%

Cost per 
borrower

100 - 
200

343 308 543 474 373 345 343 355 176 160

Thus, the key indicators highlight a general 
improvement in financial and operating 
performance in the MD, highlighted by a growing 
profit margin and improved staff performance. 
However, as the MD grows its operations in 2010 
by expanding the branch office network and 
product diversification, its management team 
and staff must sustain these improvements and 
mitigate the rising risk in the portfolio through a 
stronger focus on portfolio efficiency, especially 
in the Jordan and the West Bank where it is 
necessary to reduce PAR.

M D w E ST  B A N K
L E N D I N G

M D G A ZA
L E N D I N G
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MD Stories from theField

Wael Abu el-Eneen, or Abu 
al-Abed as he is commonly 
known, is employed as a 
policeman with Palestinian 
Authority government, 
although he is currently idle 
due to the strike of PA civil 
servants.

Wael is 41 years of age and 
lives with his wife and six 
children in his new family 
home in Kherbit al-Adas 
in Rafah. This small house 
was constructed with the 
assistance of two UNRWA 
housing microfinance loans. Before moving to 
their new home, the family lived in a rented 
house in Rafah where they paid USD 100 each 
month on rent.

During his community police work, Wael heard 
about the new housing microfinance services 
UNRWA was offering through its housing loan 
product (HLP), which was launched in May 
2006. As he already owned a small piece of 
land, he decided to apply for a loan to build a 
small house. “At that time, I knew you were 
giving loans to help people build their homes 
and I am one of the first HLP borrowers in 
Rafah” 

Before he built his home he said: “At that time, 
I used to spend a quarter of my salary on rent 
each month. At the same time, my family was 
growing. I decided it would be better to take 
a loan so that I would not have to pay rent 
forever” 

Name:  Wael Abdel-Fattah
  Abu el-Eneen
Location: Rafah
Dependants: Seven

        After I moved 
to the new house, 
I am happy that I 
have two separate 
bedrooms for my 
teenage girls and
boy

clientStory

When he received his initial HLP loan of USD 
5,000 in April 2007, he began to construct the 
first floor of the 100 square meter house, which 
consists of two bedrooms, a living room, a 
kitchen and a bathroom. During this stage, he 
completed the exterior concrete and brickwork 
without any interior finishing or rendering on 
the exterior. 

When he closed his loan in January 2010, he 
applied for a second loan to complete the basic 
finishing needed to make the house habitable. 
With a loan of USD 7,000, he was able to plaster 
the interior walls, install the electricity and 
sewage networks and tile the floors. When this 
was done, he moved his family into the house.

Although the family is now living in the house, 
it still needs more work that will be done with 
more financing in the future. But now that the 
family has moved into their new home, they are 
saving on rent and have more money to carry 
out some work bit-by-bit, including replacing 
simple framed plastic windows with properly 
fitted glass windows. 

fACtS&fIGURES
O U T r EAC H  by Sector
Industry
2,718 loans
(10%)
$3.56m

Agriculture
671 loans
(2%)
$0.79m

Housing
176 loans
(1%)
$1.28m
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MD Stories from theField

Year:  2002
Location: Khan Younis
Title:  Home-based Sewing Workshop

MDinTime

With three daughters and a son at school and 
university and two pre-school children, the 
new house offers more space. “After I moved 
to the new house, I am happy that I have 
two separate bedrooms for my teenage girls 
and boy” Wael said.  Although a simple home, 
Wael is proud to have built this by himself and 
says that he plans to apply for a third loan to 
complete the remaining work when he closes 
the present one.

ClientProfile
Loan Cycle

Loan
Amount ($ USD)

Loan Starting Date Loan Closing Date

1 5,000 02 April 2007 24 January 2010

2 7,000 02 February 2010 Still Active

clientStory
(Cont.)
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MD Stories from theField

        Fadi’s 
character is 
distinguished 
by maintaining 
good relationships 
with his clients, 
subordinates and 
other managers 
based on mutual 
respect, cooperation 
and support

Fadi Daoudi started employment with the MD 
in June 2005, when he initially worked in the 

Tulkarm Unit as loan officer on a 
daily-paid contract. He was first 
hired to substitute for another 
loan officer who was going on 
maternity leave.

Fadi is a Palestine refugee who 
was born in the town of Tulkarm 
in 1979 and who finished his 
high school education in Saudi 
Arabia in 1996. Soon after 
he returned to Palestine with 
his family after they decided 
to leave Saudi Arabia. After 
returning he joined Al-Najah 
National University in Nablus 
where he was awarded a BA in 

Accounting in 2003. When he finished university, 
he worked as a salesman in a private company 
specialized in selling chocolates and sweets. 
The experience he gained in sales and product 
promotion is an ideal foundation for a loan 
officer.

Unfortunately, despite his good performance, 
experience and education, his temporary 
appointment was coming to an end with the 
imminent return to work of the staff member 
he replaced. During this period, the office 
clerk resigned and Fadi agreed to take another 
temporary appointment as a clerk. But due to his 
good performance and strong personality, the 
unit needed his experience in credit operations, 
and he was brought back to fill another vacant 
loan officer post on a temporary basis.  When 
the unit advertised a new loan officer post, Fadi 
was ranked first among all candidates for this 
position and in May 2007 he was appointed as a 
loan officer on a fixed-term basis. 

Just over a year later the Tulkarm unit was 
upgraded to a branch office and the post of Area 
Loan Supervisor became vacant. Fadi applied 
for the post and despite the strong competition 
from internal and external candidates he was 
again ranked first among the candidates.  He 
adapted very well to his new post, which he 
considered as a challenging but good position in 
the department. Fadi is very committed to the 
department’s microfinance mission and is proud 
of services it is providing for low-income and 
poorer people in his home-town.

By December 2009, Fadi was managing one 
of the fastest growing portfolios of any branch 
office in the West Bank. During his short time 
in the post the active portfolio of this small 
branch almost doubled, rising from 450 to 
878 active loans. More significantly, as the 
operations in most branches in the West Bank 
faced deterioration in portfolio quality, his was 
the only branch that succeeded in maintaining 
portfolio-at-risk (PAR) below three percent for 
all loan officers and all products. This was largely 
due to good supervision, team-building and 
timely follow-up with clients. Moreover, during 
this period he combined his supervisory role 
with the assignment of bad-debt collection after 
the resignation of the Collection Officer, when 
he managed to reduce the bad-debt portfolio to 
just 60 clients with an outstanding balance of 
less than USD 20,000.

In addition to these achievements, Fadi’s 
character is distinguished by maintaining good 
relationships with his clients, subordinates 
and other managers based on mutual respect, 
cooperation and support. His dedication to the 
MD’s work and mission is seen in his enthusiasm 
to work after duty hours to get the job done. 
Fadi is considered as a role model among staff 
in the branch and among his colleagues in the 
other branch offices. 

Name:  Fadi Daoudi
Location: Tulkarm Branch, West Bank
Title:  Area Loan Supervisor

staffHighlight
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infoLines

ContactMD

the below list highlights the main donors 
of the MD that contributed in 2009. these 
enabled continuing success and achievement.MDDonors2009

Donor Information

OfID

The OPEC Fund For International Development has 
contributed a total of USD 9 million to the PalFund 
trustfund. With an additional installment of USD 1 
million outstanding, payment will bring the PalFund 
to USD 10 million.

UNtfHS

The UN Trust Fund on Human Security has confirmed 
that the MD will receive a USD 190,000 to open a New 
Branch Office in Jericho as part of a joint UN Country 
Team Livelihoods Project for the Jordan Valley.

for further information about MD, or any of 
the items in the MD Newsletter, please feel 
free to contact us at:

Design & Production:
MD Marketing Unit
T. +972.2.5890740
E. md.outreach-nl@unrwa.org

MD Central Office:
P.O.Box 19149, Sheikh Jarrah, Jerusalem
T. +972.2.5890221
F. +972.2.5890230
E. md.mu@unrwa.org
W. www.unrwa.org

MicrofinanceLinks
the following links provide important tools, 
resources, and information for staff to 
develop their knowledge and capacity.

 Arabic - Microfinance Gateway

 CGAP: Consultative Group To Assist The 

Poor

 Microfinance Gateway

 Sanabel - Microfinance Network Of Arab 

Countries

 The Small Enterprise Education And 

Promotion (SEEP) Network

 The SPM Network

 The Palestinian Network (Sharakeh)

 Planet rating

 Mix Market [Mix Market UNrwA MD]

http://arabic.microfinancegateway.org/
http://www.cgap.org/p/site/c/home/
http://www.cgap.org/p/site/c/home/
http://www.microfinancegateway.org/p/site/m/
http://sanabelnetwork.org/en
http://sanabelnetwork.org/en
http://seepnetwork.org/Pages/Default.aspx
http://seepnetwork.org/Pages/Default.aspx
http://spmconsortium.ning.com/
http://www.mixmarket.org
http://www.mixmarket.org/mfi/unrwa

