
N E T W O R K  S U P P O R T  O R G A N I Z A T I O N  P R O F I L E

CGAPadvocates networks as an effective means for donors to engage in microfinance. Donors with limited staff or technical
capacity can leverage their time and funds by investing in well-managed networks that may be in a better position to provide direct
financial and technical assistance to MFIs. Networks have played a critical role in developing standards, practitioner exchange, mutual
accountability, wholesaling funds and providing technical services. But the term “network”encompasses organizations with as many
differences as similarities, and many people are confused by the variety and diversity of networks. The network support organization
self-profile highlights key dimensions of network operations and then differentiates the features by charting them along a series of
spectrums. The profile was developed with network leaders in a consultative process launched at a workshop sponsored by SEEP
and CGAP in October 2002 and continuing through June 2003.

A. Mission Statement for network support
organization (NSO)
(Please include gender, target clients and 
geographic scope)

I .  O v e r v i e w
(Fiscal year 2002*)

Grameen Bank-type micro finance institutions

20

Cashpor Network shares 3 staff with PHILNET
Cashpor Technical Services has 4 full time staff and provides most of the technical serv-
ices for the network, except for in the Philippines.

55%

538,900 Active Loan Clients as of 30 Sept 02 

B. Description of partners/members/affiliates

C. Number of partners

D. Number of full-time staff of the network
support organization

E. Percentage of partners with positive 
Return on Assets (ROA)

F. Total active clients of partners

(Depending on the relationship between the network and 
the organizations it works with, different terms are used to
describe this relationship. For the purposes of this profile, 
partner will represent all of these relationships including 
members and affiliates.)

CASHPOR

CASHPOR aims to reduce significantly hard-core poverty in the Asian region by provid-
ing technical assistance to scale-up existing credit & savings programs for women
below the poverty line, and by promoting new, sustainable Grameen Bank-type replica-
tions where they are needed.

*Networks will have the option to update their own profiles on the MIXMarket in early 2004. Go to http://www.mixmarket.org/en/partners/partners.quick.search.asp for the latest information.

http://www.mixmarket.org/en/partners/partners.quick.search.asp


Sub-Saharan 
Africa

Asia Latin
America

Eastern Europe,
Central Asia, NIS

Middle East,
North Africa

North America
Western Europe

Project/informal
UnregulatedRegulated  UnregulatedRegulated  

Foundation & NGO Cooperative Non-bank finance inst. Bank
(mf focus)

Bank 
(traditional)

20

2
UnregulatedRegulated  UnregulatedRegulated  

8 1 3 6

Multi-sector
development

Microfinance with 
health/education components

Microfinance and 
related services 

(i.e. Business Development Services)

Microfinance
only

No equity stake 
or formal 

governance role

No equity stake 
but ex-officio 

board role

Minority 
Shares

Majority 
Shares

Subsidiaries 
consolidated 
in Network

Wholly 
owned

Independent org.
joined Network

Org. develop by 
Network from start-up

Org. created 
by Network

Partners 
not on board

Partners vote 
for board members

Some partners 
on board

Membership org. 
run by partners

C. GOVERNANCE of the network support organization and partner involvement

D. STATUS OF PARTNERS AT ENTRY

B. OWNERSHIP/GOVERNANCE ROLE of network support organization with its partners 

A. ORGANIZATIONAL FOCUS 

I I .  C O R E  B U S I N E S S  M O D E L

I I I .  O P E R A T I O N S

Single country focus Regional Global

B. REGIONAL PRESENCE: Areas where the network support organization operates and/or has partners 
(Indicate number of partners in each region)

NUMBER

C. PARTNER LEGAL STATUS
(Indicate number of partners in each category and differentiate between regulated and unregulated) 

NUMBER

A. GEOGRAPHIC FOCUS
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218



I I I .  O P E R A T I O N S  CONT.

I V.  S E R V I C E S  

Majority of clients
below US$1 a day

Diverse range 
of clients

Majority of clients are 
vulnerable non-poor

Network does not provide
information on partners

Network discloses 
summary partner 

performance

Network discloses partner 
audited financial statements 
and operational information

Partner performance 
available on public 
internet resources

Open 
standards

Standards led by 
network support organization

Standards led by 
partners

Standards enforced only 
thru public diclosure

Standards enforced 
thru peer/network review

Breach of standards 
results in disaffiliation

H. CONCENTRATION OF RELATIONSHIP

Many partners, broad
engagement

Mix of intensive relationships 
with some loose affiliates

Concentrated relationships with 
select group of partners

D. TARGET CLIENTS of Partners at time of initial entry 

E. INFORMATION ABOUT PARTNERS including financial performance and outreach 

F. NETWORK-WIDE STANDARDS on performance including membership criteria and minimum standards of performance

G. IMPLEMENTATION OF STANDARDS 

Public 
grants

Private 
donations

Loans Investment
income

Membership
fees

Earned 
income

Mobilizing financial
resources

Technical
services

Knowlege
mgmt.

Research & 
development

Policy
advocacy

I: NETWORK SUPPORT ORGANIZATION SOURCE OF FUNDS 

A. LEVEL OF EFFORT committed directly by the network support organization to its partners 
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Task Force/
Working Group

Case 
studies

Technical 
guides

Staff 
exchanges

Listserve/ 
virtual mtg.

Website- 
external

Newsletter Other

X X X X X X

Clients Products Operations Technology Other

X X X X

C-1. TECHNICAL SERVICES: Types of technical services offered to network partners. Technical services refers to 
consultancy, training, advisory services etc. (Indicate percentage of effort per topic for last FY)

Network subsidizes 
full cost of technical services

Partner pays 
partial fees

Partner pays 
full cost

No contractual 
financial link

Brokers or 
co-sponsors funding 

Lends to 
partners

Invests equity 
in partners 

D. KNOWLEDGE MANAGEMENT: Opportunities for transferring lessons learned within the network to other network 
partners and the broader microfinance industry (Check all the appropriate boxes)  

C-2. COST COVERAGE FOR TECHNICAL SERVICES

Sole source for TS by
network staff

Mix of 
sources for TS

All TS sourced outside 
of network staff

C-3. TECHNICAL SERVICES (TS) DELIVERY: 

B. MOBILIZING FINANCIAL RESOURCES FOR PARTNERS

I V.  S E R V I C E S  CONT.

Not active 
in policy

Active in 
donor country policy 

Policy advocacy in 
selective developing

countries

Global effort with dedicated
staff and resources

F. POLICY ADVOCACY: Engagement of network support organization staff and partners in policy advocacy 
with national governments and bank supervisors

E. RESEARCH AND DEVELOPMENT: innovation, research and piloting new products (Check all the appropriate boxes)    
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Institution
Start-ups

Transform
to FFI

Product dev.
& roll out

Human Resource
Development

Information
Technology

Strategic
Planning

Efficiency&
Re-engineering

Financial Analysis
& Rating

Other

40% 10% 20% 20% 10%


