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Summary of Results

Micro-enterprise and demographic characteristics

Average age of respondents is 37 years old and the median age is 36 years. 57.8% of respondents
are female versus 42.2% male. On average male respondents are younger than females.

Only 3.4% of the respondents have no education but 7.6% are not able to read a letter. 34.3% of
respondents have reached secondary education. Only 11% have the university degree.

Most of the clients are married (86%) and 11% are single.
The first main activities of UNRWA clients ordered by importance are: trade, services and handcrafts.
74.8% of them are outside based activities and only 39.9% of them are formally registered.

31% of the respondents purchase their input daily against 28.5% who purchase their input several
times per week.

On the other hand, the frequency of their sales is daily (57.5%), several times per week (20.5%).

More than the half of the respondent is not satisfied with their input purchase and the level of their
sales.

According to 43.4% of clients; the main reason for not selling more is the difficulty in acquiring enough
inputs. 19.2% declare that it's due to lack of demand.

To increase sales, 63% of the microentrepreneurs need liquidity / financing and a capital increase,
11% hope for good economic conditions, 7.3% need support for their business and 5.2% call for the
disappearance of the checkpoints.

The evolution of UNRWA clients ‘cash flows in both regions (Gaza Strip and West bank) has followed
the same trend all along the year. The lowest cash flow period is in December and the highest is from
May until September.

Financial services use and access

The majority of the borrowers use their loans to reinforce their business. 16.4% use them to pay their
household expenses and 8% ask loan to pay others debts they take elsewhere.

What UNRWA clients appreciate the most is the easiness of its credit procedures. They also value the
fact that it is fast to get a loan at UNRWA and that contract terms are easy and understandable.

On the other hand respondents (38.7% of them) dislike the interest rates applied by UNRWA, while
18.8% of them consider the loan amount as insufficient. 12.4% consider the repayment period as too
short and 7.5% do not like the way UNRWA pushes to enforce repayment. Only 16.9 % declare being
satisfied with everything.

For the borrowers who find the UNRWA'’s loan amount too low in relation to their financial needs, only
33.7% can find other credit sources to close the gap. The main source of additional funding to is
respectively, family or friends, other MFI, banks and money lender.

During the last two years, 83.1% of the clients did not use any source of financing for their activities
other than UNRWA. Among those who did use other sources, 23% got loans from other MFI, 22%
from banks, 21% from their family or friends and 4% from money lenders.



Potential demand

In relation to the seasonality of the cash flow of their activities, the majority of UNRWA clients express
the need for credit from end April,/beginning May to September. According to UNRWA clients the loan
amount that they would need to finance their activities is set between 1,200NIS and 1,000,000 NIS.
The gap between the two extremes is obviously too large.

More precisely, the new clients in the program ask for on average 24,940 NIS, the medium clients ask
for 44,540 NIS and the old clients ask for 19,347 NIS. The clients who are not educated asked on
average for 7,010 NIS while the educated clients are expecting to be given 44,540 NIS.

Relationship between UNRWA and its clients

Almost 50% of the respondents consider their relationship with UNRWA staff as excellent. 40%
considers the relation as good. Only 5% think that their relation with the staff is bad.

The opinion of the clients on UNRWA skills, products and services is positive for the overwhelming
majority. The opinion is also positive for almost all the clients, concerning the availability of UNRWA
products and services.

Impact of the UNRWA program on the economic activities
- Profit

The descriptive analysis shows that profits are significantly correlated to the length of participation in
the program. In other words, the most active clients (old clients) have the highest monthly median
profits (500 NIS). The median decreases to about 250 NIS for the medium clients and to about 125
NIS for the new clients. There is thus a positive relation between the level of participation in the
program and the profits of the microentrepreneurs.

It is however important to consider the results from the econometric analysis of the data. The fact that
the variables related to the oldness are not statistically significant does not allow any statistical
interpretation of the program impact.

- Investment

There is definitely a positive impact of the UNRWA program on the investment of its clients. Actually,
there is a significant difference between the average current investment of the active clients and the
former clients (drop out). The average current investment of the drop out is lower than that of the
active clients.

In addition, the respondents in West Bank region have on average a higher current investment in
comparison to Gaza Strip respondents.

Males on the other hand have less current investment in comparison to the females.

- Employment
The level of employment two year ago does not change in comparison with the current situation. Most
of the respondents don’t want to employ more employees because they don’t have sufficient income
and also the salary costs are very high.
It is difficult from the data in our possession, to say that there is a clear impact of the program on the

employment. However, It is important to notice that the probability of a former client (drop out) to hire
an employee is less than the probability of an active client to hire employees.



Impact of the program on the household

- Contribution in the household budget

On average, the older the clients’ activities are the more they participate in the household budget. We
also observe that the male contribute for about 32% less than female. Non married clients also
contribute for about 13% less than the married person in the household budget.

There is not a significant difference between new clients, medium clients and old clients related to their
contribution in the household budget.

- Monthly expenses

There is not any difference statistically speaking in the total amount spent monthly by the active and
the former clients. The mean amount spent is about 10108 NIS for both the active and the former
clients.

The only significant difference we can notice is that the mean amount spent by clients in Gaza is lower
at 6094 NIS in comparison to that of the clients in West bank

- Asset detention

There is not any significant statistical variables that allow efficient interpretation concerning asset
detention.(See Annex)

However, the probit estimation shows that the probability of a client to be rich now is higher when he
was rich three years ago than the probability of the moderately poor clients and than the probability of
the poor clients three year ago. In other words, if a client was rich three years ago, he is likely to stay
rich and if the client was moderately poor or poor three years ago he has less probability of becoming
rich.

- Savings and debts

The majority of the borrowers find that they have a positive change on their debts while 22.2% have a
negative change on their debts. Only 35.6% of the borrowers declare that they increase their savings
after they have become UNRWA members. 41.2% didn’t find any change on their savings and 23.2%
noticed a reduction of their savings.

The probit analysis on savings and debts allow us to estimate the probability of a UNRWA client to
have a positive change in his savings and debts. The results show that the probability of a new client
and a former client (drop out) to have a positive change in his savings and his debts is higher than the
medium clients. The variable of the old clients is not significant and does not allow any interpretation.

Clients’ perception of impact

- Intangible indicators

From the data analysis, the probability of a client to notice a positive change in his autonomy and his
partner’s respect is very high when he stays longer in the program. The longer is the participation in
the program, the more autonomous the client is likely to become. The client is likely to be also more
respected by his or her partner when he stays longer in the program.

On the other hand, the majority of the respondents think there isn’t any change in the way they are
estimated by their children. However, 46.1% of them think their children respect them more than
before they started benefiting from the UNRWA loans. The probit estimation shows that there is a
correlation between the probabilities of having a positive change in the children behaviour towards
their parents and the participation in the program. In other words, the longer is the client’s participation
in the program; the most likely he will be respected by his children.



In relation to stress, most of the borrowers consider UNRWA program as positive in the reduction of
stress. However 21.4% of the respondents think they are more stressed than in their previous
situation.

Finally, the analysis of the result on the impact of the loan on the conflicts and tension in the borrowers
‘family shows that there is a positive change for 52.4% , no change for 29.2% and a negative change
for 18.4%.

- Tangible indicators

The microfinance program of UNRWA has a positive impact on food conditions for 55.6% of it
borrowers. Only 7.2 have noticed a negative impact of the program on their food condition.

According to 47.3% of clients, the impact of UNRWA program on the children education is positive.
Only 6.6% find it, negative. Moreover the data regression shows that when the participation in the
program is long the client is likely to have a positive change in his children education.

In relation to health condition, there is a positive change for 54.2% of the borrowers, no change for
35.4% and negative change for 10.4%. The probit analysis shows here also the importance of the
participation in the positive change on the health conditions.

Finally, 48% of the borrowers’ family increase their leisure after they become UNRWA clients while
17.6% notice a reduction in their leisure.

Drop outs

36% of the former UNRWA clients find the repayment period inadequate. 27% of the respondents find
the loan interest too high. 23% of them find the loan amount inappropriate. Only 9% of the former
clients quit UNRWA because UNRWA did not renew their credit.

Concerning the personal reasons for drop out, 50% of the respondents did not wish a new loan and
8% spent their loans for unexpected events. The religion is also a raison for drop out. According to
some respondent the interest rate on loans is prohibited by the religion.

Concerning the socioeconomic reasons, 66% of the drop outs indicated that the bad economic
situation in the country was the main reason for dropping out. There clients could not afford to buy
their products or services. For 28% of the former clients, the military occupation was the handicap of
their development.

Most of the former clients of UNRWA found their participation in the program as very positive (33%) or
just positive (36.9%). However for 8.7% and 2.9%, their participation in the program was respectively
negative and very negative.

Solidarity group clients

For the overwhelming majority (68.2%) of UNRWA solidarity group clients, they choose to borrow
through the group lending methodology because it's the only way they can get a loan. 24.6% of the
respondents think the group lending gives them security while 2.1% choose the group lending
because it's less costly.

In Gaza Remal and Middle camps, most of the borrowers are in credit group because UNRWA asked
them. On the other hand, in Khan Younes, the main reason evocated by the borrowers for being in
credit groups is the security the group lending gave them in the beginning.

The majority of the group borrowers (66.1%) express their willing to borrow individually against 33.9%
who want to remain in the group lending methodology. their reasons are hierarchically, the easiness to
manage individual loans, the fact that the loan amount is higher than in the groups and the fact that
the borrowers don't like groups.



1. Introduction

1.1. Context

Since 1991, the UNRWA Microfinance and Microentreprise Program (MMP) has been operating in the
Palestinian territories and has invested more than 102 million USD in around 100 000 small and
microentreprises (30 % of the loans have been given to women microentrepreneurs).

The program’s mission is “to improve the quality of life of small business owners and
microentrepreneurs, sustain jobs, reduce unemployment and poverty, empower women and provide
income-generating opportunities to Palestine refugees and other proximate poor and marginal groups
through the provision of credit”.

In parallel to continuous efforts to improve operational and financial sustainability, UNRWA wishes to
assess the achievements of its MMP and prepare for its future development. PlaNet Finance proposes
to implement IKM with UNRWA by carrying out an impact study on its clients and providing technical
support for the MMP’s Business Research Office.

1.2. Presentation of IKM

Impact — Knowledge — Market (IKM) is a training and action-research program aimed at microfinance
institutions (MFIs), federations, donors and international organizations.

Its primary objective is to provide information and to make recommendations to strengthen the viability
of MFIs, to help them achieve their social objectives and to assist the design of microfinance and
micro-enterprise development policies.

IKM uses qualitative and quantitative methods as part of a participative and multidisciplinary approach.
IKM consists of three main components: client knowledge, market research and impact assessment

IKM studies may be implemented in the form of short-term studies, training and R&D assistance
programs or sectorial research.

1.3. Objectives of the Market study for NMB

IKM was implemented in the West Bank and Gaza where UNWRA has branches (Gaza/Remal, Khan
Younis, Middle Camps in Gaza and Nablus, Tulkarem, Hebron in West Bank).

It included:

« Collection of primary quantitative and qualitative data on UNRWA's clients and their activities with a
representative sample of existing and potential clients;

« Data Analysis aiming at estimating the trends of impact of microfinance at the enterprise,
household and individual levels

» Research on specific issues in order:
- To measure client satisfaction;
- To evaluate overlapping;
- To estimate the characteristics of financial services desired (types, amount, rate, repayment);
- To provide information to develop adequate products.

2. Methodology
2.1. Sampling

The market and impact study was consisted in a sequence of IKM analyses carried out among four
representative samples: “old clients” (client for more than 3 years), Medium Clients (clients for more
than 6 months and less than 3 years), “new clients” (clients which are in their first cycle of loan) and
drop outs based on the following methodology:

The sample was stratified according several variables such as gender, type of business and
localization.



The survey was conducted on 492 micro-enterprises in Gaza Strip (Gaza Remal, Khan Yunis, Middle
Camp) and West Bank (Nablus, Tulkarem, Hebron)

Gaza Strip [West Bank

Sample |326 166
Gaza Remal Khan Younis Middle Camp Total
Gaza Strip 147 97 82 326
Nablus Tulkarem Hebron Total
West Bank 84 46 36 166

2.2. Data collection methodology

Qualitative methods were used to identify the questionnaire and to evaluate financial demand. 3 focus
group discussions were conducted with an expert. The interviewing team is composed of 7 people
who have completed 2-day training and have conducted field testing previous to launching the data
collection.

A large type of information has been collected among respondents (see questionnaire in annex):
household information, asset ownership, economic activities, access to markets, use of financial
services, investments, credit demand.

2.2 Impact evaluation methodology

2.2.1 General framework of an impact evaluation

The principal objective of the impact study is to assess the effect of the participation on a series of
indicators (profits, food, credits...) such as:

Y=aXi+Ri+SCi+£; )]

With Yi, standing for the studied indicator; Xi a demographic characteristic vector; Ri a vector
indicating the characteristics of the region or the sector and Ci, indicating the level of participation.
Treat this specification alone is likely to produce biased results. Actually, the level of participation is
potentially correlated to the characteristics of the population and the indicators. It is possible to control
the observable characteristics (those of the household for example represented here by "Xi") but the
unobservable characteristics (such as the "entrepreneurial® aptitudes or qualities) are likely to
determine jointly C and Y. In the majority of the cases, the degree of participation is not exogenous,
therefore to estimate correctly the impact, one need to estimate the impact of C on Y separating the
correlation between X and C and by resolving the causality problem between Y and C.

2.2.2 Criterion of the study

The evaluation of the impact of the UNRWA program was to respect the economic and political
situation in Palestine. The particularity of the situation in Palestine and the changing almost constantly
of the living conditions of the household might be determinant in the analysis of data and the
interpretation of the results.

2.2.3 Methodological implications

The methodological approach for the evaluation consists of comparing the impact on the clients’
activities and living conditions according to their participation in the UNRWA program. As said above,
the study includes four representative samples: “old clients” (client for more than 3 years), Medium
Clients (clients for more than 6 months and less than 3 years), “new clients” (clients who are in their
first cycle of loan) and drop outs.




Taking into account the “drop outs” helps to limit the bias in the comparison of the clients according to
their duration of participation in the program. Actually, the clients who stay in the program are likely to
have different characteristics than those who leave - the drop out were probably the best clients (who
used to repay without problem) or always had a need for significant credit - whereas the new clients
are potentially clients who will stay or leave the program. Comparing only former and new clients could
lead on an over-estimation or under-estimation of the impact, if the clients who remain are better or
worse than those who leave.

It remains however a potential source of bias: the change of the program policy during the time (the
program might start by targeting poorest and directing itself towards less poor categories or doing the
opposite) is likely to distort the results.

2.2.4 The impact of the duration effect of the participation in the program

A first evaluation method is to compare the impact indicators in relation to the duration of the
participation in the program, from the date of the first credit at the moment of the investigation.

Yi=aXi+fRi+IDits (2)

Y, is the impact indicator to be studied; Xi and Ri are the demographic and regional characteristic of
the vectors; Di represents the degree of participation in the program.

The analysis is more specified when we take into account the level of wealth of the clients at this
moment and three years ago.

Yi=aX, +PR.+5 T\ +S,Ty+ SsTa+ §,T"1+5,T 5+ S3T3+ y,D, + Dy +y3Ds + 5, (3)

With TI, T2 and T3, corresponding to the terciles of the clients current wealth - poor, medium, Rich;
Ty, T'2 and T; correspond to the terciles of the clients wealth three years ago and D1, D2 et D3
corresponding to their duration in the program.

2.2.5 The impact of the participation effect

Another approach is to use probit method to estimate the probability of a client with a determined level
of wealth three years ago, to become rich taking into account his duration in the UNRWA program.

The impact equation is:
Yi=SiT1+S,T,+ S3Ta+y, D, +y,D, +ysDs +5, (3)

With Yi=1 if the client is rich and Yi=0 otherwise

2.2.6 Interpretation of the results

The different results are presented with their level of significance at 1%, 5% and 10%. (Above these
levels of significance, the results are not considered for the study if the variables are quantitative and
not qualitative).

The results should be however interpreted with precaution because of the limited number of
observations our study has and because of the non quantifiable aspects (the political and economical
situation, the managerial skill of the clients) that might affect the results.



3. Characteristics of households and their activities

3.1 Socioeconomic data

3.1.1. General information

Household and age groups

Graph1

Literate person

. Gender per age groups

40

30

20

0
1830  31-40 4150 51+

[JFemale [l Male Graph 2

Education level

No Education

University-

Polytechnic-collgge CIEIED

Graph 4

Average age of respondent is 37 years. The median of age is 36 years. Almost 70 % of the
respondents are between 18 and 40 years old (graph 1). There are 57.8% of female against 42.2% of
male. On average males are younger than females.

Only 3.4% of the respondents have no education but 7.6% are not able to read a letter (graph 3). The
majority of learned persons (34.3%) have reached the secondary stage in education. Only 11% have

the university degree (Graph 4).
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From graph 5, we can see that most of the clients are

. married (86%) and 11% are single.
Marital status

Other
1.4%

Graph 5

Repartition of UNRWA clients

Household in Gaza trip Household in West Bank

Nablus

51,2%

Khan Younes
30,0%

Graph 7

More than 50% of UNRWA clients are refugees. In Gaza
Strip, 44.5% live in Gaza remal, 30% in Khan younes and
25.5% in Middle campes. 51.2% of UNRWA clients living
in West bank, come from Nablus, 27.4% from Tulkarem
and 21.4% from Hebron.

Refugee or not
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3.1.3. Evaluation of wealth: index of asset ownership

An index of asset ownership is used to identify several groups within the sample regarding their
degree of wealth. To each individual or household is given a score regarding the number or nature of
assets owned by the household. The index is then divided in quintiles: five groups of equal sizes.
(See the method in annex)

Three years ago Wealth Index . Current Wealth Index
40 40

30

2

Wt

W1
Graph 9 Graph 10

From the two graphs above one can observe the evolution of UNRWA clients’ wealth during the last
three years. In general the wealth evolution is mitigated and the trend differs from one wealth group to
another. In the group of the poorest (W1 being the group of the poorest and W5 the richest), there has
not been any change so far. In the group W2, there is an increase of 4% of it population. Those four
percent might have come from the group W3 which population has decreased for about 10%. The
population in the group W4 has dramatically increased for 12% against a decrease in the group wb.

3.1.3.1 Wealth index and regions

Wealth by region 3 years ago Current wealth by region
40 40
30 30
201 |
10] 1
0+ 04

West Bank Gaza trip West Bank Gaza trip

Graph 11 Graph 12

The wealth index by region shows a significant difference between West Bank and Gaza Strip. Three
years ago the two regions look alike in terms of wealth and asset detention.

In west Bank, at the moment the survey took place we could observe that there was an increase in the
population of the group W2 and a decrease in the group W3. Concomitantly, the number of micro
entrepreneurs in the group W4 increased while the group W5 decresed.

In Gaza Strip the wealth evolution looks the same like in West Bank. However the decrease in the

group of the W5 is higher than in West bank and the increase in the group W4 is lower than the one
observed in West Bank.
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3.1.3.2. Wealth index and gender.

Wealth index by gender 3 years ago

40

30
20 1
10 4
0

Male Female

Graph 13

04
0,3

0,2 4
0,1

Current wealth by gender

Male Female

Graph14

Three years ago, there were more male than female in the wealthiest groups (W4 and W5). But in the
poorest population (W1 and W2), males were also in the majority (more than 5%). Today, there are
less “wealthiest” persons (male and female) in the last two groups than three years ago.

3.1.4. Household expenses

Average HH monthly expenses

Specdial events
15,5%

Social expengés
Food
45,5%

Graph 15

3.1.5. Family concerns in general

Classification of family concern

100%

60%|
40%

20%|——
’ L

0%

First concern Second concern

[ Economic situation B Occupation

o Movement restriction Dinternal security situation

Third concern

Graph 16

In average Households spend 45.5% of the monthly budget
on food. The expenditure on special events come in second
and are followed by
educational services, social expenses and health services.
The rent expenses occupy only 2.5% of the Households
budget.

respectively, current expenses,

The economic situation in the region is the
family first concern with more than 60
percent of the voice. The second main
concern according to 30% of the
respondents is the internal security situation.
The third main concern is the movement
restriction.
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3.2. Information about economic activities

3.2.1. General information

Microentrepreneurs’ main activities

100%
0%

First main activity Second main activity Third main activity

B Others O Hand crafts or small producing industry
H Agriculture-breeding B Services
m]
Employee O Trade Graph 17

The three main activities of UNRWA clients
are respectively, trade, services and hand
crafts and small producing industry.

Region of activities

Home basef
252%

Outside hol
74,8%

Graph 18

Activities registration

Not registere|
60,1%

Formally registergti
39,9%

Graph 19

Duration of activity

11-50year:
20,7%

6-10years
23,2%

0-5yearg
56,1%

Graph 20

Willing to start new activity

Graph 21

74.8% of the households activities are outside home ones (graph 18). Only 39.9% of the activities are

formally registered.

56% of the activities are less than 5 years old. 23.2% are between 6 and 10 years old. 20.7% are

more than 10 years old.
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The households seem to like their current activities since 54.8% of them are not willing to start a new

activity (graph 21).

3.2.2. Activities of other members of the HH

First main activity of partner
Last 12months

Second main activity of partner
Last 12months

Third main activity of partner
Last 12months

Agriculture-breeding ‘

Others
8,3% Trade

8,3%

Services

Employee
46,4%

Graph 22

Other

5,7%

Employee
49,1%

Other

57% \
Others

57%

Graph 23

Graph 24

The first main activity of the respondents’ partners is “employee” (46.4%), The second main activity is
hand craft (20%) and the third main activities are services (20%).

3.2.3. Activities characteristics.
. 47% of the respondents sell their
Area of activity products and services in shops. Only
34% of them sell their products in the
120 market.
100
80 The overwhelming majority of the
0 ENo UNRWA borrowers sell their products
40 O Yes and services without any intermediary
2 (82%).
0
In the market In shops With intermediary Graph 25

Frequencies per month of
input purchases

Less than
this 3.6%

once a mon
20,2%

N
Daily
\

Graph 26
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Most of the respondents purchase their input daily (31%). 28.5% purchase their input several times
per week while 20.2% shop once a month. From the graph 27, 55% of the respondents are not

satisfied with the input purchase.
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The main reason evocated by the borrowers for not buying more products is the insufficient resources
(46%). The second reason which is: insufficient number of clients is evocated by 26% of the
respondents. The rest of the reasons are hierarchically, the “security reason”, the “transport problems”

and the “insufficient stocking area”.

Money cycle of products

Other

62% |

Graph 29

Frequency of sales

Graph 30

Satisfaction with level of sales

The money cycle is mostly daily (52%), monthly (21%) and weekly (20%). The frequency of the
UNRWA clients’ sales is daily (57.5%). 20.5% of the respondents sell several times per week. The
analysis of the graph 31 shows that almost 60% of the clients of UNRWA are not satisfied with the

level of their sales.
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According to 43.4% of the UNRWA clients; the main reason of not selling more is that they
can’t buy enough input. 19.2% declare that it's because of non existence of demand.

To increase their sales, 63% of the clients need liquidity/financing and capital increase, 11%
expect good economic condition, 7.3% need support for their business and 5.2% ask for the
disappearance of the checkpoints.

3.2.4. Profits by type of activity and localization

3.2.4.1 Monthly profit of the clients (OLS method)

Variable Coefficient Std. Error |t-Statistic |Prob.
Intercept 3265.638 756.0061 |4.319592 |0.0000
West Bank 934.2778 808.6701 |1.155326 |0.2490
Home based activities  |-857.4961 824.6015 |-1.039892 |0.2993
Non registered activities [-1723.347 776.7988 |-2.218524 |0.0274
R-squared 0.068555 Included observations |268

As these regression results show, the mean monthly profit of UNRWA clients in Gaza is about 3265
NIS. That of the clients in West bank whose activities are home based is about the same since the
corresponding variable is not statistically significant.

On the other hand, we can observe that the monthly profit of the non registered activities in
comparison to the registered ones, are lower for about 1723 NIS.

3.2.4.2 Monthly profit in relation to the first main activities of the clients (OLS method)

Variable Coefficient Std. Error |t-Statistic |Prob.
Intercept 2473.000 408.4498 16.054599 [0.0000
Service -543.1370 713.8874 |-0.760816 |0.4474
Agriculture breeding -1397.400 1080.657 |-1.293103 |0.1970
Handcraft -944.6667 1000.494 |-0.944201 |0.3459
Employee 7427.000 1934.370 [3.839493 [0.0002
R-squared 0.063379 Included observations |285

The above table shows that the mean monthly profit of UNRWA client whose first main activities are
trade is about 2473 NIS. That of the clients whose first main activities are services, agriculture
breeding and handcraft is about the same since the corresponding variables are not statistically
significant.
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Only the clients whose first main activities is “employee” have on average a higher monthly profit equal
to about 9900 NIS.

3.2.5. Seasonality of activities

Cash flows evolution in west bank

35
A—A—
3 /N
25 | —‘,5\30_‘%
9 — =
15
1
05
0
T T T T T T T T T T
21 0 9 4 7 6 5 4 3 2 1
Nablus
Tulkarem
Hebron

Graph 34

Cash flows evolution in Gaza trip

1,5
1
0,5
O 0 g "5 7 6 5 4 3 2 i
—%ﬁza emal
____ Khan Younes
Middle camps Graph 35

The evolution of the UNRWA clients ‘activities cash flows in the six areas has the same trend all along
the year. The lowest cash flow period is in December and the highest is from May until September.

In west bank, the highest average cash flow is in Hebron all along the year apart from March and April
where Nablus has the highest cash flow (graph 34).

In Gaza Strip, the highest average cash flow is in khan Younis during the years (graph 35).

4. Evaluation results on the impact of the participation in the program

The goal of this section is to present the results of the analysis of the impact of the participation in the
program: Comparison between new clients, medium clients, old clients and the impact of the duration
of participation in the UNRWA program.

4.1 Impact on the economic activity

411 Profits
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From the above graph, 91% of the UNRWA clients use a part of their profit to face family expenses.
54% of the clients use a part of their profit for reinvestment and 26 % improve their housing conditions
with the profits they make.
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From the graph 37, the profits are significantly correlated to the oldness of the clients. The global
sample shows that the old clients have the highest monthly median profits (500 NIS). This median
decreases to 250 NIS for the medium clients and to 125 NIS for the new clients.

There is thus a positive relation between the level of participation in the program and the profits of the
microentrepreneurs.

In addition , the graph 38 shows that 50% of the interviewees sell in average 500 NIS and gain
monthly 250 NIS. 25% make on average monthly sale between 500 and 3000 NIS with a profit
between 250 and 1,500 NIS.

Only 25% of our sample makes more than 1,500 NIS of monthly profit.

From the econometric analysis of the impact of the UNRWA program on the monthly sales and profit,
we find that there is a significant difference between male and female. Actually, males make on
average about 1496 NIS less profit and about 4611 less sales than female. (See the annex). However,
since the variables related to duration (old, medium, old) are not statistically significant, we can say
that the mean monthly profit of all the clients are about the same.
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41.2 Investment

The investment of the year before the survey was mainly identified in stock and input (30%). Then
follow the investments in machine/equipment (20%) and in shop/premises (10%).

In terms of amount invested monthly, one can observe on average 45,000 NIS for shop premise,
35,000 NIS for stock and input, 10,000 NIS for machine and equipment and 2,500 for livestock.

More than 64% of the respondents are not satisfy with
their current investment.

Satisfaction with current investment

Investment impact
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60 |
40 |

20

0 ‘ ‘ ‘ '

Sales Profit Afforded to Sales Profit No impact
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The analysis of the investment impact shows that 71% of the borrowers noticed an impact on their
investment against 29% who didn’t. Coming to the area of the impact, 36% of the respondents have
noticed an increase in their sales and only 30% of them noticed the increase of their profit.

On the other hand, 11% of the clients had faced a decrease of their sales and of their profit.

The data regression shows the significance of the following variables (Drop out, gender and region).
The interpretation of the results shows that the average current investment of the drop out is lower
than that of the active clients. The west bank region has in average a higher current investment in
comparison to Gaza Strip. Males on the other hand have less current investment in comparison to the
females.
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41.3 Employment of the microentrepreneurs

Two years ago employment

180"

170+

160+

Two years ago employment

100%

50%

0,
0/OFuII time employees  Part time employees

None paid employees

Graph 42

1501

O0m1 0203 M4O05m608mM10 @20 O30 @40 m45

1401

130)

ﬁ[aDh 41 | had no employees | had employees

The level of employment two year ago does not change in comparison to the current situation. Almost
60% of the respondents did not have any employee two years ago (Graph 41).

The proportion of the respondents who have employees decreases with the increase of the number of
employees (Graph 42). In other words, the number of microentreprises employing for example ten
persons is less than the number of microentreprises employing one person.
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On average, more than 60% of the respondents are self-employed without any other employees.
About 15% employ one paid full time employee, 5% employ one paid part time employee against 18%

who employ one non paid employee.

Ten percent of the interviewees employ 2 non paid employees. 4% employ 2 paid full time employees

and 2% employ 2 paid part time employees.
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Most of the respondents don’t want to employ more employees (graph 44). The main reason for not
hiring more employees is that the microentrepreneurs assume they don’t have sufficient income and
also the salary costs are very high (graph 45).

The probit analysis of the impact on employment shows that the probability of a drop out to hire an
employee is less than the probability of an active client to hire an employee. (See the annex)

4.2. Impact on the household
4.2.1 Contribution in the household’s budget

Contribution percentage to HH's budget 100
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In general, 57.1% of the respondents declare that they participate up to 100% in the household
expenditure. 7.1% of the respondents contribute up to 90% in the household expenditure and 5.5%
contribute up to 50% of the expenses (Graph.46)

From the graph 47, one can see that there are more males than females financing up to 50% of the
household’s budget. However, between 51and 100% of contribution, there are more female than
male.

The results from data regression show the following significant variables (Age, Gender, marital status,
oldness of the client activity and the wealth of the client three years ago). From these results, we can
see that, on average, when the clients’ activities are old (more than 10 years), their contribution in the
household budget is important. We also observe that the male contribute 32% less than female. Non
married clients also contribute 13% less than the married person in the household budget.
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4.2.2 Monthly expenses

The median amount spent monthly by the household for their food is 1000 NIS. It is followed by the
“current expenses” which cost almost 250 NIS. The median amounts of the remaining expenses are
less than 250 NIS.

There is not any statistically speaking any difference in the total amount spent monthly by the active
and the non active clients. The mean amount spent is about 10,108 NIS for both the active and the
former clients.

The only difference one can notice is that the mean amount spent by the client in Gaza is less for
about 6,094 NIS in comparison to those from West bank. (See annex)

4.2.3 Housing conditions

Type of housing per gender We can observe that when one considers only the type of
- housing of the respondents, the females live in better
conditions than male because more than 50% of the females
live in extended family houses and apartments.

70

60
In Gaza Strip, on average, people living in Gaza Remal have
better housing condition than those who are in Khan Younis
Dlindepencent and Middle camps. However there are more persons in Khan

B Extended famiy Younis who live in independent houses than in Gaza Remal
jouses . .
e and in Middle camps.

50

40

30

20 -Apartmen(
1 Eotner In West bank, the respondents from Nablus are in better
Graph 48 housing condition than those in Tulkarem and Hebron.

4.2.4 Assets detention

The estimated gold wealth of the respondents is lower than 22,500 NIS for almost 100% of them in the
two regions studied (graphs 49 and 50).
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From the regression of the current wealth in relation to the characteristics of the clients and their
participation in the program, we can observe that there are not any significant variables that allow
efficient interpretation. (See Annex)

However, the probit estimation shows that the probability of a client to be rich now is higher when he
was rich three years before than the probability of the moderate clients and than the probability of the
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poor clients (See Annex). The participation variables are not statistically significant to allow any
interpretation.

4.2.5 Savings and debts

Family change-debts Family change-savings

Graph 51 Graph 52

The majority of the borrowers find that they have a positive change on their debts while 22.2% have a
negative change on their debts.

Only 35.6% of the borrowers declare that they increase their savings after they have become UNRWA
members. 41.2% didn’t find any change on their savings and 23.2% noticed a reduction of their
savings.

The probit analysis on savings and debts allow us to estimate the probability of a UNRWA client
having a positive change in his savings and debts. The results show that the probability of a new client
and a drop out to have a positive change in his savings and his debts is higher than the medium
clients. The variable of the old clients is not significant and cannot allow any interpretation.

4.3. Impact Perception
4.3.1 Intangible indicators

Family change-Autonomy Family change-respect from
your husband/wife

No change

Positive change
44,5%

66,5%

Graph 53 Graph 54

To the question what has been changed in their family since they have become UNRWA clients in
relation to their autonomy, 66.5% said that they have noticed a positive change and only 5,4% said
that the change in their autonomy has been negative.
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From the graph 54, we can read that for 49.1% of the microentrepreneurs, there has been a positive
change in relation to the respect from their partner since they have become UNRWA clients.

44.5% didn’t notice any change in the way they are treated by their partners. At the same time 6.4% of
the clients think they are less respected by their partners since they have become UNRWA clients.

From the data regression, the probability of a client to notice a positive change in his autonomy is very
high when he stays longer in the program. The longer is the participation in the program, the more
autonomous the client is likely to become. The client is likely to be also more respected by his or her
partner when he stays longer in the program (See Annex).

Family change-respect from children

Family change-stress
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The majority of the respondents think there isn’'t any change in the way they are estimated by their
children. However, 46.1% of them think their children respect them more than before they started
benefiting from the UNRWA loans.

The probit estimation shows that there is a correlation between the probabilities of having a positive
change in the children behaviour toward their parents and the participation in the program. The longer
is the client’s participation in the program; the most likely he will be respected by his children.

In relation to stress, most of the borrowers consider UNRWA program as positive in the reduction of
stress. 21.4% of the respondents think they are more stressed than in their previous situation.

The analysis of the result of the impact of the loan on the conflicts and tension in the borrowers ‘family
shows that there is a positive change for 52.4% , no change for 29.2% and a negative change for
18.4%.

4.3.2 Tangible indicators

Family change-conflicts & tension

Graph 57

Family change-children education

Family change-food
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The microfinance program of UNRWA has a positive impact on food conditions for 55.6% of it
borrowers. Only 7.2% have noticed a negative impact of the program on their food condition. The
probit analysis shows that the probability of a medium client to have a positive change in his food
conditions is slightly higher than the old clients (See annex).

From the graph 69, the impact of UNRWA program on the children education is positive for 47.3% and
negative for 6.6%. The data regression shows that when the participation in the program is long the
client is likely to have a positive change in his children education.

In relation to health condition, there is a positive change for 54.2% of the borrowers, no change for
35.4% and negative change for 10.4%. The probit analysis shows here also the importance of the
participation in the positive change on the health conditions. And the results show that it is obvious
that the clients who are at present rich are likely to have a positive change in their health condition.

Family change-Leisure

Family change-other

Positive change
1,6%
Negative change|
5.2%

Positive changeg
48,0%

Negative chafige
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48% of the borrowers’ family increase their leisure after they became UNRWA clients while 17.6%
notice a reduction in their leisure. These results are confirmed by our probit estimation.

5. Financial services use and access
5.1. Credit

In Gaza Strip, there are two groups of borrowers:

Percentage of credit spent

Other
4,5%

Reimbursement. othdr debts

8,0%

usiness

71,1%

HH expenses
16,4%

Graph 63

Solidarity lending groups (SLC) and individual lending
(MEC).

66% of the borrowers from the sample in Middle camps
are group borrowers and 34% individual borrowers.

In Khan Younes there are 58 % of group borrowers
against 54% in Gaza Remal.

The majority of the borrowers use their loans to reinforce
their business. 16,4% use the loan to pays their
household expenses and 8% use it to pay others debts
they take somewhere else.
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5.1.1 Evaluation of demand

Main raisons to apply for credit
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There are several reasons to applying for UNRWA credit.

18.8% of the borrowers apply for UNRWA credit to
improve their income.

14.6% want credit to support and improve their business.

12.4% increase their liquidity with UNRWA loans.

As one should expect, in relation to the
seasonality of their activities’ cash flow the
majority of UNRWA clients express the need for
a credit from end April, beginning May il
September (graph 70).

According to the UNRWA clients the loan amount
that they would need to finance their activities is
situated between 1,200NIS and 1,000,000 NIS.

The data regression on the loan amount needed
by the clients, shows that the new clients ask on
average for 24,940 NIS, the medium clients ask
for 44,540 NIS and the old clients ask for 19,347

NIS. The clients who are not educated asked on average for 7,010 NIS while the educated clients are

expecting to be given 44,540 NIS (See annex).

5.1.2 Sources of financing activities

Activity financing except UNRWA program
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The main source of financing the microentrepreneurs’ activities except the UNRWA program is the
self-financing. Actually, 57% of the respondents declared that they self finance their activities. “ Family
& friends” is quoted as the second source of financing by 28% of the respondents. 9% of the
respondents finance their activities through the suppliers. Less than 5% of them are financed by

money lenders, other MFI and by banks
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During the last two years, 83.1% of the clients did not use any other source of financing their activities

different from UNRWA.

Among the 16.9% of the clients who had other sources of financing their activities, 23% got loans from

other MFI, 22% from banks, 21% from their family or friends and 4% from money lenders.

Sources of making up the gap
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For the borrowers who find the UNRWA loan amount too low in relation to their financial needs, only

33.7% can find other sources to make up the gap.

The main source for making up the gap of low loan amount is respectively, family or friends, other MFI,

banks and money lender.
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5.1.3 Credit and household wealth

There is not a clear relation between the household wealth
and the amount of credit asked. The data regression does
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5.2. Clients satisfaction

The first thing that the clients of UNRWA like the most is the easiness of its credit procedure. They
also like the fact that it is fast to get a loan at UNRWA and that the contract terms are easy and
understandable. The second thing which is liked by the clients is the fact that there isn’t any collateral
and that there is guidance. Finally the third thing that the clients like the most about UNRWA products
and services is the repayment period.

On the other hand, the respondents don't like the interest rates that UNRWA applies (38.7% of them).
18.8% of them consider the loan amount as insufficient. Only 16.9 % declare being satisfied with
everything. 12.4% consider the repayment period as too short and 7.5% don'’t like the way UNRWA
pushes for repayment.

5.4. Relationship between UNRWA and its clients

Almost 50% of the respondents consider their relationship
Relation UNRWA staff - clients with UNRWA staff as excellent.
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29



5.5. Clients perception on the UNRWA services and products

Skills of UNRWA Availability of products UNRWA office-Clients house
and services

Other Other
Other 3
1,8%

Excellent
Excellent 34,9%

Excellent 44,3%

44,8%

Graph 73 Graph 74

Graph 75

44.8% of the clients assume that the skills of UNRWA in relation to its products and services are
excellent. For 44.2% of the clients, the skills are good.

The availability of UNRWA products and services is considered respectively by its clients as excellent
(44.3%) and good (43.7%).

The location of the office of UNRWA in relation to its clients’ houses is consider as good by 44.8% of
it clients and excellent by 34.9% of them.

Managers’ supervision Relation credit officer - clients Rapidity in giving credit

Other
Other 3.4%
1,8%

Average

6.8%

Excellent

Excellent 46,5%

Excellent
47,0%

71,1%

Graph 76
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The managers’ supervision of the activities of UNRWA is excellent for 47% of the respondents and
good for 44.4%.

46.5% of the clients consider their relation with the credit officers as excellent and 42.2% evaluate
their relation with the credit officers as just good.

71.1% of the clients are very satisfied with the UNRWA rapidity of giving loans.
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The loan amount is considered as excellent by only 17.5% of the borrowers. 35.5% of the respondents
consider it as good enough and 20.1% consider it as bad.

23.5% of the borrowers consider the repayment mechanism as bad while 45% consider it as good.

The repayment periodicity is bad for 31.1% of the borrowers, good for 35.5% and average for 23.5%.

Grace period
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The grace period given by UNRWA is considered as good by 38.8% of the borrowers and it's

considered as bad by 24.4%.

The majority of the borrowers (53.2%) are satisfied with the guaranty conditions of UNRWA. 21.5% of
the borrowers consider the guaranty conditions as excellent.

The access conditions are also considered by almost all the borrowers as perfect.

Interest rates

Excellent
4.0%

Graph 85

The results on the analysis of the clients’ perceptions of the
interest rate are mitigated because 25.5% of the borrowers
estimate the interest rates as good and 25.3% as average.

At the same time 24.8% of the borrowers consider the interest
rate as very bad and 20.4% as bad.
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The majority of the clients of UNRWA think that it's easy or even very easy to become a member of
UNRWA. A very few percentage estimate that it’s difficult to become a member (less than 5%).

For more than 55% of the clients, the services of UNRWA are the best in comparison to others
financial services providers. 25% of the clients consider the services of UNRWA and of its competitors
as the same.

39% of the borrowers think that nothing would have changed in their business if UNRWA wouldn’t
have existed. 30% think that they would not have invested and 14% recognised that they would have
stopped their business without UNRWA products.

6. Coping Strategy — Context

85% of the microentrepreneurs declare that the current

Does the current situation R situation in Palestine affect their activities. However 14%
Context affects your activity? don’t think the situation has any influence on their
100 activities.
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The majority of the respondents think that the current situation has an impact on their relationship with
UNRWA.

Due to the current situation, the clients of UNRWA (95%) declare that they have difficulties to pay back
on time. More over, 15% of the borrowers need to find additional credit to face the situation and 28%
need a reschedule of their payments.

In the current situation, 55.3% of the borrowers consider the loans of UNRWA as inappropriate

For the respondents who think the loans are not appropriate, 70% would like a change in the amount
of loans they receive. 64% would like some changes in the pay back periods, and 56% would like a
change in the interest rate.

36% of the borrowers want a change in the grace period while 16% would enjoy the possibility of
taking additional loans (see the graphs below)

6.1 Strategies to cope with the current situation

To answer the following question: “How do you adjust your activity to cope with the current situation?”,
64% of the respondents declared that they reduce their business purchases. 48% of the respondents
said that another strategy is to reduce credit sales. For some borrowers (28%), delaying payment to
their suppliers helps to face the current situation. Only 13% of the respondents reduce the number of
their employees to solve the problem.

Household strategy for loans repayment

|"s-_E = & E 5

Limit Generate Using Sell family Through Through
expenses additional Family assets Support Support
income savings of relatives  of relatives

In Palestine abroad

Graph 92

To repay the loans of UNRWA, 80% of the borrowers adjust their strategy at the household level by
limiting their expenses. 34% of the respondents generate additional income in addition to the
expenses limitation. Only 16% of the borrowers use their family savings for the same purpose.

The analysis of the alternative strategies shows that some clients borrow money from their family and

relatives or from other MFI to repay UNRWA loans. Some of the respondents said that they also count
on their partners salaries or collect old debts from their own clients.
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7. Drop out clients

7.1 Institutional reasons

Main reasons for drop out
120
100 +
80 -
mNo
60
40 4 OYes
20
° i I
Inadequate The loan Loan amount UNRWA did
repayment Interest is Not let me
period Highly Receive the
inadequate Credit for the
Second time
Graph 93

7.2 Personal reasons

The former UNRWA clients gave several
institutional reasons that explained why
they don’t benefit any more from
UNRWA products and services. 36% of
them find the UNRWA repayment period
inadequate. 27% of the respondents find
the loan interest too high. 23% of them
find the loan amount inappropriate. Only
9% of the former clients quit UNRWA
because UNRWA did not renew their
credit.

Concerning the personal reasons for drop out, about 50% of the respondents did not wish a new loan
and 8% spent their loans for unexpected events (see the graph below).

Personal reasons for drop out
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Graph 94

The other reason is the religion. Most of the borrowers who pointed this reason said that interest rate
on loans is prohibited by the religion. The last reason is the fact that after one loan, the borrowers did

not need any further loan.

7.3 Socio-economic reasons

Socio-economic reasons
120
100 -
80 - H No
60 -
40 OVYes
20 A
0 T l l
Bad economic  Due to military Business Too much
situation occupation  destroyed from  competition
(clients can't a natural
afford to buy my disaster
services) Graph 95

66% of the drop outs indicated that the bad economic situation in the country is the socio-economic
reason for dropping out. Their clients could not afford to buy their products or services. For 28% of the
former clients, the military occupation was the handicap of their development.
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In addition, 41% of the former group borrowers who responded quitted the program because their

group loan broke out.

Apart from the political situation and the religion, one of the other reasons of dropping out of the
program is the incapability of the borrower to repay regularly their loans. Some of the drop outs
stopped taking loan because their husband/partner found a work, or because their project has failed or
because UNRWA refused to grant them a new loan.

7.4 Participation evaluation

Evaluation of your participation
in UNRWA

Very negative

33,0%

Graph 96

8. Solidarity group clients

Why do you choose
group lending?

Less costly Other reasons

Graph 97

Most of the former clients of UNRWA found their
participation in the program as very positive (33%) or just
positive (36.9%)

For 8.7% and 2.9%, their participation in the program was
respectively negative and very negative.

For the overwhelming majority (68.2%) of the borrowers of
UNRWA, they choose to borrow through the group lending
methodology because it's the only way they could get a
loan.

However, 24.6% of the respondents think the group
lending gave them security while 2.1% choose the group
lending because it was less costly.

In Gaza Remal and Middle camps, most of the borrowers
are in credit group because UNRWA asked them.

On the other hand, in Khan Younes, the main reason

evocated by the borrowers for being in credit groups is the
security the group lending gave them in the beginning.
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Do you prefer
individual loans?

66,1%

Graph 98

Preference of individual loans
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The majority of the group borrowers (66.1%) express their willing to borrow individually against 33.9%
who want to remain in the group lending methodology. In the three areas in Gaza Strip,
microentrepreneurs prefer individual loans. For those who prefer individual loans (66.1%), their
reasons are hierarchically, the easiness to manage individual loans, the fact that the loan amount is
higher than in the groups and the fact that the borrowers don't like groups.

Is the group loan adapted
to your activities?

Graph 100

Why group loan not adapted
to your activity?
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For 50.5% of the solidarity group clients, the group loans are not adapted to their activity while it's

appropriate for 49.5% of clients.

The main reasons that explain why the group loans are not adapted to the borrowers activities are that
the loan amounts seem to be too low, the group loan consumes too much time and that the repayment

period is too short.
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Negative elements about
Group lending
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According to the respondents, the positive elements about
the group lending is first of all, learning to deal with loan,
secondly, having a first loan, thirdly, starting small,
fourthly, the solidarity among group members, fifthly,
making new contacts and finally, learning new things.

The negative things pointed out by the solidarity group
clients are, first, no possibility of having an individual loan,
second, the loan amounts are too small, third, having to
cover late amounts for other group members and finally
the time consuming.
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9. Annex

9.1 Assets detention index

The specific index method, developed by Filmer and Pritchet (World Bank), is constituted of the

following components:

Ai = fl X(ajl _al)/(sl)+ an(ajn _an)/(sn)

Where f, is the factorial score of the first asset, aj, is the value j of the first asset for the household

and a, is the mean and standard deviation of the first asset across the all sample and S, its standard

deviation.

Each household receives a score relative to the amount and nature of assets owned. The score is
then divided in 5 quintiles (5 groups of equal size). Wealth 1 is the poorest and Wealth 5 is the richest.

9.2 Results charts

9.2.1 Regression method: Ordinary Least Square (OLS)

Where * indicates significance at 10%, ** indicates 5* and *** indicates 1%

Dependant variables 2

Loan needed

Food expenditure

Variable Coefficient Coefficient
Intercept 44540.82 3.501.012
(1.262751) (1.881.427)*
New Clients -19600.27 -2.487.355
(-2.672876)*** (-0.218590)
Old Clients -25193.10 3.809.430
(-1.762682)** (0.033885)
Drop out 3536.632 -6.839.151
(0.174282) (-0.707245)
West Bank -2268.997 4.039.877
(-0.268132) (3.785.972)***
Age 731.5258 1.878.692
(1.240828) (3.598.286)***
Male 1405.747 -3.340.707
(0.094076) (-4.263.588)***
Non married clients 4290.313 4.950.665
(0.250002) (0.512562)
Non Educated clients -37530.00 -2.153.277
(-1.899200)* (-1.534.077)
more than 10 years activity |-11513.38 1.191.286
(-1.391881) (1.454.057)
Current poor Clients -27384.98 3.411.669
(-0.814902) (0.338180)
Current rich clients -7007.862 1.385.569
(-0.295818) (1.447.401)
Three years ago poor clients |-11968.90 1.816.772
(-0.417349) (0.178921)
Three years ago rich clients |-34431.98 2.534.589
(-1.714919)* 0.264655
R-squared 0.050092 0.228511
Included observations: 248 482
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Dependant variables =

Monthly profit

Contribution in Budget

Investment in Stock

Variable Coefficient Coefficient Coefficient
Intercept 1906.316 83.93552 -1925.700
(2.159230)** (16.94440)*** (-0.188481)
New Clients -725.9988 1.658206 8898.977
(-1.303225) (0.555094) (1.012629)
Old Clients 218.6275 -5.982113 -1458.971
(0.238685) (-1.446036) (-0.262440)
Drop out 408.4519 -2.392721 -8123.674
(0.318946) (-0.746662) (-1.705724)**
West Bank 1376.849 0.838333 11671.09
(1.628886) (0.342273) (1.888654)**
Age 4.520979 0.430988 166.8813
(0.202867) (3.269893)*** (0.610462)
Male -1496.167 -32.12373 -9861.996
(-3.475981)** (-10.66088)*** (-3.763293)***
Non married clients 453.1816 -13.42279 4519.719
(0.514950) (-2.780785)*** (0.724525)
Non Educated clients 37.19258 0.939242 635.8479
(0.064087) (0.136879) (0.171073)
More than 10 years activity |698.7743 -5.653547 3229.506
(0.954261) (-2.044265)** (0.415077)
Current poor Clients -490.2211 -0.130934 1220.760
(-0.452314) (-0.038125) (0.216994)
Current rich clients -1311.338 0.437063 -328.3351
(-0.777602) (0.128963) (-0.096118)
Three years ago poor clients | 196.4378 -3.001456 2760.050
(0.376100) (-0.852337) (0.450623)
Three years ago rich clients | 1504.064 -6.192685 6354.078
(1.338166) (-1.893955)* (1.574366)
R-squared 0.080489 0.376783 0.056700
Included observations: 298 415 315
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Dependant variable =

Wealth evaluation

Variable Coefficient
Intercept -0.111170
(-0.915387)
New Clients 0.012978
(0.179217)
Old Clients -0.141279
(-1.901860)*
Drop out 0.003295
(0.049040)
West Bank 0.018989
(0.278337)
Age 0.002869
(1.062973)
Male 0.009868
(0.154246)
Non married clients -0.010422
(-0.121477)
Non Educated clients 0.243843
(2.125058)**
R-squared 0.016325
Included observations: 487
Dependant variable =& Total monthly
expenses
Variable Coefficient
Intercept 10108.73
(5.052415)***
New Clients -3138.603
(-1.266212)
Old Clients -1718.532
(-0.653705)
Drop out -1493.471
(-0.583474)
GAZA region -6094.428
(-2.914769)***
Male clients -2802.262
(-1.329432)
Non married clients 2893.521
(1.102126)
More than 10 years activity | 1554.075
(0.725639)
Included observations: 338
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9.2.2 Regression method: Binary probit (Client perception of impact)

Where * indicates significance at 10%, ** indicates 5* and *** indicates 1%

Dependant variable =

Probability of being

rich
Variable Coefficient
Intercept -0.308650
(-2.357968)**
New Clients 0.150292
(0.789183)
Old Clients -0.049129
(-0.212931)
Drop out -0.223880
(-1.215423)
Three year ago poor client -1.279703
(-6.049479)***
Three years ago rich client | 1.436582
(9.485576)***
Included observations: 491
Dependant variable = Probabl_llty of
employing
Variable Coefficient
Intercept 0.132809
(0.772482)
New Clients 0.206837
(1.008317)
Old Clients -0.188993
(-0.848823)
Drop out -0.437717
(-2.182247)**
Current poor client -0.139207
(-0.664724)
Current rich clients 0.214613
(1.136257)
Included observations: 309
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) Probability of positive Probability- of positive Probability of pqsitive
Dependant variables = . change in partner|change in children
change in autonomy
respect respect
Variable Coefficient Coefficient Coefficient
Intercept 1.433330 1.116087 1.028127
(5.976605)*** (4.753056)*** (4.344443)
New Clients 0.681713 0.758557 0.496773
(1.624193) (1.671938)* (1.302562)
Old Clients 8.190185 6.830339 7.209589
(57.60962)*** (38.71959)*** (35.79897)***
Drop out -0.310907 -0.303835 -0.103122
(-1.327737) (-1.266292) (-0.411522)
Current poor client -0.096196 -0.187273 -0.234168
(-0.308289) (-0.630228) (-0.765835)
Current rich clients -0.041146 0.145587 0.178925
(-0.150638) (0.536219) (0.664116)
Included observations: 351 270 253
D Probability of | Probability of | Probability of | Probability of
ependant " . i . " . o .
variables positive cha_nge in po_smve changg in | positive change in p(_)smve change in
food expenditure children education | health leisure
Variable Coefficient Coefficient Coefficient Coefficient
Intercept 0.896601 0.825886 0.583308 0.480116
(4.260453)*** (3.744809)*** (3.088153)*** (2.690410)***
New Clients 0.389003 0.628622 0.304460 0.389835
(1.237130) (1.756159)* (1.199200) (1.677856)*
Old Clients 7.013336 6.687512 0.691089 0.414927
(44.31070)*** (43.79233)*** (2.257254)** (1.605493)
Drop out -0.064992 0.058342 0.138492 0.027992
(-0.275098) (0.234299) (0.605795) (0.141370)
gi‘g;‘f”t POOT | 1 159690 0.139830 0.197492 -0.125555
(0.586183) (0.463523) (0.812419) (-0.573296)
Current TieN | 0.289708 0.247713 0.417224 0.146594
(1.172701) (0.957890) (1.959654)* (0.741906)
Included | 395 261 313 319
observations:
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Dependant variables =

Probability of positive
change on debts

Probability of positive
change on savings

Variable Coefficient Coefficient
Intercept 0.402990 0.096392
(2.430388)*** (0.535450)
New Clients 0.355962 0.260862
(1.767051)* (1.206467)
Old Clients 0.200018 0.707997
(0.878769) (2.738494)***
Drop out 0.333740 0.663310
(1.686541)* (3.030661)***
Current poor client -0.187211 -0.184421
(-0.912432) (-0.831939)
Current rich clients 0.049288 0.023925
(0.268611) (0.120754)
Included observations: 356 285
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9.3 Questionnaire

Questionnaire - May 2006 — Occupied Palestinian Territories 4tisbddlf sblisll — 2006 sile — 5 laic

-

ALiaal

Client data to be filled in prior to interview

ALGEAIL cad) J8 el gy 53l Dilaslae

1.1..1  4dhid Name of interviewer
1.1.2 Area
OV &)
) 1.1.4 A4l e/ ya/a5]1.1.6 Client number
andl lSa
1.1.5 Interview at activity
place
J ol ‘; Allall &) yal & (C_”u.d\) sl E s
/) Home interview 11.8 Loan (product) type
1.1.10 A 4/]11.11 1.1..12 4blid) ey by
Date Start time
ALl elgml b g
1.1.13 s pasidl s End time
Name of respondent
aliwy) (.5)
Questionnaire No 1.1.15

1.1..16 obbd JS &0
Date of data entry

Read to the interviewee

iy pnall a3l af

saﬂh&@bj %JLAY\M‘@&]@}J&\&}H\M\S};H;M\})giua”&yﬂ\ﬁj\ﬂh\)d;\ﬁ}.}e)ﬁmj

‘ ) b el y patl) ilars Jumil i ) Al jll Cangty | Agdlal) el dlilalgal
llead odat Jal e Canll (il 2 Y U pean a0 (o gus s Ll Ay s s Slie Ladiall e glaad | ol ll 53 )

e ST 3 aied Y olia) A of Lale | Al cilaaall clafadind o Lala@y) dliladil e A sae i) iy

L 2 30

We are conducting a survey for UNRWA, MMD to better understand your economic/business activities and needs for financial
services. This survey is being done to bring you better credit services in the future.

We want to assure you that the information you give us will be completely confidential and will be used exclusively for our
research to help us improve our services. The survey asks several questions about your economic/business activity and your
use of financial services. The survey will not take more than 30 minutes to complete.
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Al i g LuilSew cila glea

Demographics and households information

General information

A1 aall [A1
Bu75- 181 Williay 7 sanall 3y jeal) 24l)
Age (Allowed age group : 18-75)
A2 ‘;cu:\;‘ﬁ\ ¢ sl | A2
By il
Gender : 1 female / 2 male
A3 Lelaay) alal) [ A3
Glke 3 T 1
Ja,l 4 el 2
Marital status: 1 married/ 2 single /3 divorced/ 4 widow
A4 (s 18 ) dgaladl cDla 5l [ A4
LGda e 4 plaie e 1
ARV DY RN dplai) s je 2
Formal education completed grade (read the answer) : 1 no education/ 2 primary stage/ 3 preparatory stage/
4 secondary stage/ 5 polytechnic — college/ 6 university — graduate
AS flgte) i cabinst Ja Al ) adlind Ja & [ AS
Glsall Caye ) Y /AL e )1 Y 99 y 2 axi ]
If you receive a letter, are you able to read it? 1 yes/ 2no 99 doesn’t know, doesn’t want to answer
A6 Sy il Ja | A6
y 2 a1

Are you a refugee? 1vyes/ 2no

Def : Household members — living in the same house than you , people who depend on you (your children, etc.) or people who share with you

Cig paall lea o8 LD pill 5 (... Qb)) chle (jsains 5 an)s e A e G siding il 3 Y e AlLisfr-5 pa¥) elac |

A7.1 oalladdl 22e [ A7
1058 Led s 18 e
Number of dependant 18 years old or more
A7.2 Ol axe [ A72
Al 18 e
Number of dependant less than 18 years old
A73 G g B (g S8l ems i) 22 | A73
Number of children less than 6 years old
Number of person who attend primary school, secondary school, college
A7.5 e T S ge sl Aige Au i ) Ol Galll palalY) sae | ATS
Number of person who attend technical institute
A7.6 (pa ks e ol Uan) Al yyfdee (o) e al @Y e | AT6
Number of person without any work/ study (regardless of their age)
(<hils g ga) A gl gty ALY (any e = i 3] Cls g ga
Household assets — below, we will ask you a set of questions regarding your assets
A8 $ Y jie cllias Ja | A8
y 2 e 1
Do you own a house? 1 yes/ 2no
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A9 (LY 1) Sl g 5 | A9
as 3 Jitiea J yie 1
W e 4 paiaall Slilile & oS 2
Type of housing (read the answers): 1independant house/ 2 extended family house/ 3 apartment/ 4 other
Al0 18 S Cag oyl o) ptalall i) <o | Al10
BEal3 Ciivn’ 1
LAY axe Juaii / 23 Y 99 Ciels 2
In the last 2years, your housing conditions 1 have been improved/ 2 have got worse/ 3 have not changed/
99 doesn’t know — prefers not to say
All Wla el jig A0 ol s sl cllias Ja | AT
Do you own the following assets in your house? 1yes/ 2 no
Alll y 2 a1 3obw |AlLL
car
Al1.2 y 2 a1 el yyuayl |AlL2
Agricultural land
Al113 y 2 axi 1 ad [ A113
Gold
Al11.3.1 “(30 pastll) aded als All3
L ; d il ) ° & e 1
Clia 1288 Glsall Cayel Y AlaYL e H Y 99
How much is it worth (estimation) (99 doesn’t know/doesn’t want to answer, 88 not applicable)
All.4 y 2 a1 (Ul Aldne [All4
Second house (to rent)
AllS y 2 a1 Osdl | ALLS
TV
Al1.6 y 2 axd 1 Jas Caila | AlL6
Mobile
Al17 v 2 axi 1 adile | A1LT
Satellite antenna
Al1.8 y 2 pxd 1 culs Caila | A1L8
Fixed phone
Al19 y 2 a1 isueS | AIL9
Computer
A11.10 v 2 ari 1 Jowall A 8 gia il | ATLL
Internet 0
AllL11 y 2 axi 1 Taedal) Gl @Y s jlea | AlLL
DVD Player 1
Al1.12 v 2 axi 1 il S dlle | AlLL
Washing Machine 2
Al1.13 y 2 axd 1 Cangg Saa |AlLL
Microwave !
Al2 i 33 Gl yiey A0GN Cd ga sl Sllias Ja | AL2
Al21 vy 2 i 1 3obu |Al21
car
Al12.2 y 2 a1 el yyuayl |A122
Agricultural land
A123 y 2 i 1 cad | A12.3
Gold
Al12.3.1 (A pasil)) atad Al Al12.3
. . ( sl ) L e 1
Gl 288 Glsall el ¥ /AL e )l Y 99
How much is it worth (estimation) (99 doesn’t know/doesn’t want to answer, 88 not applicable)
Al12.4 y 2 a1 (Ul Al [A124
Second house (to rent)
Al25 vy 2 a1 Osdl | Al25
TV
Al12.6 y 2 a1 Ja caila | A12:6
Mobile
A127 v 2 axi 1 adile | A127
Satellite antenna
Al12.8 y 2 pxd 1 s Caila | A12.8

Fixed phone
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A129 v 2 axi 1 isns | AI29
Computer
A12.10 v 2 ari 1 Joall (& i gie <yl | Al2.
Internet . 0
Al12.11 v 2 axi 1 daedll uabg‘y\ i Jlea | AlL21
DVD Player 1
Al12.12 y 2 and 1 il S Adlue | AL21
Washing Machine 2
Al12.13 y 2 axi 1 Ciygg Saa | A2
Microwave 3
Al2.14 v 2 31 Jisus | AlL21
Computer - 4
A13 €(JSall) Al CaliaS 4 jeil) Ailal Gliy lae o sic iy oS [ AI3
In average, what are your monthly household expenditures for the following categories (in NIS)?
A13.1 alakall [AI13.1
Food
Al13.2 J ) gﬁi Al13.2
Rent (house)
Al13.3 (___J'L'; ela ‘;;LU@S) c_%\_'z.d\ “ayjuaq |A133
Housing current expenses (water, gas, electricity...)
Al13.4 ina clead | Al34
Health services
A135 (e Shise ¢ plaall L Lay) dpadla cilaaa | A135
Educational services (school, supplies...)
A13.6 Gelaia¥l oy jladl |A13.6
Social expenses
A13.7 Lsis (..o f,‘\) ialall cludidl | A137
Special events (weddings...) yearly
Al4 Gehi Y 88 hsall el ¥ AdaVl b )Y 99 (R shal) Anuailly) U 3iall Al jae A lionlise Ay i3 oS [ AL4
In percentage, how much do you think you contribute to the households’ budget? 99 doesn’t know/doesn’t want to answer / 88 not
applicable
b N Al JSLadl
Main problems and priorities
SR el a4 @Laiy! gl 1
s Y/ Cael Y .99 JSEayl 2
Al e g jiall 2580 3
INE garl JBY) 25 aa ) (e 3aa ) s Lt ) € Glililad (JSUia 3 aal 31| AIS
What are the 3 main concerns of your family? Classify from the most or the less important
Al5.1 Al5.1
Al5.2 Al5.2
Al15.3 Al5.3
ialis oo ALl ) lamy il o) 3 93 dualaiy) dadil) oo cila glaa
Economic activity Information - We would like to ask you several questions about your activity
B1 (Al JEDU a2 Y (e Lgtinan] Cann g ) Sl elilhliss sae daalall 12 J) oY) 8| Bl
Over the last 12 months, enumerate your different activities? from the most to the least important
Bl.1 1kLzl | BLI
il 5 4 5 a3 1
ol il gndn yigdel 3 5 (Jal leod Lgiaia (e ) Giled 2
L e 6 8 pia Aall) delia ol 490 Jleel 3

clic 1288
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Activity 1: 1 trade/ 2 service/ 3 handicraft or small producing industry/ 4 employed/ 5 agriculture —
breeding/ 6 other/ 88 not applicable

Bl1.2 2 Ll | BL2
b 4 LSS~
ol il a4y yigdel )3 5 (&J\QL@A\.@_’\MQA)Q\AJAZ
L 2 6 8 pa Aall) delia 5l 490 Jleel 3
e e 88
Activity 2: 1 trade/ 2 service/ 3 handicraft or small producing industry/ 4 employed/ 5 agriculture — breeding/ 6
other/ 88 not applicable
B1.3 3 Ll | BL3
il e 4 5l 1
oty bl s dn yigdel )3 5 (M\QM&W&)Q&.\‘;Z
L2 6 8 pa Lalii] delia 5 453 Jleel 3
—ulia e 88
Activity 3: 1 trade/ 2 service/ 3 handicraft or small producing industry/ 4 employed/ 5 agriculture — breeding/
6 other/ 88 not applicable
B2 65 Shlis Guld | B2
G Y 88 Jodl z a2 Jddl 1
Your activity is: 1 home based/ 2 outside home 88 not applicable
B2.1 Las ) pad o 22 L) g s 1 e 5 yde da | B21
Ghu Y 88 sl el Y /ALaYL e 5 Y 99
Your activity is: 1 formally registered/ 2 not registered 99 doesn’t know/doesn’t want to answer 88 not applicable
B3 & s § il (e 5 ) ellalis Jlae 3 Joai il 5 clle cae 4w oS | B3
Gk Y 88
How long have you been working in your main activity? years
B4 y 2 px ] Tamapgde deadbce 5da | B4
Would you like to start a new activity? 1 yes/ 2 no
BS.1 fla g e o) Ldel S \;\yﬁ)u“j‘gjdﬁf: Gl e oshany Lﬁ'ﬂ\ CAY! palai™d 95)@_&1\ Jaall o gie g8 | BSI
Gebu Y 88
What is the average monthly income of the other wage earners of your household other than you (regardless if you are
married or single)?
B5.2 Pl yifela 53l ‘5)4_.:.5\ Jaall o sie s Ladla g i ci€ 1Y) | BS2
Gehiy Y 88
If you are married, what is the average monthly income of your husband/spouse?
B6 Uaine Slls) sac (Lpa¥) 1)) Jio A g7 ) ClLLE Sfelia g 5) a5 g jlay A Clbliil] o Lo | BO
What is the activity of your husband (your wife)? Activities generating some income (read the answer) several answers
possible
B6.1 1 Ll | B6.1
il e 4 5 )i 1
oalsas bl a4 yigdel 5 5 (J8l) leod Lgiaia (e ) Giled 2
e 6 8 pia Aall) delia ol 450 Jleel 3
clie 1288
Activity 1: 1 trade/ 2 service/ 3 handicraft or small producing industry/ 4 employed/ 5 agriculture
— breeding/ 6 other/ 88 not applicable
B6.2 2 Ll | B6.2
il e 4 5 )i 1
ol il gadn yigdel 3 5 (Jal leod Lgiaia (e ) Giled 2
e 6 S):\a...a‘\_\;l:u\ :u;\_\m}\@)%d\.nc\3
clie 1288
Activity 2: 1 trade/ 2 service/ 3 handicraft or small producing industry/ 4 employed/ 5 agriculture — breeding/
6 other/ 88 not applicable
B6.3 3 Llaill [ B6.3
b 4 BN
ol bl a4y yigdel 5 5 (Jal leod Lgiaia (e ) Giled 2
e 6 B s Al delia 5l 450 Jleel 3
clie 1288
Activity 3: 1 trade/ 2 service/ 3 handicraft or small producing industry/ 4 employed/ 5 agriculture — breeding/
6 other/ 88 not applicable
B7 B7

el _ilme IS S5 Ol ) . & il S5 el e e 5 ke el &S
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sl 5 & Jasai 1
U sal | 5n j3a 6 LBl [ Ailadl (e e 2
oA pal il silas 7 a3
i 5288 dyull 4
How do you finance your activity excepted UNRWA'’s program? Several answers possible. 1 self financing/ 2 family —
friends/ 3 donation/ 4 banks/ 5 suppliers/ 6 money lender/ 7 other MFI /88 not applicable

B8

(Alaine Cllal ac ¢y a1 81 cliend o) Slatia aay o s oS
1 (Al (Lo )3l 51 (31

2 oSl 82

(Goie gl 5 Alen Jali) Jases DA (50 3

Gebiy Y 88

How do you sell your product or services (read the answer) several answers possible 1 in souks — market/ 2 in shop /3 with
intermediary (wholesaler, retailer...)

B8

B9

(e Lol g in A S gall 21k i) (ya) Flatial Zallall 5500/ 4 Lo

s A5 Lesa 1
Gl Cael Y /ALYL e )l Y 99 Le sl 2
Gebiy Y 88 22153
el 4
What is the money cycle of your products? (since buy raw materials until sell the good).1 daily/ 2weekly/ 3 15 days/ 4
monthly/ 5 others: 99 doesn’t know/doesn’t want to answer 88 not applicable

B9

B10

Bl el (o e S A0l GBS ) 5 )Y sa i Al O 5 AY B (o oSlhage pns ks 2 4 yray £ i
Ligie3 ey 1
ss84 o 2
We would like to know how is your activity varying throughout the year, please indicate the intensity of your cash flows for
each month according to this scale 0= without activity/ 1= low/ 2 = average/ 3=strong

B10.1 | B10.2 |B10.3 | B10.4 | B10.5 | B10.6 | B10.7 | B10.8 | B10.9 [ B10.10 | B10.11 | B10.12
st | ppabgi| Sl [ e | bl | e | ss| s dawl | cule|  aisd S Kl
Dec | Nov Oct | Sept Aug Jul |Jun |May |Apr |Mar Feb Jan Month
Ll
Activity

B10

B11

Ul 225 Y 109 Al Aala ¥ :2 Asls s 11 ¢ dasgiall (e e g el ST sl ) L plind A A5l edl o L

B10.1

B10.2 | B10.3 B10.4 B10.5 B10.6 B10.7 | B10.8 | B10.9 | B10.10 ( B10.11 | B10.12

S
Dec

aadsi [ sl e | Gubaed sle|  sm| sl | G| mid s )
Nov | Oct Sept Aug Jul Jun May | Apr | Mar Feb Jan Month

Jalil)
Activity

Which month do you need more credit? 1:need, 2:no need, 99 no answer

B11

B12

Glgall el Y /AL e ) Y 99 Jus PS5l ) el 8 il Tass sl 52 Le
Gt ¥ 88

In average how much do you sell per month (in NIS)? 99: doesn’t know/doesn’t want to answer

B12

B13

Gl sl Cael Y /AL e ) Y 99 JSus el el (JSelly) laly )i s 8 L
Gy Y 88

What is your average profit per month (in NIS)?

B13

B14

R Y 88 sl el Y /AL e Y99 Al bl e W il o slany 0l el 26 oS

How many workers do you employ currently in the following categories?

B14

B14.1

L:;S("‘JJ

Paid full time

B14.1

B14.2

o> els
Paid part time

B14.2
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B14.3 (ALY o) 8 aal) il g 5 sy (il g | B143
Non-paid (incl. family members)
B14.4 u.-.‘ﬂﬂ}‘ A g N | B14.5
No employee
BIS Ghiu Y88  wlsll cael Y ALYL e ) Y 99 A ) (e s Sia @bl () glany (pdl Jlaal) 230 oS | BIS
How many workers did you employ 2 years ago in the following categories?
B15.1 &S ol 52| BISA
Paid full time )
B15.2 o e\}g B15.2
Paid part time i
BI15.3 (ALl 318 aal) il o (il ga | BISS3
Non-paid (incl. family members)
B15.4 u:‘sjﬂ}‘ 2 o N | B154
No employee
B16 y 2 ?’“” 1 ?w}i ')g' E)A 12 et gjj JA B16
Would you like to have more employees? 1yes/ 2no
B17 oy 2 yall Jads Y 1Al axd il sall IS 13 | B17
Ll il ciloadl fedd) e S (il a5y Y 4 e Y
€ : 5 Osparadio Jee 22 Y 2
i Caya gl N JRoaaV¥3
If yes, why do you not have more today? 1 High salaries/ 2 lack of qualification/ 3 insufficient income/ 4 weak demand
for my products/ 5 Other
BI8 [idaYl e 5l Y 99 Lol GIS - L giall 8 illaal) a8 (JSuills ) € iLbLiif dslisall CaISill s Lo| BIS
G Y 88 Glsall el Y
What are the different costs of your activity (in NIS)? Estimate their amount in average -  monthly costs
B18.1 ((Jss )Jadl | B18.1
Transport (petrol...)
B18.2 ( (-;;A A ¢ e ela el S ) Cleadll /AdlLl | B18.2
Energy/utilities (Electricity, water, gas, wood, coal...)
B18.3 als 3 5o BIS3
Raw materials
B18.4 JPOAl )1;:,\ B18.4
Rent (activity)
B18.5 Alazll J).Ai B18.5
Wages
B18.6 W e |BI18.6
Other
B19 s G ST 8] glaind — sl Jeis 3L | B19
Jad giall e A5 Uall iy jlaall 4 & sl 8o laiin) el 1
(L) A5 G i ) AT G sd waidl 5 S S gy o 1 2
(LM.\;) s A6 Al e Goyall 633‘3
Gebu Y 88
What do you do with your profit — you can make more than one answer 1 investment in the activity/ 2 housing
improvement / 3 family expenses/ 4 unexpected or emergency/ 5 repayment of debt (expect UNRWA)/ 6 others
B20 1A uliall o 1elly el andly a8 (dudalall Adud) DA de g pdia o 40N @ puadl) cisa 1) | B20
(99 axil) dad A5 Gk al o) ¢l pail) o34 Cida 13) anlil) Ay (ABadlall £l 4l1)
Gl gl Cael Y /AL e ) Y 99 Sy pai¥ 3 e i) ) s ]
Gebah Y 88
If the following changes happened to your business during the last year, evaluate the change according to the following
scale: :1 : positive change/ 2 : negative change / 3:if no change /99 doesn’t know/doesn’t want to answer / not
applicable
B20.1 B20.1

Physical acquisition or expansion of the business/
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B20.2 s adu a ol | B203
Sale of new products/
B20.3 Lt s By 5 odaadl (s b | B20.3
Products quality improvement/
B20.4 2 Galale Cala g [ B204
Hiring new employees/
B20.5 (CDaaall o) i) pras (miad) CallSil (aias | B205
Cost reduction during the input purchase/
B20.6 LI g g e el | B20.6
New business development/
B21 (Lalal) @l g 3 A PR ) Laildlf o dllac o Ll & pdil) a (sf Edia Jo | B2
ga ¥/ el Y. 99 ¥.2 L
s Galale Cada i 4 Ahujiji&))&al\;ﬂld1
(uhﬂc\)ﬁd\)uuagsu)uglsjluthS zg:u;éhbg 2
B g 5 pde 5kl 6 Aalull 3aga 5k 3
Select your business change (in the last 3 years) from the following list : 1 Physical acquisition or expansion of the business/
2 Sale of new products/ 3 Products quality improvement/ 4 Hiring new employees/ 5 Cost reduction during the input
purchase/ 6 New business development
(e g k) (s uaaiBy) ALt dnsids (g0 gy Abice] M a5 4gi = (B gud) g B
Market conditions - We would like to ask you several questions your activity
1 (LY T8 ) telatial DA g g yuis ) < all aae Jaugia 58 L | CI
el s e 4 andS1
Sl e J81 5 g ¥l (A &) jabae 2
u\ﬁ\uﬁ\Y/LBYhu&J\ygg J@.ﬁd\‘ﬁu\fﬁx:;
Gk Y 88
On average, how many times per month do you purchase inputs (read the answer) 1every day/ 2 several times per week / 3
only several times per month/ 4 once a month / 5 even less frequently than that/99 doesn’t know doesn’t want to answer
c2 5 30 S (8 Lo il ) cdanall S e (sl el Ja | €2
y 2 axdi ]
Are you satisfied with the quantity of inputs you purchase each time? 1 yes/ 2 no
c3 (la) o ST gy SSaall ) £ 50 JS 6 delianl] (po ST CilaaS 5 47 Y JiLa]| €3
A AS dalis 25m 5 020 5 Sl e IS e 23 1
Alall Cogphall a3 i sie 32 6 Sl &l ey 2
(L_s) oAl Gl 7 daill 3 JSUie 3
lsall el Y AsYL e )l Y 99 LIS pe )l d
Gy Y 88
Why do you not buy more goods each time? (several answers possible) 1 insufficient clients/ 2 for security/ 3 for transport
problems/ 4 insufficient resources/ 5 insufficient stocking area/ 6 not available at the moment because of the situation
7 for other reasons/ 99 doesn’t know/doesn’t want to answer/ 88 not applicable
c4 LoV T8 fleansi i) ciladd [ lilasse ) S5 4 Lo | C4
Ay e Jif 5 ex S 1
bt B g o) (S jadre 2
u\};_\luy\Y/ﬁuh‘ﬂhch\‘igg )G_MJ\‘;Q\)AEAQ3
&by Y 88 el A5k 4
What is the frequency of your sales/ services? 1every day/ 2 several times per week / 3 only several times per month/ 4
once a month / 5 even less frequently than that/ 6 seasonal / 99 doesn’t know/ doesn’t want to answer/ 88 not applicable
C5 ?kﬂ]\ﬂdi/tﬂi\:&#d)&u&ub\)@idﬁ C5
Gebiy Y 88 y 2 a1
Are you satisfied with the level of your sales/services? 1 yes/ 2 no/ 88 not applicable
Cé 981 LS s Y 13l | C6
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& 5 il (ulilel) sac 45 4 emal 1 ol o il 2250 Y 4

(L83 oAl Gl 5 ST S LY il i gl) 456 2
Chsall Gyl Y /AlaYh e )l Y 99 Al (oSl Gl ¢ i e 5l aae3
Gabi Y 883:k1 Y 88

Why do you not sell more quantity? 1no demand for my products/ 2 no time to produce/sell more/ 3 | cannot buy enough

inputs for more sale insufficient employees/ 4 not available at the moment because of the situation 5 other reason/ 99
doesn’t know doesn’t want to answer

c7 ¢ clilaiil o elilage 32l 3 zliag 3L | €7
Gahi Y 88 Glsall Giel Y AL e 51 Y 99
What do you need to increase you sales or activities?
C7.1 C7.1
C7.2 C7.2
C73 C73

AL ETal) g ARl ol jlafitd co Adind Bae Slilud o a8 - < jlafi)

Investments - We are going to ask you several questions about your past and future investments
D1 ISl ¢ cllleei 8 bl liiny Maa¥) aaall s Lo ¢ Gilull pladl J315 | DI
Gubi ¥ 88 Glsall Cael Y /AL e )l Y 99
Last year, how much was the total investment in your activity? (in NIS)
D2 Gibiy Y 88 T ok L LG b b ¢ Gl oLl J3Is | D2
Last year, have you invested in the following?
D2.1 SOl 5 sl | D21
y 2 a1
Stock / inputs 1 yes/ 2 no
D2.1bis Jaaly L e él,ud\ ?S D?.l
How much per month? (NIS) bis
D2.2 Glaza [ GlSle ¢ i | D22
y 2 a1
Machine, equipment 1 yes/ 2 no
D2.2bis Jall U s él.mﬂ (,5 D'2.2
How much per year? (NIS) bis
D23 (Arssi sl 6l i) g 5 dall (381 50 / Jaall | D23
y 2 a1
Shop/premises (acquisition/expansion) 1 yes/ 2 no
D2.3bis Jall U s él,ud\ ?S D'2.3
How much per year? (NIS) bis
D24 Gl sallf 5 sall | D24
y 2 a1
Livestock 1 yes/ 2 no
D2.4bis Jaaly (Lsis) ) Led aluall oS | D24
How much per month (or per year)? (NIS) bis
D2.5 W e [ D25
y 2 a1
Other 1 yes/ 2 no
D2.5bis sl (L) o Lyed dlaall S| D25
How much per month (or per year)? (NIS) bis
D3 Jdaly ¢ opaladl Gualall IO cllalin féle 5 pdan 45 yaliinl 9951\ éjg.d‘ s D3
Gally Y 88 sl ool Y ALY e ) Y 99
How much did you invest in your activity two years ago?
D4 eéb.“ Lﬂ)\.aaju‘\e;aup ua\)&\.\\dh D4
Gebiy Y 88 y 2 i 1
Are you satisfied with your current level of investment? 1 yes/ 2 no
D5 (ls] o ST g5 Seall o) oy ke o Lediny] 4 oL jI i SIS 13Ls] DS
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b osliss) 5 sl sy 1

Sy il o 6 gl 33355 2

(ol <3 ela M)Al L3l 7 ol e 3

Csall Gooel Y /AdaYy el Y 99 gl 3 alisil 4
Gihiy ¥ 88

What were the investments impacts on your activities? (several answers are possible)
1afforded to buy stock/input/ 2 sales increase/ 3profits increase/ 4 sales reduction/ 5 profits reduction/ 6 no impact 7
other/ 99 doesn’t know, doesn’t want to answer

=l
Satisfaction
E1 Al pall sl S g3 lan prall 5 psrall o saill 35000 pe SBe 8 Lgie (ial il ) gal &2 ST 8 | E1
What are the 3 things of your relationship and UNRWA, MMD do you like the most?
E1.1 E1.1
E1.2 E1.2
E1.3 E1.3
E2 A gl gl NS 3 haa el 5yl Jy saill 5 jils e SlEe 8 lgie (il ) ye il sel 2DE T 4 L | E2
What are the 3 things of your relationship and UNRWA MMD do you unlike the most?
E2.1 E2.1
E2.2 E2.2
E2.3 E2.3
E3 a5 Al sl gall NS 3 an il 5 sl Jygail) 55313 Gaih e (s ABDall (5 siasal oyl | E3
|EENPIpIE Y w2
lsall el Y /AYL e 1Y 99 busia 3
evaluation of relationship between UNRWA staff and their clients 1 excellent/ 2 good/ 3 average/ 4 bad/ 5 very bad
E3.1 pelSlie agdi s (5l 3l Baa iladd @l (paeiine | B3
willing to offer better services to clients and understand their problems
E3.2 digdl) r‘ﬂjbﬁ E3.2
skills
E3.3 aalall ae ez,)é}:. E3.3
Avaibility
E3.4 Al gal) & gal) S g0 lan yuall 5 yueall G gatlll 3500 (iSa 5 SIS0 S0 oy 4Ll | E3.4
Distance between your house and UNRWA office
E3.5 ?HS‘L_}‘Q! &)yl dajlia | E3.5
managers supervision
E3.6 ol )5 () AY) il e (A8 (5 sina | E3.6
Relationship between credit officer and clients
E3.7 Uag gl glac) 8dc yull|E37
Rapidity of giving credit
E4 Al gall &G gall AIS oo laa yraall 5 paxaall o saill 3500 (e deddall dpcal 3Y) ul.«hj\a.,\:& E4
[EENPIE) a2
ol gall Gl Y /AlaYU e ) Y 99 Logie 3
Evaluation of the financial conditions and services proposed by UNRWA 1 excellent/ 2 good/ 3 average/ 4 bad/ 5 very
bad/ 99 doesn’t know, doesn’t want to answer
E4.1 ua CJ"‘“ E4.1
tLoan amoun
E4.2 Jladl 48, E4.2
Repayment mechanism
E4.3 Aladd) 3)35 E4.3
repayment periodicity
E4.4 CL‘“‘“ 5 yia | E4.4
Grace period
E4.5 cblaall | E4.5

Guaranty
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E4.6 sadll e Jsanll A 5o | E4.6
access conditions
E4.7 [5208)) 2o | EAT
interest rates
E5 oo e sl il il dlind doga s 220 228 | ES
Classify the three things that influence the most your decision to apply for a credit (from the most to the least important)
E5.1 E5.1
E5.2 E5.2
E5.3 E5.3
E6 A gall &gall ANS gy tas yueeall 5 peeall Jsaill 3 y3a (e (al y8Y) S S duuilly | E6
ca 4 fas Sl 1
s a5 Mes 2
Glgall Cael Y /AL e ) Y 99 U sgall Lo 5 3
According to you, becoming member seemed to be 1very easy/ 2 easy/ 3 neither easy nor difficult/ 4 difficult/ 5Svery
difficult/ 99 doesn’t know, doesn’t want to answer
E7 1 Aladdiia) Al gal) &gl S g3 han i) g pshall Jagaill B ila (e dple s A Gl Al e dpadll A L | E7
Which percentage of the loan provided by UNRWA, MMD did you use for
E7.1 £9 _peall | E7A
Business
E7.2 4y cilids [ET 2
Household expenses
E7.3 (0s2) g A) s Qs [E73
Reimbursement of other debt
E7.4 (2=l £la ) s A | ET4
Other (please specify)
E8 Agliall GA\)J\QALAﬁI: ijw&jﬂllﬂtsjgé@}.ﬂ\&jﬂllﬂtsﬁ laa yeall 5 praall d:\}dl\'é)ih?#ﬁggs E8
Glsall Gael Y fAla¥h e )l Y 99 e sl 3 GAY 2 eVl 1
What do you think about UNRWA, MMD services if you compare it with other credits you know of? 1 best/ 2 same/
3 worst/ 9 doesn’t know, doesn’t want to answer
E9 P gall & gadl AS g taa yraall 5 praall Josaill 3500 (e 2 )i e d...a;:\(d 13) Chassn IS L astad 13l | E9
a3 (sl Jeanal S L 4 = 5 e B S iy (Sl
(@JQ_&X\Qwﬂlw)@udsbhgﬂoéwuw\wJSS J.\.LO.J.XALG&_.LBJYQS\?SZ
(;:q_\;_’d\ "\é)”)d‘)i\G &j)ﬁml\ el (Sadl (e 83
sl el Y AsYL e ) Y 99
What do you think that would have happened if you didn’t take the loan from the MMD? 1 would not have invested more in
the business 2 would not have hired new employee 3 would have stop my business 4 would not have changed anything
5 would have less financial problems (due to the problems of repayment) 6 other (please specify)/99 doesn’t know
disadll Ao ullalf ans
Evaluation of demand
F1 Gl S g lan peall 5 yeall Jygaill 3500 Jagad pe Jysaill (5 HA1 Haliaa Craddinl Ja ¢ Cprivalall sl O | FA
v 2 pni 1 sl
In the last 2 years, did you use any sources of finance other than UNRWA? 1 yes / 2 no
F2 L) laaally ey g i Cuald il Agall Le pas ARV S 13 [ F2
LYl /a4 Sl 1
sAl 5 s Al pal il jlas 2
Gk Y 88 Il sun jie 3
If yes who provides you this financial service? 1 bank/ 2 other MFI/ 3 money lender /4 family- friends/ 5 other
F3 IS SllLiil/dle 5 bl 4ual ) zliad 52l il il La| F3
Gebi Y 88

What would be the loan amount that you would need to borrow for your activity?
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F2 538 /G5 a0 138 Aglarl y saill (5581 joliae 4 clial da o sad) AIS 5 (e dgle Cilian 3 G 3l e iS) adiall S 13) | F2

G ¥ 88 2 ¥ 1 s € (5sadl
If this amount is higher than the loan that you get from UNRWA, do you have any other sources of finance to make up this
gap? 1yes/2no

F3 T el sy 3 el ) dgal) e oo Ay i 13| F3
cliaal! / Al 4 Ll 1
@Al 5 A pal il jlas 2
Gebiy Y 88 Jall 5 580 3

Which ones? (Do not read responses)1 bank/ 2 other MFI/ 3 money lender /4 family- friends/ 5 other

Alila) o #31:;3\ Y

Impact on family

G1 Al sl Ggall A oyl éjk,d\ 9 sraall Jy gaill 3530 (e g yay GBS Hlia die clilile (5 glae o ﬁugmu G1
sl s
Ay i Y 88
What has been changed in your family since your participation to UNRWA, MMD ? 1 : positive change/ 2 : negative
change/ 88 :if no change
G1.1 Gl e aldie Y o 4dNELY1 | G141
Autonomy
G1.2 s g 3fdla 55 (e ol fiaY) | G1.2
Respect from your husband (spouse)
G1.3 el e al iy G1.3
Respect from children
G1.4 J8) laasa | G1.4
Stress
G1.5 Sl g ale) pall|G1.5
Conflicts and tension in the family
G1.6 (,1,_33\ G1.6
Food
G1.7 el i | G1.7
Children education
G1.8 iaall | G1.8
Health
G1.9 dalll sl | G1.9
Leisure
G1.10 Ol | G1.10
Debts
G1.11 <l el | 6111
Savings
G1.12 d)ii G1.12
Other explain :

A i gl e — ALY Al i
Coping Strategy — Context

H1 vy 2 axi 1 ellee) e Jall wagll s Ja [ HY
Does the current context affect your activity? 1 yes/ 2 no
H2 u.ﬁ)}qu Ubd\ &u\)ﬂ‘!b c\ﬁjj\ @ Lyu.an4 (:dA:\M S\ '1349) 9&.45\5 ‘(vu.i %\A‘}” cailS 131 | H2
Al jeh Lnddia Gilana]
sl Cael Y /AlaYL e )l Y 99 A all) Al alsall e Jpasll & &y sall?
Gy Y 88 Ol pen A A saall3

If yes, how? (several answers possible) 1 lower sales/ 2 difficulties to get supplies (movement) / 3 difficulties to collect
debts / 4 difficulties to face financial obligations with suppliers/ 5 other/99 doesn’t know doesn’t want to answer

H3 Al gall & gal) A gy Hrall WLl 5 jurall o gaill 5 5 po e Je Mol aiasll Sis Ja H3
Gabny Y 88 Y2 axi 1
Does the current context affect your relationship with UNRWA? 1 yes/ 2 no
H4 “(ALQSM RPN B.n:) Sy as arly AlaY) cuils 13 | Ha
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Giledal) A gaa sale Y 4alall 3 2aaall gl A dand) & graa
(@u'aﬂ\ ;L;)X\) s Al C_:\);Si;i 4 Byl olad el WL cld Gl GAL.a\ ol Al dalall 2
Glsall el Y /AL e ) Y 99 A sall G gall AS 51 prall (L) 5 prall s sl
Gy Y 88
If yes, how? (several answers possible) 1 difficulty to pay back on time / 2 need to find additional credit to meet obligations
with UNRWA/ 3 need to reschedule payments/ 4 other (please explain) / 99 doesn’t know, doesn’t want to answer

H5 SR o gl b Aidle A gall & gal) S 5y jraaall @Ll) 5 sl Jysalll 5 i (g i el Ja [ HS
Gdany Y 88 Y2 a1
Do you find UNRWA's loans appropriated in this context? 1yes/ 2no
Hé6 Alaiag 30020 Ll (3.;\;‘;{\ bij ‘x’) faiilial o) oy Juiadl L;;l\ L Y LY il 13 | HE
ol gl 4 520l 4 1
@Lb\ub)éésdjm;n@&\S a3 58 2
(sl ela ) 5 216 cledls 533
Clsall Cae) Y AaYL 2 ) Y 99
If no, what would you like to change? (don’t read the answers) several answers possible 1 interest rate / 2 payback
period / 3 grace period/ 4 amount/ 5 possibility to take additional loan/ 6 other (please explain)/99 doesn’t know
H7 (Aline il 5a) § ol a1 o ol Glbli/ele 5 jhe B il o 55 oS | HT
o sall lads Jali 4 & 5 el iy e s 1
(zasil) ela)ll) s 51 5 Oalalall 220 (885 2
sl Cae ) Y AdaYL e ) Y 99 Oally Clagaall (a3 3
How do you adjust your activity to cope with the current situation? (don’t read the answers) 1 reduce business purchases / 2
reduce number of employee/ 3 reduce credit sales/ 4 delay payment to suppliers/ 5 other (please explain)/ 99 doesn’t
know, doesn’t want to answer
H8 H8

(aine Sl Bac) FANS Gl 58 2l 3 Hu¥) (5 ghua (o @liliad) i) Jaaedy o 68 oS

Al (el 8) Gl jAda pladiul 6 Cay ladll Basd 1
(sl sla ) a e 7 ) Jas s 2

Glsall Gayel Y AlaYL el Y 99 (21253 50) Aadl J gl 2 .3
sy Y 88 Cpandd JA0a u._u@‘Y\ acd I w4

oA 8 Y e DA (e 5

How do you adjust your strategy at household level to repay UNRWA'’s loan? (several answers possible) 1 limit expenses/ 2
generate additional income/ 3 sell family assets/ 4 through support of relatives in Palestine/ 5 through support of relatives
abroad/ 6 using family saving/ 7 other (please explain)/ 99 doesn’t know doesn’t want to answer
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ONLY FOR DROP OUTS
peag B ) gaday al ¢l Jadd
Lsnpall S i ol (A La - Adgall Gl DS gy jaal) AL g piual) o gall 34003 & 55 Qo

Reasons for leaving. For which reasons did you leave the institution?

1 dnsall @IS bl Ll - Al Gl AS g prall ) 5 sl Jy saill 553l & 5 lad | 1
Sl o) - A gall &y gall ANS 5 aa paall 5 jprall o satl) 330 mal jy/cilatie (e dedell Sleddd) die
) &Y (dla/ e ST _Lus/
sl o Al e el . 6 ol A 1
Y U all @ RS 7 S e aaddlis y@ D
(L S3l) AT Gl i e s (g Jumil s e 8 et el e Qo2 3
;(c_w\..z.jﬂlgl;)!\) ALl 9 el e dadi a3l i 4
Gebiy ¥ 88 ol Y Cabh e Jalai 44y, 5
UNRWA products and services (several answers possible) DO NOT READ ANSWERS:1 loan amount/ 2 Inadequate
repayment period/ 3 Inadequate instalments/ 4 the loan interest is highly inadequate/ 5UNRWA personal behaviour problem/
6 the UNRWA did not let me receive the credit for the second time/ 7 | did not repay the credit/ 8 better plan from another MFI,
which one? / 9 Other (please explain)/88 not applicable
12 M}Aﬂds‘)ak_’\_\uigh\.q - d}ﬂ‘uﬂ“d&}.ﬂ)@\éhﬂ}M‘&}Aﬂ\a}\dd}u\_\u\ 12
cllay) ! 3 Y- Ala) e ).\S\ olidl) oSl e - duadl uLu\
B (= A e Jpanll e iV 4 :«;Ju)fyub)suuj}auw)b@wtu“\m
(L SH el ) s 5a) lnd 5 Sandly oy ol 5 Baaa e Al (il @l 2
d-\b-u\}fss MJSLMJ\JMY\@LJM\Y3
Individual reasons (several answers possible) DO NOT READ ANSWERS : 11 cannot continue because | spent the loan funds
due to unexpected event / 2 | borrowed the loan funds to a friend who did not repay / 3 | cannot continue in the program
because of health problems / 4 | do not wish a new loan / 5 Other (please explain)/88 not applicable
13 a5l S5 ol 2 La sl ) NS 5y iall WD 5 gl el 5 580 5 [ 3
s oo S ST cSadl e = Jaall b (3l
uaﬁ‘;cah;ggh]\&}#\ém'c}ead4 (@\;¢wdﬂ)wﬁ‘;\cm\y1
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Business reasons : 1l afford to finance my own business and | do not need credit/ 2 My business is periodic, | will borrow again
when | will need it /3 My business is risky and | am not able to apply for a credit or to repay/ 4 | decided to stop my business
and to start another one / 5 Other /88 not applicable
14 el S ol 2 La sl ) NS 5 iall QLI 5 gl el 5 5803 5l [ 4
s) e ST sl cSadl e - daeLaiaVI/Aplasy) A
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Socio-economic environment reasons (several answers possible) : 1 My business has been destroyed a natural disaster (fire,
etc...)/ 2 Bad economic situation ( clients do not have enough money to buy my products/services ) / 3 There is too much
competition /4 Due to military occupation / 5 other (explain) 88not applicable
15 dwpall G bl A e - Al Sl NS 5y pall AL 5 el dﬁyﬂ\s}ué}g@ui 15
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Group reasons (several answers possible) 1 the group ask me to stop/ 2 the group break out / 3 | decided to leave the group
because | do not get on with some of the members /4 | decided to leave the group because of restricting rules /5 other
reasons /6 not applicable
16 16
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Generally, how do you evaluate your participation to the UNRWA program? 1 very positive/ 2 positive / 3 average /
4 negative/ 5very negative / 88. not applicable
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ONLY FOR SOLIDARITY GROUP CLIENTS

elanll Gl 8 ol Lad

Solidarity Group Loan Clients elaall (al @Y L5

J1

(L) sl 5 V) Sl i) de sane o (2 jf Sle Clias 3L

A gall & gall S gy juall éj\,d\ 9 wall Jogaill 3530 (g2l Gl EY) Cilillata (e 439

Lol 4 leY) il de ganall 0¥ 2

Al ) LY 3

A Gl 4
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Why did you take a group loan? (don’t read the answers) 1 because it is a requirement of UNRWA/ 2 it gave me security in

J1

J2

the beginning/ 3 because it is less costly / 4 other/ 99 doesn’t know, doesn’t want to answer
LA 8 Lia 8 uliasi €

Gl Cael Y AsYL e )l Y 99 Y2 ari 1
Would you have preferred a individual loan? 1 yes / 2 no/ 99 doesn’t know, doesn’t want to answer
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J3
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If yes why? (don’t read the answer) 1 higher amount / 2 easier to manage / 3 less risk / 4 don’t want to support other group
members/ 99 doesn’t know, doesn’t want to answer
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Do you find the group loan adapted to your activity? 1 yes / 2 no
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If no why not? (don’t read the answer) 1 low amount/ 2 short repayment period/ 3 time consuming / 4 prefer not to rely on
other group members / 5 other/ 99 doesn’t know, doesn’t want to answer
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J6
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What has been positive for you of taking a group loan?
1The solidarity among group members / 2 Learning to deal with loans 3/ Starting small 4/ Having a first loan / 5 Learning

new things from other group members / 6 Making new contacts / 7Other (please explain)/ 99 doesn’t know, doesn’t want to
answer
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What has been negative for you of taking a group loan?

J7
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1 No possibility of having an individual loan / 2 Time consuming 3/ Small loan 4/ Having to cover late amounts for other
group members / 50ther (please explain)/ 99 doesn’t know, doesn’t want to answer
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