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Abstract 

Currently micro finance is one of the most powerful tools for combating poverty primarily by 

providing loan to the poor section of the society. In light of these, the purpose of this study is to 

analyze the assessment of outreach level and profitability of Amhara Credit and Saving 

Institution in North ShewaZone: a case of sixbranches.The researcher used secondary data and 

the data was collected from the selected branches from the past five year’s status of each ACSI 

branches specifically. The study employs data obtained from a documentary review, a 

questionnaire survey and interviews through random and purposive sampling techniques 

respectively. The finding of the study reveals that; number of female loan client , percentage of 

women loan clients, total profit amount ,number of depositors /saver , average amount of saving 

deposits, income from pension administration and total net profit have significant association on 

the outreach and profitability of ACSI for the last five year. Therefore; the institution was give 

attention for the given significant factors for saving and credit in North Shewa Zone Amhara 

region. Therefore, the profitability could be accomplished while reaching to the poorest sections 

of the employers, that means both outreach and profitability were achieved simultaneously. 

Finally, this study suggests the associations to look over to increase the saving capacity of the 

members by introducing different incentive mechanisms like banks are doing. In doing so, it is 

possible to increase the performance of the associations. 

Key words: ACSI, Amhara credit and saving institution, MFI, Outreach level and profitabili
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CHAPTER ONE 

INTRODUCTION 

1.1 Background of the Study 

In every part of the world, one can observe that many poor people and some in middle level 

people cannot fulfill their needs. This problem can reach to the level of lack of fulfilling their 

basic needs for survival. Despite the score of modernization and advancement that have been 

registered in the world, the percentage of people living below poverty life is still very huge. This 

condition is critical especially in least developed countries like Ethiopia (Yonas, 2010). 

Microfinance is a recent flourishing development phenomenon. It is prescribed as an effective 

input to alleviate poverty through provision of financial services to those marginalized parts of 

the society. 

As Robinson (2001:9) stated; Microfinance refers to small-scale financial services; primarily 

credit and savings provided to people who farm, fish or herd; who operate small enterprises or 

microenterprises where goods are produced, recycled, repaired, or sold; who provide services; 

who work for wages or commissions; who gain income from renting out small amounts of land, 

vehicles, draft animals, or machinery and tools; and to other individuals and groups at the local 

levels of developing countries, both rural and urban. 

But Consultative Group to Assist the Poorest (CGAP) (2009) has defined microfinance as: 

Microfinance offers poor people access to basic financial services. 

The above definitions differ in some senses but they all touch upon important features of 

microfinance. First, CGAP‘s definition implies, microfinance means giving people access to 

financial services. It can be interpreted as microfinance is aimed for those that do not have access 

to traditional financial services. 

The definitions by CGAP define the target group as low and moderate income businesses or 

households. But according to Robinson even though many of the organizations that provide 

microfinance appeal to micro-businesses, there are microfinance programs that offer financial 

services to individuals as well. The organizations that provide the services are called 
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microfinance institutions (MFIs) and there are a variety of different types of MFIs in respect to 

legal structure, mission and methodology (CGAP, 2009). 

As Adeno (2007) stated Microfinance is a better intervention as a development strategy for 

Ethiopia, which is addicted to aid and identified with a brand of deep-rooted poverty. It is one 

way to shift from aid dependency to self-reliance. Having recognized the positive contributions 

of microfinance, legislations were adapted to license and supervise service providers in 1996. 

The Amhara Credit and Saving Institution (ACSI) lead the way to work as a licensed operating 

microfinance in the Amhara Regional State of Ethiopia. 

Amhara Credit and Saving Institution have begun its work in its twelve zonal main offices of the 

region, which were constructed in the capital of each zone administrations. As Cull et al. (2009) 

stated; in the early years of microfinance, most of the Micro Finance Institutions (MFIs) were 

sociallydriven, non-profit organizations, but as the poor have proven to be a creditworthy pool of 

clients, there has been a shift towards more business driven, forprofit organizations. 

Due to this, ACSI has also opened more than 472 branches in all Woreda of Amhara Region. 

Moreover to make it more profitable and competent, the institution is now working to increase its 

outreach level by opening new branches in each Woreda. 

This research assesses the Outreach level and profitability of Amhara Credit and Saving 

Institution/ACSI/ inNorthShewa Zone branches. 

1.2 Statement of the Problem 

Ethiopia is one of the poorest countries in the world and the per capital income of the country is 

very low. Due to low income of the country, the peoples are unable to cover their daily meal, 

health care, education and other emergency expenses. Moreover, as there is high population 

growth in under developed country, there is also high unemployment rate even with skilled labor 

force. This also leads to high rate of poverty (MOFED, 1989). 

Several microfinance institutions were established and have been operating towards resolving the 

credit access problems of the poor people who are not included in the formal banking sectors 

because of collateral requirements.  There are studies that show microfinance does not reach the 

poorest of the poor, rather they are reaching the non-poor group of people.  Besides, most MFIs 
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have no clear rules and criteria to target the poorest of the poor.  This indicates that MFIs are 

drifting away from their original mission of reaching on serving the poor (LetenahEjigu, 2009).  

Microfinance is a better intervention as a development strategy for Ethiopia, which is addicted to 

aid and identified with a brand of deep-rooted poverty. ACSI has also set a vision to see a 

poverty free capable societyofAmhara Regional State. It operates at ensuring cost-effectiveness 

in operations and integrating its activities with other stakeholders working in the Region (ACSI, 

2004). 

As Conning (1999:52) defines the outreach is typically used to refer to efforts made by MFIs to 

extend loan and financial services to an ever wider audiences (breadth of outreach) and 

especially towards the poorest of the poor (depth of outreach). In this definition outreach is 

reflected as an effort made to provide loan and financial services to the poorest of the poor. 

Schreiber (1999:2) has also defined outreach as proxies for the benefits of microfinance in terms 

of the number of clients or average deposits amount.  

In Ethiopia, MFIs are considered to be useful development strategies to reduce poverty having 

the objective to rural as well as urban area of the country.  It is obvious that providing 

microfinance to the poor clients is costly and risky.  It requires innovative operating methods to 

manage risk and reduce transaction costs (Mathison, 2001).  

These problems make the MFIs not to reach the poorest of the poor society especially living in 

more remote areas.  Institutional profitability is becoming the leading principle for microfinance 

service providers. Even if it is a core for the going concern or survival of the industry, in many 

developing countries especially in Ethiopia most of the MFIs are subsidy dependents. 

Historically; Microfinance has started operation with donor funds. These limited supply of donor 

funds make MFIs to focus on mobilize saving as a best source of loan fund that leads highly need 

to make guarantee the sustainability to win trust of the depositors. 

The main idea that motivated the researcher to purse this study is the issue of both reaching the 

poor and ensuring profitability are unanswered debate in microfinance areas.  So the completion 

is looking over the two schemes and matters of tradeoffs between the two. Currently both 

outreach and profitability are the mirror image targets of microfinance for poverty alleviation 

(Lafourcade et al, 2005 P.44.).  It is a great challenge to build MFIs that reach the poorest of the 

poor and the same time achieve institutional profitability with operational and/or financial self-
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sufficiency. Previous studies that conducted on outreach and sustainability of ACSI in Ethiopia 

has some limitations such as time period of the study conducted was so much far that do not 

indicate the current situation of the area like socioeconomic status and  the researcher could not 

find detailed and recent research studies in the area. So, this study will be conduct to assess the 

outreach and profitability of ACSI a case of DebreBirhan, DebreBirahnZuria, Tebassie, Keyit, 

Chacha and Deneba branches. 

1.3 Research Questions 

1. What is the outreach level of Amhara Credit and Saving Institution to the poor in North 

Shewa Zone branches? 

2. How much does affects the sustainability of profitability in the study area? 

3. Is there a positive relation between outreach level and performances of profitability in the 

study area? 

1.4 Objective of the Study 

1.4.1 General Objectives of the Study 

The general objective of this study is to analyze the outreach level and profitability of in Amhara 

Credit and Saving Institution North Shewa Zone branches. 

1.4.2 Specific Objectives of the Study 

The research has the following Specific objectives; 

1. To evaluate the outreach level of Amhara Credit and Saving Institution in North Shewa 

Zone branches. 

2. To investigate the profitability of Amhara Credit and Saving Institution. 

3. To examine the relation between outreach level and profitability of Amhara Credit and 

Saving Institution North Shewa Zone branches. 

1.5 Significance of the Study 

The research provide important information for customers about the institution which helps them 

about where the position of the institution in order to create psychological confidence about the 

institution. The result of the research also boost the knowledge of customers and employees 

about the positive contribution of outreach service and profitability.  The findings of the research 
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was also help the selected institution to identify areas of potential problems related with outreach 

services and profitability so as to run the financial and operational self- sufficiency, outreach 

depth and breadth, profitability and customer feedback about the service to adjust itself for future 

improvement. It also helps the governmental or nongovernmental institutions as a tool to 

customize the suggested models in to context to improve their outreach service and profitability 

problems. The research gives insight for other researchers who need to investigate research on 

the outreach service and sustainability. The research was also fill the gap on the concept of 

outreach service and profitability.  

1.6 Scope of the Study 

The research concentrates on the assessment of outreach and profitability in Amhara Credit and 

Saving Institution North Shoa Zone focuses in DebreBirhan, DebreBirahnZuria, Tebassie, Keyit, 

Chacha and Deneba Branches.  To make the research manageable it was delimit on the above six 

branches in Amhara Credit and Saving Institution North Shoa Zone. In addition all relevant data 

within the institution which impact on outreach and profitability on the institution will be 

assessed. 

1.7 Limitations of the Study  

The organizations activity can be affected by other managerial skills, like communication skill, 

and administration style. Due to this assessing only theimpacts of outreach level and profitability 

and recover rate of the institution can be taken as limitation of this study. 

To make the organization more profitable, a marketing and promotion officer was assigned in 

each branch. But this research was not including the role of these marketing and promotion 

officer independently. 

1.8 Organization of the study 

The research paper was divided in to five chapters. Chapter 1 gives the Background information 

and problem statement. It also highlights the significance of the study, objectives, research 

questions, scope of the study, limitations of the study, Chapter 2 discusses the key concepts that 

are used in the paper to place the problem in a broader perspective of literature review, Chapter 

3 concentrates on the research process, variables, research methodology, and survey design and 

data analysis, Chapter 4 presents the findings and analyses of the research and Chapter 
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5summaries the main findings, the conclusion part and give recommendations in order to assess 

the institution in the future. 

1.9 Definition of terms 

Microfinance institution: According to the context of this study, microfinance institutions are 

financial institutions that are involved in providing access to financial services to rural farmers 

and people engaged in other similar activities as well as micro and small- scale rural and urban 

entrepreneurs.  

Outreach of microfinance: refers to the financial service provision (reaching) to the large 

portion of the society who is poor and living in remote areas (Conning, 1999: 52)7  

Financial sustainability: refers to the continuous service provision to clients profitably as a 

going concern without relying on subsidies. It is the entity‘s ability to operate without subsidies 

(Morduch, 1999).  

Operational sustainability: is the ability of the firm to cover operational costs from revenue 

earned from major lines of business.  

Clients/Customers: refers to individual or groups who use the product or services of 

institutions.  

Poverty: In the context of this study, poverty is a condition where people's basic needs for food, 

clothing, and shelter are not or little being met. 
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CHAPTER TWO 

 REVIEW OF RELATED LITERATURE 

2.1 Definition of Microfinance 

There are varieties of definitions to microfinance and the concept has become ambiguous as it 

has dispersed globally. One of the most frequently used and most recognized definition of 

microfinance is, however, the definition by the Consultative Group to Assist the Poor (CGAP). 

They define microfinance as follows: Microfinance offers poor people access to basic financial 

services (CGAP, 2009). 

As Robinson (2001፡ 9) stated; Microfinance refers to small-scale financial services; primarily 

credit and savings provided to people who farm or fish or herd; who operate small enterprises or 

microenterprises where goods are produced, recycled, repaired, or sold; who provide services; 

who work for wages or commissions; who gain income from renting out small amounts of land, 

vehicles, draft animals, or machinery and tools; and to other individuals and groups at the local 

levels of developing countries, both rural and urban. 

The above definitions differ in some senses but they all touch upon important features of 

microfinance. First, as CGAP‘s definition implies, microfinance means giving people access to 

financial services. It can be interpreted as microfinance is aimed for those that do not have access 

to traditional financial services. The definitions by CGAP define the target group as low and 

moderate income businesses or households. But according to Robinson even though many of the 

organizations that provide microfinance appeal to micro-businesses, there are microfinance 

programs that offer financial services to individuals as well. 

The organizations that provide the services are called microfinance institutions (MFIs) and there 

are a variety of different types of MFIs in respect to legal structure, mission and methodology 

(CGAP, 2009). In the early years of microfinance, most of the MFIs were socially driven, non-

profit organizations, but as the poor have proven to be a creditworthy pool of clients, there has 

been a shift towards more business driven, for profit organizations (Cull et.al,. 2009). Today 

even commercial banks are involved in microfinance activities (van Greuning et.al, 1998). What 

services the MFIs can offer is by most determined by the legal structure of the MFI. 
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Nevertheless micro-credits remain the most important financial services out of the entire range of 

financial products in microfinance business. The average microfinance loan size varies 

geographically and has maturities of less than one year in general. The typical users of 

microfinance services are traders, street vendors, small farmers, service providers (hairdressers 

and rickshaw drivers), artisans and small producers, such as blacksmiths and seamstresses and 

belong to the economically active poor population that are living close to the poverty line and are 

therefore self-employed, low-income entrepreneurs in both urban and rural areas (Ledger Wood, 

1999፡ 2).  

According to Churchill and Frankiewicz (2006፡  21-22) the most common microfinance 

products include the following: Income-generating loans (for the aforementioned entrepreneurial 

activities), emergency and consumption loans (in case of natural catastrophes or family deaths), 

housing loans, leasing (new forms of micro leasing E.g. cattle), savings, insurance, payment 

services and nonfinancial services such as social intermediation, business development, social 

service and consulting or technical assistance. 

Microfinance has the ability to improve the lives of the poor in many ways. The access to the 

financial market enables the poor to create occupation and participation in economic cycles not 

only for themselves but often for others as well. Furthermore it helps them to create assets and 

even savings, which reduce poverty and empower especially women. Therefore it is logic that 

the latter ones are the preferred clients of MFI (Ledger Wood, 1999፡  38). 

Robinson (2001፡ 9) says that microfinance services in general can help low-income people 

reduce the personal risk of going default, improve management capabilities, raise productivity, 

obtain higher returns on investments, increase their incomes and improve the quality of their 

lives and those of their dependents such as children and other family members. 

2.2 History of Microfinance  

Microfinance is not a completely new concept of finance and its roots can be found in medieval 

Europe, especially Ireland and Germany, instead of Bangladesh where the famous founding 

father of Germen Bank, Professor Muhammad Yunus, with its own lending policy started its 

operations in the 1970s and who is nowadays a synonym for microfinance (Guntz, 2009). 
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In Europe in the 15th century, the Catholic Church founded the so called ―pawn shops‘‘ in order 

to protect people from shady loan sharks and moneylenders who gave out loans at usurious 

interest rates. These pawn shops later spread throughout the continent (Helms, 2006፡ 2). As 

further described by Seibel (2005፡ 3) informal finance and self-help have been at the origin of 

microfinance in Europe. More formal credit and savings institutions for poor people were already 

established in Ireland by the Irish Loan fund system as early as 1720, using peer monitoring to 

enforce the repayment in weekly installments of initially interest free loans from donated 

resources. 

In the early 1800s a financial organization based on cooperative principles was founded by 

Raiffeisen in Germany and expanded rapidly within Germany and later also to the rest of Europe, 

North America and developing countries beyond. Raiffeisen created credit associations, 

predominantly of farmers in rural areas that were later known as ―Raiffeisen Kasson‖ and now 

―Raiffeisen banker‖ (Seibel, 2005፡  4). 

The focus of these co-operative financial institutions as saving mobilization in rural areas that 

attempts to teach poor farmers how to save money (Ledger wood, 1999፡ 2). In Another 

milestone in the history of microfinance was the opening of the Indonesian People‘s Credit Bank 

in 1895 that became the largest microfinance system in Indonesia (Helms, 2006፡ 3). In 

Bangladesh Professor Muhammad Yunus disbursed first loans from his own pocket to a group of 

rural women in Jobra in 1976 (Yunus, 1999) and successfully developed the concept of 

microfinance with his Germen Bank throughout the country and later the whole world. 

Other concepts of subsidized loans given out by governments to farmers and nongovernmental 

organizations (NGOs), which might be compared with pure micro-credits, often failed since 

farmers took the low interest loans as grants and more importantly they did not reach the really 

poor at all, but rather the more influential and better-off farmers (Helms, 2006). 

In the 1980s the microcredit programs improved their methodologies significantly and managed 

to be financially viable through cost-recovering interest rates and a very high repayment quota. 

Since then the activities and volumes in the field of microfinance have grown substantially. In 

the early 1990s the term ―microcredit‖ was replaced by ―microfinance‖ which included not only 

credits but also other financial services for poor‘s (Helms, 2006). 
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Today there is a strong trend towards commercialization and transformation of providers of 

microfinance into formal financial institutions. This stems from the motivation of profitability 

and sustainability of microfinance institutions. More institutions became independent from donor 

funds & raise their capital from the capital markets while increasing their outreach. The year 

2005 was declared as the ―Year of microfinance‖ & attracted even more private investors to 

invest their funds into microfinance activities (Sundaresan, 2008፡  5). 

2.2.1 The History of MFIs in Ethiopia 

 Initially, micro credit started as a government and non-government organizations motivated 

scheme. Following the 1984/85 severe drought and famine, many NGOs started to provide micro 

credit along with heir relief activities, although this was on a limited scale and not in a sustained 

manner (IFAD 2001). The Government also periodically provided loans largely for the purchase 

of oxen through its Rural finance Department of the Ministry of Agriculture and cooperatives. 

But these loans were not based on proper needs assessment and no mechanism was in place to 

monitor their effectiveness. DBE and the commercial Bank of Ethiopia was also involved in 

extending loans to cooperatives largely in response to the government‘s pressure (Getaneh, 

2005). A massive default by the cooperatives following the demise of the command economy 

along with its extensive control systems, however, forced the CBE has continued to provide 

loans for the purchase of fertilizers and improved seeds on the basis of regional government 

guarantees. The DBE has also been providing loans to micro and small-scale operators in some 

selected towns. This scheme was, however, based on donors fund designed in the form of 

revolving funds, and essentially based on a limited scale in terms of the number of clients 

covered. Funds were simple been given from the DBE to clients 18 identified and screened by 

the Trade and Industry Breaux of the regional Gove rally led to a lower loan recovery rate (DBE 

1999). 

 In line with this, the early formal micro finance activity is the DBE (Development Bank of 

Ethiopia) Place, Pilot Credit Scheme, initiated in 1990 under the Market Towns Development 

Project implemented in 1994. While many NGOs Programmers that emphasizes both credit and 

savings began in early 1990s. For example, the REST Credit Scheme of Tigray (own Dedebit 

Credit and Savings Institution, DECSI) was launched in 1993; Sidama Saving and Credit scheme 

(now Sidama Microfinance Institution) was established in 1994; Oromia Credit and Saving 
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Scheme (Now Oromia Credit and Saving S.C.) Started in 1996 (Borchgrevink et al, 2005). The 

formalization of the Micro finance institutions, micro credit used to be provided in a fragmented 

and unplanned manner even during the early 1990s. The micro credit scheme was donor driven 

rather than an outcome stemming from a clear policy direction and development strategy. Their 

outreach and impact also remained Limited (IFAD, 2001). Another feature of these credit 

schemes is that all was trying to address the credit delivery service alone. The provision of 

savings facilities, which is essential for a sustained credit Service delivery, was completely 

ignored. The failure of the formal banks to provide banking facilities, on the one hand, led the 

sustainability of the NGO‟s credit scheme on the other hand, led the government to issue out a 

legal framework for the establishment and operation of micro finance institutions. Currently 

there are 38 micro finance institutions in Ethiopia, licensed and registered by NBE, following the 

issuance of proclamation No. 40/1994.  

2.2.2 Organizational Profile of ACSI  

2.2.2.1 Historical Background  

The Amhara Credit and Saving Institution were established in the Amhara Region, Ethiopia, 

aiming to feel the gap of formal institutions to meet the need of small-scale borrowers in income 

generation schemes. Its operation is traced back to September 1995 when it was initially initiated 

by the Organization for the Rehabilitation and Development in Amhara (ORDA), an indigenous 

Non-Governmental Organization (NGO) engaged in development activities in the Amhara 

region. 1996 was the year when ACSI had undertaken its pilot activities and it was licensed as a 

MFI in April 1997. ACSI started its operation by first opening 6 branches. But prior to its 

operation it took about nine months to do preparatory works including baseline survey, setting 

the objectives, strategies, 19 organizational structures of the institution, preparing the necessary 

recruiting and training staffs. Currently, the institution has 12 zone offices, 472 branches and 

over 1244 satellites (ACSI, 2016). 

2.3 Microfinance models 

As Guntz (2011) stated the concept of Microfinance model includes two ideas. These are the 

lending approaches and microfinance credit. And this model can be applied in different models. 

These are; 
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2.3.1 Solidarity group 

The solidarity group model is also called ―peer lending group‖ and normally consists of four to 

five individuals who group together to borrow a loan in solidarity. The members are self-

selected, based on their reputation and relationship to each other. In this model the self- 

screening and group pressures imposed upon every member of the group, urging each and every 

one of the borrowers to contribute his part in solidarity as mutually agreed and so ensures a 

rather secure loan recovery for the MFI. 

Morally speaking, the burden of such a microcredit is spread on more shoulders than in the case 

of a single borrower. The same naturally also applies on the risk perspective of the lending 

institution spreading its potential loss likelihood. It is the responsibility of the entire group that 

every payment is made on time according to a predefined repayment schedule.  

This also implies that the whole group suffers possible consequences in case they fail to pay back 

the loan. After a successful repayment of the loan the group has the possibility and qualified to 

get a larger loan for larger activities and projects if desired. In this model the MFI has less work 

to do since the borrowers of the groups have responsibilities such as: forming the group and 

selecting the right members, administration & organization of repayment plan and scheduling 

group meetings and meetings with the loan officers from the MFI (Hazeltine and Bull, 2003፡

104). 

2.3.2 Village banking 

Village banking describes a community based credit and savings association, run by a village 

itself. The model was founded by John Hatch, the founder of the American NGO Finch (Felder-

Kuzu, 2005፡  31). With this lending model, 25 to 50 low income members of a village, mostly 

women, join to take out a relatively large loan from a MFI and act as guarantors at the same 

time. After receiving the loan a self-appointed village committee decides who gets smaller loans 

out of the group. This model further enables saving deposits. The normal payback periods range 

from 4 to 12 months & only after completion a new loan can be taken for the community. The 

role of the MFI is to assist only in administration & technical issues (Hazeltine& Bull, 2003፡  

104). 

 



13 

 

2.3.3 Grameen model 

The Grameen model was invented in 1976 by Professor Muhammad Yunus, the founder and 

managing director of Grameen Bank. The Grameen model was copied & modified many times 

according to the respective needs of regional markets and clients. 

In this model a new branch of the MFI is set up in a village with a field officer and some 

qualified workers, who have already done research on the population there in advance and made 

their choice according to its potential demand and its need of financial support. These employees 

of the MFI support then up to 15 to 20 villages in the surrounding and are strive to make the 

local, poor people aware of the microfinance possibilities through word of mouth and personal 

advisory. The lending process is similar to the solidarity group approach. Groups of five are 

created. However in the beginning only two members of the group receive a loan and are 

monitored for one month. The credibility of the group will then be based on the repayment 

performance of the first two individuals (Hazeltine and Bull, 2003፡ 105). If they are reliable and 

could pay back their loan, the remaining members qualify for a loan as well, since the group is 

jointly and severally liable for the single members. Armendariz says that loans go first to two 

members of the group, then to another two, and then to the fifth group member. Given that loans 

are being correctly and timely repaid, the cycle of lending continues (Armendariz and Morduch, 

2005፡  13). 

2.3.4 Individual model 

The individual model is the most expensive and labor intensive model for the MFI. Here clients 

have to be monitored & far more and deeper field research is necessary in order to choose the 

right clientele, especially because these people have no tangible collateral or credit history and in 

most cases are illiterate. Sources of information for the field officer are the family, friends and 

leaders of the community (Hazeltine and Bull, 2003). 

With this model, the loan is given directly to the borrower and it is his/her sole duty to pay back 

the full amount plus interest rates without financial support from a group in case he/she defaults. 

Technical assistance as well as payment schedules and business management training is 

generally provided by the MFI (Hazeltine and Bull, 2003፡  105). 
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2.4 Outreach of Microfinance 

Conning (1999) defined outreach as the term ―typically used to refer to the efforts by 

microfinance organizations to extend loans and financial services to an ever wider audience 

(breadth of outreach) and especially toward the poorest of the poor (depth of outreach). Schreiner 

(1999:2) refers to outreach as proxies for the benefit of microfinance in terms of the number of 

clients or the average loan amount. Specifically he classified outreach in to six dimensions: 

worth to clients, cost to clients, depth, breadth, length and scope. Congo (2002) defined outreach 

as the ability of a MFI to provide high quality financial services to a large number of clients. 

According to Congo (2002) the indicators of outreach performance arechanges in the number of 

clients, percentage of female clients, the amount of savings deposits, the value of the outstanding 

loan portfolio, the average amount of savings deposits,  and the average value of loans. 

For the purpose of this research outreach is narrowly defined in terms of breadth and depth as per 

the definition given by Conning (1999). The narrow definition is adopted because based on 

Schreiner (1999:2) framework measuring worth and cost of outreach is require detailed data and 

hence difficult. Length of outreach is not a new term and it is easily captured by the age of the 

institution. On scope of outreach there is no adequate literature on its measurement and the 

factors affecting it. Since the focus is on credit provision rather than saving, some of Congo 

(2002) measures of outreach are scrapped here. 

Average loan size is used as a poverty measure small loan implying the poor is served better. 

This type of association is created because the poor are interested in small loans for their income 

generating petty trades. Christen (1997) uses average loan size divided by GDP per capital 

income as a measure of depth of outreach, but notes that, although it is widely used, it has not 

been systematically tested. This can be misleading because of the heterogeneity of loan products 

in terms of maturity periods and purposes, and therefore may not reflect the target market and the 

level of the poverty of the clients served. 

The percentage of women borrowers served is used as a measure of depth of outreach. But why 

women clients are preferred in the business of microfinance? Brau&Woller, (2004) forwarded a 

number of reasons for this. Firstly, women invest the loans in productive activities or in 

improving family welfare more often than men, who are assumed to consume rather than invest 

loan funds. Secondly, access to financial services empowers women, both financially and 
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socially. Thirdly, women are considered poorer than men. The often expressed fear in lending to 

women is that they produce less economic growth than men. However, the study by Kevane and 

Wydick (2001) cited in Brau&Woller, (2004) reveals that there is no significant difference 

between men and women in generating business sales. Hence clear women targeting should be a 

necessity in the microfinance business. 

Like other authors (Cull et al, 2008; Okumu, 2007; Mersland and Storm, 2007) the number of 

borrowers served by the MFIs is used as a measure of breadth of outreach. Depth of outreach is 

measured by the average loan size (both unadjusted and adjusted for gross national income 

(GNI) and the percentage of women borrowers served by MFIs.  

2.5 Profitability of Microfinance 

It is widely known today that providing loans to micro-entrepreneurs has a relatively attractive 

potential to generate profits and growth. In some areas, like Asia, Africa and Latin America the 

profitability of MFIs is already squeezed by greater competition in the industry (Lascelles, 

2008). 

2.5.1 Costs 

MFIs that provide multiple microfinance services face various costs. It can be distinguished 

between costs related to financial services and functionally separate costs (direct and indirect 

costs). Sometimes it is not possible to separate or segment costs of MFIs easily because non-

financial services, such as consultancy, training and technical assistance, are necessary to ensure 

a good credit behavior and risk minimizing. Costs that occur due to non-financial services are 

often cross subsidized by financial service earnings. Costs directly attributable to the micro-

financial services include for instance personnel expenses (e.g. salary for loan officers), 

refunding of staff transportation and training for loan officers, loan loss provision, and interest 

expense on borrowings that refinance the loan portfolio (Helms, 2006). Further the costs of MFIs 

can be generally categorized in fixed (e.g. office rent) and variable costs (e.g. travel expenses to 

meet clients) (Churchill and Frankiewicz, 2006:338). 

MFIs gain relatively little from economies, because microcredit is rather labor intensive: salaries 

make up the majority of most MFIs‘ operating expenses and fixed costs are relatively low 
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compared with variable costs (Rosenberg, et.al, 2009). Operating expenses of MFIs include most 

often personnel & administrative costs and represent a major part of charges to borrowers. 

2.5.2 Revenues  

Financial revenue from the loan portfolio is by nature of this business the main source of revenue 

for MFIs and has two components: interest charges and fees and commissions. Besides that, 

MFIs also obtain revenues from other sources beyond lending (Microfinance Bulletin, 2008b፡

22-29). These returns in general represent interest on investments, net gains on financial assets 

and income from non-lending related services e.g. in rural areas: from trading seeds with the 

cooperative clients financed by their loans. Other operating revenue stems from the provision of 

services, including revenue from insurance or transfer services or non-financial revenue from the 

provision of financial services, such as the sale of passbooks; including net exchange gains 

(Microfinance Bulletin, 2008b፡  43). Another cash inflow for the MFI is the often mandatory 

savings account of a client. These saving accounts are frequently a requirement for getting a 

loan. 

2.5.3 Interest rates 

Since interest rates on micro-loans represent the major costs for the clients and at the same time 

the main income for MFIs it is now worth taking a closer and systematic look at it. Very often 

the seemingly high interest rates compared to normal commercial lending rates are the strongest 

point of criticism for opponents of profitable microfinance business. In relation to the amounts 

borrowed, they mostly reflect the high ‗all in‘ costs rather than high profits of MFIs (Sundaresan, 

2008፡ 87). 

2.6 Performance Measurement in Micro Finance  

Micro finance institutions, regardless of their social mission, are financial intermediaries. 

Therefore, it is important to assess the viability and soundness of MFIs. To evaluate the 

performance of micro finance institutions SEEP Network and CGAP (most widely used) to 

evaluate financial and operational performance in terms of:  
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       • Sustainability and Profitability  

       • Asset and Liability Management  

      • Portfolio Quality  

      • Efficiency and Productivity  

The financial performance indicators are usually ratios extracted from the financial reports 

(Balance Sheet, Income Statement and Portfolio Report). 17  

Sustainability and Profitability: Tend to summarize performance in all areas of the institution 

and its sustainability. Most widely an indicator of Sustainability and Profitability includes: 

Adjusted return on equity, adjusted return on assets, Operational and financial self-sufficiency. 

In this research operational and financial self-sufficiency were used.  

Assets/Liability Management: This includes the following performance indicators: portfolio of 

assets, adjusted cost of funds ratio, adjusted debt to equity, and liquidity ratio. 

Portfolio Quality: The most widely used measure of portfolio quality in the micro finance 

industry includes: Portfolio at Risk, Write-off ratio, & Risk coverage ratio.  

Efficiency/Productivity: Efficiency and productivity indicators are performance measures that 

show how well the institution is streamlining its operations. Productivity indicators reflect the 

amount of output per unit of input. These indicators reflect how efficiently MFI is using its 

resources, particularly its assets and its Personnel. The Most common efficiency and productivity 

indicators include: Personnel productivity, Operating expense ratio &Cost per borrower. 

2.7 Financial Products of ACSI                          

currently delivers the following financial services: Credit, Saving, Money transfer, Fund 

Management services, and Micro-Insurance, each service having different types of product 

packages that target a given customer segment. 

A. Credit products 

 Given the very limited capacity to satisfy all the credit demand in the region, ACSI has so 

far been providing credit only for income generation and related purposes. The different loan 

products can be categorized: Group loans, Enterprise (Business loans), and Figure 1: 
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Organizational Structure of ACSI21 Household Asset Building (Food security) loans, input 

lines, and Asset loans. The description of the loan products is given as below. 

Group Loans (installment and end-term loan products): Credit for income generating 

activities was apparently the dominant activity so far. Both installment and end term loans 

are delivered using the group guarantee lending model. End term loan, agricultural loans 

with payments coming only at the end of the term. The installment loan product mainly 

finances petty trades, manufacturing and handicrafts. Loans of this product are settled in 

small amounts more frequently and usually target businesses with short production (service 

cycles). 

Household Asset Building Program (Food Security) Loan currently called livelihood 

program loan): mainly designed for the highly food-insecure clients, with the aim of 

delivering micro-credit services packaged non-financial service supports such as training and 

business plan preparations. 

Business Loans (Enterprise loan): ACSI is engaged in the provision of credit services 

primarily to people who, through repeated loan cycles or with own capital, have developed 

good business management skills and are applying for a loan size beyond the traditional 

ceiling practiced with group lending modality. Thus, higher micro finance service branches 

and some branch offices are actively providing loans in hundred thousand Birr to an 

individual client involved in business enterprises. These services also constitute the various 

micro and small enterprise loans targeting micro and small enterprise operators (associations 

currently implemented in close collaboration with the regional Technique and Micro and 

Small Enterprise Development Agency). 

Input loans: In other aspects of agriculture sector, ACSI is also involved in voucher based 

financing system for the purchase of agricultural inputs such as fertilizers and improved 

seeds by small holder farmers. 

Asset Loans: are designed primarily with a view to serving employees of various sectors, 

particularly targeting civil servants. By availing the necessary small loan amount needed for 

construction and maintenance of residential houses as well as household furniture, and other 

related expenditures this product aims at enabling professionals to cope-up with living and 

working in rural and urban areas, easing the key housing problem, thus providing convenient 
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conditions in their effort to assist the community in their daily survival and enterprises 

development efforts.  

B. Saving products  

ACSI provides savings services with the aim of instilling the culture of modern savings, 

reducing the high propensity to spend economic surplus on social and religious activities in 

pursuit of more efficient utilization for income expansion and poverty reduction activities. 

ACSI provides savings services for the public at large. There are two kinds of saving 

services: Compulsory Savings (exclusively for loan clients) and Voluntary Savings.  

Voluntary Savings: composed mainly of saving deposits/pass book savings and time 

deposits. With a passbook saving account, clients receive a record book where their deposits 

and withdrawals are recorded, so they can keep track of their transactions. Passbook savings 

account holders can easily deposit money and earn interest income. Fixed time Deposits: Is 

part of the voluntary saving service. It allows clients to get a higher interest rate for a 

specified period of time. Other product components under voluntary savings services 

constitute: joint account, account for kids/minors‟ account/, non-interest bearing savings 

account, account for institutions, checking account, etc. The brand name for voluntary 

savings products is referred to as Tiret which in Amharic means the net assets (equity). ACSI 

promotes savings among its clients in the acquisition of assets (own equity). As a delivery 

channel for voluntary savings services, branch offices, satellite offices, piggy banking door 

to door saving collectors and others are being utilized currently.  

Compulsory Savings: From group loan clients, "obligatory" or "compulsory" saving fund to 

which all group members contribute (in addition to their voluntary individual saving) as they 

borrow from ACSI, are intended to encourage savings at the personal level and at the same 

time to create an investment reserve fund for on-lending. 

C. Credit-Life Insurance 

 This product is designed with a view to removing one critical operational problem of having 

to re-collect loan taken by an individual who passed away before the loan is fully repaid. 

Thus, in this product, ―all‖ group borrowers would be required to pay premium as a 

percentage of the loan amount approved, which would be used to ensure that if the borrower 

dies before fully repaying the loan, the uncollected part of the loan would be written-off, and 

the surviving family of the borrower would not be asked to make repayments. The coverage 
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of this insurance policy includes a borrower‘s spouse. Pilot testing of other micro insurance 

products will also be important in order to optimize the 23 impact of the financial services 

upon clients. Moreover, ACSI is also currently working to institutionalize the micro-

insurance service, following the issuance of the micro insurance directive of national bank of 

Ethiopia.  

D. Fund Payment Management:  

ACSI serves as local agent of fund disbursement/or other payment management systems in 

areas where it has branches. ACSI has a clear organizational advantage, having offices at 

Woreda level and even beyond. Among others, it disburses pensions to government retired 

people based on the agreement taken with the Pension and Social Security Authority to 

disburse pension. It is currently acting as an alternative channel partner for services of 

different organizations wanting to expand/market their operations in the region.  

E. Money Transfer  

ACSI is also involved in the business of local money transfer services both to individuals 

and Institutions. After a recent demand assessment for money transfer services at the 

individual level, ACSI started to use the M-Birr Technology, which uses mobiles for 

transferring funds also using partnered micro finance branch networks throughout the 

country. Moreover, to incorporate the management and provision of remittance services are 

currently under study. The money transfer services are seen to have an important role in 

augmenting saving practices of the community in addition to its key role in stimulating the 

general business environment. 

2.8 Review of Empirical Data 

2.8.1 Relation between Outreach level and profitability  

Microfinance sustainability is a step towards profitability, they are both achieved when the 

institutions are able to reduce their transaction costs, offer better products and services that meet 

clients need, generate enough revenues and be able to find new financing ways to the unbaked 

poor households (CGAP, 2004). Microfinance sustainability starts with operational sustainability 

(OSS) were institutions cover the operating costs regardless the sources of revenue, it is then 

followed by financial self-sufficiency (FSS) where the institutions cover operating revenue using 

operating revenues and unsubsidized capital base (Ayayi&Sene, 2010; Forster et al, 2003). The 

last stage of sustainability is profitability where the institutions is not only covering the operating 
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costs but also the cost of funds, cost of inflation and all non-cash costs entirely without 

subsidized funds (Barres et al, 2005, Makame&Murinde, 2007; Rosenberg, 2009; Christen, 

1997; Morduch 1999). A profitable Microfinance institution generates excess funds which can be 

used for reinvestment and expansion of the institution. The growth and survival of these 

institutions depends on fund availability to cover for the operating costs as well as for the loans 

offered to the clients. Microfinance institutions which do not generate enough income from its 

operations depend on subsidies from donors to cover for operating costs and financing costs. The 

subsidies received by most institutions are not only very low compared to the demands but also 

their availability is uncertain (Rosenberg et al, 2009; Aghion&Morduch, 2005). 

Is the microfinance industry in general financially sustainable—that is to say, profitable after 

making adjustments to compensate for subsidies received?  Most MFIs are unprofitable, 

especially if one includes the many small MFIs that do not report to the international databases. 

However, it is more meaningful to assess the profitability of the industry by counting clients or 

assets, not MFIs.   

To what extent should Microfinance institutions focus on sustainability and profitability versus 

outreach to the poor is a challenge to the policy makers and other stakeholders of the sector. The 

primary objective of these institutions is to facilitate poverty alleviation through the provision of 

financial services of to the poor and low income households. 

Not surprisingly, profitable MFIs tend to grow much faster than unprofitable MFIs do. In fact, 

growth temporarily depresses profitability, all other things being equal.  Rather, the more likely 

explanation is that competent managers produce both growth and profit, and that the profits help 

fund the growth. 

How long should it take an MFI to reach profitability?  Analysis of the profitable MFIs in the 

MBB reveals that a half of them broke even in three years or less, one fifth of them took four to 

six years, and less than a third took more than six years. These results include some MFIs that 

began operations 20 years ago or more.  Younger MFIs tend to get profitable faster. 

One of the most controversial issues in microfinance has been the extent of the trade-off between 

financial sustainability and reaching poorer clients.  It would seem evident that there are some 

circumstances in which the two objectives would conflict.  In the first place, there are some 

potential borrowers who are extremely poor, have no reliable source of income from which a 
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loan could be repaid, and lack the opportunity (not just the capital) to start a micro-business. 

Clearly it cannot be profitable to lend to people who are unlikely to repay. 

2.8.2 Conceptual framework 
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MalhortaNaresh, marketing research: an applied Approach, 2007 

  

Outreach level 

. Loan size     

.Loan client    

 .Saving/Deposit 

. Saver 

 

 

… 

Performance 

profitability/Types of 

-Revenue and 

-Expenditure/ 

 

 

 

 



23 

 

CHAPTER THREE 

RESEARCHMETHODOLOGY 

3.1 Description of the study area 

To assess the Outreach level and Profitability, the study was conducted on Amhara Credit 

and Saving Institution, particularly in North Shewa Zone selected branches. The researcher 

has a total of more than 21years‘ work experience and he has served as expert and 

management body of ACSI for the past 21 years. This time the researcher is working as the 

team leader of ACSI in North Shewa Zone. That is the first reason why the researcher is 

initiated to assess this research issue in North Shewa Zone and the second reason is that, it 

can make easy to get relevant data on this study area. This can also minimize the risk of lack 

of time and budget constraint. North Shewa Zone is one of the administrative zone in 

Amhara Regional state.North Shewa is bordered on the south and west by Oromia region, on 

the North West by South Wollo Zone, on the North by South Wollo& Oromia Special Zone 

and on the East byAffar Region & Oromia Special Zone. The capital city of North Shewa 

zone is DebreBerhan City. Based on the 1999 and yearly updated data census conducted by 

the central statistical agency of Ethiopia (CSA), North shewaZone has a Total population of 

2,235,205. Off whom 1,196,408 are men and 1,038,797 are women. The total population of 

DebreBerhan town was 470,028. Out of these 219,997 constitute men and the rest 250,031 

was women. Total areas of the town 15,954.92square K.ms. The largest ethnic group in 

North Shewa Zone is Amhara, and it accounts 99.42%, and all other ethnic groups made up 

0.52%. Amharic is spoken as a first language by 99.3%, and the remaining 0.57% spoke all 

other primary languages. 98.68% of the population follows Ethiopian orthodox Christianity& 

1.19% were Muslims (www.wikipidia.Encyclopidiy) and /in North Shewa zone plan 

department data. 

3.2 Research Design 

As Yalew (1996) stated the relation between two or more variables can be assessed and 

presented by descriptive researchdesign. This research usestwo variables, i.e., outreach level 

and profitability; and tries to show the relation and impact levels by usingdescriptive 

studyDue to thisthe researcher uses outreach level as independent variableand profitability as 

dependent variables. 

http://www.wikipidia.encyclopidiy/
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3.3 Research Approach 

This research use a quantitative research approach because of data about outreach level and 

profitability was presented and calculated using numbers and percentiles (i.e., quantitative).  

3.4 Data type and Sources  

This research alsoused primary sourcesof data.The primary data collected from the whole 

managers, accountants and client relation officers of ACSI in North Shewa Zone 

branches.This is due to the managers can give detail information about the back and current 

status of their branches. Moreover; the data can give detail information about most of the 

recent past fiveyears status of each ACSI branches and it can also give information about 

related issues. 

Secondary Sources  

The secondary sources of data were collected from different secondary data sources such as 5 

years (2015-2019) audited annual financial reports, independent auditors' end of year report and 

financial statements of the institution were the core secondary data sources. In addition, reports 

of the branch offices, manuals, pamphlets, proclamation, magazines prepared by the institution, 

newspapers, journals, books and others like internet materials are also included. The secondary 

sources were used to analyze the financial and operational sustainability, out teach performance 

of profitability and portfolio quality of the institution. The data related to 5 years (2015-2019) 

audited end of annual financial reports, independent auditors' report and financial statements of 

the institution were obtained. In the context of this study, secondary sources were also analyzed 

using both qualitative and quantitative analysis methods. 

3.5 Population, Sampling Techniques and Sampling Size 

3.5.1 Population 

The total population of the study area was 212 employees and it is considered as target 

population of DebreBerhan, DebreBerahnZuria, Tebassie, Keyit, Chacha and Deneba Branches. 
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3.5.2  Sampling Techniques  

The researcher employed purposive sampling techniques to select the branches because the 

selected branches are representative in all MFIs services in North Shewa Zone Office. In order to 

select the respondents the researcher use proportional sampling technique. 

3.5.3 Sample Size 

To determine the sample size (50 employees from total population of 212 employees 

MalhortaMares, Marketing Research: An Applied Approach, (2007) was used to select the third 

stage consisting 151 −280 with high sample size. Although it is possible to follow the four stages 

(281 - 500) with sample size of medium i.e50 similar to the third stage of high sample size. 

Table 3.5.3.1 Sample size Determinations 

TOTAL 

NUMBER OF 

POP ULATION 

Sample Size 

SMALL Medium High 

51−90 5 13 20 

91−150 8 20 32 

151−280 13 32 50 

281−500 20 50 80 

501−1200 32 80 125 

1201−3200 50 125 200 

3021−10,000 80 200 315 

1001−35000 125 315 500 

35001−150000 200 500 800 

(Source: MalhortaNaresh, Marketing Research: an applied approach, 2007) 

These samples are selected from each stratum using relatively proportionate allocation in relation 

to the percentage of total population. 
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3.6 Methods of data collection  

The study was conducted in DebreBirhan, DebreBirahnZuria, Tebassie, Keyit, Chacha and 

Deneba Branches of ACSI located in DebreBirhan and around 47 km away from DebreBirhan 

town. This study was based on secondary data collection methods. The secondary data was 

obtained from 5 years (2011-2016) audited annual financial reports, operational reports and 

financial statements of the institution. In addition, other reports of DebreBirhan, 

DebreBirahnZuria, Tebassie, Keyit, Chacha and Deneba Branches, manuals, information from 

the National Bank of Ethiopia (NBE), and Association of Ethiopian microfinance institution 

(AEMFI), Federal ―NegaritGazeta‖ (proclamation), magazines prepared by the institution, 

newspapers, journals, books and websites will use as per the requirement of the study. Interview 

questions was also be designed to ascertain the management view on the outreach and 

profitability of the institution. It was design for branch managers, customer‘s relation officers, 

customer‘s service officers and satellites officers. The interview helped the researcher to obtain 

information on the financial and operational sustainability, service outreach and customers 

assessment methods of the institution. 

3.7 Method of Data Analysis 

The outreach level and Profitability of ACSI North Shewa Zone branches are variables of this 

study. The data variables from 2015–2019 was collected independently. The outreach level and 

profitability of ACSI North Shewa Zone branches data are continuous variables in their nature. 

The outreach level was include number of clients, Amount of Loan, Amount of Saving, and 

profitability was include income from pension administration, money transfer, and loan services. 

Though, the data which was collected using questionnaire and document analysis was entered, 

organized, summarized, and analyzed using SPSS 20. Due to this, the result show the status of 

outreach level and profitability, the researcher was discuss the results using Sum, Mean and 

Standard deviation values of descriptive statistics. More over as the research tries to identify the 

relation between outreach level and profitability. Lastly, to show whether assessment level of 

Outreach and Profitability is significance or not; the research was apply the CHI-SQUAR 

statistics using SPSS 20. 
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3.8     Operational Definition of Variables  

As shown on the literature review the performance of MFIs are measured using various 

performance indicators that show how far an institution achieved its business and social goals. The 

major aim of this study is to investigate outreach and profitability of ACSI in case of 

Debrebernanketema, DebreberahnZuria, Tebasse, Keyit, Chacha and Denebabraches.Thus the 

variables of the study include service delivery, outreach performance, financial and operational 

and portfolio quality. 

A. Service delivery of the institution  

Service delivery of MFIs refers to providing effective and efficient service for clients. The 

effectiveness the service is also determined by the location of the institution from the branch 

office, the promotion given by employees, customer handling of the institution, serving the poor 

living in remote areas and product, services given by the institution etc., which are gathered 

through questionnaire and interview from employees of the institution 

B. Outreach performance  

Efforts to extend microfinance service to the people who are neglected by mainstream financial 

institution are defined as outreach. In this study, outreach can be measured in terms of the number 

of active borrowers and savers, average loan and saving balance, number of women borrowers and 

the number of Keble‟s covered. So this performance dimension is highly valuable to measure the 

performances of MFIs with their intended objective (CGAP, 2009) 

C. Profitability and Sustainability 

Sustainability revenue and profit. It is an indicator of how the MFI can run free of subsidies. 

Although sustainability and profitability are directly related in commercial organizations, this is 

not the case for MFIs. In order to be sustainable, profitability may remain a major factor for 

some MFIs, whereas for others it may depend on external grants and concessional funds from 

donors. With this standing point sustainability and profitability is considered as one of the key 

dimension of the MFIs performance and profitability refers to the ability of an MFI to maintain 

continuity in its operation. In other words sustainability can be defined as the ability of an MFI to 

cover its operating and other costs from generated  
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D. Portfolio Quality 

 Portfolio quality is a crucial area of performance indicator for the fact that the largest source of 

risk for any financial institution resides in its loan portfolio. In this study, the measures of 

portfolio quality include repayment rate, PAR (portfolio at risk > 30 days) and loan-loss 

provision ratio. The loan portfolio quality affects an MFI largest asset and the quality of that 

asset which poses risk on the institution is a serious issue. Especially for MFIs, whose loans are 

typically not backed by bankable collateral, the quality of the portfolio is absolutely 

 

  



29 

 

CHAPTER FOUR 

RESULTS AND ANALYSIS / DISCUSIONS 

This chapter deals with data presentation and analysis of the collected data from secondary 

sources based on the arrangement of the research questions that guide this study.  

As it was discussed in the methodology part, data collected through documentary review, 

questionnaire, and interview will be systematically presented, analyzed, and discussed in the 

following sections. 

4.1 Reliability Analysis 

Reliability analysis was used to test the stability or consistency of items of the questionnaires. It 

will be tested by calculating a Cronbach's alpha. As stated by Daba (2017) and Masdia (2009), 

the closer the reliability coefficients to 1.00 is the better. In general, reliabilities below 0.70 are 

considered weak; those ranged from 0.70 to 0.80 are considered good and acceptable, based on 

Table 4.1 below showed that the result is very acceptable.   

Table 4.1: Reliability and Collinearity Statistics of Variables 

Variables  Cronbach's 

Alpha 

Number of loan clients .8104 

Number of male loan clients .7104 

Number of female loan clients .7104 

Percentage of women loan clients .8104 

Total amount of loan .9101
a
 

Total amount of saving .8103 

Number of depositors/savers .7104 

Income from loan distribution loan .8080 

Other sources of income .8046 

Average value of loan .8104 
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Average amount of saving deposits .7290 

Total profit amount .7078 

Income from pension administration .1804 

Income from money transfer .8104 

Total net profit .9123 

 

In this section, an attempt has been made to discuss the Assessment of Outreach and Profitability 

of the ACSI in the case of north shewa zone DebreBerhanketema, DebreBerhanZuria, Tebasse, 

Keyit, Chacha, and Deneba Branches. The researcher has distributed 50 questionnaires to all of 

the respondents who were returned. 

The data collected were analyzed through SPSS version 20. In this chapter of the study, the 

researcher has discussed the data collected from the target population based on different tools. 

4.2 Demographic characteristics of the respondents 

In the following subsection, the respondent's demographic characteristics like gender, age, Year 

of service in the institution; marital status, and educational level were discussed using the 

frequency distribution table. 

4.2.1. Age, Gender and educational level Distribution of the Respondents  

Accordingly, the researcher gathered and presented the demographic characteristics of the 

respondents covering their age, gender, educational level, marital status, and position (status) 

distribution in the following table. 

The data collected on the age of respondents are described in the below age distribution table of 

the respondents. As can be seen in the below table, the majority of the respondents who 

participated in the study area are in the age bracket of 31 and above years for each study area 

except chacha and keyit branches. And the second-largest respondents are between the 26-30 

age‘ brackets in the Chacha branch. From this, the researcher concludes that the majority of the 

respondents who participated in the study have an age greater than 31 and above. And this 

implies that the majority of the employees saving and credit associations are at productive age 
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and simply they can perform the activities with great performance and satisfy the associations as 

well as the customers in north Shewa zone Amhara region shown in Table 4.2.1 below. 

Table 4.2.1: Age group of Respondents 

Name of woreda Variables 

Age of respondent 

21-25 26-30 31 and above 

Count Percent Count Percent Count Percent 

Chacha 1 1.2% 4 1.2% 3 0.0% 

Keyet 4 1.2% 2 0.0% 3 0.8% 

DebreBirhanaZuriya 1 0.2% 2 0.2% 6 2.4% 

Tebasse 0 0.0% 2 0.8% 7 3.2% 

DebreberhanKetema 0 0.2% 3 0.2% 5 1.45% 

Deneba  0.8% 2 0.0% 5 2.0% 

Source: Survey data, 2021. 

As can be seen in the gender distribution table, the majority of the respondents who participated 

in the study were male respondents. And this can be evidenced from the below respondent 

response rate table distribution. The data collected implies that; 26 (52%) of respondents were 

male respondents and 24 (48%) of respondents are female respondents. From this the researcher 

can conclude that; the majority of male respondents who participated in this study are more than 

female respondents for each branch and this is helpful for a researcher to get an adequate answer 

with regard to the study because male respondents are expected to accept more risk than female 

respondents shown in Table 4.2.2. 
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Table 4.2.2: Gender of Respondent 

Name of woreda Variables 

Sex of respondents 

Male Female 

Count Percent Count Percent 

Chacha 5 2.0% 3 1.2% 

Keyet 4 2.0% 5 1.6% 

DebreberhanZuriya 5 2.4% 4 2.0% 

Tebasse 4 2.0% 5 1.6% 

DebreBerhanKetema 3 1.2% 5 0.8% 

Deneba 5 2.0% 2 1.2% 

Source: Survey data, 2021. 

As the pie chart above shows out of total respondents gender group from ACSI, 26(52.00%) who 

had male and 24(48.00%) who had female  status, therefore this indicates that the majority of the 

respondent were found under male status for this study. 
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Source; Survey data 20121 

Figure 4.2.2: Gender of Respondent 

According to the educational level of the respondents, as can be seen in Table 4.4 below; the 

majority of the respondents are a holder of Diploma for each district area expect Tebasse, and 

this can be evidenced from the  Table below since 30 (60%) of respondents responded as saying 

they were the holder of Diploma. The second-largest respondent of the study was those holders 

of BA degree since in their study and this can be confirmed by 18(36%) of respondents. From 

this, the researcher concludes that the majority of the respondents (36%) have an educational 

level of Diploma for each branches area. 

 

 

 

 

 

 



34 

 

Table 4.2.3: Educational level of Respondents 

Name of Branch Variables 

Educational Level 

Below diploma Diploma 1
st
  degree 

Count Percent Count Percent Count Percent 

Chacha 0 0.0% 5 1.2% 3 1.2% 

Keyet 1 0.0% 7 1.6% 1 0.4% 

DebireBerhanZuriya 1 0.4% 4 1.2% 4 2.0% 

Tebassie 0 0.0% 4 2.0% 5 3.1% 

DebreBerhanKetema 0 0.0% 5 0.8% 3 1.6% 

Deneba 0 0.0% 5 2.0% 2 0.8% 

Source: Survey data, 2021. 

The data collected on the marital status of respondents are described in Table 4.2.4 below the 

marital status distribution table of the respondents. As can be seen in the Table below 4.5, the 

majority of the respondents 33 (66%) participated in the study area are married. The remaining 

17 (34%) of the respondents who participated in the study area are single. 
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Table 4.2.4: Marital status of respondents 

Name of Branch Variables 

Marital status of respondents  

Single Married Windowed 

Count Percent Count Percent Count Percent 

Chacha 3 1.2% 5 2.0% 0 0.0% 

Keyet 4 1.6% 5 2.0% 0 0.0% 

DebireberhanZuriya 2 0.8% 7 2.6% 0 0.0% 

Tebassie 4 1.6% 5 4.1% 0 0.0% 

DebreBerhanKetema 2 0.2% 6 2.0% 0 0.0% 

Deneba 2 0.8% 5 2.0% 0 0.0% 

Source; Survey data, 2021. 

Figure 4.2.4: Martial Status of respondent 

 

 

17 

33 martial status 
single

married

Windowed

Divorced
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As the pie chart above shows out of total respondents who had the overall marital status from 

ACSI, 33(66%) who had married and 17(34%) who had single status, therefore this indicates that 

the majority of the respondent were found under married marital status for this study.  

The data collected on the position of respondents are described in the Table below status 

distribution table of the respondents. And this can be evidenced from the table below respondent 

response rate table distribution. The data collected implies that 44(88%) participated in the study 

area are experts, 6(12%) of the respondents are at the managerial position the employees saving 

and credit Institution shown in Table 4.2.5 below. 

Table 4.2.5: Status of respondents 

Name of Branch Variables 

Position  

Manager Expert  

Count Percent Count Percent 

Chacha 1 0.2% 7 3.0% 

Keyet 1 0.2% 8 3.0% 

DebireBerhanZuriya 1 0.2% 8 3.1% 

Tebassie 1 0.2% 8 5.1% 

DebreBerhanKetema 1 0.2% 7 3.0% 

Deneba 1 0.2% 6 2.4% 

Source: Survey data, 2021. 

According to the year of served in the institution the respondents, as can be seen in the Table 4.6 

below; the majority of the respondents are a served  above 10 year  , and this can be evidenced 

from the  Table below since 26 (52%) of respondents responded as they are served above 10 

years. The second-largest respondent of the study was served 6-10 years confirmed by 13(26%) 

of respondents and the last respondent of the study was served 11(22%) of respondent. Therefore 

we concluded that the majority of the worker was more experienced for each branches.  
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Table 4.2.6: Year of Served in the institution 

Name of Branch Variables 

Year of served in the institution 

1-5 year 6-10 year Above 10 year 

Count Percent Count Percent Count Percent 

Chacha 1 0.4% 3 1.2% 4 1.2% 

Keyet 2 0.8% 2 0.8% 5 1.2% 

DebireBerhanZuriya 3 0.8% 2 0.4% 4 1.6% 

Tebassie 1 0.4% 2 2.0% 6 2.4% 

DebreBerhanKetema 1 0.8% 2 1.6% 5 2.0% 

Deneba 3 1.2% 2 0.8% 2 0.8% 

Source: Survey data, 2021. 
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Figure 4.3: The Number of Loan Client per Number of Depositors per a Given Year  

From the above Figure 4.3, we depicted that as the time goes to current the depositors some 

extent increase, this indicates that the employers were good awareness about ACSI in addition to 

that the number of loan clients increase/decrease proportionally the number of depositors/savers 

also increase/decrease.   

As shown in Table 4.3 below, we depicted that saving interest rate amount for 0.05 was higher in 

2015(20.0%) compared to 2018(3.9%) and 2019(3.91%)  and the saving interest rate for 0.07 

was in 2019(16.1%) compared to 2015(0.0%). Therefore from this, we concluded that saving 

interest rate amount 0.05 decrease with an increasing year (up-to-date) of whereas the saving 

interest rate amount 0.07 increase with increasing time(up-to-date) of year in ACSI. 

 

Table 4.3: Saving Interest Rate Amount   

 

 Year 

2015 2016 2017 2018 2019 

saving interest rate 

amount 

.05 

Count 50 40 32 9 10 

% of 

Total 
20.0% 16.1% 12.5% 3.9% 3.92% 

.07 

Count 0 10 18 40 41 

% of 

Total 
0.0% 3.9% 7.5% 16% 16.1% 

4.3. Descriptive statistics for Continuous Variables  

In this study, Assessment of outreach and Profitability of the ACSI in case of north 

Shewazonehas been used to measure the overall performance of employees saving and credit 

association. The mean values are used to reveal the average for all variables used in this study 

and standard deviation has been used to analyze the variations in explanatory variables. 
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According to Table 4.4, we depicted that the minimum and the maximum number of loan clients 

for the given study area was 263 and 6433 respectively and also when we compared the number 

of loan clients according to gender group, the minimum loan clients was male rather than female 

whereas the maximum loan clients was female rather than male based on the collected 

information. 

 

Table 4.4: Descriptive Statistics 

  

Variables  Minimum Maximum 

Number of loan clients 263 6433 

Number of male loan clients 141 2067 

Number of female loan clients 122 4685 

Percentage of women loan clients 

 
.40 72.82 

Source: Own Survey, 2021 

InTable4. 5 below shown that, the average number depositors increased from 10,737.2 in 2015 to 

49,974.75 % in 2019. This indicates that more than half of the institutions employers come from 

deposited money. Hence, the growth of depositors was higher than the increase in savings which 

needs more effort to increase saving from public. 
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Table 4.5: Descriptive Statistics for Average number of depositors 

Indicators/Year 

 

Variables  

Average number of depositors 

Sum  Minimum Maximum Mean  

2015 547,597 2,999 15,876 10,737.2 

2016 620,874 5,022 6,000 12,175.00 

2017 749,352 7,546 20,760 14,963.18 

2018 2,443,546 10,147 188,712 47,912.67 

2019 1,018,712 12,090 27,954 49,974.75 

Source: Own Survey, 2021 

As stated in the Table below, Table 4.6, the outreach measurements‟ indicate that, ACSIhave 

average 3,743,798.491 of the total amount profit over the last five years in the given scope. The 

mean of total amount of saving for ACSIin case of north Shewa Zone equals 28940.71 % with a 

minimum of 6000 % and a maximum of 75000%. It reveals the ability   continue its operations if 

it receives no further subsidies. 

 The average value of loan for a given study area was 2,779.078 with the maximum of 9765.35 

% and with the minimum of 466.35 % and also with Std.Deviation 2,954.31. This indicates that, 

the average value of loan should deviate or varies for the last five years. The average income 

from pension administration for credit and saving institution is 7,697.98 % with the maximum of 

19,350% and with the minimum of 3,780 % for last five years. This indicates that there was a 

high variation between the minimum and the maximum income pension administration of the 

study area. The average total net profit for credit and saving institution in Amhara region, North 

Shewa zone was 1,904,363.7 with the minimum of 95,460 and the maximum of 4,817,731.03 

forthe last five year and deviates/varies for each year by 1,632,963.7  
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Table4.6: Descriptive Statistics for Credit and saving institution Amhara Region in North 

Shewa Zone   

 Minimum Maximum Mean 

Percentage of women loan clients .40 72.82 42.4004 

Total profit amount 97884.09 9603435.00 3743798.549 

Total amount of loan 2630400.00 4060955662.0 162569071.1 

Number of depositors/savers 2999 188712 21098.36 

Total amount of saving 6000.00 75000.00 28940.7102 

Average amount of saving 

deposits 
1981875.66 554096753.00 53247815.22 

Average value of loan 466.35 9765.32 2779.0783 

Income from loan distribution 

loan 
36147.96 9594515.00 3376992.032 

Income from pension 

administration 
3780.00 19350.00 7697.9786 

Income from money transfer 1065.00 59365.00 10947.8659 

Other sources of income 18986.24 5771494.68 1507107.575 

Total net profit 95460.00 4817731.03 1904363.704 

loan interest rate amount .13 .19 .1805 

Saving interest rate amount .05 .07 .0587 

Where, SD = Standard Deviation, Source: Own Survey, 2021 

As of the end of 2019, shown on Table 4.7 below, credit and saving institution has given an 

employment opportunity for the percentage of women loan clients was 43.3%, 42.95% 35.18, 

43.18% and 46.95% with 2015-2019 respectively  In addition Percentage of women loan clients 

has shown an increase from 43.30% (2015) to 46.95% (2019). This indicates that the poor female 

group of people is the major target of the institution, therefore the outreach credit and saving 
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existed in 2019 rather than the other given years in the given scope. The total amount of saving 

increased from 19,334.45 to 42,634.54. It indicates that the number of savers increased more 

than twice. This indicates that people habit towards saving is increasing and the institution's 

ability in saving also increasing from year to year. 

When we observe, the average value of loan increased from 964.02 in 2015 to 3,589.94 in 2019 

this indicates that the people habit towards average value of loan is increasing and the institution 

ability in saving also increasing from year to year. Therefore it indicates that the depth and 

breadth of outreach of the institution is good. 

The average income pension administration is increased from 2,546.24 in 2015 to 6,467.65 in 

2019, this indicate that times increase the number of pension also increases the last five years. 

Table 4.7: Credit and Saving Outreach Level of Amhara region in North Shewa Zone 

Branches with respect to given years /2015-2019/ 

Outreach level                                Years  

2015 2016 2017 2018 2019 

 

Percentage of women 

loan clients 
43.30% 42.95% 35.18% 43.18% 46.95% 

Total profit amount 25,678,103.74 661,060,535.06 32,486,826 39,519,307.84 54,100,083.61 

Total amount of loan 10,737.20 12,174.00 14,693.18 47,912.67 19,974.75 

Total amount of saving 19,334.45 21,050.47 22,811.88 38,872.21 42,634.54 

Average amount of 

saving deposits 
11,207,797.23 120,235,399.13 30,477,194.15 47,199,095.00 57,119,590.60 

Average value of loan 964.02 2,941.35 3,080.98 3,319.1 3,589.94 

Income from loan 

distribution loan 
2,551,027,373.19 2,986,373.18 3,536,469.04 3,566,759.24 4,244,331.51 
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Income from pension 

administration 
2,546.24 2,595.29 3,707.00 5,815.53 6,467.65 

Income from money 

transfer 
439.60 395.35 11,855.55 1,956.14 3,599.8 

Other sources of income 457,111.15 669,387.46 1,640,728.15 2,074,801.66 2,693,509.46 

Total  profit amount  2,339,240.30 3,036,036.83 2,900,528.8 3,425,404.96 4,081,469.27 

Total net profit 1,648,191.42 2,234,739.42 2,505,222.59 1,972,884.74 1,160,780.35 

Source: Own Survey, 2021 

4.4 Profitability 

Profitability indicators measure financial performance of a firm over a period of time. It is useful 

for both internal management and external stakeholders to assess profitability of the business. To 

show the profitability of the institution ACSI and profit margin ratios are used. Return on assets 

(ROA) measures the average net income earned on a single currency owned and indicates the 

kind of return the assets are generating. High return implies good utilization of assets. Return of 

Equity (ROE) refers to the maximum return available to shareholders. The ROE gives the rate of 

return earned on net worth or equity invested. Higher return implies happy shareholders or 

owners.  

Yield measures ultimate profitability. The higher the ratio, the more profitable each currency lent 

(Ledgerwood, 1999).Most of the time the highest income source for credit and saving  is their 

portfolio whereas the major source of expenses are operating expenses. ACSI earns financial 

revenues from loans and other financial services in the form of interest income, penalties, 

payments from local money transfer service, commissions, and other sources like investment 

income. In addition the institution‘s financial activities also incur costs of doing business such as 

operating expenses, financing charges, and loan losses due to default etc. Profitable institutions 

generate greater revenue that exceeds total expenses. The profitability measures of ACSI are 

shown in the following Table 4.8: 
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The Profitability ratio in the case of credit and saving focuses on the capacity of staffs and 

average loan officers to serve as many clients as possible. Usually costs of credit disbursement 

are higher than costs of accepting saving deposits. The profitability can be measured by total 

profit amount for the institution, when we depicted in Table 4.8, the total profit amount within 

the last five the maximum profit amount was scored in 2016 rather than the last four years 

whereas the minimum total profit amount was scored in 2015 based on the collected data.  

As it was presented on Table 4.8 on average total amount of loan ACSI was from 2015 to 2018, 

ACSI has been earning increasing total net profits from birr 1,648,191.42(2015) to birr 

1,972,884.74 in 2018 within four years). 

In addition, the total profit amount shows an increasing trend from 015(2,339,240.30%) to 

2019(4,081,469.27%). Therefore we concluded that the profitability and the outreach of ACSI 

was significant association. 
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Figure 4.5: Mean total net profit per year 

The results of mean total net profit from the above Figure 4.5 returns on equity from the 2016 

and 2017 show an increased ratio and this was because of the increasing operating income over 

the year. From this result, we can conclude that the institutions have the ability to reward its 

investor‘s investment, make its equity base by means of retained earnings, and increase 

additional investment. 
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Table 4.8: Credit outreach, saving outreach, Productivity and Efficiency and Profitability 

in ACSI (2015-2019) 

Indicators/year

s 

2015 2016  2017  2018  2019 

Credit 

Outreach 

No. of branches 6 6   6 6 6 

No of Kebeles 

in woreda 

covered 

82 61 61 61 61 

Total Number 

of Staff  

52 49 58 64 64 

No. of Active 

borrowers  

17231 16571 17988 16025 18023 

% Percent of 

women 

borrowers 

282.3 268.8 261.7 281.8 295.97 

Loan portfolio, 

gross in million 

153.89 160.52 177.1 208.5 295.8 

 Loan portfolio  153,890,000 160,520,000 177,100,000 208,500,000 295,800,000 

Savings 

Outreach 

Voluntary 

deposits in 

million 

92.55 157.87 233.11 319.99 405.04 

Compulsory 

deposits in 

16.39 16.95 17.89 17.77 22.49 
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million 

Total Deposit 

in million  

108.94 174.82 250.99 337.76 427.53 

Number of 

depositors  

60259 73549 90231 110027 162610 

Average 

deposit balance 

per depositor 

9849.11 18814.66 20220.85 20770.73 18934.41 

Deposit to loan 

Ratio 

 

567.50 

1141.84 1261.86 1090.36 957.15 

 

Productivity 

and Efficiency 

Borrowers per 

loan all officers  

1817.35 1951.40 1771.65 1472.07 1536.73 

Borrowers per 

loan officers  

2543 2779 2668 2300 2491 

Depositors per 

staff member  

8014.2 9846 9952.8 10622.6 14611.2 

Operating 

expense/ loan 

portfolio  

56.66% 63.64% 85.22% 98.92% 111.71% 

personnel 

expense/ loan 

portfolio  

0.28 0.277 0.35 0.34 0.41 

Cost per 

borrower Br. 

2285 2569 3455 4202 6796 
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Personnel 

allocation ratio  

0.37 0.42 0.56 0.93 0.67 

Cost per unit of 

currency Lent 

0.53 0.65 0.78 0.84 1.20 

Profitability 

ROA  67.06 84.98 87.53 72.55 72.49 

ROE  135.51 165.51 -114.79 -232.25 594.78 

Yield on gross 

portfolio 

73.64 99.50 102.85 91.40 85.39 

Net Profit in 

million  

14.65 18.69 15.94 10.07 3.63 

Profit margin  -97.68 199.44 124.38 16.17 -101.15 

Interest 

Income/Total 

558.84 560.62 537.74 521.38 540.38 

 Loan portfolio  153,890,000 160,520,000 177,100,000 208,500,000 295,800,000 

Source: Financial and Performance Data for ACSI (2015-2019) 

 

 

From the above Table4.8, we depicted that the ACSI has given an employment opportunity for 

more than 287 staffs in 5 offices. It has been able to cover 326kebeles of the region. The number 

of active borrowers and depositors of ACSI increased from 17,231 to 18,023 and 6, 0259 to 

162,610 respectively. The number of savers increased more than twice. In addition percentage of 

women borrowers has shown an increase from 282.3% (2015) to 295.95% (2019). This indicates 

that poor female group of people are the major target of the institution. Since its establishment, 

there is an increase both in terms of loan portfolio and average loan balance from year to year. 

Loan portfolio has increased from Birr 153,890,000 in 2015 to 295, 800, 000 in 2019 increase. In 

addition, the average deposit balance per depositors also increased from birr 9849.11 in 2015 to 
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birr 18,934.41 in 2019 increase. This indicates that the depth and breadth of outreach of the 

institution is good. 

ACSI has mobilized net total deposit in millions of birr 108.94 million in 2015 compared to 

427.53 million in 2019growth both in voluntary and compulsory savings. This increase in saving 

mobilization helps the institution to finance its loan portfolio from saving and being sustainable 

enough. In fact, this shows an encouraging achievement on savings mobilization as well as a 

need to do more so as to cover all loan funds from savings. The deposit to loan ratio also 

increased from 567.50% in 2015 to957.15% in 2019. This indicates that more than half of the 

institution‘s loan portfolio comes from Deposited money. Hence, the growth of loan portfolio 

was higher than the increase in savings which needs more effort to increase saving from public to 

support the loan portfolio. 

4.5. Productivity and Efficiency 

Measuring the productivity and efficiency is helpful to assess the capability of MFIs to generate 

revenue and resource use ability to wealth maximization. ‗Provision of financial services and 

products at the minimum cost possible‘ is the proverb of efficient service delivery (Befekadu, 

2007). 

The productivity ratio in the case of MFIs focuses on the capacity of staffs and loan officers to 

serve as many clients as possible. The efficiency ratios measure the operational costs of service 

delivery. Operating efficiency ratio measures the ratio or percentage of operating and personnel 

expenses relative to loan portfolio (Bamlaku, 2006). The lower operating expense ratio indicates 

the lower expense relative to portfolio outstanding. 

 Usually costs of credit disbursement are higher than costs of accepting saving deposits. The 

efficiency ratios include operating costs ratio, cost per unit of currency lent, and cost per 

borrowers. As a base, operating cost ratios of 56.66 % to 111.71% is a good indicator for 

successful MFIs (Ledgerwood, 1999). 

The personnel allocation ratio of ACSI was 0.67% in 2019 which means the institution human 

resource allocation is good. This indicates that the instruction is, by far, the most productive in 

terms of its human resources compared to African and East African firms. Hence, it is possible to 

say that ACSI is more efficient than other African MFIs in the industry. The cost per birr lent 
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was five cents in 2015 coming down to four cents in 2019.The average cost per borrower for 

African and East African MFIs is Birr 634 and Birr 510 respectively (Lafourcade et al., 

2005).For ACSI the cost per borrower is increased from 2285(2015) in to 6796(2019), so this 

indicates that the cost per borrower increased because of huge increase in the number of 

borrower is shown from year to year. The increase in both operation expense per loan portfolio 

(56.66% to 111.71%) and personnel expense per loan portfolio (0.28% to 0.41%) from the year 

2015 to 2019 indicates that the institution is not a good position to control its operating as well as 

personnel expenses in comparison with the amount of loan portfolio changes. The increase in 

efficiency greatly contributes to profitability and then to sustainability. Additionally clients are 

benefited whenever there is reduction in cost of service delivery if the institution is to set a limit 

on its target level of financial self-sufficiency and willing to transfer part of its gain to clients. To 

sum up, there is an increase in productivity and efficiency of employees accompanied by 

reduction in costs of disbursing loans which is favorable to institutional sustainability. 

4.10.2. Profitability 

Profitability indicators measure financial performance of a firm over a period of time. It is useful 

for both internal management and external stakeholders to assess profitability of the business. To 

show the profitability of the institution ROA, ROE, yield on portfolio, and profit margin ratios 

are used. Return on assets (ROA) measures the average net income earned on a single currency 

owned and indicates the kind of return the assets are generating. High return implies good 

utilization of assets. 

Return of Equity (ROE) refers to the maximum return available to shareholders. The ROE gives 

the rate of return earned on net worth or equity invested. Higher return implies happy 

shareholders or owners. Yield on Portfolio measures the percentage of net income earned for 

every birr in portfolio Yield measures ultimate profitability. The higher the ratio, the more 

profitable each currency lent (Ledgerwood, 1999).  

Most of the time the highest income source for MFIs is their portfolio whereas the major source 

of expenses are operating expenses. ACSI earns financial revenues from loans and other 

financial services in the form of interest income, penalties, payments from local money transfer 

service, commissions, and other sources like investment income. In addition the institution‘s 

financial activities also incur costs of doing business such as operating expenses, financing 
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charges, and loanlosses due to default etc. Profitable institutions generate greater revenue that 

exceeds total expenses. 

As it was presented on Table 10 above, ACSI has been earning decreasing netprofits from birr 

14.65(2015) to birr 3.63 in 2019 decrease within five years. 

We can see that the contribution of donations to the total income of ACSI showed a decreasing 

trend i.e. 558.84% in 2015 to 540.38 in 2019. 

In the same table above, ACSI experienced a higher percentage of ROA.When we see the yield 

on portfolio, it shows an increasing trend from 2015(73.64%) to2019(85.39%). But there are ups 

and downs in the mid years. 

In general, the average ROA, ROE and yield on portfolio over the five year were 76.922%, 

109.752% and 90.556% respectively. Therefore, ACSI is more profitable institution. These 

results are attributed to higher efficiency and best portfolio quality. 

 

Table 4.9: Chi-square Test of Association of the Variables  

 

Variables  Pearson X
2 

Value 

P-Value  

Number of loan clients   970                  0.788 

Number of male loan clients   1020                                 

0.345 

Number of female loan clients   1020                      

0.000
**

 

Percentage of women loan clients  970 0.034
**

 

Total profit amount  987 0.012 ** 

Total amount of loan  987 0.89 

Number of depositors/savers            1020 0.045 
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Total amount of saving              780 0.56 

Average amount of saving deposits                        1020 0.023
**

 

Average value of loan  1020 0.345 

Income from loan distribution   1020 0.456 

Income from pension administration             560 0.036
**

 

Income from money transfer    340 0.46 

Other sources of income  1020 0.345 

Total net profit  1020 0.015
**

 

Note: ** indicate statistical significance at 5%  

Source: Own Survey, 2021 

 

Take a look at Table 4.10 on the above. It is the Asymptotic Significance, or p-value, of the chi-

square we‘ve just run in SPSS 20. This value determines the statistical significance of the 

relationship we‘ve just tested. In all tests of significance, if p < 0.05, we can say that there is a 

statistically significant relationship between the variables. The variable number of female loan 

clients was the p-value in our chi-square output is p = 0.000. This means that it is a significant 

effect on the relationship between outreach and profitability in the last five years.  

The variable number of depositors/savers was a significant association on the outreach, with the 

p-value in our chi-square output is p=0.045. That means when the number of depositors increase/ 

decrease the number of saving amount is also increase/decreaseaccording to Congo (2002). 

In addition to that the variable average amount of saving, income from loan distribution, and 

percentage of female loan were a significant association  on the outreach of ACSI the 

correspondents p-value in our chi-square output are p=0.023,0.036 and 0.015 respectively. And 

also when we see a total net profit when the total net profit increases/ decrease the number of 

savers also increases/decreases. Therefore the institution should increase the total net profit to 

increase the number of the saver.    
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Table 4.10: Correlation analysis of number of loan clients and net profit of ACSI (2015-

2019) 

  Number of loan clients  Net profit  

number of loan 

clients 

Pearson 

Correlation(r) 

Sig.(2-taled) 

N** 

                                         1                                0.86 

                                 0.035                                          

                                         5                                                                                5 

Net profit Pearson 

Correlation® 

Sig.(2-taled) 

N** 

                                      .86                                                                                  1 

                                 0.035  

                                       5                                         5 

**Number of years (2015-2019) 

 

Correlation measures the degree to which two sets of data are related. A higher correlation value 

indicates a stronger relationship between both sets of data. When the correlation is 1 or -1, a 

perfectly linear positive or negative relationship exists; when the correlation is 0, there is no 

relationship between the two sets of data (Bowen & Starr, 1982). 

As can be observed from the above Table4.11, it is noted that the number of loan clients (i.e. 

outreach Indicator) is positively and strongly correlated (r = 0. 86) with net profit (i.e.   

profitability indicator). Therefore, it is possible to be profitable while serving/reaching a large 

number of clients. Even if it is a great challenge to build ACSI that reaches the poorest of the 

poor and at the same time achieves institutional sustainability with operational and/or financial 

self-sufficiency, ACSI achieved it well. The main reason for its achievement both in outreach 

and sustainability are proper management, good client selection, and follow-up, better strategies 

of reaching the poor while keeping the profitability of the institution, high but accepted interest 

rate charged on loans, etc.  
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                          CHAPTER FIVE 

SUMMARY, CONCLUSIONS AND RECOMMENDATIONS 

5.1. Summary of findings: 

All employees of ACSI are in a productive age group that ranges from 26 to 31 years and above 

economically active and Most of the clients of ACSI are married. However, almost all of the 

clients‘ per capital income as well as expenditure were below the absolute poverty indexes. 

These socio-economic conditions of the clients indicate that the majority of the clients of the 

institution are poor in every aspect. 

Products and services promotion was highly dependent on community networks and staff efforts 

which were acceptable compared to the high demand for financial services and poor 

communication media in the rural areas and the major source of income for ACSI was income 

from loan and the average of income loan distribution of the institution decreased from 

2,551,027,373.19 in 2015 to 4,244,331.51 in 2019. From the study we can see that the 

contribution of donations to the total income of ACSI showed a decreasing trend. 

There is an increase in total net profit amount assets ratio from year to year. The share of 

deposits in financing the total loan was increasing and other sources of income doing well from 

the year 2015 to 2019; during that time the institutions manage their asset in a well manner to 

improve and maximize its profitability. 

5.2. Conclusions 

This paper to analyzes the assessment of outreach level and profitability of in Amhara Credit and 

Saving Institution North Showa Zoneby collecting secondary data from DebreBerhanKetema, 

DebreBerhanZuria, Tebasse, Keyit, Chacha, and Deneba Branches ACSI  financial offices. 

Based on the objectives and research question, so we can put the following conclusions and 

recommendations:  

Number of loan clientsof the ACSI frequently increased as can be observed from the result. Each 

Number of loan client‘soutreach has shown increment over the period of the study with different 

rates of growth in the period from 2015 to 2019. ACSI were in a position to generate sufficient 

revenue to cover their operating expenses from the year 2015 to 2019. But, the institution has 

relatively high Average amount of saving deposits in the years 2015 and 2016. This indicates 
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that the institution has the ability to generate sufficient revenue to cover its expenses during the 

period. 

The institution gives priority to woman for credit to make them free from long history of 

economic dependency with in home and in the society as a whole. ACSI believed that lending 

money for women is better than male because women are less extravagant and more responsible 

for saving and efficient use of money in the home than male. Therefore, the institution is in a 

better position to make women economically independent. These issues have a direct impact on 

the outreach performance of the institution and the institution outreach has shown increment over 

the five years of the study with different rates of growth. It is also identified that ACSI reach the 

very poor, disadvantaged groups and woman clients in rural as well as urban areas. 

ACSI was financially self- sufficient enough and its dependency on donors support was 

decreased from year to year. In addition, there is low total net profit in the last five years and the 

governmental organization has important roles to promote the product or service provided by the 

ACSI and this will not be achieved without any support of the governmental sectors and also in 

DebreBerhanKetema, DebreBerhanZuria, Tebasse,  Keyit , Chacha, and Deneba branches the 

government institutions have been working to take saving and credit from ACSI within the reach 

of poor people, who are still not benefited by the conventional saving  system such as banks. 

5.3. Recommendations 

The study recommends the habit of saving and credit association to set proper loan evaluation 

structure with regard to maturity value and maturity date. Only tightening of collection period 

will not increase the performance of associations. 

The study recommends the associations to look over to increase the saving capacity of the 

members by introducing different incentive mechanisms like banks are doing. In doing so, it is 

possible to increase the presentation of the associations and the average amount of 

depositors/savers shows a variations from year to year, which means that the total net profit 

doesn‘t have a constant improvement. ACSI should improve supervision and follow up of the 

client‘s activities and the institutions should develop a mechanism to manage loans effectively 

and also the institutions try to share their experience. 

Improve voluntary saving from the general public targeting people in urban areas with regular 

income and social institutions like ―Idirand ―Equbto make their deposits with ACSI. Saving is a 
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suitable source of funds for loans and helps to be sustainable in the future. The institution should 

make every effort at its level to cover much of the loan fund from saving collected. ACSI should 

invest in other income generating areas to cover its expenses other than subsidy dependents. This 

helps the institution to strength its financial position and being sustainable in the future. Lastly, 

to increase the achievement level both profitability and outreach the institution shouldincrease its 

revenue from operations and reduce its operating, financing and loan loss expenses. 

The Assessment of Outreach and Profitability of the Amhara Credit and Saving Institution in 

case of North Shewa Zone. In doing so, the study only delimited to  DebreBerhanKetema, 

DebreBerhanZuria, Tebasse,  Keyit , Chacha and Deneba Branches and the researcher highly 

recommends other researchers to conduct an additional study on the country level or by taking 

other regional states as a shared of evidence to assess the outreach and profitability of the saving 

and credit associations. Furthermore, the researcher recommends other researchers to add more 

explanatory variables to assess saving and credit association 
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Appendixes  

Appendix - A 

DEBRE BERHANE UNIVERSITY 

COLLEGE OF BUSSINEESS AND ECONOMICS 

DEPARTMENT OF MANAGEMENT, POST GRADUATE PROGRAM 

 

Questioner Prepared to collect data about Outreach level and Profitability of North shewa 

Zone ACSI branches. 

Dear respondent; 

The purpose of this questionnaire is to gather relevant information on assessments of Outreach 

level and Profitability in Amhara Credit and Saving Institution, in Case of North shewa Zone 

Branches. 

This research will be used only for writing a thesis as partial fulfillment of Masters Degree in 

Master of Business Administration (MBA). 

In order to make the study more fruitful, your truthful response to the given question is 

necessary. So please be sure that, the result of the study is not to abuse any secret of the 

organization. 

Finally, I would like to express my deepest gratitude for your unreserved cooperation in filling 

the questionnaire. 

Thank you! 
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Back Ground of the respondents 

Name of the woreda ………………….……..…….. 

Name of the ACSI Branch ……….……..……..…….. 

Year of Establishment   …………….………. 

Your first hand information has a paramount value for me and your answers are fully 

confidential and create no harm to you. Put ―X‖ for your answers on the space 

provided. 

Thanks for your cooperation in advance. 

HAILEGIORGIS KASSAYE (+251911756822)  

Email Address: hailiegiorgis2015@gmail.com 

 

Section I. Socio-Demographic characteristics of customers 

1. Age 

Below 18 years          36-65 years           

 18-35 years         Above 65 years     

2. Sex             Male                    Female              

3. Marital Status 

Single                                  widowed     

Married                               Divorced      

4. Occupation 

Farmer                             Handicraft              

Civil Servant                    Petty Trade            

 Daily Laborer                  Service Provider                 Tailor        

if other, specify______________________ 
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5. Educational Level 

Illiterate                      Basic Education                    1-4 Grade                      

 5-8 Grade                 9-12 Grade                             College and above         

6. How many served in your institutionUnder 1 year                      from 1-5year From 6-10  

above 10 year  
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Appendix - B 

DEBRE BERHANE UNIVERSITY 

COLLEGE OF BUSSINEESS AND ECONOMICS 

DEPARTMENT OF MANAGEMENT, POST GRADUATE PROGRAM 

Data (Outreach and Profitability) collection format. 

/Notes፡ - please all data is end of the budget year/ 

Name of the Woreda ……..……..…….. 

Name of the ACSI Branch ……..……Year of Establishment   ……….………. 

No Items  Year 

R
em

a
rk

 2015 2016 2017 2018 2019 

1 How many clients are found in your branch?       

2 How many of your clients are male?       

3 How many of your clients are female?       

4 What is the percentage of women clients in 

your organization? 

      

5 How much money does your organization 

have distributed as loan? 

      

6 What is the average value of loans?       

7 How much money does your client save in 

your branch? 

      

8 What is the average amount of savings 

deposits? 
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9 How much money does your branch get 

income from loan distribution? 

      

10 How much income does your branch get from 

pension administration? 

      

11 How much money does your branch get 

income from money transfer? 

      

12 How much money does your organization 

give as interest for the customers saving? 

      

13 What is your branches total profit in 2015-

2019? 

      

14 What is your branches total Net profit in 

2015-2019? 

      

15 Net profit       

16 What is your branches Interest Loan rate?       

17  

 

What is your branches Interest Saving rate? 

      

18 Lending approaches  

Solidarity group 

Village banking 

Grameen model 

Individual model 
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Some List of Micro Finance In Ethiopia 

 Amhara Microfinance 

 Dedebit Microfinance 

 Oromia Microfinance 

 Omo Microfinance 

 Specialized Financial Promotional Microfinance 

 Gasha Microfinance 

 Wisdom Microfinance 

 Sidama Microfinance 

 AVFS Microfinance 

 BuusaGonofa Microfinance 

 PEACE Microfinance 

 Meket Microfinance 

 Addis Microfinance 

 Eshet Microfinance 

 Wassasa Microfinance 

 Benishangul-Gumuz Microfinance 

 Shashemene Microfinance 

 Metemamen Microfinance 

 Mekdela Microfinance 

 Dire Microfinance 

 Aggar Microfinance 

 Letta Microfinance 

 Harbu Microfinance 

 Ghion Microfinance 

 Degaf Microfinance 

 Harar Microfinance 

 Lefayeda Microfinance 

 Tesfa Microfinance 

 Gambella Microfinance 

 Dynamic Microfinance 
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Organizational Structure of ACSI  

Currently have four major departmental sectors to implement its programs, namely: Operations, 

Resources, Business and Information, Training and Research, each sector having different 

departments and services within it. ACSI at head office level has eight major processes, namely, 

rural customer relation, urban customer relation, Business data management, Plan and business 

development, Information system, Service improvement& support and follow up, Human 

resource, Credit risk analysis as well as Eight Services namely: Audit, Legal, Women affairs, 

marketing and communications, Risk, Facility, Construction and Finance. ACSI has a three-

layered organizational structure: head office, zone offices, and higher finance and branch offices.  

Whereas the head office and the zone offices mainly do the administrative task, the higher 

finance and branch offices conduct the main marketing operation, with staff directly contacting 

credit and saving clients: loan delivery, monitoring, and repayments and savings mobilization. 

ACSI currently has 12 Zone/ district offices and 472 branch offices and 1244 satellite branches 

to implement its plans. Each branch and higher finance service branch operates as profit, cost 

centers. Currently, ACSI has a total of more than 12,521 employees; 95% are at branch and 

satellite level, having direct contacts with clients (source ACSI, 2019) 
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    Chacha 

  Indicators/years 2015 2016 2017 2018 2019 

  Credit Outreach           

  No. of branches 1 1 1 1 1 

  No of Kebeles in woreda covered 26 18 18 18 18 

  Total Number of Staff  10 10 13 15 15 

  No. of Active borrowers  3726 4384 4808 3682 3356 

  % Percent of womenborrowers 64.71% 56.11% 58.69% 62.73% 68.41% 

  Loan portfolio, gross in million 34.3 40.2 43.4 39.4 45.4 

   Loan portfolio                  34,300,000.00               40,200,000.00               43,400,000.00               39,400,000.00               45,400,000.00  

  
Average loan balance per 
borrower 

9205 9170 9027 10701 13528 

  Savings Outreach           

  Voluntary deposits inmillion 23.32 28.61 45.03 69.42 86.96 

  Compulsory deposits inmillion 3.72 4.28 4.47 3.17 3.19 

  Total Deposit in million  27.04 32.89 49.5 72.59 90.15 

  Number of depositors  14262 17160 20316 24024 41163 

  
Average deposit balanceper 
depositor 

1895.95 1916.67 2436.5 3021.56 2190.07 

  Deposit to Loan Ratio  78.83% 81.82% 114.06% 184.24% 198.57% 

  
Productivity and 
Efficiency 

          

  Borrowers per loan all officers  373 438 370 245 224 

  Borrowers per loan officers  532 626 687 526 479 

  Depositors per staff member  1426.2 1716 1563 1602 2744 

  
Operating expense/ loan 
portfolio  

5.36% 6.32% 9.30% 14.47% 19.63% 
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personnel expense/ loan 
portfolio  

1.80% 2.59% 3.90% 5.00% 7.27% 

  Cost per borrower Br.                               165.52                            237.65                            352.11                            534.75                            983.69  

  Personnel allocation ratio            

  Cost per Unit of Currency Lent                                     0.05                                 0.08                                 0.09                                 0.13                                 0.23  

  Profitability           

  ROA  16.01 14.12 17.66 15.95 12.93 

  ROE  67.11 60.30 -283.98 -23.79 -16.68 

  Yield on gross portfolio 17.22 16.93 17.93 18.41 15.57 

  Net Profit in million  4.4 4.39 5.03 2.35 -0.99 

  Profit margin  70.55 63.35 55.51 29.23 -12.46 

  Interest Income/Total 94.69 98.25 85.83 90.02 89.20 

  Operating expense    1,836,950.30                 2,539,303.85                 4,034,297.06  5701758.36 8913857.26 

  personnel expense                       616,740.39                 1,041,876.76                 1,692,944.43             1,968,947.08  3301252.27 

  Disbursment                 33,435,888.86               33,437,773.21               42,694,859.39               45,296,000.76               38,269,777.95  

   Total asset                  38,854,984.86               48,931,554.99               50,906,938.89               47,872,694.08               57,133,762.62  

   Operating income                    6,219,430.34                 6,910,277.90                 8,992,589.94                 7,637,221.32                 7,386,850.37  

   Inters and fee                    5,905,317.89                 6,806,531.65                 7,782,853.77                 7,252,422.83                 7,070,118.58  

   Equity                    9,267,770.36               11,460,626.69              (3,166,625.04)           (32,104,006.57)           (44,291,985.11) 

   Total income                    6,236,492.37                 6,927,978.69                 9,067,463.76                 8,056,274.76                 7,926,028.96  

   Total expense                    1,836,950.30                 2,539,303.85                 4,034,297.06                 5,701,758.36                 8,913,857.26  

   Loan portfolio                  34,300,000.00               40,200,000.00               43,400,000.00               39,400,000.00               45,400,000.00  

   Net Profit              4,399,542.07             4,388,674.84             5,033,166.70             2,354,516.40              (987,828.30) 
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    Keyet 

  Indicators/years 2015 2016 2017 2018 2019 

  Credit Outreach           

  No. of branches 1 1 1 1 1 

  No of Kebeles in woreda covered 11 11 11 11 11 

  Total Number of Staff  8 7 9 9 9 

  No. of Active borrowers  2293 2479 2869 2650 2624 

  % Percent of womenborrowers 50.89 49.05 45.94 53.32 57.85 

  Loan portfolio, gross in million 16.09 21.02 24.6 28.3 33.6 

   Loan portfolio               16,090,000.00               21,020,000.00               24,600,000.00               28,300,000.00               33,600,000.00  

  Average loan balance per borrower 7017 8479 8574 10679 12804 

  Savings Outreach           

  Voluntary deposits inmillion 8.48 11.43 15.35 21.13 25.87 

  Compulsory deposits inmillion 1.82 2.39 2.81 3.06 3.12 

  Total Deposit in million  10.3 13.82 18.16 24.19 28.99 

  Number of depositors  8542 10293 12621 15046 22406 

  Average deposit balanceper depositor 1205 1342 1438 1607 1293 

  Deposit to Loan Ratio  64.01 65.75 73.82 85.48 86.28 

  Productivity and Efficiency           

  Borrowers per loan all officers  287 354 319 294 292 

  Borrowers per loan officers  382 496 410 379 375 

  Depositors per staff member  1068 1470 1402 1672 2490 

  Operating expense/ loan portfolio  6.31% 7.04% 8.49% 9.51% 12.69% 

  personnel expense/ loan portfolio  3.28% 3.62% 4.97% 4.91% 7.27% 

  Cost per borrower Br.                           229.94                            307.13                            426.56                            524.61                            930.42  

  Personnel allocation ratio            
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  Cost per Unit of Currency Lent                                 0.06                                 0.07                                 0.08                                 0.06                                 0.11  

  Profitability           

  ROA  12.46 13.65 14.41 14.36 13.71 

  ROE  29.54 35.71 38.11 57.98 53.93 

  Yield on gross portfolio 13.83 15.52 17.32 16.55 16.41 

  Net Profit in million  1.3 1.89 2.43 2.59 1.76 

  Profit margin  56.09 56.15 53.78 49.02 29.25 

  Interest Income/Total 96.25 96.60 94.29 88.68 91.45 

  Operating expense                1,014,919.50                 1,480,845.01                 2,088,432.39  2692703.29 4265514.59 

  personnel expense                   527,258.60                    761,367.41                 1,223,798.83  1390220.97 2441425.14 

  Disbursment              16,189,123.72               20,864,542.43               25,758,893.94               45,296,000.76               38,269,777.95  

   Total asset               18,531,167.81               24,719,850.22               31,328,326.92               34,455,133.62               41,562,645.88  

   Operating income                 2,309,572.83                 3,375,264.32                 4,514,483.12                 4,949,443.14                 5,698,773.63  

   Inters and fee                 2,224,518.08                 3,262,062.27                 4,260,586.74                 4,684,142.64                 5,513,673.32  

   Equity                 7,817,522.53                 9,450,921.47               11,845,152.57                 8,535,967.56               10,566,213.95  

   Total income                 2,311,294.43                 3,376,710.27                 4,518,492.31                 5,282,199.47                 6,029,328.48  

   Total expense                 1,014,919.50                 1,480,845.01                 2,088,432.39                 2,692,703.29                 4,265,514.59  

   Loan portfolio               16,090,000.00               21,020,000.00               24,600,000.00               28,300,000.00               33,600,000.00  

   Net Profit              1,296,374.93             1,895,865.26             2,430,059.92             2,589,496.18             1,763,813.89  
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    D/BirhanZuria 

  Indicators/years 2015 2016 2017 2018 2019 

  Credit Outreach           

  No. of branches 1 1 1 1 1 

  No of Kebeles in woreda covered 20 13 13 13 13 

  Total Number of Staff  9 8 8 10 10 

  No. of Active borrowers  4049 3155 2675 2700 3146 

  % Percent of womenborrowers 50.09 40.6 42.17 55.53 59.56 

  Loan portfolio, gross in million 34.2 29.2 23.2 28.2 48.6 

   Loan portfolio               34,200,000.00              29,200,000.00               23,200,000.00               28,200,000.00               48,600,000.00  

  Average loan balance per borrower 8446.53 9255.15 8672.9 10444.44 15448.19 

  Savings Outreach           

  Voluntary deposits inmillion 9.44 11.9 20.37 32.26 47.07 

  Compulsory deposits inmillion 3.74 3.1 2.45 2.16 2.96 

  Total Deposit in million  13.18 15 22.82 34.42 50.03 

  Number of depositors  10668 12455 15477 18412 26543 

  Average deposit balanceper depositor 1235.47 1204.34 1474.45 1869.43 1884.87 

  Deposit to Loan Ratio  38.54 51.37 98.36 122.06 102.94 

  Productivity and Efficiency           

  Borrowers per loan all officers  450 394 334 270 215 

  Borrowers per loan officers  578 526 446 338 393 

  Depositors per staff member  1185 1557 1935 1841 2654 

  Operating expense/ loan portfolio  3.48% 6.20% 11.62% 12.78% 12.11% 

  personnel expense/ loan portfolio  1.78% 2.96% 6.39% 6.24% 6.14% 

  Cost per borrower Br.                           149.98                            273.63                            554.28                            651.60                            948.28  

  Personnel allocation ratio            
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  Cost per Unit of Currency Lent                                 0.03                                 0.06                                 0.10                                 0.11                                 0.13  

  Profitability           

  ROA  12.86 19.76 18.25 11.53 9.75 

  ROE  20.38 42.64 97.86 -313.64 528.13 

  Yield on gross portfolio 13.12 20.22 22.75 14.37 11.24 

  Net Profit in million  3.7 4.58 2.99 1.24 0.1 

  Profit margin  75.68 71.68 52.53 25.59 1.69 

  Interest Income/Total 91.80 92.41 92.92 83.65 91.26 

  Operating expense               1,188,621.97                 1,809,270.91                 2,696,312.85  3604441.97 5883893.55 

  personnel expense                   607,284.45                    863,308.80                 1,482,706.39  1759329.98 2983285.04 

  Disbursment              34,186,004.08               29,123,402.18               25,878,454.46               33,816,076.23               45,104,319.63  

   Total asset               37,976,594.29               32,241,748.61               31,042,670.40               37,017,955.07               57,883,597.58  

   Operating income                 4,884,470.08                 6,372,527.76                 5,664,718.17                 4,269,286.88                 5,642,100.09  

   Inters and fee                 4,486,478.39                 5,904,313.25                 5,277,644.52                 4,051,816.90                 5,461,947.69  

   Equity               23,963,590.40               14,946,089.46                 5,788,786.35              (1,361,217.86)                1,068,312.09  

   Total income                 4,887,238.95                 6,389,124.76                 5,679,812.76                 4,843,789.52                 5,985,049.17  

   Total expense                 1,188,621.97                 1,809,270.91                 2,696,312.85                 3,604,441.97                 5,883,893.55  

   Loan portfolio               34,200,000.00               29,200,000.00              23,200,000.00               28,200,000.00               48,600,000.00  

   Net Profit              3,698,616.98             4,579,853.85             2,983,499.91             1,239,347.55                101,155.62  
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    Deneba 

  Indicators/years 2015 2016 2017 2018 2019 

  Credit Outreach           

  No. of branches 1 1 1 1 1 

  No of Kebeles in woreda covered 14 10 10 10 10 

  Total Number of Staff  11 9 12 14 14 

  No. of Active borrowers  5345 4233 5114 4452 6433 

  % Percent of womenborrowers 68.19 66.31 71.2 68.93 72.82 

  Loan portfolio, gross in million 57.5 51.2 60.8 74.2 116.2 

   Loan portfolio  7,500,000.00  51,200,000.00  60,800,000.00  74,200,000.00             116,200,000.00  

  Average loan balance per borrower 10757 12095 11889 16667 18063 

  Savings Outreach           

  Voluntary deposits inmillion 19.58 24.45 31.29 51.19 65.99 

  Compulsory deposits inmillion 5.77 5.06 5.47 6.34 9.18 

  Total Deposit in million  25.35 29.51 36.76 57.53 75.17 

  Number of depositors  12687 15202 18060 21620 36099 

  Average deposit balanceper depositor 1998.11 1941.19 2035.44 2660.96 2082.33 

  Deposit to Loan Ratio  44.09 57.64 60.46 77.53 64.69 

  Productivity and Efficiency           

  Borrowers per loan all officers  486 470 426 318 460 

  Borrowers per loan officers  594 605 511 371 536 

  Depositors per staff member  1153 1689 1505 1544 2579 

  Operating expense/ loan portfolio  2.76% 4.39% 5.34% 6.55% 6.89% 

  personnel expense/ loan portfolio  0.97% 1.42% 2.23% 2.32% 2.76% 

  Cost per borrower Br.                           104.73                            171.86                            264.96                            385.94                            498.23  

  Personnel allocation ratio            
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  Cost per Unit of Currency Lent                                 0.03                                 0.04                                 0.05                                 0.05                                 0.06  

  Profitability           

  ROA  11.64 18.01 15.34 14.17 12.67 

  ROE  20.64 38.47 43.16 59.42 42.43 

  Yield on gross portfolio 12.02 20.04 15.81 15.45 13.93 

  Net Profit in million  5.6 8.73 7.68 8.06 9.59 

  Profit margin  77.91 79.52 70.28 62.36 54.51 

  Interest Income/Total 96.06 93.43 87.92 88.74 92.04 

  Operating expense                1,589,639.62                 2,249,411.88                 3,249,467.61  4862493.95 8000482.38 

  personnel expense                   559,770.97                    727,469.18                1,355,030.25  1718194.07 3205098.32 

  Disbursment              57,845,111.62               51,682,550.25               65,814,325.73            105,673,237.90            125,345,279.19  

   Total asset               61,759,453.66               59,879,699.02               65,784,449.54               83,185,316.98            130,501,649.40  

   Operating income                 7,189,864.28               10,781,455.96               10,089,418.65               11,785,592.45               16,530,598.39  

   Inters and fee                 6,911,897.37               10,260,525.21                 9,614,569.92               11,463,599.75               16,187,743.91  

   Equity               34,833,378.62               28,028,760.80               23,379,108.37               19,834,051.41               38,957,305.62  

   Total income                 7,195,535.39               10,982,516.40               10,935,324.84               12,918,543.65               17,588,650.07  

   Total expense                 1,589,639.62                 2,249,411.88                 3,249,467.61                 4,862,493.95                8,000,482.38  

   Loan portfolio               57,500,000.00               51,200,000.00              60,800,000.00               74,200,000.00            116,200,000.00  

   Net Profit              5,605,895.77             8,733,104.52             7,685,857.23             8,056,049.70             9,588,167.69  
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    D/BirhanKetema 

  Indicators/years 2015 2016 2017 2018 2019 

  Credit Outreach           

  No. of branches 1 1 1 1 1 

  No of Kebeles in woreda covered 9 7 7 7 7 

  Total Number of Staff  10 10 11 11 11 

  No. of Active borrowers  1555 1690 1663 1503 1349 

  % Percent of womenborrowers 66.05 64.62 57.91 54.95 55.74 

  Loan portfolio, gross in million 9.4 11.5 14.2 13.6 19.2 

   Loan portfolio                 9,400,000.00               11,500,000.00               14,200,000.00               13,600,000.00               19,200,000.00  

  Average loan balance per borrower                              6,045                               6,805                               8,539                               9,049                            14,233  

  Savings Outreach           

  Voluntary deposits inmillion 29.75 32.39 48.41 58.94 63.49 

  Compulsory deposits inmillion 1.12 1.54 1.89 2.05 2.61 

  Total Deposit in million  30.87 33.93 50.3 60.99 66.1 

  Number of depositors  11101 13412 16211 20778 22750 

  Average deposit balanceper depositor 2781 2529.82 3102.83 2935.32 2905.49 

  Deposit to Loan Ratio  328.4 295.04 354.23 448.45 344.27 

  Productivity and Efficiency           

  Borrowers per loan all officers  156 169 151 137 123 

  Borrowers per loan officers  194 211 185 167 150 

  Depositors per staff member  1110 1341 1474 1889 2068 

  Operating expense/ loan portfolio  18.46% 21.17% 24.89% 35.22% 35.19% 

  personnel expense/ loan portfolio  5.99% 7.43% 8.44% 10.63% 11.80% 

  Cost per borrower Br.                           361.81                            505.46                            720.31                            961.60                         1,679.21  

  Personnel allocation ratio            
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  Cost per Unit of Currency Lent                                 0.17                                 0.22                                 0.21                                 0.34                                 0.28  

  Profitability           

  ROA  11.79 12.58 12.96 7.64 11.43 

  ROE  -6.70 -9.50 -6.90 -6.88 -7.18 

  Yield on gross portfolio 13.37 15.74 15.06 15.80 14.55 

  Net Profit in million  -0.31 -0.45 -1.14 -2.26 -3.47 

  Profit margin  -21.78 -22.99 -47.60 -89.30 -105.64 

  Interest Income/Total 88.22 91.42 89.31 84.91 85.03 

  Operating expense               1,735,428.09                 2,434,699.37                 3,534,988.03  4790015.62 6756387.81 

  personnel expense                   562,620.94                    854,224.03                1,197,870.25  1445288.93 2265248.25 

  Disbursment              10,468,964.84               10,935,568.35               16,478,273.67               14,168,623.45               24,334,160.62  

   Total asset               11,946,672.46               15,611,406.31  18,342,239.07               29,641,911.12               26,181,327.90  

   Operating income                 1,408,496.80                 1,964,381.55                 2,376,333.18                 2,265,131.45                 2,991,512.93  

   Inters and fee                 1,257,204.63                 1,809,802.11                 2,139,029.92                 2,148,476.65                 2,793,675.37  

   Equity            (21,034,813.52)           (20,676,990.60)           (34,416,845.39)           (32,930,509.63)           (41,639,474.55) 

   Total income                 1,425,102.33                 1,979,554.89                 2,395,003.52                 2,530,436.48                 3,285,508.52  

   Total expense                 1,735,428.09                 2,434,699.37                 3,534,988.03                 4,790,015.62                 6,756,387.81  

   Loan portfolio                 9,400,000.00               11,500,000.00               14,200,000.00               13,600,000.00               19,200,000.00  

   Net Profit               (310,325.76)             (455,144.48)          (1,139,984.51)          (2,259,579.14)          (3,470,879.29) 
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    Tebase 

  Indicators/years 2015 2016 2017 2018 2019 

  Credit Outreach           

  No. of branches 1 1 1 1 1 

  No of Kebeles in woreda covered 2 2 2 2 2 

  Total Number of Staff  4 5 5 5 5 

  No. of Active borrowers  263 630 859 1038 1115 

  % Percent of womenborrowers 46.39 47.62 43.89 48.45 49.32 

  Loan portfolio, gross in million 2.4 7.4 10.9 24.8 32.8 

   Loan portfolio                 2,400,000.00                 7,400,000.00               10,900,000.00               24,800,000.00               32,800,000.00  

  Average loan balance per borrower                              9,125                            11,746                            12,689                            23,892                            29,417  

  Savings Outreach           

  Voluntary deposits inmillion 1.98 49.09 72.65 87.05 115.66 

  Compulsory deposits inmillion 0.22 0.58 0.8 0.99 1.43 

  Total Deposit in million  2.2 49.67 73.45 88.04 117.09 

  Number of depositors  2999 5027 7546 10147 13649 

  Average deposit balanceper depositor 733.58 9880.64 9733.63 8676.46 8578.65 

  Deposit to Loan Ratio  91.67 671.22 673.85 355 356.98 

  Productivity and Efficiency           

  Borrowers per loan all officers  66 126 172 208 223 

  Borrowers per loan officers  263 315 429.5 519 557.5 

  Depositors per staff member  2072 2073 2074 2075 2076 

  Operating expense/ loan portfolio  20.30% 18.52% 25.57% 20.37% 25.20% 

  personnel expense/ loan portfolio  13.95% 9.14% 8.96% 4.79% 5.97% 

  Cost per borrower Br.                        1,273.11                         1,073.12                         1,136.83                         1,143.70                         1,756.54  

  Personnel allocation ratio            
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  Cost per Unit of Currency Lent                                 0.19                                 0.17                                 0.24                                 0.17                                 0.39  

  Profitability           

  ROA  2.30 6.85 8.92 8.89 12.01 

  ROE  4.53 -2.45 -3.03 -5.35 -5.86 

  Yield on gross portfolio 4.09 11.05 13.97 10.82 13.69 

  Net Profit in million  -0.04 -0.45 -1.05 -1.91 -3.36 

  Profit margin  -356.13 -48.26 -60.12 -60.73 -68.50 

  Interest Income/Total 91.83 88.51 87.47 85.39 91.54 

  Operating expense                   487,151.25                1,370,333.23                 2,787,288.74  5052666.66 8264226.77 

  personnel expense                   334,828.88                    676,065.36                    976,536.12  1187158.14 1958546.52 

  Disbursment                2,630,400.00                 8,039,244.39               11,823,233.97               30,449,507.22               21,329,630.64  

   Total asset                 4,592,602.24               13,232,256.11               18,812,950.31               33,484,870.49               39,302,895.04  

   Operating income                    105,564.96                    906,496.71                1,677,458.03                 2,976,817.85                 4,720,091.35  

   Inters and fee                       98,073.03                   818,064.01                 1,522,558.49                 2,684,257.36                 4,489,858.72  

   Equity                 2,329,638.11            (36,941,417.49)           (55,403,558.72)           (55,641,201.65)           (80,610,123.43) 

   Total income                    106,801.40                    924,288.16                 1,740,744.87                 3,143,566.53                 4,904,549.61  

   Total expense                    487,151.25                 1,370,333.23                 2,787,288.74                 5,052,666.66                 8,264,226.77  

   Loan portfolio                 2,400,000.00                 7,400,000.00               10,900,000.00               24,800,000.00               32,800,000.00  

   Net Profit               (380,349.85)             (446,045.07)          (1,046,543.87)          (1,909,100.13)          (3,359,677.16) 
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    Total 

  Indicators/years 2015 2016 2017 2018 2019 

  Credit Outreach           

  No. of branches 6 6 6 6 6 

  No of Kebeles in woreda covered 82 61 61 61 61 

  Total Number of Staff  52 49 58 64 64 

  No. of Active borrowers  17231 16571 17988 16025 18023 

  % Percent of womenborrowers 282.2571 268.7611 261.6969 281.8073 295.9741 

  Loan portfolio, gross in million 153.89 160.52 177.1 208.5 295.8 

   Loan portfolio           153,890,000.00    160,520,000.00    177,100,000.00    208,500,000.00    295,800,000.00  

  Average loan balance per borrower                           50,596                    57,550                    59,391                    81,432                  103,493  

  Savings Outreach 0 0 0 0 0 

  Voluntary deposits inmillion 92.55 157.87 233.1 319.99 405.04 

  Compulsory deposits inmillion 16.39 16.95 17.89 17.77 22.49 

  Total Deposit in million  108.94 174.82 250.99 337.76 427.53 

  Number of depositors  60259 73549 90231 110027 162610 

  Average deposit balanceper depositor 9849.11 18814.66 20220.85 20770.73 18934.41 

  Deposit to Loan Ratio  567.50 1141.84 1261.86 1090.36 957.15 

  Productivity and Efficiency           

  Borrowers per loan all officers  1817.35 1951.40 1771.65 1472.07 1536.73 

  Borrowers per loan officers  2543 2779 2668 2300 2491 

  Depositors per staff member  8014.2 9846 9952.769231 10622.6 14611.2 

  Operating expense/ loan portfolio  56.66% 63.64% 85.22% 98.92% 111.71% 

  personnel expense/ loan portfolio  0.28 0.27 0.35 0.34 0.41 

  Cost per borrower Br. 2285 2569 3455 4202 6796 

  Personnel allocation ratio  0 0 0 0 0 
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  Cost per Unit of Currency Lent  0.53 0.65 0.78 0.84 1.20 

  Profitability           

  ROA  67.06 84.98 87.53 72.55 72.49 

  ROE  135.51 165.16 -114.79 -232.25 594.78 

  Yield on gross portfolio 73.64 99.50 102.85 91.40 85.39 

  Net Profit in million  14.65 18.69 15.94 10.07 3.63 

  Profit margin  -97.68 199.44 124.38 16.17 -101.15 

  Interest Income/Total 558.84 560.62 537.74 521.38 540.52 

  Operating expense           

  personnel expense           

  Disbursment           

   Total asset            

   Operating income            

   Inters and fee            

   Equity            

   Total income            

   Total expense            

   Loan portfolio  
             

153,890,000.00  
      

160,520,000.00  
      

177,100,000.00  
      

208,500,000.00  
      

295,800,000.00  

   Net Profit                                -                           -                           -                           -                           -    


