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What is a SILC Group?  

• Informal groups of 20 
• Self-selected 
• Regular meetings 
• Committee 
• Group saves 
• Loans $1 - $50 
• Social fund 
• Savings and interest divided 

yearly 
• No external credit  
• Independent 
• Self-regulated 
• Rural 



What does a SILC need? 

 



Use of social fund 
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Use of loan fund 



Integration with OVC 

• Caretakers and child-headed households 
• 6 CRS OVC Interventions and SILC: 

– Food and nutritional support 
– Shelter and Care 
– Protection 
– Health Care 
– Psychosocial Support 
– Education and Vocational Training 



Indicators Africa (03/2010) 

 
– 270,000 clients – OVC 70k (active + graduated) 
– Average savings $13 
– Average loan size $12 
– Write-off during cycle < 1% 
– Weekly savings contributions:$0.20 - $2 
– Savings:$2.243.862, Outstanding Loan Portfolio: 

$2,106,343, Social Fund: $204.269 



Poverty Outreach  

• Average Poverty Outreach 70 % 
(Poor/Poorest)  

• Poverty Profile Kenya: 
– Widows/widowers 
– 8 – 10 household members 
– Small house: mud walls, earth 

floors, straw roof (in need of 
repair) 

– Illiterate 
– Children involved in labor 
– Mainly 1 meal a day 
– Cannot afford school fees or 

uniforms 
– No transport, usually walk 

 
 
 

 
 



Change: OVC - SILC Rwanda 
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Research Agenda SILC (RCT) 

• Group quality and financial performance 

• Impact on group members and their households 
• Poverty outreach 
• Member satisfaction with agent services 
• Agent satisfaction with their work and 

remuneration 
• Competitiveness with respect to other financial 

service providers 
• Sustainability of services to groups 



Data Sources 

• Management Information System: agent 
productivity and group financial performance 
(quarterly) 

• Agents will self-report on their work and income 
(every 6 months) 

• Market research Focus Group Discussions with 
agents and with group members regarding their 
satisfaction with the delivery channel (twice in the 
project) 

 

 



Data Sources - Scope 

� A surveying firm: 2,400 household surveys 
of both SILC members and non-members in 
240 villages to establish impact (baseline 
and follow-up) 

� 333 agents: 
� 227 treatment 
� 106 control 

 



Challenges to think about! 

• Devil in details: Not one off capacity 
building 

• Self-selection versus targeting 
• Monitoring and evaluation – data collection 
• Paid Field Agents versus Volunteers 
• Commercialization:  

– Private Service Provider model 
– Market demand 
– Initial investment 
 

 



A happy member with baby! 
Q&A? 



Basic Conclusions 

 
• Immediately sustainable model 
• No need for external credit 
• Savings-led and community owned 
• Low technology at low cost 
• Easily replicable, simple and transparent 
• Impact on poorest 
• Quick outreach and scale in poor rural areas 
• Caters for the needs of the poor 
• High returns on savings   
• No need for a permanent institutional structure to be sustainable 
• No need for a specialist organization or staff to implement 
• Easy integration with other sectors 


