Roles, networks, and opportunities:  

In the afternoon on Day 2, the group was asked to identify support needs that they thought MFIs require in order to scale up the use of micro/small scale finance in water and sanitation. Building on small-group discussions, participants wrote out their ideas on index cards.  Each of these was then sorted into sub-groups by the participants, as seen below:
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	Business planning
	Networking

	Measurement of (potential) business case: - create (added) values, cost savings/virtual money
	Mobilized communities as a starting point

	A “doable” business plan
	Partners for expansion

	Refine business model – (revenue, cost, distribution channel, products, etc.)
	Build institutional “value chain” between communities and financial institutions

	Strategy paper on operationalising up-scaling
	Networks of CBOs

	Outline of scale up/end state – vision
	Need facilitators

	Communication plan
	Better networking between WASH and microfinance sectors

	K-Rep to prepare SOP for WSS lending
	Coordination

	Good business plans
	Government collaboration

	Detailed inventory of assets
	Involve government – take out the obstacle, and get support 

	Core
	Contracts with other SEWAs

	Pilots to learn/expand
	How to involve existing social organization in MF and WSS schemes

	National championship/leadership
	National roundtables on microfinance and WS&H

	Networking (national & global)
	Dialogue between donors and bankers

	Allied issues (done by others) (???)
	Matchmaking

	Knowledge sharing
	Innovative, ‘smart’ partnerships

	Build knowledge skill sets
	People stuff

	Market research
	Predictable environment

	Impact evaluation
	Identify national champion

	Financial products
	Clever ideas

	Risk capital and management support
	Capacity building of institutions

	Borrowing
	Staff retention

	Simple financial access
	People with a vision

	Start up support – grants for business development support 
	Talented executives

	SPARK funds
	Thinking beyond the MDGs/JMP

	Start up capital, grants
	Recruiting plan

	Commercial loans
	Sector leadership

	Appropriate conditions for softer investments (from banks) 
	Product development

	Initial funding of lines of credit
	Establishment of circuit rider mechanisms

	Liquidity facility to resell loans on secondary market
	Integrate microfinance with sanitation promotion programs

	Internal systems
	Community Led Total Sanitation inside of microfinance mechanisms

	Communication (internal)
	Affordable products

	Affordable technology for borrowers
	Simplify products

	ICT – new technologies blending with traditional technologies
	Monthly vs. “traditional” weekly repayments

	Install back-office systems for deposit mobilization
	Let a 1,000 products bloom

	IT technical support
	Bundled products (e.g. water connection + microinsurance)

	Skilled technical expertise
	WATSAN as part of wider approach including housing, etc.

	Knowledge management systems/processes
	Integrate with housing improvement

	M&E and benchmarks across regions
	Link with irrigation/productive use

	FIs with social performance measures
	Integrate with productive use of water 

	Legal environment
	Subsidies

	Convince government to allow VBSP to charge sustainable interest rates
	Always leverage the subsidies

	WASH promotion must be held with policy review
	Flexibility and open mindedness – limited conditions for subsidies

	Advocacy to force municipalities to allow sponsor cost reimbursement
	Categorizing types of subsidies – are there good ones and bad ones?

	Make sure legal framework is not blocking, but facilitating, commercial investment
	No subsidies for profitable ventures

	Legal certainty HFC can go broader
	How do we measure subsidies? (hidden and transparent?)

	Link with policy making
	Adjusted/blended subsidies to create enabling environment

	Pro-poor government, banking and legal frameworks (est. HFC)
	Training

	Marketing
	Option for construction/development of for-profits to cross-subsidize products for the poor

	Examples of scale using microfinance in sanitation was a result of pulling and pushing demand
	Financial education for customers

	Does social marketing change behavior 
	Knowledge of water technologies among MFIs

	Marketing (innovative) communication skills to sell WS&H. Use the tricks from Bollywood, for example
	Business development support 

	Cost-effective demand stimulation
	Prepare concept on project development facility to improve project identification and preparation for funding

	Mind-set management – consciousness is key
	Training, regularly updating knowledge

	Do demand research (know the customer)
	Train SMEs

	Willingness to pay for water 
	Training at/for scale

	What about urban service providers for accessing finance from banks? (profit, but also continuity – market of scale, good risk management)
	Integrated approach: linking multi-purposes and multi-stakeholder management

	Market information (demand)
	

	Demand can be pushed (obligation/pressure/public organization) or pulled (propaganda, incentives, awareness)
	


