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Executive Summary

The present study presents the experience of Pro Mujer Inc. and its  experience in 
Peru, principally in the extreme south of the country where poverty levels are high, in 
particular in the region of Puno, where operations began. 

Pro  Mujer  Inc.  was  created  in  Peru  at  the  end  of  1999  and  began  micro  credit 
operations using the communal banking technology on April 17, 2000. Since then it 
has served more than 35,000 clients, almost exclusively women (99.9%). In Peru, Pro 
Mujer is the second largest non regulated MFI in terms of number of clients. What 
makes Pro Mujer unique is the integral nature of the services it offers to its clientele 
which cover  financial  services – with a range of five different  products – to  non 
financial services that include preventative health training and business development, 
which are offered in a direct manner, and health services and technical advice that are 
provided through strategic alliances with specialized providers.  

The institution seeks to reach women with limited resources in urban zones,  peri-
urban zones and, to a lesser extent, in the rural parts of the cities where it intervenes1. 
It carried out a study of social indicators in 2005 with the support of CGAP which 
indicated that 35% of households of new clients were very poor compared to 25% of 
the households of longstanding clients. According to the study, new clients live on 
US$1.26 per day compared with longstanding clients of Pro Mujer who survive on 
US$1.50 a day. 

It is important to note that Pro Mujer Inc. does not discriminate or evaluate poverty 
levels at either an individual or group level in order to grant access to credit. Rather, 
this selection is a natural consequence of the credit methodology or technology, the 
size of the loans, or the zones in which it intervenes. 

Pro Mujer has an organizational model based on horizontal leadership, which is above 
all participatory, something that is reinforced at every level through the fulfillment of 
the institutional mission. The Board of Directors, directors and managers constantly 
promote innovation and creativity, and one result of this is that our products have a 
high degree of acceptance in the market because they are frequently reviewed and 
adjusted, incorporating these innovative contributions. 

From the  beginning,  Pro  Mujer  Peru  (PMP)  established  a  point  of  balance  in  its 
business  plan  which  it  had  to  reach  in  order  to  guarantee  its  permanence.  All  of 
PMP’s interventions respond to this point of balance,  which allows it to reach the 
highest number of people and also allows the institution to maintain itself with its own 
resources. PMP has been self-sufficient since 2002. 

With regards to the personal development services offered by PMP, the first option is 
to  finance  these  expenditures  with  donations  and later  with  a  cross  subsidy  from 
financial  services for the personal  development  services.  This is something we do 
because it forms part of the institutional mission.  

1 In the next few months it will intervene in a more aggressive manner in the rural area for which we are developing 
new products. 
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1. Context 
1.1. Socio Economic and Poverty Data in the country  

Table 1.1. Country statistics
1.1.1. National Currency Soles

Amount Year
1.1.2. Population (millions) 27,219,264 2005- INEI

1.1.3. Population density per square kilometer
21.2 inhab. 
/km2 2005- INEI

1.1.4. Percentage of Urban/Rural population 72.3%/ 27.7% 2005- INEI

1.1.5. Inflation 0.47% June 2007 - BCR

1.1.5. Nominal exchange rate (currently, X per US$1) 3.19 June 2007 - BCR

1.1.6. PPP Exchange rate (Latin American average PCI – BM) - 8.4% 2005 - PCI
1.1.7. HDI valor 0.767 2006 – UNDP

1.1.8. HDI Positioning 82 2006 – UNDP

1.1.9. GDP/Per Capital (PPP US$) $ 6,715 2006 – UNDP

1.1.10. Equivalent in local currency a $1 daily below the 
international poverty line

Not available

1.1.11. Population below the poverty line (%)2 49.0% 2006 – UNDP

1.1.12. Population living on less than $1 per day (%) 12.5% 2006 – UNDP

1.1.13. Population living on less than $2 per day (%) 31.8% 2006 – UNDP

1.1.14. Population living on less than $2 per day (%) Not available
1.1.15. Population growth rate 1.4% 2006 – UNDP

1.1.16. Life expectancy 70.2 years 2006 – UNDP

1.1.17. Prevalence of HIV (% ages 15-49) 0.6% 2006 – UNDP

1.1.18. Cases of malaria (per 100,000 residents) 258
1.1.19. Malnourished population 12% 2006 – UNDP

1.1.20. Children with low weight 7% 2006 – UNDP

1.1.21. Literacy in adults 
Men

Women
93.5%
82.1%

2006 - UNDP

1.1.22. Primary school net rate 
Men

Women
71.9%
73.2%

2003 – ENAHO

1.1.23. Secondary School net rate
Men

Women
50.6%
52.0%

2003 – ENAHO

1.1.24. Doctors per 100,000 residents 117 2006 – PNUD

1.1.25. Per capital health care spending $ 233 2006 - PNUD

1.1.26. Development index related to gender (GDI) positioning 67 2006 - PNUD

1.1.27. Development index related to gender (GDI) value 0.759 2006 - PNUD

1.2. Local context – objective area 

1.2.1. Briefly describe the local socio-economic conditions
1.2.1.1. Geographic references regarding the location and size of the population

2 According to the National Statistics Institute the Poverty Line method uses a basket of goods and services (basic basket of 
essential goods and services) whose per capita value (poverty line) is equivalent to the minimum amount of goods and services 
necessary for human survival. It therefore defines the population living in poverty as a group of people whose level of well being, 
expressed in monetary value, is below the poverty line. 

One of the ways to construct this poverty line is to first estimate the cost of a basic food basket, whose caloric and protein 
contents make it possible to satisfy minimum nutritional requirements (generally between 2100 and 2300 calories per person per 
day), and to later add the cost of a basic non food basic, which includes other goods and services related to housing, clothing, and 
education, among others. 
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Peruvian territory covers a surface area of 1.285.216 km². A total of 52.1% of the 
population lives on the coast, while 36.9% live in the Andes and 11% live in the 
Amazon. 

The Peruvian population currently numbers 27.2 million people. The average 
population density is 21.2 inhabitants per square kilometer, with a growth rate of 
2.6% a year.  As a result, the Peruvian population is forecast to increase by more 
than half a million people per year. 

In Peru, state power has been sub-divided into 24 regions, with the capital being 
the Lima Region.3

Pro Mujer  began its  activities  in Peru in the Puno Region,  which is  located in 
southern Peru (near the border with Bolivia). Pro Mujer currently works in four 
regions (Puno, Tacna, Moquegua and Apurimac), with activities in seven branch 
offices. Information about the branches operated by Pro Mujer in Peru is listed in 
the table below: 

Population distribution by intervention zone

Region Branch Province District
District 

Population
Surface / 

km2
Population 

density

Intervention

Puno Puno Puno Puno 123906 460.63 268.99

Urban, Peri 
urban and 
rural

Juliaca San Román Juliaca 218485 533.47 409.55

Urban, Peri 
urban and 
rural

Tacna Tacna Tacna Tacna 97247 3317.17 29.32

Urban, Peri 
urban and 
rural

Tacna Alto de la Alianza 33877 3.2 10586.56
Urban, Peri 
urban 

Tacna Ciudad Nueva 17243 6.25 2758.88
Urban, Peri 
urban

Moquegua Ilo Ilo Ilo 57746 295.51 195.41
Urban, Peri 
urban

Moquegua Mariscal Nieto Mariscal Nieto 50075 3949.04 12.68
Urban, Peri 
urban

Apurimac Abancay Abancay Abancay 54180 313.07 173.06
Urban, Peri 
urban

Andahuaylas Andahuaylas Andahuaylas 34087 370.03 92.12
Urban, Peri 
urban

Source: INEI, Elaboration: PMP – Studies Office

3 Constitutional Reform Law (Law N° 27680), Decentralization Law (Law N° 27783), Territorial 
Demarcation and Organization Law (Law N° 27795),
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Sucursal Tacna

Sucursal Moquegua

Sucursal Ilo

Sucursal Puno

Sucursal Juliaca

Sucursal Abancay

Sucursal Andahuaylas

1.2.1.2. Characteristics of the local population:

According  to  the  INEI4,  Peru  has  a  vast  diversity  of  natural  resources  that 
determine the economic potential and characteristics of each of the regions, and 
which  have  an impact  on  the  human capital  of  their  inhabitants.  One of  the 
characteristics that has stood out in recent years is the transition from traditional 
farming  activities  to  non  farming  or  urban  activities,  in  particular  trade  and 
services. This process has taken place in a gradual and constant fashion over 
time,  leading  to  a  situation  where  service  and trade  sectors  now concentrate 
nearly 70% of the GDP in the majority of regions. 

In the INEI 5 study, the majority of the Economically Active Population (EAP) in 
the cities has only a basic education (up to high school). As a result, a significant 
percentage of the EAP has an education level that limits them to positions of low 
productivity which do not tend to require any job skills.   

Another characteristic marking the population is the Informality of Employment. 
In general terms this informal sector can be defined as a series of economic units 
dedicated to the production of goods and the provision of services. Its principle 

4 Household Survey specialized in employment levels 2005
5 Household Survey specialized in employment levels 2005
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characteristics are outdated technology and a limited division of labor, leading to 
low productivity6. 

Informality emerges as a consequence of the phenomenon of the urbanization of 
the economy, which leads poorly qualified rural laborers to migrate to the city. 
These  workers  are  often  not  absorbed by  the  formal  sector  of  the  economy. 
According  to  results  from  the  National  2005  Household  Survey  which  was 
carried out in cities nationwide, the informal sector absorbs the highest number 
of workers, which is an indication of the poor conditions of the labor market. 

This  chart  demonstrates  that  the  city  with  the  highest  number  of  informal 
workers is Juliaca, with 76.7% of its workers employed in the informal sector, 
65% of whom are non professional independents. Another city with a high level 
of informality is Tacna where 72.4% work in the informal sector. 

According to INEI7, the bulk of the informal sector in some cities is made up of 
women, which can be attributed to an increase in female migration, in particular 
young people, to urban areas in search of employment. Another explanation for 
this phenomenon is the increase in households lead by women, generally with a 
low educational  level  who, in the face of a  need for higher  income,  join the 
informal sector as it does not present so many obstacles for entry. 

1.2.1.2.1. Ethnic groups

Peru  is  ethnically  varied.  However,  it  is  difficult  to  establish  the  exact 
percentages of ethnic groups as a result of a very strong and dynamic process of 

6 MTPE (2004) – Labor Economy Bulletin 28-29. Magnitud y Características de la Economía Informal en el Perú.
7 Household Survey specialized in employment levels 2005
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assimilation of Creole-Mestizo cultures that occurred as part of the process of 
Spanish domination8. The new socio-economic factors associated with the social 
class structure also play an important  role  in the ethnic  auto-definition of the 
population.  As  a  result,  it  is  difficult  to  define  the  true  biological  levels  of 
ethnicity. However, from a strictly phenotypical point of view, the majority of the 
Peruvian  population  can  be  characterized  as  mestizo  and  another  significant 
sector “Amerindian” or “indigenous.” The Creole sector or people of European 
descent are another important group, but a minority. The most important minority 
groups  are  of  Afro-Peruvian  origin  (which  has  also  influenced  the  general 
Peruvian  mestizaje)  and  finally  Peruvians  of  Asian  origin.  
 

Chart of Ethnic Groups and Language by Pro Mujer Intervention Zone 

Region Branch Province District
Ethnic Groups 
(predominant)

Language

Puno Puno Puno Puno
Mestizo (75%), 
indigenous (15%)

Spanish, Quechua 
and Aymara

Juliaca San Román Juliaca
Mestizo (65%), 
indigenous (35%)

Spanish, Quechua 
and Aymara

Tacna Tacna Tacna Tacna
Mestizo (95%), 
indigenous (5%) Spanish

Tacna Alto de la Alianza
Mestizo (95%), 
indigenous (5%)

Spanish, Quechua 
and Aymara

Tacna Ciudad Nueva
Mestizo (95%), 
indigenous (5%)

Spanish, Quechua y 
Aymara

Moquegua Ilo Ilo Ilo
Mestizo (90%), 
indigenous (10% Spanish

Moquegua Mariscal Nieto Mariscal Nieto
Mestizo (90%), 
indigenous (10%) Spanish

Apurimac Abancay Abancay Abancay
Mestizo (60%), 
indigenous (40%) Spanish, Quechua 

Andahuaylas Andahuaylas Andahuaylas
Mestizo (55%), 
indigenous (45%) Spanish, Quechua 

Source: Pro Mujer – Elaboration Studies Office

1.2.1.2.2. The most important economic activities of the population living in the 
target area

Puno is located in Peru’s southern highlands on the Collao plain, the highest in 
the South American Andes (on the border with Bolivia). According to the INEI, 
the  total  production  of  goods  and  services  from  the  department  of  Puno 
contributes to approximately 2.0% of the national gross domestic product. The 
principle economic activities are farming, hunting and forestry, which contribute 
20.9% to the department’s GDP, followed by trade, restaurants and hotels, with 
15.7% of department GDP, mining and rock quarries with 12.4% of local GDP 
and so-called other services that contribute a total of 18.4%. 

According to the INEI9,  the cities of Puno and Juliaca,  belonging to the Puno 
region, display rates of economic activity at 67.1% and 66.7%  with respect to the 
total EAP. In both cities, the EAP represents 142,000 people, with the majority 
(90,000) living in Juliaca, while in Puno, 57,000 people form part of the labor 
force. It is worth noting that there is a great deal of commercial activity in this 

8 http://es.wikipedia.org 
9 National Household Survey 2005
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area, particularly in the cities of Juliaca,  Puno, Yunguyo and Desaguadero, as 
much of the flow of trade between Peru and Bolivia takes place in this region.

Tacna is a region on the Pacific Ocean located in southern Peru (on the border 
with Chile). According to the INEI10, the city of Tacna has one of the highest 
rates of economic activity (69.9%) in all of Peru. At the same time, almost the 
entire population of the region lives in the city.

According to  information  from the Central  Reserve  Bank11,  the Economically 
Active Population (EAP) of the department of Tacna represents 37% of the total 
population. In analyzing its conformation according to the type of activity, the 
biggest  percentage  (22%)  is  dedicated  to  activities  involving  wholesale  and 
individual trade, followed by the primary sector (19%), which includes farming, 
ranching, forestry, hunting, fishing and mining. 

The GDP of the Tacna region contributes 1.6% of the national total, and, when 
examining  its  structure,  we  find  that  the  highest  percentage  corresponds  to 
services (48%), mining and quarrying (15%) at the Toquepala mine, the main site 
of  copper  exploitation,  followed  by  trade  that  contributes  9%,  manufacturing 
(8%) and construction (7%). 

The agricultural sector participates with 7% of the region’s total GDP and 1.5% 
of the national total. Some of the most important crops include potatoes, different 
varies of corn, squash, hot peppers, olives and grapes. However, alfalfa is also a 
fundamental crop due to significant dairy farming operations that supply the dairy 
product industry. Livestock production is characterized by cattle farming (meat 
and milk), poultry (meat and eggs) as well as meat from pigs, sheep, goats, llamas 
and alpacas. 

Fishing activity  in  the  department  is  not  very significant  on  a  national  level, 
representing less than 0.5% of the GDP in the region. In addition to fishing for 
direct human consumption, there are also fish farming centers that produce trout 
roe and repopulate the species. 

Mining activity, meanwhile, contributes 3.8% to the national GDP, with copper 
serving as one of Peru’s principle exports. 

Moquegua,  located  in  southern  Peru,  borders  the  states  of  Tacna,  Puno  and 
Arequipa.  According  to  the  Central  Reserve  Bank12, the  internal  GDP in  the 
region  makes  up  approximately  1.2%  of  the  national  total.  Manufacturing 
activities predominate, contributing 36% to the GDP in the region because of the 
metallurgical  center  Cuajone  that  works  with  fine  copper,  followed  by  the 
extraction of copper concentrates (24% of the GDP). Therefore, the productive 
structure of the region is based on the exploitation of natural resources, namely 
mineral production followed by agriculture and fishing. 

10 National Household Survey 2005
11 Characterization of Tacna 
12 Characterization of Moquegua
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Localized fishing activity in the province of Ilo is primarily dedicated to anchovy 
fishing for the production of fishmeal and fish oil and, to a lesser extent, canned 
fish products. Its contribution to the GDP in the region is 0.6%.  

Farming activity is important, not for its contribution to the regional GDP which 
is  about 7%, but  because it  absorbes more than 40% of the total  EAP in the 
region. However, this sector continues to be highly underdeveloped, with serious 
limitations linked primarily to a lack of water. Livestock production takes place 
in the valleys of Moquegua, Carumas, Puquina, Omate and Torata.

Manufacturing activity (with the exception of mineral transformation which is an 
economic enclave in the zone) has not been adequately developed and essentially 
consists of primary activities oriented towards producing consumer goods, such 
as soft drinks and wine, etc., while at a national level it contributes 2.4% to the 
total manufacturing sector.13

Apurímac is  located  in  central  Andes  and  is  predominantly  a  farming  area. 
According  to  results  from the  National  Household  Survey in  200514,  farming 
occupies 57.6% of the total  EAP in Abancay, the capital  of Apurímac.  Cattle 
farming is important, as is the production of diverse varieties of potatoes, corn, 
barley, wheat, fruit and sugarcane. The population in this region is for the most 
part rural.  Sparkling honey wine is produced in Andahuaylas, while cane liquor 
is produced in Abancay. Light manufacturing takes place in the high provinces. 
The exploitation of the Las Bambas copper deposit also represents an opportunity 
for the local, very depressed economy. 

According  to  the  results  by  city  from  the  Specialized  Household  Survey  on 
Employment  Levels  carried  out  by  the  MTPE  in  200515,  the  cities  with  the 
greatest  involvement  in  service  activities  are  Huancavelica  (61.3%),  Abancay 
(57.9%)  and  Puno  (57.7%).  On  the  other  hand,  the  cities  with  the  greatest 
participation  in  trade  are  Juliaca  (32.1%)  and  Tacna  (31.5%),  which  are 
fundamentally involved in retail trade.

1.2.1.2.3. Religious and cultural background

The  Christian  religion,  above  all  Catholicism,  predominates  in  Peru.  When 
Catholicism  arrived  in  colonial  Peru  it  merged  with  the  polytheistic  Incan 
religion, creating a religious syncretism that is present throughout the country to 
different  degrees  and  which  manifests  itself  in  different  ways.   The  original 
Andean religions placed a high value on mutual help, solidarity, assisting those in 
need and respecting nature. Peruvian essayist Jose Carlos Mariategui (1968:130) 
emphasized that “the fundamental features of the Inca religion are its theocratic 
collectivism and its materialism… the Quechua religion was a moral code rather 
than  a  metaphysical  conception…  the  State  and  the  Church  were  absolutely 
identified,  religion  and  politics  recognized  the  same  principles  and  the  same 
authority16.” 

13 BCR – Characterization of Moquegua
14 INEI – 2005
15 INEI – 2005 
16 1968:130 
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1.2.1.3. Natural resources, economic activities, markets, unemployment
--- What are the most important natural resources in the objective area? What 
type/size of markets are available and where are they located?
Information about natural resources is described in point 1.2.1.2.2.

1.2.1.4. Only for rural areas: the most important crops and livestock activities, 
water supply (for irrigation, rainwater collection), seasons and the number of 
crops, availability of land, land ownership models and contracts. 
---. Also indicate to what point is agriculture subsistence farming as opposed to 
commercial farming. 

According to the Ministry of Agriculture, Peru is one of 12 countries considered 
to be mega-diverse and it is estimated that it possesses between 60% and 70% of 
the world’s biological diversity. This advantageous situation has been threatened 
by an inadequate management of existing resources, leading to critical levels of 
deterioration  in  certain  parts  of  the  country,  generating  problems  of 
desertification,  deforestation,  salinization,  loss  of  farmland,  the  toxication  of 
vegetation,  depletion  of  water  sources,  degradation  of  ecosystems  and  the 
disappearance of wild species. 

The impoverished situations of the majority of peasant farmers and small farmers 
is partly explained by the inadequate use and degradation of the productive base 
of  natural  resources  due  to  the  application  of  systems  of  production  which 
generate negative balances between the extraction process and the regeneration of 
natural resources. 

Peruvian agriculture is made up of a parcel system in which 85% of farmers have 
parcels  or  plots  that  are  smaller  than  10  hectares,  with  a  predominance  of 
productive units with an area of between 3 and 10 hectares (33%). There are 5.7 
million rural plots, of which only a third (1.9 million) are registered in the public 
registrar. The division of the plots into small estates and their large dispersion 
represents a limit to the efficiency of production, and at the same time increases 
transportation costs. 

Farming  activity  is  characterized  by  disorderly  production  and  a  decline  in 
profitability and competitiveness. At the same time, post harvest and marketing 
processes are extremely disorderly due to a lack of adequate road infrastructure 
and the absence of a system of wholesale markets, which leads to high costs of 
commercialization which affect agrarian producers. 

According  to  the  Third  National  Agrarian  Census  in  1994,  the  situation  of 
farmland, with regards to whether or not they had a property title, was as follows: 
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Chart 1 demonstrates  that  the 2006 figures confirm a general  trend toward 
higher production volumes of almost all important products, although some 
products  experienced  a  decline  in  production  as  compared  to  the  previous 
year. It is worth noting that in recent years the variations depend to a large, 
extent on climate factors. 

Crops  associated  with  the  foreign  market,  such  as  cotton,  coffee  and 
asparagus,  have managed to  maintain  important  growth in  recent  years.  In 
these three cases it must be noted that, while cotton is gradually recovering 
from the serious crisis that affected the industry since the beginning of the 
1990s, coffee has responded vigorously to the recovery of international prices 
and asparagus seems to have overcome the lull that affected it at the beginning 
of this decade when it remained at approximately 180,000 tons a year. To the 
contrary,  products of mass consumption such as potatoes  and rice seem to 
have reached a “ceiling” as the internal market is saturated. Something similar 
is  observed with  hard  yellow corn,  where  production  remains  at  the  same 
level.  On  the  other  hand,  the  main  livestock  products  have  registered  a 
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sustained  increase  in  the  production  levels  throughout  the  period,  lead  by 
poultry which has increased 28% compared to the 2000-2004 five year period. 

This data is positive and encouraging but is still  insufficient to combat  the 
poverty  and  underdevelopment  affecting  rural  zones.  In  2000,  farming 
absorbed 32% of employment but only contributed to 9% of the GDP. In other 
words, the productivity of work in the sector is approximately 75% below the 
average  in  the  Peruvian  economy,  which  is  already  under-developed  and 
subsistence  based,  and  therefore  it  is  not  surprising  that  poverty  is 
concentrated in the rural sector. 

Livestock production in Peru takes place across the three geographical regions. 
As a result, it is made up of a variety of systems and modes of production that 
are adapted to the conditions  of land ownership,  geography and altitude in 
each place in which livestock production takes place.  

Livestock farming tends to be predominantly carried out on a small scale, with 
producers engaging in the activity for their own survival rather than to obtain 
earnings. However, it is worth pointing out the existence of some sectors with 
an  advanced  degree  of  business  development,  including  poultry  and  pig 
farming  and  cattle  and  milk  production,  principally  located  in  the  coastal 
region. 

On the coast and the inter-Andean valleys, livestock production is combined 
with farming activity, with greater emphasis being placed on the second. In the 
high Andean zone, livestock farming is fundamental as the climate conditions 
make farming activity difficult but favor the development of a vast extension 
of natural grazing land. 

Peru is divided into three regions (the coast, highlands and jungle), and all 
activities are closely related to the climate17, which is highly varied and ranges 
from hot tropical temperatures in the jungle to arctic cold in the Andean range. 
This climate heterogeneity is partly due to the confluence of two marine 
currents with different characteristics: the Peruvian or Humboldt current, with 
cold waters that run from south to north as far as 5º S, means that the climate 
tends to be temperate rather than tropical; the El Niño warm water current 
exercises a permanent influence on the north and sometimes also on the south 
when the El Niño phenomenon is produced. 

In  the  coastal  region,  the  temperature  is  constant  all  year  round  with  an 
average temperature of 20 °C. The climate in this region is characterized by 
the cold Humboldt current, which runs parallel to the Peruvian coast, and the 
presence of the Andes to the east. The climate is arid from the Sechura Desert 
to the Nazca plains, and receives some 50 mm of precipitation a year. A fine 
fog covers the coastal sky in winter with an imperceptible mist.  A fog also 
covers the foothills  of the highland mountain  range from June to  October, 
providing enough humidity for the grazing pastures.  

17 Encarta – http.es.encarta.msn.com
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The highlands experience two well defined seasons: a summer season between 
April and October characterized by sunny days, very cold nights and a lack of 
rain, and a rainy season between November and March when there is abundant 
rainfall  (generally  more than 1,000 mm). Another feature that  characterizes 
this region is the marked variation or oscillation of the temperature over the 
course of the day. It is common to have temperatures of around 24 ºC at noon 
and -3 ºC at dawn. In the southeastern Andes, the average annual rainfall is 
some 600 millimeters.

In  the  jungle  region  the  temperature  is  extremely  hot.  The  rainy  season, 
between November and March, is characterized by frequent showers (at least 
once a day) which are sometimes very destructive. The humidity is very high 
throughout the year. The average rainfall in some areas is estimated to reach 
3,800 mm, in part generated by the evaporation from the rivers. Winds are 
predominantly  from the  east,  and  sweep away the  fog  accumulated  in  the 
region to later deposit it on the foothills of the eastern Andes.  

1.2.1.5. Droughts, flooding, natural disasters or conflicts

According to the National Civil Defense Information System in the past 35 
years  Peru  has  been  affected  by  earthquakes,  floods,  droughts,  tsunamis, 
mudslides,  avalanches,  extreme  cold  and  snowstorms.  Between  1995  and 
2003, disasters killed 2,932 people and affected an average of 325,778 people 
each year. The serious nature and frequency of natural disasters is exacerbated 
by frequent disasters caused by man. 

According to international bodies, Peru will be the only country in America to 
suffer water-related stress in the next 20 years due not only to the irregular 
temporal  and  spatial  distribution  of  the  water  but  also  to  its  inadequate 
management  of  water  resources  and  growing  contamination.  Against  this 
backdrop, a series of conflicts have arisen among farmers and between these 
and miners and domestic water users. These conflicts will be exacerbated in 
the future as the water supply problems become critical. According to recent 
investigations,  disasters are the main cause of the non-structural  poverty in 
rural areas, as they produce severe shocks on the economies and the peasant 
farmer survival systems. 

In  terms  of  earthquakes,  Peru  is  an  earthquake  zone,  with  the  last  six 
significant  earthquakes  leading  to  more than 75,000 deaths.  Recent  studies 
from Peruvian  researchers18 identify  seismic  lagoons  in  southern  Peru  and 
northern Chile. 

The first of these “lagoons” in Peru covers some 90 kilometers and is between 
the departments of Ica and Arequipa. The second is some 150 kilometers in 
length is between the departments of Moquegua and Tacna. The one in Chile, 
between the cities of Arica and Antofagasa, covers some 500 kilometers. 

18 Hernando Tavera and Isabel Bernal, 2007
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On  August  15,  a  significant  7.9  magnitude  earthquake  hit  southern  Peru. 
According to reports from the Civil Defense Committee in the affected zone, 
514 people lost their lives and 1,090 people were injured. More than 39,741 
homes were destroyed. 

1.2.2. Describe government polices aimed at the very poor

1.2.2.1. Social protection schemes on the part of the government

In the social field, the government has been implementing a broad program to 
combat poverty, hunger and chronic malnutrition based on the National Accord, 
the Convention the Rights of the Child, the National Plan for Children and 
Adolescents 2002-2010, the National Plan to Overcome Poverty, the National 
Food Security Strategy and Law No. 27793 – the MIMDES and ROF Organization 
and Functions Law. Using these different instruments, it has proposed key 
principles such as: 

• To  change  the  vision  of  child  survival  to  one  of  integral  development  – 
Protection of Human Capital.

• To respond to  the  needs  of  children,  recognizing  them as  people  who are 
subjects  with  rights  in  their  family,  community  and  stat,  and  creating  a 
foundation for development in order to break the inter-generational poverty 
cycle. 

• To value and promote social capital and co-responsibility (dialogue, planning 
and joint work for development). 

• Equal opportunities – to eliminate all forms of exclusion and discrimination. 
• The family as a fundamental institution for human development.
• Decentralization process – territorial redistribution of opportunities. 

The fight against poverty is a constant concern for governments, and as a result it has 
been focusing spending on populations with limited resources. A study19 carried out 
by the Social Studies Research Center (CIES) analyzed focus for spending on social 
programs by the previous government and reached the following conclusions: 

- From the point of view of distribution, it has been verified that social 
spending in the fight against poverty has been pro poor, based on a 
comparison  between  the  distribution  of  social  spending  and  the 
territorial  ordering of  poverty  given  by the  INEI’s  index of  basic 
unmet  needs.  In  the  case  of  the  programs  that  were  analyzed 
(Foncodes, Pronaa, Glass of Milk Program and Foncomun), it can be 
said that they have been effectively orientated towards the districts 
considered  to  be  the  poorest  in  the  country.  However,  when  the 
distribution of these benefits to individual homes (poor and not poor) 
is examined, some interesting nuances emerge. Not all the spending 
has gone to the poor. 

- Another  important  finding  of  this  study  is  that  the  concentrated 
spending  in  the  fight  against  poverty  seems  to  have  been  more 
focused on identifying the poor than addressing their specific needs. 
With data from the programs themselves it  has been demonstrated 
that the spending reasonably followed the distribution of poverty in 

19 Beyond Focalization – Risks of the Fight Against Poverty in Peru, September 2001
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the country. However, the investments involved in these projects did 
not  necessarily  respond  to  the  needs  in  terms  of  the  resulting 
indicators. 

- This is probably related to a very rigid conception of poverty within 
the entities executing the social spending. There has been a tendency 
to  think that  poor  people  are  very  homogenous,  not  only  in  their 
characteristics  but  also in  their  needs.  This  is  probably associated 
with the excessive emphasis on the search for a synthesis indicator of 
poverty  that  makes  it  possible  to  order  poverty  in  some  fashion. 
However,  there  is  no single  poverty but  diverse  types  of  poverty. 
Addressing  all  different  types  of  poverty  in  a  similar  fashion  is 
therefore a distortion that must be corrected. 

- When the composition of spending is analyzed according to lines of 
action, it is confirmed that a high proportion is focused on programs 
related  to  food,  which  is  to  say  poverty  alleviation  rather  than 
overcoming the poverty. The question is whether this combination of 
actions to fight poverty is appropriate. One way of responding to this 
question  is  to  evaluate  which  types  of  actions  have  the  greatest 
probability of lifting people out of poverty. 

1.2.2.2. Policies aimed at integrating the very poor, as well as laws to combat 
discrimination and laws to guarantee equal opportunities.

One of the most recent policies was the confirmation of a Cabinet to Fight Poverty. 
This cabinet will work in an articulated fashion through social programs like: 

• Cooperation Fund for Social Development (FONCODES), which has 
the mission to promote,  channel  and assist  in public and private  resource 
management  to  generate  economic  opportunities  and  improve  human  and 
institutional  skills  that  contribute  to  local  sustainable  and  inclusive 
development,  effectively  reducing  poverty,  integrating  territories  and 
encouraging  a  culture  of  peace  in  coordination  with  sub-national 
governments and other institutions. 
• National Food Support Program (PRONAA) is an Executor Unit of the 
Ministry of Women and Social Development, whose mission is to contribute 
to raising the nutrition level of the population in critical poverty as well as to 
ensuring food security in the country through activities focused on assistance, 
support  and  food  security,  preferentially  aimed  at  addressing  vulnerable 
groups at a high nutritional risk such as children and the victims of temporary 
emergency situations. 
• The  Integral  Health  Insurance  (SIS),  a  social  program  aimed  at 
populations  in  situations  of  poverty  and extreme poverty,  providing them 
with access to free health care. 
• The  National  Program  to  Manage  Hydrographic  Basins  and  Soil 
Conservation (PRONAMACHCS), a state body that promotes the sustainable 
management of natural resources in highland basins, improving the quality of 
life of rural populations and the preservation of the environment. 
• Urban Work, which is aimed at generating temporary employment by 
funding works with a social benefit that are labor intensive are implemented 
under the framework of a project bidding process. 
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• Program  Together,  a  social  program  aimed  at  the  most  vulnerable 
populations in situations of extreme poverty, risk and exclusion from health, 
nutrition,  education  and  identification  services  by  providing  conditioned 
monetary incentives for the representative (the mother) of each beneficiary 
home. 
• National  Educational  Infrastructure  Office  (OINFE),  aimed  at 
providing pre-primary, primary and secondary educational centers, as well as 
rural  educational  networks,  with  the  educational  infrastructure,  equipment 
and  furnishings  necessary  for  the  development  of  learning  and  related 
activities for children with the participation of the community. It also seeks 
to provide professional formation centers with the necessary and pertinent 
infrastructure conditions. 
• National Program to Mobilize for Literacy, aimed at providing literacy 
training for people with sensory handicaps like blindness and deafness using 
the Learn and Grow methodology, contextualized for each of the handicaps.
• Center to Promote Small and Micro Businesses (PROMPYME), which 
promotes, coordinates and carries out the necessary actions to contribute to 
an increase in  the competitivity  of  small  and micro-businesses  within the 
different markets that it serves.  
• Pro  Decentralized  Roads  and  Rural  Electrification,  responsible  for 
building and maintaining access routes to rural zones and electrification. 

The current government of President Alan Garcia assumed leadership of Peru in 2006 
and has been reorganizing the organizational  structure of these social  programs to 
channel resources in order to better reach populations with limited resources. 

1.2.2.3. Right to land and property
Are these the same for women and less favored social classes?  Is there an 
inheritances law that offers the same rights to women and children? Is this law 
effective? 

The Agrarian Law was developed by the military  government  of Juan Velasco 
Alvarado and constituted the last chapter in a process of reforms that unfolded over 
the course of the twentieth century. In effect, since the beginning of the twentieth 
century,  the  need  for  a  profound  transformation  of  the  economic  and  social 
situation in the countryside has emerged, creating a new agrarian structure. 

In 1963, the governments of generals Ricardo Perez Godoy and Nicolas Lindley 
Lopez enacted the so-called Basis for Agrarian Reform Law. The government of 
Fernando Belaunde enacted  an Agrarian  Reform Law on May 21,  1964 whose 
principle characteristic was the exemption of agro industrial sugar complexes and 
large properties in general. 

On June 24, 1969 the Revolutionary Government of the Armed Forces enacted 
Legal Decree No. 17716, including among its main objectives the following: 

a. Elimination  of  estates,  small  estates  and  all  other  forms  of  antisocial  land 
ownership.

b. The establishment of business cooperatives, with a peasant farmer base. 
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c. The restructuring of traditional peasant farmer communities.
d. The establishment  of organized farming based on the cooperative  efforts  of 

farmers.
e. The  creation  of  new  markets  through  a  just  distribution  of  income  that 

increases the purchasing power of the marginalized population. 
f. The parallel development of the industries of primary product transformation in 

the countryside. 

In recent years, the greatest problem facing the agrarian sector has been the lack of 
titles. Since the 1980s, an intense process was launched that involved the division 
of farmland into lots. However, this has not been accompanied by the respective 
legal formalization of land ownership. In terms of women’s rights, the Peruvian 
constitution in article 15° (…) states that all people, natural or juridical, have the 
right to promote and lead educational institutions and to transfer their  property, 
according  to  law.  Also  in  the  Peruvian  Civil  Code  under  article  4°,  men  and 
women have the equal right to enjoy and exercise civil rights and in article 44° all 
people over the age of 18 have the full capacity to exercise their civil rights. 

The  Pro  Human  Rights  Association  (APRODEH)  produced  a  report  about  the 
situation of economic rights20 and mentions that…  Law 26505 (Land Law) does 
not make special reference to rural women. It does not specifically address the  
rights of women that are the part of de facto unions. However, one advance is a  
resolution  from  the  National  Superintendence  of  Public  Records  No.  094-96-
SUNARP, from May 30 1996, that recognizes the validity of de facto unions, even  
those that have legal impediments to marriage if they have children together, with  
regards to the right to land ownership. 

Laureano del  Castillo  said that  the “The Land Law fails  to  address what will  
happen  to  women’s  rights  to  the  land  should  they  be  widowed  or  abandoned  
companions of  the former beneficiaries  of  agrarian reform, but  currently  have  
possession of the lot.” 

On the other hand, it would seem that to date very little attention has been placed  
on the gender implications of dividing community land into parcels  as “only the 
qualified  community  residents  (according  to  Law  24656  of  Peasant  Farmer  
Communities of 1987) who generally are male heads of households, will be the 
ones who make decisions about community lands (whose potential parceling and  
privatization has been propitiated by the Land Law) possibly without consulting  
their wives or companions   ("Mujeres rurales: a pesar de las leyes, persisten obstáculos que 

las discriminan" Ivonne Macassi, en Chacarera N° 21, octubre 1996).

“Currently, the principle modality of state intervention in the farming sector is the  
Special  Title  and Rural Registry  Project  (PETT).  This project,  which has been  
funded by a $21 million loan from the InterAmerican Development Bank (IDB) 
since 1996, aims to be neutral in terms of gender. However, it has not placed any  
priority on titles for women heads of households. At the same time, it has also not  
provided  any  gender  awareness  training  for  ministry  officials  responsible  for  
implementing the project. Moreover, it is not even gathering data regarding the 

20 Informe 99/08
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beneficiaries of this project at a national scale that is broken down by gender.  
When asked why, the program director said “no one ever asked me to21.” 

Since 1997, joint titling has become the norm in some regions. However, the policy  
regarding  de  facto  marriages  varies  a  great  deal  and  they  must  prove  their  
situation with documents and be free from legal impediments.  

1.2.2.4. Non government and local government development programs
Within the target geographic area what type of development programs are 
administered by local governments? Who are the principle international actors 
and local NGOs and what type of activities do they support? 

There are non government organizations that operate in the zone, directing social and 
infrastructure assistance such as: 

- INTERVIDA, a body that belongs to INVA (Inservida World 
Alliance) works in the fields of education, health, nutrition and production, and 
is  aimed  at  achieving  local  development  through  active  community 
participation. 
- ADRA, Adventist Development Agency, a private development 
agency that seeks to contribute to improving the health and living conditions of 
families and communities. 
- Caritas  of  Peru,  a  Catholic  Church  body  whose  aim  is  to 
generate, promote and encourage programs in favor of the very poor in order to 
allow their  integral  human development based on the Christian principles of 
justice,  solidarity  and  respect  for  human  dignity.  It  operates  microfinance 
programs, programs for job insertion and self-employment, support programs 
for production and markets,  productive chains,  natural  resource conservation 
and  environmental  protection  programs  and  local  development  and 
participatory budgeting programs.
- Wiñay  Uma,  whose  mission  is  the  development  of  diverse 
works  in  the  high Andean zones of Tacna including  training  in  technology, 
coordination  with  local  governments  and  the  search  for  funds  for  the 
development of the high Andean zones. 
- CEOP Ilo is a non profit association promoted by the Company 
of Jesus. It orients its projects and programs towards the strengthening of social, 
economic  and  political  actors  and  of  democratic  governance  for  local 
development,  promoting  joint  work and the  expansion  of  human skills  with 
gender equity. Its work begins with pastoral services and is led by laypeople. 
- Regional  Development  Fund  –  FONDESURCO,  a 
nongovernmental development organization that provides rural loans, primarily 
for small farmers and other rural micro businesses. 
- Emprender,  a  nongovernmental  organization  that  provides 
loans to small micro businesses and small merchants and is aimed mainly at 
women. It also provides training services. 
- ADEA,  a  non  profit  institution  that  promotes  and  develops 
micro  and small  businesses  (MYPE)  and the  small  economic  enterprises  of 
working  mothers  through  technical-productive  training  services,  training  in 

21 ("Reforma Agraria y contrarreforma en el Perú: hacia un análisis de género". Deere, Carmen Diana 
y León, Magdalena. Ediciones Flora Tristán, 1998
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business  management,  business  advice,  productive  technical  advice, 
information services, consultations, and credit services under a framework of 
the promotion of local and regional development.
- Manuela Ramos is a Peruvian nonprofit feminist organization 
that works to improve the situations and positions of women through a gender-
based approach to call attention to the lack of gender equity and to promote 
equality.  It  focuses  on  the  right  to  affirm  the  citizenship  of  women,  inter-
culturality to recognize and re-value the multi-cultural identity of the country, 
and  the  environment,  natural  resources  and  sustainable  development  to 
empower greater harmony with the environment. 
- CARE, is a nonprofit institution that seeks to contribute to the 
creation of a country of hope, tolerance and social justice, where poverty has 
been surpassed and where people live with dignity and security. 

There are several national programs that carry decentralized work in coordination 
with local governments, such as PRONAA which works though the program Glass 
of Milk22, FONCODES, which carries out inter-institutional work related to 
roadways, infrastructure and training, the My Business Program that encourages 
small businesses to strengthen themselves and articulate themselves to the market, 
etc. 

1.2.3. A profile summarizing the micro-funding environment
1.2.3.1. Make a list of the micro-financing institutions (other than those that are the 
object of this case study) and other financial institutions/Services that the poor 
have access to. 

Institution City

NON REGULATED

Caritas del Perú Puno, Juliaca, Tacna, Abancay, Andahuaylas

Manuela Ramos Puno, Juliaca, Tacna

ADRA Puno, Juliaca, Tacna

Emprender Abancay, Andahuaylas

Ayni Abancay

ADEA Abancay y Andahuaylas

REGULATED

Mi Banco Puno, Juliaca, Tacna, Ilo, Moquegua

EDPYME Edificar Puno, Juliaca

Caja Rural Los Andes Puno,

Edpyme RAIZ Juliaca

Edpyme CREAR Tacna Tacna

Caja Municipal Arequipa  Puno, Juliaca, Moquegua

Caja Municipal Cusco Puno, Juliaca, Abancay, Andahuaylas

Caja Municipal Tacna Tacna, Juliaca, Puno, Moquegua

Cooperativa San Pedro Abancay, Andahuaylas, Curahuasi, Chincheros

Credinka Abancay, Cusco

22 Glass of Milk: Social program created to provide nutritional support through a daily food ration to 
the child population between the ages of 0 and 6, to pregnant women and to nursing mothers. The 
program is administered by the municipalities responsible for carrying out the financial, logistic and 
operational work. 
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1.2.3.2. Describe the dominant Micro funding models and services
The examples are individual or group loans (such as solidarity loans, self-help 
group loans and village bank), savings (volunteer/obligatory). Traditional Micro-
financing Models (informal) could be detailed as if they are common. 

Below we show the main Micro Financing Institutions that directly interact in Pro 
Mujer’s intervention zones. 

Institution Credit Technology Mobilization 
of Savings

Type of 
Savings

Caritas del Perú Association of Communal Banks (ABC), Individual Yes Obligatory

Manuela Ramos Communal Banks Yes Obligatory

ADRA Communal Banks and Solidarity Groups Yes Obligatory

Emprender Solidarity Group NO

Ayni Individual, NO

ADEA Solidarity, Individual NO

Mi Banco Solidarity Groups, Individuals NO

EDPYME Edificar Solidarity Groups, Individuals NO

Caja Rural Los Andes Solidarity, Individual NO

Edpyme RAIZ Individual NO

Edpyme CREAR Tacna Individual NO

Caja Municipal Arequipa Group, Individual NO

Caja Municipal Cusco Individual NO

Caja Municipal Tacna Individual NO

Cooperativa San Pedro Individual NO

Credinka Individual NO

1.2.3.3. Demand compared to the supply of the micro financing services.
What signs are there regarding the demand for financing services? How many 
clients are currently covered by Micro Financing institutions and/or financing 
institutions in general?  

The financial needs of the small and micro business are addressed by three actors: 
Municipal  and  Rural  Savings  Banks,  EDPYME micro  finance  institutions,  and 
NGOs. Low-income clients are not served by commercial banks. Rather, this broad 
sector of the population is served by regulated institutions such as the municipal 
and rural savings banks, the EDPYME micro finance institutions and non regulated 
micro finance institutions such as NGOs. 23

In the past  four years, loans granted by the Peruvian financial  system to micro 
businesses (MES loans) grew by more than 120%, going from S/.1,706 billion in 
September 2001 to S/.3.759 billion by September 2005, according to the Banking, 
Insurance and AFP Superintendence or SBS. 

In recent years, both urban and rural micro-businesses have begun to have a greater 
presence  in  Peru’s  formal  economy.  As  a  result,  between  October  2001  and 

23 Pro Mujer – Strategic Plan 2006 – 2008
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September of this year, loans for micro-businesses in Lima grew by 74.2% while in 
the provinces they grew by 256.2%, which is to say three times what they grew in 
Lima. 

1.2.3.4. The depth of the reach of micro-funding. 
How poor are the majority of micro financing clients? 

This information is not available; however, our target population is described 
below in point 4.1.2.1

1.2.3.5. Existing MF/MED Initiatives (apart from those in the case study) oriented 
at the very poor. 

1.2.4. Poverty

1.2.4.1. 
Data on existing geographic areas of the country where extreme poverty is 
concentrated.
Include both urban and rural areas where extreme poverty is the most dominant.  
Include a map and or table with available data about poverty (national census,  
surveys from the World Bank or United Nations, evaluations of participatory  
poverty, etc.)

Figures from the National Statistics Institute24, (INEI) show that poverty in Peru is 
very significant given that 45% of the population is considered poor and more than 
16.1% is considered extremely poor. 

24 Press Bulletin N° 135 July 2007

20



By geographic region, the greatest poverty levels continue to be located in the 
jungle and the highlands, with 63.4% and 56.6% respectively, while on the coast 
the level is much lower (28.7%). 

At  a  department  level  the  poorest  departments  in  the  country  located  in  the 
highlands  or  in  the  jungle  are:  Huancavelica  88.7%,  Ayacucho  78.4%,  Puno 
76.3%, Apurimac 74.8%, Huanuco 74.6%, Pasco 71.2%, Loreto 66.3%, Cajamarca 
63.8%.

1.2.4.2. What is the objective area within each of these extremely poor regions? 

According to the poverty map, the regions of Puno and Apurimac have poverty 
indexes that indicate that between 40% and 60% of their populations live below 
the poverty line, while in Tacna and Moquegua 20% of the total population lives 
below the poverty line.

In the past two decades, trend of migration has begun from Andean zones toward 
urban zones considered to be trade centers such as Tacna, Arequipa, Moquegua 
and Ilo, expanding the urban structure of these cities and forming new peri-urban 
or urban marginal zones with low human development indexes.  

1.2.4.3. 
If this information is available, what percentage of the population in the target area 
lives with less than $1 a day and/or within the 50% of the population living below 
the national poverty line? 

How does this compare with the country in general and the poorest regions? 
Include a map or chart if this information is available. 

Of the 24 regions, two regions (8.3%) have more than 60% of their total population 
living below the extreme poverty line. Moreover, there are seven regions (29%) 
which have between 40% and 60% of their total is below the extreme poverty line; 
six  regions  (25%)  have  between  20% and  40% of  their  population  below the 
extreme poverty line and nine regions (37.5%) have less than 20% of their total 
population  below the  extreme  poverty  line  as  can  be  seen  from the  following 
graph: 
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POPULATION MAP OF THE POPULATION UNDER THE EXTREME 
POVERTY LINE ACCORDING TO UN REPORT 
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In the above chart,  we can observe the regions where Pro Mujer has activities: 
Puno  and  Apurimac  are  the  two  that  have  the  greatest  poverty  index,  while 
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Moquegua and Tacna have fewer poor people, meaning that the proportion of the 
total population that is part of Pro Mujer’s target population is less.
 
1.2.4.4. Determining factors about poverty.
What factors give a strong indication of the poverty level within the objective area 
or the country as a whole? The examples include: size of home, gender and/or age 
of the head of the household, number of animals or land in their property,  
education level, distance…

Diverse factors, both external and internal, determine poverty, where quality of life 
indicators are very low. In these parts of Peru, poverty is very difficult to overcome 
because of the  diverse factors  that  explain  it,  including  low productivity,  child 
malnutrition, migration, lower access to and poor quality of education (particularly 
in Andean rural zones), lack of access to infrastructure and basic services, cultural 
barriers, climate factors, etc. 

2005 Human Development Index in Pro Mujer Intervention Zones

Region Province
Population 2005

Human 
Development 

Index
Literacy

Educational 
Achievement

Per capital family 
income

Habitants Rank
ing

IDH Ranking % Ranking % Ranking Soles 
month

Ranking

Puno Puno 222,897 20 0.5621 86 89.1 75 89.4 54 241.1 66

Puno Juliaca 236,315 18 0.5859 60 93.6 34 92.2 29 260.2 75

Tacna Tacna 250,509 17 0.6685 2 95.6 3 94.3 3 560.5 2

Moquegua Ilo 63,037 88 0.6580 12 97.4 4 96.0 1 468.7 18

Moquegua Mariscal 
Nieto

70,460 77 0.6423 16 91.8 52 91.8 34 432.6 23

Apurimac Abancay 101,599 55 0.5603 88 85.5 108 87.3 72 201.2 140

Apurimac Andahuaylas 146,093 32 0.5148 158 75.7 167 80.6 147 190.1 154

Source: INEI National Census 2005
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2. Organizational Framework
2.1. International Organization

2.1.1. Name and type of organization (INGO, multi-lateral agency, foundation, other)
Pro Mujer International (PMI) 
International NGO

2.1.2. Organizational experience
2.1.2.1. Mission and vision

Pro Mujer is a nongovernmental women’s development organization (NGO). Its 
mission is to empower women to improve their social and economic conditions. 
The success of Pro Mujer is thanks to its service model that has been demonstrated 
to be highly effective, maintaining a superior quality. Pro Mujer provides loans and 
training for Latin American women who are the owners of small businesses but do 
not have access to loans from major banking entities. Unlike other NGOs and 
MFIs, Pro Mujer is focused on providing services to clients who earn less than $2 a 
day. Pro Mujer seeks to provide women with the financial services and training 
they need to be successful in their business and achieve a better quality of life. 

Pro Mujer believes as part of its vision that, in order to achieve the full 
development of nations, the value and potential of women must be taken into 
account, ensuring that women exercise active roles in all processes of personal and 
community development. 

2.1.2.2. Brief Summary

Out of a desire to combat poverty and empower Latin American women, Lynne 
Patterson,  an  American  professor,  and  Carmen  Velasco,  a  Bolivian  child 
psychologist founded Pro Mujer in 1990. Their experiences in Bolivia introduced 
them to the condition of the Bolivian woman and the poverty women face. The 
founders created a services model that included access to microfinance and to basic 
health care in order to help the poorest women obtain a better quality of life. Pro 
Mujer  was  a  pioneer  organization  in  the  development  of  a  communal  banking 
model, as well as in the development of its integrated microfinance,  health and 
business skills training service package.  Pro Mujer not only addresses the multiple 
needs of the poorest segments of the population but has also introduced creative 
solutions for its clients, generating awareness and demand for basic health services. 
Today, thanks  to its  integrated model  of microfinance  and human development 
services, Pro Mujer has become a leader in the microfinance industry. Pro Mujer 
has  expanded to  Nicaragua  (1996),  Peru (1999),  Mexico  (2001)  and Argentina 
(2005).  

2.1.2.3. Type of support, funding, construction of skills, technical advice, provider 
of direct services, other. 

Pro Mujer International fulfills the role of a support office for the members of the 
Pro Mujer Network. It provides funding, training, technical assistance and 
facilitates joint work, cooperation and an exchange of best practices between its 
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members and the microfinance industry. Moreover, Pro Mujer International is 
responsible for international expansion, opening new institutions and monitoring 
their performance. 

2.1.3. Approach of the intervention for development
2.1.3.1. Primary group and development focus

What is the principle target population of the international organization (category  
of people, the poor, women, the elderly, children, people with handicaps, refugees,  
etc.: geographic coverage: rural/urban, regions of the world). What is the 
principle development focus of the international organization? Health, education,  
agriculture, human rights, economic development, micro-financing…)

Pro Mujer serves low income women who do not have the opportunity to develop 
the skills necessary to compete in the formal sector market, and at the same time 
have limited access to banking services and private funds. In order to generate 
income, these disadvantaged women opt to create their own micro businesses. In 
order to open these businesses, they need access to funding,  therefore improving 
their quality of life as well as their abilities and self-esteem. 

 2.1.3.2. Specialized in MF/MED or multi-sector

Does the organization use an exclusive MF/MED approach or does it also provide 
non financial services? 

While many NGOs offer only credit and a few also offer training in business skills, 
Pro Mujer stands out among the few NGOs that successfully combines loans, 
business training and basic health education. 

2.1.3.3. MF/MED Model
Without providing details (provided in a subsequent section) explain the principle  
characteristics of the MF/MED model: which service (credit, savings, insurance,  
business development, etc) with an individual or group basis, name (for example: 
solidarity loans, village bank, self help groups, credit unions, cooperatives)…

The Pro Mujer model is made up of three principle elements: group microloans 
with mandatory savings; training in basic business skills, health and self esteem; 
and access to high quality, low cost health services. The principle group product is 
called communal association credit, and is rooted in communal banking and the 
Grameen model. Pro Mujer also offers seasonal loans, educational loans, solidarity 
group loans and individual loans. Pro Mujer is in the process of developing several 
new products through a donation from the Bill & Melinda Gates Foundation that 
include loans for young people, agro-commercial loans, housing loans, loans for 
men, loans for salaried workers and loans for clients with high business potential. 
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2.2. Local Organization

2.2.1. Organizational Development   (S)  

Table 2.2. Institutional Background
Issues Observations

2.2.1.1  Name of the organization or institution Pro Mujer Inc

2.2.1.2. Geographic area of operations 
Peru, provinces Puno, 
Juliaca, Moquegua, Ilo, 
Tacna, Abancay

2.2.1.3. Legal structure International NGO

2.2.1.4. State of registry (or inscription) 
Recognized in Peru as a 
foreign body

2.2.1.5. Regulatory State Not regulated
2.2.1.6. Date of founding In Peru, November 1999
2.2.1.7. Specialized in  (MF/MED) or multi-sector MF
2.2.1.8. Beginning of MF/MED activities April 2000

2.2.1.9. Principle activity (i.f. credit savings, …)
Loans, savings, health 
plans

2.2.1.10. Business model
2.2.1.11. Objective market – MF/MED MF women
2.2.1.12. Number of clients/participants – MF/MED 35,000 women
2.2.1.13. Number of personnel 150

2.2.2. Organizational Development   (S)  
2.2.2.1. Mission and Vision

The mission is: 

To provide women who have limited resources with integral services: financial services and 
personal development services that contribute to their development and that of their family 

and community.

The vision is: 

The social objective of the Institution is to help women become more effective in their  
personal development and in the development of their children, families and society. 

2.2.2.2. Brief History

Today, after six years of work in Peru not only in Puno but also in Juliaca, Tacna, Ilo, 
Moquegua  and  Abancay,  Pro  Mujer  provides  three  types  of  loans:  communal 
association,  seasonal  and  educational  loans.  Pro  Mujer  Peru  serves  more  than 
35,000 women with very small loans – an average US$130 per women – which make 
it possible to confirm that we are serving poor women in these areas.  

Parallel to the loan service, the client participates in a savings program. Each time 
they make a payment they save a percentage and the longer they remain with us the 
greater the amount of savings they accumulate. These savings are maintained in a 
bank account  in  the  name of  two  directors  from the Communal  Association  and 
women have access to their savings for emergencies or other specific needs.
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When clients access Pro Mujer’s financial services, they receive additional services, 
including  preventative  health  training  and  business  management.  They  can  also 
access other health services such as preventative health campaigns organized by 
the focal center itself, or they can directly access specialized health services which 
are provided through a strategic alliance. As a result, women become aware of the 
importance of being healthy. 

They can also access specialized services in productive technical assistance when 
necessary, which are also offered through strategic alliances with technical training 
institutions.

As a result, we are more than a financial entity because we offer other services and 
because we seek to ensure the health of both women and their businesses. 

Serving the poor does not mean that we are granting subsidies, that we give away 
the  money,  or  that  we  are  not  sustainable.  On  the  contrary,  our  administrative 
efficiency indicators, productivity per employee, operative and financial sustainability 
and portfolio yield, are within the standards of the microfinance industry. 

PRO MUJER PERU

RESULTS

Results 2000 2001 2002 2003 2004 2005 2006
No. Clients 2,740 9,985 12,346 17,667 22,871 28,071 33,650

Portfolio Million U.S.$ 0,159 0,685 1,313 2,050 2,709 3,416 5,597
Risk Portfolio >30 days 0% 0% 0% 0% 0% 0% 0%

Operative Self 
Sufficiency

18,68% 63,81% 134,52% 138,89% 151,23% 154.36% 151.62%

Financial Self Sufficiency 18,11% 62,24% 112,68% 102,58% 109,35% 124.14% 123.04%

2.2.2.3. Objectives

1) To make positive changes in the personal, business and social development of the 
clients and their  families. Microcredit  and personal services constitute a means of 
reaching  superior  objectives  such  as  the  development  of  businesses  and  social 
development. 

2) Healthy growth of  the portfolio,  which is  a product  of  both  the expansion to  new 
regions and the development of new products. The portfolio will increase by 30% in 
2006, by 34% in 2007 and by 28% in 2008. 

3) Maintain  the  profitability  of  financial  services  and  ensure  that  the  personal 
development  services  are  permanent  and  sustainable.  These  final  elements 
differentiate Pro Mujer Peru and therefore the organization recognizes the importance 
of guaranteeing their permanence and expanding Pro Mujer’s coverage of clients.  

4) To increase participation in the national market, both in terms of coverage and depth, 
going from the 2 current regions to 5 regions in 2008 and providing more products per 
client. 

5) To strengthen the image of PMP as an efficient,  transparent,  prestigious MFI and 
leader  in  the market,  this  is  the time to  project  an institutional  image in  financial 
media, among investors, international cooperation, academics and with peers in the 
microfinance industry, making public Pro Mujer’s results and achievements. 
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2 

Pro  Mujer’s  institutional  mission  and  vision  are  very  strong,  and  part  of  the 
training of our personnel is dedicated to developing and valuing the mission.. This 
work is not just carried out when a new person is inducted, but rather is an ongoing 
process. The message that we work for our clients or partners is always reinforced, 
and every effort we make is for them.  

Leadership is  horizontal  despite  the fact  that  there  is  an organic  structure  with 
hierarchies  and  diverse  levels,  and  the  active  participation  of  all  workers  is 
encouraged. 

We constantly work to update and create new innovative products and processes 
through meetings,  work groups and other techniques.  Among others things,  the 
creation of educational loans and a health plan to allow the population that does 
not have insurance access to health services have emerged from these processes. 

These innovations allow us to offer services that others cannot offer and to extend 
these services to even the most remote areas where others cannot.  

2.2.2.5. Organization structure, roles and responsibilities (a diagram could be 
useful)

Is the organizations centralized or decentralized? 
Describe the main divisions of the organizations…

The  organization  is  centralized  in  the  back  office  (administration,  human 
resources, treasure and finances) but it is totally decentralized in the operations or 
front office (credit, services and attention to the client) in the branches. 
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Structure of PMP 

ORGANIGRAMA ESTRUCTURAL ORGANIGRAMA ESTRUCTURAL 
PRO MUJER Inc.PRO MUJER Inc.

PRO MUJER
Inc

Junta Directiva Local

DIRECION 
NACIONAL

GERENCIA FINAN. RIESG GERENCIA DE SERVICIOS

AREA
CONTABIL.

AREA
SISTEMAS

AREA
RR. HH.

AREA
MARKETING

AREA
ESTUDIOS 

INVEST. 

AREA
SERV. DESA.
PERSONAL

COMITE DE
AUDITORIA

AREA
ADMINIS.

AUDITORIA
INTERNA

Sucursal

AREA
TESORE.

AREA
CAPACIT.

Chart of branches

ORGANIGRAMA FUNCIONAL 
SUCURSAL – PMInc.

SUCURSAL
Jefe de Sucursal

UNIDAD
OPERACIONES

Responsable

UNIDAD
SERVICIO

DE DESARROLLO 
PERSONAL.
Responsable

Promotora de
Sucursal

Asistente
Administrativo

Asistente Reg.

Asistente Age.

10

19

Promotor

2

2

CENTRO FOCAL
Responsable

Promotora de Crédito

2.2.2.6. General qualifications and profile of field personnel (S, M)
What is the working title of a typical field employee (with direct contact with the 
clients)? What education and experience is required of field personnel? Do they 
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require previous experiences working with very poor people? What is the gender,  
ethnic, linguistic and socio-economic background (in comparison to the clients)? 

The title of the field workers is a Loan Promoter 

 

PERFIL CONTRAPARTE 
OR-3002 

 

AREA:  CREDITO 
 

 
CARGO : PROMOTORA  
 
DESCRIPCION GENERAL: Promocionar el programa, conformar asociación comunales y 
efectuar recuperación de crédito  
 

Características Profesionales 
 
Formación: 
 Plan de estudios Técnicos completo,  

estudios universitarios culminados en 
ciencias afines a Ciencias Sociales y  
económicas. 

  
Conocimientos Específicos: 
 Manejo en grupo 
 Capacitación de adultos 
 Resolución de conflictos 
 Word, excel. 

 
Edad: 
 De 23 a 30 años 

 
Otros 
 Radicar en la zona asignada 
 

Características Personales 
 
Competencias 
 Responsable 
 Confiabilidad  
 Compromiso  
 Disciplina y orden 
 
Habilidades 
 Criterio 
 Conocimiento del trabajo 
 Calidad del trabajo 
 Liderazgo 
 Productividad  
 Comunicación  
 Capacidad de comprometer a clientes 
 Desempeño bajo presión 
 Trabajo en equipo 
 
Otros: 
 Personalidad Pro activa 
 Responsable, motivador 
 Actitud positiva hacia las críticas y 

autocríticas  
 Trabajo bajo metas y manejo adecuado de 

canales de comunicación 
 

With regards to the requirements for field personnel, we prefer personnel without 
experience because our aim is to train and educate people in the work of Pro 
Mujer. They are not required to have prior experience in the field or experience 
working with the very poor. Rather, other skills are emphasized such as adult 
education, group management and experience with the public. 

2.2.2.7. Training/awareness raising (of personnel, managers, the board) regarding 
the mission and reaching the poor (S/M)
How are the personnel trained and their awareness raised in terms of reaching the 
poorest people? 
Is the training obligatory? Who receives the training? The Board? The 
Administration or management? Field Personnel? How is the training developed 
and who are the trainers? Is there training to carry out follow-up? 

The training  that  is  provided  does  not  place  emphasis  on reaching  the  poorest 
clients. It places fundamental emphasis on knowing the population, processes and 
techniques to reach clients, the loan conditions and above all how to manage the 
loan methodology.  This training is  done both in the field (practical)  and in the 
office (theoretical).

The training for the Board and other management positions is similar. It includes a 
practical part about the products and services that the organization provides and 
about the population and clients  we work with,  and it also includes specialized 
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training.
There is no training for follow-up. 

2.2.2.8. Incentives for  (S, M) 
What are the monetary incentives to reach/serve the poorest clients?
What non monetary incentives exist?
Is there tension between the performance of the social and financial work? How is 
this tension mitigated? 

Our  organization  does  not  use  monetary  incentives  to  reach/serve  the  poorest 
clients. The incentives are of another type. They are fundamentally non monetary. 
There are some economic incentives that respond to performance and the results 
that are reached regarding the established goals (clients and portfolio). 

2.2.2.9. Governance
How is the organization governed? Who is elected to the Board of Directors? 
What are the responsibilities of the Board of Directors? If applicable, who are the 
main shareholders in the organization? Is the organization regarding goals and 
the performance of personnel, donors and clients transparent? 

In  Peru,  Pro  Mujer  Inc.  currently  has  a  Peru  Committee  responsible  for  its 
governance.  This committee has the authority to act as a body similar to a Local 
Board of Directors. 

The  members  of  this  committee  are  people  with  a  recognized  professional 
trajectory  in  the  areas  of  banking,  law,  microfinance,  technology  and  social 
development.  We sought professionals of recognized prestige who are interested 
in supporting a social organization (non profit) and who are compatible with our 
institutional mission. They are proposed by Pro Mujer International (PMI) or by 
someone  from  the  board,  and  after  being  approved  by  a  PMI  nominations 
committee they are legally incorporated for a three-year period. 
All  of  the  relationships,  from  the  committee,  manager,  personnel,  donors  and 
clients, are totally transparent.  For three consecutive years we have received an 
honorable mention from the CGAP for financial transparency. 

2.2.3. MF and MED Services
The aim of this section is to offer a brief view of the generalities of the MF and MED 
services, not only for the very poor. If the organizations provide services/products  
tailored specifically for the very poor and/or of it has the very poor as its exclusive 
target then this will be described in section 5. 

2.2.3.1. MF Model and products/services. 
For loans, include a range of products, average size and minimum/maximum of the 
loan, savings requirements and typical terms of the loan (interest rates and 
method, duration of the loan)….
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See details on the products in Section 5.
Health Plan My Health Regular Educational Seasonal Premium
Pre paid health 
package  that 
includes 
medical 
consultations 
(gynecological, 
pediatric, 
general 
medicine, 
among  others) 
and  laboratory 
analysis.  The 
member  and 
their  family 
can be served. 

This  is  also 
offered 
within  the 
Communal 
Association 
and  is 
exclusively 
provided  to 
finance  the 
Health  Plan 
payment. 

This  is 
provided  using 
the  community 
bank 
technology to a 
group  of 
approximately 
20  people 
called 
members. 

This  loan  is 
fundamentally 
working 
capital  and  the 
amount  is 
scaled;  it  is 
accompanied 
by  obligatory 
savings.

This loan gives 
them  the 
opportunity  to 
obtain  other 
loans  in  PMP. 
The  savings 
are  not  used 
for  internal 
loans. 

For  current 
PMP  clients. 
This  loan  is 
provided 
within  the 
Communal 
Association 
during  school 
season (in Peru 
this is between 
March  and 
May  of  each 
year).

Finance 
registration and 
other  expenses 
for the children 
of  our  clients. 
This  is  a  short 
term  parallel 
loan  with 
PMP’s  lowest 
interest rate. 

For  current 
PMP  clients, 
provided within 
the  Communal 
Association. 
This  is  a 
parallel  loan 
that  is  offered 
during  high 
sales seasons. It 
has  a  high 
rotation  with  a 
period  that 
depends  on the 
seasonality  of 
the business. 

For  long 
standing 
clients of PMP 
who  have 
developed 
bigger  and 
more  solid 
businesses. 

This  is  given 
to  solidarity 
groups  for 
higher 
amounts  and 
longer  terms. 
Currently  it  is 
in  a  pilot 
phase. 

2.2.3.2. Description of the principle objective group (if it is not the very poor). 
What is the total number of clients, by services (loans/savings) if this information 
is available? What is the poverty level, gender, social status, professional 
activities, type of business, ethnic group, etc. of the majority of the clients? 

As of 31.03.07, there are 34,510 women with active loans (with loans and savings). 
There are 2,112 clients who only have savings, and 99.9% of the clients are 
women. We do not have detailed information about social status, professional 
activities, type of businesses or ethnic groups, but we can estimate that 20% are 
dedicated to production activities and 80% to trade. 

2.2.3.3. Selection and eligibility criteria?
What are the selection criteria? What is the method used to verify eligibility? 

PMP does not have eligibility criteria for its clients. 
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Institutionally, the intervention zone is selected based on the size of the market, the 
poverty level and other factors, such as the presence of women, domestic abuse, 
health conditions, etc. 
The system itself provides a natural selection mechanism because it demands that 
women commit a certain amount of time in order to participate in the meetings and 
training sessions. 

2.2.2.4 Use of tools to evaluate the poverty level. 
Is the poverty level of the clients evaluated? What method is used? 

PMP25 carries out periodic evaluations (at least two times a year) to measure the 
poverty level of its clients and confirm it is reaching its target population.  This 
evaluation is based on a sample rather than the entire client base, and is carried out 
during a different period than when clients enters PMP ( meaning that it does not 
necessarily coincide with their entry into PMP). 
The method consists of a survey to determine clients’ income and spending level, 
which is classified as less than $1 a day, between $1 and $2 a day, and more than 
$2 a day. Different groups are compared (clients who have been in Pro Mujer for 
less than 1 year and clients who have been in PMP for a longer period) in order to 
evaluate  whether their  participation in PMP has generated any changes in their 
income or spending. 
Other health and education indicators are also evaluated. 

2.2.4. Resources and foreign assistance
A brief look at the financial state of the organization. What is the total value of the 
assets and how are these covered by foreign loans, capital, provision of capital on the 
part of donors, savings from clients? Who are the main donors, the lenders, those 
who hold the capital? Does this organization generate income? How much? What are 
the proportions of financial efficiency and operative efficiency? Portfolio risk? 

25 This project is being carried out with CGAP. The first study was carried out in 2005. The survey for the second 
period is being carried out and therefore we do not have the results yet. The next study will be carried out at the end 
of  2007.
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ESTADO DE GANANCIAS Y PERDIDAS CONSOLIDADO
PRO MUJER PERÚ

 DEL 1 DE ENERO AL 31 DE MARZO DE 2007
(Cifras en: Nuevos Soles y Dolares Norteamericanos*)

SERVICIOS NO FINANCIEROS
SERVICIOS FINANCIEROS

SALUD Y DESARROLLO 
HUMANO

DESARROLLO 
EMPRESARIAL

TOTAL SS NO 
FINANCIEROS

S/. us$ S/. us$ S/. us$ S/. us$

(+) INGRESOS FINANCIEROS

   Intereses por Disponibilidades e Inversiones 1,883.26 590.90 - - - - - -
   Intereses sobre Cartera Vigente, Vencida y en Ejecución 2,018,141.95 632,484.23 - - - - - -
   Comisiones por Préstamos (1.5%) 246,282.29 77,217.08 - - - - - -

SUB TOTAL, INGRESOS FINANCIEROS 2,266,307.50 710,292.21 - - - - - -

(-) COSTOS FINANCIEROS DE FONDO DE CREDITO

   Intereses sobre Préstamos para Fondo de Crédito (178,948.96) (56,089.44) - - - - - -
   Intereses por Captaciones - - - - - - - -

SUB TOTAL, COSTOS FINANCIEROS DE FONDO DE CREDITO(178,948.96) (56,089.44) - - - - - -

RESULTADO FINANCIERO BRUTO 2,087,358.54 654,202.77 - - - - - -

(-) CARGOS POR INFLACION, DEVALUACION E INCOB.

   Resultado por Exposición a la Inflación y Devaluación (1,971.40) 175.95 - - - - - -
   Previsión para Préstamos Irrecuperables - - - - - - - -

SUB TOTAL, CARGOS POR INFLACION, DEV. E INCOB. (1,971.40) 175.95 - - - - - -

RESULTADO FINANCIERO NETO 2,085,387.14 654,378.72 - - - - - -

(+) OTROS INGRESOS OPERATIVOS 261.47 81.32 - - - - - -
(-) OTROS GASTOS OPERATIVOS (3.62) (1.02) - - - - - -

RESULTADO DE OPERACION BRUTO 2,085,644.99 654,459.02 - - - - - -

(-) GASTOS ADMINISTRATIVOS

   Sueldos (497,265.25) (155,955.39) (16,787.55) (5,263.28) - - (16,787.55) (5,263.28)
   Consultor (113,185.78) (35,453.69) - - - -
   Seguros de Salud, Beneficios Sociales (207,482.53) (65,046.53) (6,480.72) (2,031.01) 1,825.91 571.13 (4,654.81) (1,459.88)
   Viajes y Viáticos (26,390.84) (8,277.05) (394.59) (123.37) - - (394.59) (123.37)
   Desarrollo Profesional (4,021.30) (1,260.01) - - - - - -
   Teléfono, Luz, Agua y Comunicaciones (21,582.92) (6,768.70) - - - -
   Gastos de Oficina (136,935.10) (42,907.99) (106.00) (33.19) - - (106.00) (33.19)
   Alquileres (18,913.16) (5,897.82) - - - -
   Imprenta - - - - - - - -
   Transporte, Registros y Seguros (51,891.32) (16,271.45) (1,350.00) (422.90) - - (1,350.00) (422.90)
   Gastos de Capacitación (3,907.56) (1,223.42) (140.50) (44.13) - - (140.50) (44.13)
   Depreciación (16,316.84) (5,116.46) (15.26) (4.79) - - (15.26) (4.79)
   Varios (39,089.77) (12,256.86) (192.50) (60.30) (2,490.10) (781.00) (2,682.60) (841.30)

SUB TOTAL, GASTOS ADMINISTRATIVOS (1,136,982.37) (356,435.37) (25,467.12) (7,982.97) (664.19) (209.87) (26,131.31) (8,192.84)

RESULTADO DE OPERACION NETO 948,662.62 298,023.65 (25,467.12) (7,982.97) (664.19) (209.87) (26,131.31) (8,192.84)

(+) INGRESOS EXTRAORDINARIOS
   Donaciones Para Gastos de Operación - - - - - - - -
(-) GASTOS POR SS NO FINANCIEROS (26,131.31) (8,192.84) - - - - - -

RESULTADO NETO DEL EJERCICIO

922,531.31 289,830.81 (25,467.12) (7,982.97) (664.19) (209.87) (26,131.31) (8,192.84)

* Se utilizó el tipo de cambio diario publicado por la Superintendencia de Banca y  Seguros para el registro diario de las transacciones
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BALANCE GENERAL CONSOLIDADO
PRO MUJER PERÚ

AL 31 DE MARZO DE 2007
(Cifras en: Nuevos Soles y Dolares Norteamericanos*)

% %
S/. us$ S/. us$

ACTIVO PASIVO
ACTIVO CORRIENTE PASIVO CORRIENTE
 DISPONIBILIDADES

   Caja - - -     Obligaciones con Bancos 650,000.00 204,209.86 3.33%
   Bancos(Operaciones) 446,815.50 140,375.59 2.29%     Obligaciones con Entidades de Financiamiento a Corto Plazo 2,968,504.35 932,612.10 15.22%
   Banco (Fondo de Crédito) 1,846,533.32 580,123.57 9.47%     Otras Cuentas por Pagar a Corto Plazo 1,187,594.42 373,105.36 6.09%
 TOTAL DISPONIBILIDADES 2,293,348.82 720,499.16 11.76% TOTAL PASIVO CORRIENTE 4,806,098.77 1,509,927.32 24.64%
 INVERSIONES TEMPORARIAS

   Caja de Ahorro(Operaciones) 1,351.23 424.51 0.01%
   Caja de Ahorro(Fondo de Crédito) - - -
   Dep.Plazo Fijo(Operaciones) 24,827.40 7,800.00 0.13%
   Dep. a Plazo Fijo(Fondo de Crédito) - - - PASIVO NO CORRIENTE
 TOTAL INVERSIONES TEMPORARIAS 26,178.63 8,224.51 0.13%
 CARTERA     Obligaciones con Entidades de Financiamiento a Largo Plazo - - -
   Cartera Vigente 16,793,280.88 5,275,928.65 86.10%         -    Con Intereses Comerciales 2,934,966.67 922,075.59 15.05%
   Cartera Vencida - - -         -    Sin Intereses - - -
 CARTERA BRUTA 16,793,280.88 5,275,928.65 86.10%     Sub Total, Obligaciones con Entidades de Financiamiento 2,934,966.67 922,075.59 15.05%
   Prev.Acum. para Cuentas Incobrables (536,700.36) (168,614.63) (2.75%)
 CARTERA NETA 16,256,580.52 5,107,314.02 83.35%     Previsiones a Largo Plazo - - -
             
 CUENTAS POR COBRAR CORTO PLAZO 238,048.18 74,787.36 1.22% TOTAL PASIVO NO CORRIENTE 2,934,966.67 922,075.59 15.05%
             
 TOTAL ACTIVO CORRIENTE 18,814,156.15 5,910,825.05 96.46% TOTAL PASIVO 7,741,065.44 2,432,002.91 39.69%
             
 ACTIVO NO CORRIENTE
             
 CTAS POR COBRAR LARGO PLAZO - - - PATRIMONIO
             
 ACTIVO FIJO

   Muebles y Enseres 132,933.85 41,763.70 0.68% Capital 1,763,087.05 553,907.36 9.04%
   Equipo de Oficina 27,644.37 8,685.01 0.14% Resultados Acumulados 9,077,297.04 2,851,805.55 46.54%
   Equipo de computaci¢n 339,173.97 106,557.96 1.74% Resultado del Período 922,531.31 289,830.81 4.73%
   Vehículos 49,283.17 15,483.25 0.25%
   (Deprec.Acum. de Activo Fijo) (339,305.89) (106,599.39) (1.74%) TOTAL PATRIMONIO 11,762,915.40 3,695,543.72 60.31%
           209,729.47 65,890.53 1.08%
ACTIVO INTANGIBLE

   Activo intangible neto 489,245.11 153,705.66 2.51%
   (Amortización acumulada) (9,149.89) (2,874.61) (0.05%)
           480,095.22 150,831.05 2.46%
 TOTAL ACTIVO FIJO NETO 689,824.69 216,721.58 3.54%
           
 TOTAL ACTIVO NO CORRIENTE 689,824.69 216,721.58 3.54%
           
TOTAL ACTIVO [ANTES DE CUENTAS DE ORDEN] 19,503,980.84 6,127,546.63 100.00% TOTAL PASIVO Y PATRIMONIO [ANTES DE CUENTAS DE ORDEN] 19,503,980.84 6,127,546.63 100.00%

           
 CUENTAS DE ORDEN CUENTAS DE ORDEN

           
  Contratos de Forward - -    Contratos de Forward - -
   Fianza FONCODES Y FONDOEMPLEO 31,150.00 9,786.37    Fianza FONCODES Y FONDOEMPLEO 31,150.00 9,786.37
   Cuentas por Cobrar Internas 3,667,347.65 1,152,167.05    Cuentas por pagar internas 3,667,347.65 1,152,167.05
 TOTAL CUENTAS DE ORDEN 3,698,497.65 1,161,953.42 TOTAL CUENTAS DE ORDEN 3,698,497.65 1,161,953.42
           
TOTAL ACTIVO [DESPUES DE CUENTAS DE ORDEN] 23,202,478.49 7,289,500.05 TOTAL PASIVO Y PATRIMONIO [DESPUES DE CUENTAS DE ORDEN] 23,202,478.49 7,289,500.05

* Tipo de Cambio publicado AL 31 DE MARZO DE 2007 por la superintendencia de Banca y Seguros a S/.3.183      por cada US$
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The total value of PMP’s assets is US$6.127 million. Of that, US$1.135 million is 
made up of third party loans and the difference is funded by our own resources. Client 
savings do not form part of this capital because the clients have their savings 
deposited into their own accounts in a commercial bank. PMP does not capture public 
savings. 

The Bill and Melinda Gates Foundation is a current donor but does not fund the 
portfolio; instead, donations cover operating expenses for the development of new 
products. Our principle sources of funds are loans:

NOVIB/TRIPLE JUMP: us$ 620,483
PMI US$ 100,000
BCP US$ 612,629
BBVA US$ 0.00
VINCET BURGUI: US$ 506,603
FONCODES: US$ 124,930
FONDOEMPLEO: 94,250

PMP generates income and is a totally self sufficient organization. As of 31.03.07, its 
financial and operational efficiency stood at 147.74% and 172.22% respectively. The 
portfolio at risk is 0%. 

2.2.5. Relationships (networks, associations and other institutions)
2.2.5.1. Networks

What networks (local, national and international) does the local organization 
belong to? What is the role of the network? Does the network provide any value 
for the local organization to reach and commit to the poorest people? 

International
Pro Mujer Peru belongs to Pro Mujer International. Pro Mujer in Peru is a branch 
of the office in the United States. The U.S. office has the role of “government or 
control” over the operations. While each country has sufficient autonomy, there are 
certain policies that Pro Mujer International seeks to maintain as the mission and 
the vision. 
The network provides a great deal of support in the development of products and 
exchange of experiences, but above all, internal learning. It also contributes to 
strengthening the organization internally and providing advice in growth and 
governance. We also form part of the SEEP Network. 

Local
At a local level we form part of COPEME which is the umbrella institution for 
micro financial organizations in Peru. Its fundamental work is to provide technical 
assistance, training and advice in different aspects of institutional strengthening. 
We also form part of PROMUC, which groups together non-regulated entities that 
manage communal  bank technology,  provides  technical  assistance  and training, 
and which advocates on behalf of these organizations. 
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2.2.5.2. Associations

Has the local or international organization established any kind of partnership 
with the private sector, other non profit organizations, government agencies or 
multilateral agencies to better serve the needs of the objective group of the very 
poor? What are the reasons for any of these associations? What type of services or 
other value is provided by the partners? What kind of funding do partner 
organizations have access to? How is the partnership established? How strong is  
the partnership? If the partner requires subsidies for their operation how 
trustworthy are those subsidies? 

PMP does not define this type of relationship as a partnership but as a strategic 
alliance.  This  aim  of  these  alliances  is  to  establish  relationships  with  other 
institutions,  whether  they  be  public  or  private,  in  order  to  be  able  to  offer 
complementary services that PMP does not provide. These alliances could be with 
a bank that administers the clients’ savings, with healthcare providers to whom we 
can  refer  our  clients,  or  other  institutions  that  provide  specialized  training  to 
provide our clientele with technical assistance. 

These alliances  have evolved and become fine tuned over  time,  and  have also 
fundamentally  been  with  healthcare  and  specialized  training  providers  because 
PMP offers  integral  services  through outsourcing  with these  institutions.  It  has 
never offered these services directly. 

Currently we have alliances with public institutions such as:
Ministry of Health (MINSA)
National University of the Altiplano
Ministry of Labor and Social Promotion
Ministry of Education (Pronoi and Priet Program)

And with private institutions such as: 
INNPARES
Technology University of the Andes
Andean University Néstor Cáceres Velásquez

In order to formalize the alliance, an agreement is signed that stipulates the clauses 
and conditions of the alliance. One of the main conditions is that the PMP makes 
every effort to ensure that the service provider offers preferential prices to our 
clients. The clients pay the provider directly. 

In the case of INPARES, PMP is programmed to receive a percentage of the 
commission when its clients enroll in the health plan because PMP does half the 
work, which includes the motivation, capture and registration of clients. 

PMP does not have any shares in any of the alliances and is not a partner with 
capital. These alliances are evaluated on a periodic basis to guarantee the good 
quality of the services. 
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We do not have information about the funding our partner organizations access. 
These alliances are being constructed and each year are strengthened to the extent 
that both institutions (PMP and the other institution) learn to provide services in a 
joint fashion, evaluate the results and implement improvements. 

We do not know if these institutions require subsidies. What many of them do 
require is to grow alongside PMP, both in infrastructure and in services. 

2.2.5.3. Other Institutions

Do other institutions (private, non profit, public) respond to the needs of the  
extremely poor in the same area? Who are they? What services do they provide? 
Do they reach (some) of the same target groups? Is there any coordination 
between the local organization and other organizations (non partners) when 
serving the extremely poor? 

In the financial aspect, in different zones of Peru there are several other MFIs that 
offer financial services for the poor population, including:
- Manuela Ramos
- Caritas del Peru
- Adra Peru
- Eclof

All  of  these  organizations  have  similar  missions  to  PMP,  however,  their 
intervention techniques differ (solidarity groups, individual loans and communal 
banks).  PMP  operates  exclusively  with  the  communal  banking  and  solidarity 
guarantee model, exclusively serving women (99.9%) with the smallest  average 
loan size on a national level. There are certain levels of coordination with these 
organizations on a local risk center.

There are other public organizations that work with poor people. The most relevant 
case  is  the  program JUNTOS (of  the  Ministry  of  Women)  that  fundamentally 
reaches the rural areas of certain cities of Peru (such as Puno) with a subsidy of 
S/.100  (US$33)  a  month  for  populations  that  cover  certain  requirements,  in 
exchange  for  presenting  study  certificates  for  their  young  children  and  certain 
information on the growth and development of their children. 
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3.2. Socioeconomic conditions

3. Description of the target group of “very poor”
Focus to the extent possible on statistics only from the group of “very poor.” If this  
data does not exist, clarify for each category if the data is for the entire group of  
clients or only for very poor clients. If there is no data available for clients of certain 
categories, use available national data. 

The information we provide is general, it is not specific to the very poor as we do not 
have that information. 

3.1. Individual Conditions and by Household
3.1.1. Gender
3.1.2. Age
3.1.3. Incapacity and chronic illness

We do not have this information
3.1.4. Culture or religion 

Pro Mujer Peru began its operations in the department of Puno where the Aymara and 
Quechua cultures predominate. This has favored and contributed to the success of the 
loan methodology of Communal Associations based on a solidarity guarantee, as the 
population still practices and maintains customs of reciprocity, mutual support, and 
there  are  still  very  favorable  levels  of  trust  and solidarity.  At  the  same time,  the 
populations with greater Andean cultural influences, or those that are eminently rural, 
value their image at a community level. The community authority has a great deal of 
weight and they “do not want to look bad.” 

Pro Mujer Peru has built  upon these Andean cultural  attributes,  empowering them 
with the loan methodology.   In one zone,  for  example,  where the population  had 
previously  failed  to  pay  loans  after  a  badly  applied  government  strategy  offered 
agricultural credit,  Pro Mujer Peru contributed to changing this image, achieving a 
portfolio with zero late payments. 

Currently  Pro Mujer  Peru has entered coastal  zones where different  cultures  have 
come together  due to a  influx of  migrants  from the highlands  and northern Peru. 
However, we are principally focused on serving the migrant population, as this is the 
population that has the highest poverty levels and demands our services and products 
to take on their labor initiatives. It is important to emphasize that we have not carried 
out a specific  study about  the size of migrant  population by branch,  nor have we 
classified the population by place of origin. 

3.1.5.  Belonging to an ethnic group
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We do not have this specific information

3.1.6. Belonging to a socioeconomic group, such as casts or class
We do not have this specific information

3.1.7. Type of home, composition, civil status
We do not have this specific information

3.1.8. Literacy
If clients are of mixed gender, information by gender if available.
We do not have this specific information

3.1.9. Education
If clients are of mixed gender, information by gender if available.
We do not have this specific information

Pro Mujer is an institution whose mission and institutional objectives are to work for 
the development of poor women in Peru. As a result, our target population is made up 
of poor women who work in trade, services or production activities, principally in the 
informal sector of the economy. This population is located in urban, peri-urban and 
rural  areas  surrounding the  cities  where the branches  are  located.  The age of  the 
clients is 18 to 65 (under 18 represent 0.5%). In the urban sector, the majority have 
completed  basic  education.  However,  it  is  important  to  indicate  that  there  are 
important differences at a departmental level. For example, in some branches women 
have basic education while in others, such as Apurimac,  there is a higher level of 
illiteracy. Another characteristic of our target population is that they have very limited 
or no access to credit  granted by commercial  banking or regulated  entities,  partly 
because  of  the  requirements,  the  size  of  the  loans  which  are  very  high  or 
inappropriate, and because of social and cultural aspects. 

3.2. Socio Economic Conditions

3.2.1. Refugee or IDP status
Not available

3.2.2. Economic conditions   (F, C)  
3.2.2.1. Under employment

Those who depend on work for others (employees, etc) how many days on average 
are they working? 

We do not have this specific information

3.2.2.2. Income Sources
What are the main sources of survival and/or income of the very poor clients? 

Regarding the socioeconomic condition of Pro Mujer Peru clients
The majority of clients of Pro Mujer Peru works in the informal sector, and clients are 
involved  in  trade,  the  service  industry  or  production.  This  information  has  been 
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gathered  from information  provided  by  clients  as  part  of  the  home and  business 
verification process that accompanies their loan applications. 

An  evaluation  of  Pro  Mujer  Peru’s  impact  on  social  indicators  shows  that  the 
businesses  run  by  our  clients  have  grown.  This  is  reflected  by  the  fact  that 
employment  generation  increased  13.46%  in  their  businesses  over  the  last  year, 
according to a study of those clients who have been in Pro Mujer Peru the longest. 

At the same time, it is important to note that in the case of more longstanding clients, 
their  businesses generate  more employment  for their  relatives  – 75% compared to 
72% generated  for  the  family  members  of  new  clients.  Moreover,  of  those  jobs 
generated by more longstanding clients, 62% are remunerated, compared to 44% of 
those jobs generated by new clients. 

The  population  we  serve  also  has  limited  access  to  healthcare  services,  as  this 
population is involved in activities in the informal economic and therefore does not 
belong to the public or private sector and does not have health insurance. Moreover, 
having  a  precarious  economic  situation  limits  their  access  to  private  healthcare 
services. As a result, this population tends to neglect its health and only turns to health 
services in the event of illness. In the face of this reality, PMP implemented a system 
to  refer  people  to  specialized  healthcare  offices  which  offer  our  clients  quality 
services at low costs, something that is possible because of alliances established by 
PMP with service providers. 

3.2.2.3. Land Ownership

Not available
3.2.2.4. Property of assets

What are the typical assets (productive and in the household) owned by very poor 
people? 
Not available

3.2.2.5. Income level
Give daily levels of work days (men/women) if available. Is there information 
about household income generated by micro business activities? 
We do not have the specific required information

3.2.3. Geographic conditions
3.2.3.1. Urban/rural, distance from shopping centers and highways, population 
density
Geographic conditions are diverse. In the cities where Pro Mujer Peru currently 
intervenes, access is fundamentally by land due to both cost and the existence of 
routes. 
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Traveling time from one branch to another (city where Pro Mujer Peru intervenes) 
ranges from 1 hour to 18 hours by bus or in public car transport, both on paved and 
unpaved roads. 

The departments with the highest poverty index and particularly in the rural areas 
lack adequate road infrastructure. This is an important factor that keeps these 
populations in a constant state of poverty, as access is expensive, takes longer, and 
there are few vehicles that transport passengers or products coming in and out of 
these zones. 

3.2.3.1. Access to markets
3.2.3.1. Access to banks
3.2.3.1. Access to doctors and clinics

While government health services are present in all departments of the country, 
they are not sufficient to cover the poorest populations, principally in the rural or 
most isolated zones. However, recent governments have implemented health 
programs like the integral health insurance that seeks to cover the very poor. While 
these initiatives have been favorable and continue today, the problem of access has 
not been resolved. Moreover, in some cases budgetary and operative incapacity has 
reduced the possibilities of serving this large percentage of the population. 

As a result, healthcare continues to be a non priority issue for the poor, and only 
becomes a priority in the event of illness. 

On the other hand, in Peru, there are no systems or micro health insurance plans 
aimed exclusively at this sector of the population. As a result, Pro Mujer Peru has 
implemented a pilot program and is currently in the process of applying My Health 
Plan on a massive scale. This plan allows our clients to access preventive health 
services at a low cost and over a determined period of time. In order to make this 
possible, Pro Mujer Peru has established inter-institutional agreements with a 
health care entity and has developed a loan product that allows them to access this 
service. 

3.2.3.1. Propensity of natural disasters
This should only be filled in extraordinary cases where the target population of  
very poor experience natural calamities different than the rest of the population,  
because they life in different area that are more likely to be affected by drought,  
floods, etc.

Not available.

3.2.4. Greater vulnerabilities and risks faced by target group   (F, C)  
What are the most common vulnerabilities experiences by the very poor? How did 
they get ahead traditionally (before becoming clients)?  
Not available
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4. Making Poverty and How to Evaluate it the target
4.1. Practices to measure poverty

4.1.1. Gathering data about poverty
Is data related to poverty being gathered about the clients? 

4.1.1.1. What poverty indictors are being studied. 
 Make a list of the indicators about poverty that are being studied. What are the 
universal indicators or those depending on other factors, such as regional 
differences, feedback with the community and their participation? 

Pro Mujer Peru seeks to measure the impact of our integral services on poor women. 
As a result, the first study of social indicators, developed in coordination with the Pro 
Mujer  Network,  took  place  in  2005.  Five  indicators  were  prioritized:  Per  Capita 
Spending, Access to Health Services / Health Culture, Employment Generation, the 
Growth and Development of Children, and Participation Social Organizations. This 
information was gathered through the application of a structured survey, based on the 
specific selected indicators. For its application, a sample was established marking a 
differentiation  between  the  group  of  long  standing  clients  and  the  group  of  new 
clients. The operations staff participated in the application of the survey. 

One  of  the  objectives  of  PMP’s  strategic  plan  is  to  periodically  measure  PMP’s 
impact,  identifying specific social  impact indicators which will allow us to have a 
clear vision of the influence we are having on women’s lives, basically determining 
the transcendental changes that we seek to achieve through the integral services we 
provide. However, it must be emphasized that we are aware that PMP’s intervention is 
not the only element that has an impact on these changes. Therefore we have selected 
specific, prioritized indicators in areas where we have placed the greatest emphasis. 
This work is  carried out every two years.  As such,  the second evaluation  will  be 
carried out in 2007. 

4.1.1.2.  What tool is used to evaluate the poverty?
What is the name of the tool? 
Is the data collected through a standardized survey, interview and/or observation? 
Other? 

In order to measure the social impact of PMP on its clients, we obtain information 
from two populations in different phases in PMP. The two populations of this study 
include those clients that are entering PMP for the first time and those clients who 
have finished the eighth cycle. These two populations are called the control group and 
the experienced group and are defined as follows: 
 

- The control group
The control group includes clients  who are entering Pro Mujer for the first 
time. These clients have not yet received the benefits of being PMP members 
and therefore form a control group for the purposes of the study. 

- The experienced group

The experienced group is a group of clients who have finished a minimum of 8 
cycles (three years) as members of PMP or more. All of these clients have 
more than three years with PMP. The design of this study assumes that with 
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this amount of time in PMP, it is possible to see evidence of changes in the 
lives of our clients. 

In order to obtain the necessary information for this study, the  Pro Mujer Cycle 1 
Client Data File is applied to all clients who are entering PMP for the first time, or the 
control group. For the experienced group, the Pro Mujer Cycle 8 Data File is applied. 
These two files were designed to gather general information as well as household, 
business and health data. These two files allow PMP to gather information about the 
economic and social situations of the two client groups within PMP. Additionally, a 
survey is  conducted which is  applied only to a sample population.  This  survey is 
aimed at expanding upon the information, obtaining a broad amount of information on 
the indicators to be measured. 

The Client Data files are applied by the operations staff. The survey is applied with 
the support of students in their final years of social science degree programs in the 
university.  The  application  of  the  survey  takes  longer  and  is  only  used  for  the 
purposes  of the study,  something that  is  different  than the application  of the file, 
which is part of the regular responsibilities of the staff. 

It is important to mention that Pro Mujer does not have a system or software that 
allows it to register all this information. However, it is developing software that will 
allow it to do so. As a result, the process takes longer as this information is processed 
only for the impact indicators study and only for the sample. 

4.1.1.3. When and how often is the data about poverty collected? 
In the “base line”? Before or after admitting them as clients?

Some measurements repeated during the induction to the program, group 
membership or subsequent loan cycles? 

Every two years

4.1.1.4. Which clients are measured?
Are all the clients who enter surveyed? Is it just a sample? Are people who are not 
clients also surveyed? 

In order to carry out the study, the following formula is applied to determine the 
sample: 

The data from each city and each cycle represent the pertinent populations for 
the  study (N).  For  example,  the  data  for  the  clients  of  Juliaca  in  Cycle  1 
represents the control group for Juliaca and the data for the clients from Tacna 
in Cycle 8 represents the experienced group from Tacna. With the data from 
the population it is possible to determine the size of the same for each city and 
each cycle with the following formula:

pqZNE

pqNZ
n

22

2

+
=

Where

α = 0.95  The level of confidence in the information
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E = 0.05  Margin of error

p = 0.5    The proportion of cases favorable for the sample

q = 0.5    The proportion of cases not favorable for the sample

Z = 1.96  Tabular value for normal distribution

N = The population of clients for the study. This data will vary according to 
the  calculation  of  each cycle  (1  or  8)  and for  each  city  (Puno,  Juliaca,  or 
Tacna)26.

4.1.1. Gathering data about poverty

4.1.2. Use of data about poverty
Describe the data about poverty used by the organization? 

4.1.2.1. ¿ What, if they exist are the categories of poverty that are distinguished in 
the poverty data? 
For example, categories like non poor, intermediate poor, poor, very poor. 

It is worth pointing out that Pro Mujer Peru takes uses the poverty line27 to define a 
Poor Household. A poor or impoverished household is one in which the household 
per capita income is less than the value of the basic per capita family basket.  Per 
capita income is considered to be quotient of the household income divided among the 
total  number  of  members  in  the  household.  An  Extremely  Poor  Household  is 
considered to be one whose per capita income is below the value of a basic family 
food basket. 

4.1.2.2. How are each of the categories defined 
If the data about poverty is quantitative, do the poverty categories fall within  
certain qualification intervals. If so, explain. Does the organization have 
qualitative definitions for certain categories of poverty?
 
Not available. 

4.1.2.3. How is the data about poverty used by the organization?  

Pro Mujer Peru considers the poverty information or data to be fundamental. In order 
to  select  or  make  a  decision  about  entering  a  new  market,  one  of  the  principle 
indicators we consider is the poverty level, as our mission is to reach and serve poor 
women in order to contribute to improving their standard of living so that, with their 
work and access to opportunities, they can gradually leave poverty behind. 

When Pro Mujer Peru selected the different departments where it currently works, one 
of  the  principle  aspects  it  took  into  account  was  the  poverty  indicator.  The  first 

26 It is still not possible to measure the impact of PMP in Ilo
27 According to the INEI 
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department  where  Pro  Mujer  Peru  began  operating,  Puno,  had  a  rate  of  77.3%28 

poverty and 50.7% extreme poverty. Later, PMP opted for the department of Tacna 
with 34% poverty, and Moquegua with 28.5% poverty and 7.6% extreme poverty. 

In 2007, when we were deciding where to expand, we evaluated the departments of 
Madre de Dios and Apurimac, and finally decided to enter Apurimac as it  has the 
third highest poverty and illiteracy rates in Peru: a total of 78% of the population lives 
in poverty and more than 40% lives in extreme poverty. 

We consider this information to be very important, not just when entering a new zone 
but also because our aim is to measure this indicator every two years and analyze the 
changes in our clients, the influence of our actions and other external factors. This 
information  is  important  for  us  as  our  aim is  to  bring  about  positive  change and 
contribute to improving the lives of poor women in Peru. 

Pro Mujer Peru’s aim is to enter the departments, provinces, districts and communities 
with the highest poverty levels and therefore our aim is to reach more of the poor, 
considering that in Peru 54.8% of the population lives in poverty, representing around 
14  million  people,  while  24.4% of  the  population  lives  in  a  situation  of  extreme 
poverty (6.5 million people). 

It is also important to indicate that we do not discriminate or evaluate the poverty 
level  at  an  individual  or  group  level  in  order  for  clients  to  access  credit  as  this 
selection a natural consequence of the methodology and the size of the loans, as we 
provide micro loans.  

4.1.2.3.1. To monitor clients 
Explain the procedure and decision making factors
4.1.2.3.2. For the selection of clients 
Explain the procedure and decision making factors

4.1.2.3.3. To select target clients 

More details are provided below 4.3 about selecting the poverty objective
4.1.2.3.4.To monitor/evaluate the impact. 
Also used for the development of other products

4.1.2.3.5. For other uses 
Such as gathering funds, Public Relations…

4.2. Available data about poverty

4.2.1. Results of the distribution of poverty through an internal method to collect data 
about poverty.
 (We assume that the organization routinely gathers data about poverty from the 
clients, as was described in 4.1.1)

28 Source ENAHO 2001 IV, 2002 IV, 2003 y 2004 - INEI
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Give results in terms of the proportion of clients for each of the categories of povrty 
defined by the organization in 4.1.2.2.

(We only have this information)

As a result of the study of social impact indicators it was determined that 35% of the 

households  of  new  clients  are  in  extreme  poverty,  compared  with  25%  of  the 

households of longstanding clients.

Another important piece of data is that new clients live on $1.26 per day, while long 

standing clients live on $1.50. 

4.2.2.  Data about poverty from a recent study on poverty and/or evaluation of the 
impact 

If it is available, provide results in terms of the proportion of clients by categories of  
poverty as defined in the study. Who carried out the study? When? What was the 
objective area? How big was the sample? Was the sample representative of the 
generality of the clientele of the organization? 

The specific objective of the social  indicators study was to measure PMP’s social 

impact on our clients. We therefore identified five indicators to measure areas where 

we have  the  greatest  impact  rather  than  focusing  on  measuring  or  expanding  the 

poverty data. However, in the 2007 study we are considering expanding or having 

broader  information  about  the  poverty  data,  based  on indicators  that  the  National 

Statistics  Institute  considers  or  measures.  As  a  result  we  do  not  yet  have  this 

information. 

The Social Impact Indicators study is developed by the Services Management using 

internal  personnel.  The first  study was carried out in 2005 and the second one is 

currently being undertaken in 2007. 

The social impact indicators study is based on a population of clients that was current 

in 2005 when Pro Mujer Peru had two regional offices, in Puno and Tacna, and a total 

population of 24,134 clients  as of July 2005, where 9,664 belonged to Tacna and 

14,470 to  Puno.  For  the  study,  a  sample  was  taken  of  305  new clients  and  538 

longstanding clients of Pro Mujer Peru. The sample was representative considering 

that it was applied based on a formula with a minimum margin of error. 

4.2.3. Data about poverty obtained through a tool certified by USAID
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Not available
4.2.4. Data about the interpretation of poverty

Not available

4.3. Making Poverty The Target

4.3.1. Does the organization use a tool to make poverty the target? 
Is the above described tool used to evaluate poverty used as a tool to make poverty 
the target? What other tools are used? (how, for example, does it target a geographic 
area, provide products or used procedures that only attract very poor clients)

Pro Mujer Peru has not developed a specific or special tool to evaluate poverty as we 
take into account the parameters established by the INEI29. However, it is important to 
mention  that  based  on  the  institutional  mission  of  reaching  all  poor  women  by 
providing them with access to loans and training,  Pro Mujer Peru aims to take its 
services to rural populations, since rural areas display the highest poverty levels. For 
this reason, we are developing a loan product that takes into account the economic 
dynamic of this part of the country. This service will also be integral, which is to say 
it will include training and human development services. As a result, with this new 
product and new intervention strategy we will be reaching the very poor. 30.

4.3.2. What is the objective poverty level of the client?

Is there a cut off level? If so, what is it?
Or, are there different objectives for different categories of poverty? Explain.  

Not available, we do not focus this way. 

4.3.3. The personnel’s use of the poverty targets   (S, F)  
4.3.3.1. The training/awareness (of personnel, managers, the board) regarding the 
poverty target.  

Pro Mujer Peru personnel, from the management to the board of directors, identify 
with the institutional mission and take our products and services to the very poor. 
All new personnel are provided with specific training on this issue. They are aware 
of  our  mission  and who we work with  from the  day  one.  This  information  is 
imparted  through  videos,  client  testimonies  and  work  in  teams  in  order  to 
contribute  to improving the lives of many women. We show them our greatest 
rewards, which are the grateful smiles of the women, mothers and entrepreneurs.

During the organziation’s annual anniversary celebration,  a motivational video is 
developed  which  includes  testimonies  from  our  clients,  the  perspectives  and 
appreciation of the local and international  boards of directors and of the media 
which has identified Pro Mujer Peru as a leading institution that is changing the 

29 National Statistic Institute, official entity
30 This product is being development and will begin in a pilot phase.
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lives of poor women in Peru in a positive manner through differentiated, integral 
and  efficient  services,  promoting  values  like  solidarity,  responsibility  and  the 
ability to overcome. 

How is personnel trained to make poverty the target? 

4.3.3.2 Incentive schemes for personnel.
What are the monetary incentives for making poverty the target? Give details  
about how the poverty targets are related to monetary incentives? 
We do not apply monetary incentives.
Are there non monetary objectives?
What other goals regarding labor performance is the responsibility of the  
personnel (aside from focusing on poverty)? 

Given that Pro Mujer Peru understands that economics are neither the sole cause 
of poverty nor the only way to leave it behind, the organization provides integral 
services, training and access to health services. As a result, the branches respond 
to goals not only regarding loans but also regarding the personal development 
services.  These  indicators  include  the  number  of  clients  with  motivational 
sessions on issues of personal development, the number of clients with a health 
plan, the number of clients served by healthcare services, the number of families 
served  by  healthcare  services,  the  number  of  children  served  by  healthcare 
services, the number of people served overall,  and the number of clients  who 
access  occupational  and  technical  courses.  These  goals  are  registered  and 
reported together with portfolio and client goals and form part of the performance 
evaluation of each branch, and thus the evalution of the operating staff. 

4.3.4. Problems with making poverty a target   (S,F)   
If your organization is using a tool to make poverty a target, what problems have you 
found in using this tools. 
Not applicable
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5. Products and services

This section explores the different products and services offered to very poor clients.  
However, as certain organizations do not only cover extremely poor clients and their  
products/services are not necessary different for extremely poor clients and for clients  
who are not so poor, please specific if the products/services are specifically oriented 
toward extremely poor clients or if they are offered to a broader range of clients. On 
the other hand, if the organization provides assistance/products/individualized 
services to extremely poor clients, it could be helpful to briefly compare what is being 
offered to less poor clients. 

Pro Mujer Peru’s main product is regular credit which, because of the amounts, scales 
and methodologies, is accessible to poor populations. We have also been developing 
other loan products that respond to the specific needs of the very poor, as well as 
those groups of clients  who require other types of products in order to change or 
improve their economic situations or to allow their businesses to grow. 

Our personnel in the rural zones are currently providing all the products, considering 
that the greatest percentages of clients we address are poor. Meanwhile, in order to 
incorporate a new product aimed at a sub-segment of our clients who have improved 
their situations and currently require larger business loans, we are considering training 
personnel  to  manage  this  product.  However,  as  this  is  not  a  significant  by  our 
personnel  and  using  the  communal  association  methodology,  we believe  that  this 
change should be gradual and not drastic as it could affect both the clients and the 
institution, perhaps distancing us from our target population. 

Meanwhile, in order to reach the poorest population, which is principally located in 
rural areas, we incorporate specialized staff with appropriate training and backgrounds 
to intervene in these zones.  

5.1. Financial products

Table 5.1. Details of Products for Micro financing
Characteristics and Polices of the Products

5.1.1. Micro loans

Individual or group product
Group
Regular Loan – Communal Bank Technology

Terms of the loans (maturity, interest 
rate, type of interest, flexibility) 

Loan conditions:
Interest rate: Monthly 4.5% on balance
Loan amount: from S/. 100.00 a  S/ 2,000 

Origin/source of loan Our own funds and loans
Destiny of loan Working capital

Size of loan (first loan, average loan, 
maximum amount of loan)

Scaled, based on cycle or scale, savings, 
requirement of the client and group guarantee
From $ 30 to $ 90 in the first cycle, up to 
$600. 
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Characteristics and Polices of the Products

Requirements and frequency of 
meetings

The clients or Communal Associations elect 
the frequency of payment, from weekly 
payments, every 15 days, or monthly 
payments. The most frequent choice is every 
15 days. 

Amount and requirement of forced 
saving

The obligatory savings rate is 20% of the 
total loan. This amount is included in the 
payment quota and is saved in a private 
account in a commercial bank. Therefore, the 
Obligatory Saving is not used for internal 
loans. 

Requirement of guarantee Solidarity Guarantee

Other requirements to be beneficiaries
Photocopy of National Identity Document
Photocopy of Receipt for Basic Water and 
Light services, map of home and business

Policy in the event of non payment
Solidarity Guarantee, loss of 1% of 
commission for delays in payment

Flexibility for repayment
This has not been implemented as the 
situation has not arisen

Others

Micro loan 2
Individual or group Product Seasonal Credit (solidarity group)

Terms of the loan (maturity, interest rate, 
type of interest, flexibility)

Period 1-2 months
Interest rate  5.35- 5.95% monthly on 
balance
Commission  2.5% 

Origin/source of loan PMI, PMP, NOVIB

Destination of loan
Capital for business or opportune or seasonal 
investment

Size of loan (first loan, average loan, 
maximum amount of loan)

From 100 soles to 1,000 soles

Requirements and frequency of meetings Monthly
Amount and requirement of obligatory 
savings

There are no savings

Requirements for Guarantee
Solidarity Guarantee and against as a 
minimum a condition of saving S/. 61.54

Other requirements to be a beneficiary 
To form part of the Communal Association 
with a solidarity guarantee and approval or 
authorization of Communal Association. 

Policy in the event of non payment The group assumes
Flexibility for repayment Does not exist

5.1.1.12. Others

Micro loan 3
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Characteristics and Polices of the Products
Individual or group project Educational - Group
Terms of the loans (maturity, interest 
rate, type of interests, flexibility)

Period 1-2 months
Interest rate 3.5% monthly on balance

Origin/source of loan PMI,  NOVIB, Own Resources

Purpose of loan
To cover the educational expenses of the 
children of clients or the educational 
expenses for client’s studies.

Size of loan (first loan, average loan, 
maximum amount of loan)

S/ 100 to  S/ 250 per child for a maximum of 
2 children

Requirements and frequency of meetings Monthly
Amount and requirements of obligatory 
savings

No

Guarantee requirements
Solidarity Guarantee and against as a 
minimum a condition of saving S/. 61.54

Other requirements to be a beneficiary 

To be a client of PMP, to belong to a 
Communal Association, the solidarity 
guarantee and authorization of the 
Communal Association

Policy in the eventual of non payment
Solidarity Payment, loss of 1% of 
commission for delay in payment

Flexibility for payment No

Individual or in group
The Obligatory Saving is individual and is 
saved in a group account or the Communal 
Association account

Type of savings
Obligatory Saving or Extra Saving or 
volunteer

Place to make deposits/collection 
During the payment session and is deposited 
in the Commercial Bank in a private savings 
account. 

Frequency of the deposits, amounts, 
flexibility

The deposit is the same as the loan payments 
because it is included in the quota. The 
obligatory saving is a fixed quota as it is 
included in the quota. Therefore there is no 
flexibility in the deposit while the extra 
Savings in voluntary and therefore there is no 
fixed amount. 

 Requirements to attend meetings and 
frequency

To be a client

Terms of savings (interest rate, 
minimum deposit amount,…)

According to the Commercial Bank

Policies for the withdrawal and use of 
savings

The Obligatory Savings is available at the end 
of the cycle or when the loan payment is 
concluded or the client retires.
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Characteristics and Polices of the Products

Accounting

Clients register their savings in their payment 
plans at an individual and group level and 
within the Communal Association and Pro 
Mujer provides permanent consolidated 
information. 

 Investment of deposits
Others

5.1.3. micro insurance
Type of micro insurance Health Service (Pre Payment)

Group or Individual Product
My Health Plan (in agreement with private 
health institution)

Validity Up to 6 months
Requirements to be chosen Free, all clients can access this service
Requirements for renewal Free
Rate of rejection Non existent
Voluntary or obligatory Voluntary

Coverage of product (benefits)

A determined number of attention and 
preventive health services, specific, called 
health plan or package of services: 
consultations in general medicine, 
gynecology, dentistry, pediatrics, analysis

Key exceptions
Prices From 40 to 60 soles
Prices – shared payments and 
deductibles

No

Prices, other quota
5.1.4. micro provision of funds

Individual or group fund
Amount
Requirements to qualify
Use of funds and other conditions
Saving requirements or joint 
contribution arrangements
Direct provision, without interest or 
with partial repayment
Others

Provide additional narrative or details related to the micro-financing products that  
were not described in the previous chart

5.2. Service for the development of micro companies

Table 5.2. Details of DME Service
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Types and Characteristics of the Service
5.2.1. Training

5.2.1.1. Financial Knowledge
Registry of information for business, 
spending and income to determine profit. 
How to administer and improve sales

5.2.1.2. Business training and 
administration

Presentation of the production, the price, 
marketing and quality of the product or 
service

5.2.1.3. Marketing Technical Orientation

5.2.1.4. Registry of data and accounting

Workshops and technical orientation to 
register the business data or the movement 
and basic accounting registry according to the 
size of the business

5.2.1.5. Development of skills Through occupational courses
5.2.1.6. Technical Assistance Based on client demand

5.2.1.7. Training method

Awareness raising which is provided in a 
direct form and specialization 

5.2.1.8. Others?

5.2.1.9. Cost to clients
Direct, no cost. Indirect, with a cost below the 
market value thanks to an agreement only for 
Pro Mujer Peru clients. 

5.2.2.1. Individual or group sessions According to third party and direct demand
5.2.2.2. Frequency According to demand
5.2.2.3. Issues According to demand
5.2.2.4. Trust building

Others 
Fairs

For the presentation and sale of products from 
clients that receive training and loans from 
Pro Mujer Peru. A business competition will 
be held to offer prizes for quality, marketing 
and success in sales. 

Cost to clients
Availability of information
Market assistance
Market information
Producer Organizations
Promotion of business links
Quality control
Other
Cost to client
5.2.4. Other                                                    Pre paid health plan
Cost to clients From $ 12  to   $ 19 dollars.

Strategy
Agreement with private health care institution 
to provide the service
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Types and Characteristics of the Service

Characteristic of the service

The private health institution offers a package 
of specific services for a fixed, special cost 
(50% less than for the general public) only 
for PMP clients for a period that covers a loan 
payment cycle. Pro Mujer Peru provides the 
client with a loan to pay for this healthcare 
plan, which is paid to the private institution. 

Availability of information
The service is promoted among all our clients 
and therefore is available for all active clients. 

Market assistance
The service is promoted by Pro Mujer Peru 
personnel in both the financial and non 
financial areas. 

Quality control

PMP’s aim is that clients be served through 
awareness raising sessions, health campaigns 
and opportune information. It also supervises 
the number of clients served and the quality 
of the services in order to ensure that the 
agreement is fulfilled for the preventive 
health are of clients and families. 

Offer additional narrative and details related to the services to develop micro 
businesses that was not included in the above chart. 

5.3. Non financial services

In the following chart made a list of the services under each of the non financial  
categories that are offered to very poor clients in the organization. Mention if the 
organization provides these services or if it is an associate organizations (like an 
NGO, the government, etc)

Table 5.3. Details of Non Financial Services
Type of Services and Characteristics

Personnel Development Services

Awareness raising sessions
In health, self-esteem and business 
development, women’s health, nutrition, 
hygiene, family planning, among others. 

Health care attention
Health campaigns, take place in the locations 
where clients meet to make payments. 
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Type of Services and Characteristics

Health Campaigns – in the place where 
clients make their payments. Focal 
Center Pro Mujer. 

The services provided in the campaigns are 
low cost and include fluoride treatments, pap 
smears, general medicine consultations and 
child development services. 

Health care referrals

Pro Mujer Peru personnel refer cases to 
private consulting offices or health care 
entities with which it has agreements and the 
client is able to access low cost preferential 
services for being a client of Pro Mujer Peru. 
These include dentistry, gynecology, 
pediatrics, general medicine, obstetrics and 
ultrasounds. 

My Health Plan

Micro insurance. In agreement with a health 
care entity. It includes a health care package 
for which the client pays for a period of up to 
6 months. 

Occupational Courses

Third party. This is provided based on the 
demands and needs of clients or the 
opportunities and potential to be developed. It 
includes courses in yogurt making, handbags, 
cakes, cards, etc.   

Mass Training Workshops
On self-esteem, parent-child relations, health, 
family planning, business management, 
among others. 

The products and services that Pro Mujer Peru has developed are based on the needs 
of  our  clients  and  therefore,  in  order  to  develop  them,  data  is  gathered  which 
influences the design of the product or service. Pilot projects are implemented and 
adjusted based on information obtained from our clients. This is applied in all cases. 

5.3.7. Graduation of very poor clients toward the principle current of MF/MED 
Services

Pro Mujer does not have a specific graduation plan nor does it establish limits or a 
specific  timeframe  for  clients  to  graduate,  as  we  consider  this  graduation  to  be 
differentiated,  individual  and  natural.  As  clients  improve  their  socio-economic 
conditions, the loan demands for their businesses increase. Based on this, Pro Mujer 
Peru offers other loans for clients so that this differentiation is not forced, but instead 
real and therefore sustainable. 
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At  the  same  time  Pro  Mujer  Peru  understands  very  clearly  that  if  we  reach  the 
population with the highest  poverty levels,  changes are  not immediate  or of great 
magnitude, at least not in the majority of our population. As a result, we have not yet 
implemented an individual loan or product independent of the communal associations. 

5.4. Design and Development of the products: 

In order to develop products we identify the needs and opportunities of our clients 
and,  based on this  information,  we develop the initial  prototype of the product or 
service. We then implement a pilot project in order to adjust and validate the product 
or service for its later implementation on a mass level. 

One of the institutional  challenges  of reaching the very poor is  entering the rural 
zones with a differentiated product but also one that is adapted to the commercial 
dynamic in the rural area. As a result, Pro Mujer Peru has developed a product aimed 
at the rural agro commercial sector. 

It is important for our clients to learn the value of the loan opportunity and access. If 
an accessible loan is provided at the right time, it can contribute with a greater impact 
on the businesses of the clients as it will bring opportune earnings that they otherwise 
might not have obtained. Pro Mujer Peru currently takes this into account and these 
are essential aspects that we aim to maintain and improve. 

  
5.4.2. Development of concepts             

5.4.2.1. Survey of clients to evaluate the demands/needs

Did the organization survey clients, evaluate their needs or carry out any other 
investigation related to the problems confronted by the very poor? (if not  
specifically for every poor people was a similar investigation carried out among 
poor clients in general? What types of tools were used? What were the main 
findings? 

In order to intervene in a new zone or market we carry out specific market studies 
for  those  zones.  However,  in  order  to  have  more  specific  and  opportune 
information, Pro Mujer Peru has developed a map of all the commercial areas or 
markets  in  the  rural  zones,  which  allows  us  to  better  and  more  specifically 
visualize the characteristics of each zone. This information also allows us to make 
opportune decisions. 

5.4.2.2. Analysis of competition

Pro Mujer Peru has information on both regulated and non regulated institutions 
that also have our clients as their target market, although this has emerged as a 
result of our interventions. 
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This information serves as a foundation with which to identify and strengthen what 
differentiates us from competitors or to make any adjustments. Moreover, based on 
this  information  we  can  affirm  that  the  difference  in  the  cost  of  credit  is  not 
substantial  and,  in  some  cases,  interest  rates  is  the  same  although  the  loan  is 
differentiated, while in other cases interest rates are higher. 

However,  it  is  important  to  point  out  that  Pro  Mujer  is  the  only  institution  that 
provides an integral service, which is to say both financial and non financial services, 
especially  with  respect  to  other  entities  that  also  work  with  the  communal  bank 
methodology. Pro Mujer Peru seeks to encourage and guarantee that savings fulfill 
their  purpose,  which  is  to  say  for  use  as  part  of  a  concrete  objective  or  for  an 
emergency and that they are not used for internal loans or to assume quotas. This 
aspect  is  highly  valued  by  our  clients  and  is  something  they  have  expressly 
manifested. 

5.4.3. Design of products/Services 

When designing products we take into account the strategic plan and the institutional 
mission.  Based  on  this,  the  general  characteristics  are  identified  and planned,  for 
example, what type of product do we want to develop, for which population and what 
demand do we want to address. Is this a product to deepen our market or is it  an 
expansion product?  Based on these questions, we establish what type of study we 
require in specific and concrete terms and who will carry it out. For example, will it 
be internal or contracted. 

A market study is carried out if the aim is to develop a product to further develop a 
market. However, if the goal is to enter a new zone or to reach a new population, a 
market study is developed in the zones where we plan to intervene. 

Once the study has been carried out, the internal team will analyze the information 
and develop the prototype of the product. This prototype then goes through a financial 
evaluation and receives official approval. It is then validated with the participation of 
the operations staff. Based on this, the product is adjusted for the launch of the pilot 
and its subsequent massive implementation. 

5.4.4. Pilot tests
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For  every  pilot  test,  the  type  of  product  and  the  target  population  are  taken  into 
account,  as  well  as  the  development  phase of  the  branch where  the  pilot  will  be 
implemented.  Based  on  these  criteria  a  protocol  is  established  for  the  pilot.  The 
timeframe  for  the  pilot  is  defined,  as  well  as  the  periodic  analysis  meetings  and 
adjustments,  and  the  final  date  for  evaluation  and  adjustments  for  the  product’s 
subsequent mass application.  

In order to implement a pilot project, a fundamental component that is considered is 
the staff’s training regarding the project to be launched as a pilot. The objectives of 
the product and the pilot are made known to the staff, and the operations team also 
makes up the pilot test team that will implement it. 

Among the lessons learned from the implemented pilots is the following: training is 
fundamental,  not only to  reach the objectives  of  the pilot  but  also to  allow us  to 
efficiently test the product. As a result, the pilot tests not only the product itself but 
also the quality, efficiency and effectiveness of its delivery and recovery, which is to 
say that the role of the personnel is fundamental to efficiently test a product. Another 
lesson we have learned is that the period to monitor the project should not be very 
long as  this  limits  us  and frequently  we cannot  opportunely address  the  needs  of 
clients  who  have  expectations  about  the  pilot  that  is  being  tested.  This  can  be 
improved by planning short pilot periods, and implementing continuous monitoring 
and  periodic  adjustments  which  allow  us  to  carry  out  an  evaluation  and  final 
adjustments over a brief  period,  making the mass application of the product more 
opportune for both the clients and the institution. 

As a feedback process with our clients, information is gathered from the clients who 
participate  in  the  pilot  as  well  as  the  personnel.  This  information  is  periodically 
reviewed in meetings with the pilot test team where it is analyzed and contributions 
are made to make adjustments to the product or processes. 

We do not have specific information about the cost of developing the product.

What clients (and how many) were involved in the pilot tests for the new 
products/services for very poor clients? What lessons were learned during the pilot 
period? What modifications were made to the product? 

In order to launch a product in a pilot we select the branches were the pilot will be 
carried  out  depending  on  the  needs  we  want  to  address  and  therefore  the 
characteristics of the product and the clients the product is targeted for.  
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The pilot for the My Health Loan product was first carried out in the Tacna branch 
with 4,000 clients who accessed the health plan. It was monitored over a six month 
period that makes up a cycle. It was then evaluated and applied on a massive scale in 
that branch. We are currently looking for other potential institutions with which to 
establish agreements as this product is linked to a prepaid health plan (micro 
insurance) which is provided by a specialized institution. 

The Educational Loan pilot was carried out in the Puno and Juliaca branches over a 
very short two month period. The necessary adjustments were then made and it was 
massively applied in all branches. 

We are currently developing a new product to address the poorest populations in the 
rural zone and therefore this product will begin a five month pilot test period in 
September 2007. At the end of this pilot we will then carry out the respective 
evaluation and mass application in order to enter new rural zones in the department of 
Puno and in other departments with high levels of poverty where Pro Mujer Peru has 
branches. 

The lessons learned are fundamental to developing a product based on demand and 
the socio-economic dynamic of the population we are trying to reach. On the other 
hand it is fundamental that staff participate in the development or that the 
development be carried out by local staff or alongside local staff, as they are the ones 
who best understand the reality and characteristics of the population and all the 
elements that will influence the success of the product among the clients.  

5.5. Implementation Process 

In  order  to  implement  or  open  a  new  branch,  an  implementation  plan  has  been 
developed which takes  into account  all  aspects  at  a  personnel,  training,  logistical, 
financial and system level. 

Similarly, for the implementation or launch of a new product, a plan is developed that 
includes all the necessary aspects, from adjustments to the product expressed in the 
procedures manual, marketing and training for personnel. 
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6. Results

6.1. Method to measure results
6.1.1. Types of data
What information does management use to track results (effectiveness), performance 
(efficiency) feedback and impact of the clients? 

At a management level we have information or data on both the financial and non 
financial  services  which  are  compared  with  monthly  targets.  Based  on  this  we 
determine the achievement or percentage reached. This information is important in 
order to give feedback,  motivate,  orient and evaluate  the situation of each branch, 
which allows us to guarantee healthy and positive growth. 

The  information  we obtain  includes  the  number  of  clients,  number  of  communal 
associations, portfolio by product, disbursements by product, number of people served 
and  number  of  clients  served  by  healthcare  services  and  training  in  occupational 
courses. 

This  data  is  analyzed  on  a  monthly  basis.  However,  this  year  we  have  also 
implemented a system to monitor goals by branch and by focal center on a weekly 
basis in order to reach the monthly goal as this is a better source of information that 
allows us to take actions in order to reach the target. 

6.2. Impact

Review of the existing evidence regarding results and impact. Compare 5.4.1.2 
Desired results and impacts

6.2.1. Impact on Poverty

Present some evidence about the internal monitoring or the impact evaluations as 
well as impact studies carried out by third parties related to very poor people moving 
out of poverty, both in terms of economic and non economic poverty indicators. If it is  
not possible to break down data between the poor and very poor present general data 
and clearly identify the poverty range. If possible, include indications about how long 
the clients have been in the program prior to noting the impact. 

Below we present the results of the baseline we found in the study with CGAP. These 
were applied in 2005. 

Nº Indicators Results

1
Monthly per capital 
spending

148

The monthly spending per member 
of the household among our clients 
(Nuevos soles)

2 Employment generation
14% Growth of employment in the past 

year among our clients

3 Access to health services
72% of our clients have current access to 

health services
Complement growth and 8% of our clients with children under the 
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4
development control31

age of five have carried out these 
controls.

5
Participation in social 
organizations

36% of our clients belong to a social 
organization

 Spending per member of the household among all our clients is 148 soles a 
month. In order to understand the impact of Pro Mujer Peru this figure must be 
divided between the control group and the experienced group. Therefore we 
observe that the monthly per capita spending of our longstanding clients is 157 
soles per month compared to new clients who spend 132 soles per member of 
the household.  This difference of 25 soles means that each member of the 
household of our clients can spend 25 more soles a month to cover their needs. 

 It is also possible to observe growth in the businesses of our clients, expressed 
by the fact that they generate 14% more employment than in the previous year. 
This level of growth is better than the national urban level where employment 
only rose 5.1% between June 2004 and June 2005. Despite this high level of 
growth of the clients of Pro Mujer Peru, businesses run by clients in Juliaca 
have grown less than 1.0% in terms of employment.  This is to say that in 
Juliaca the level of growth in terms of employment has been lower.

 72% of  our  clients  currently  have  access  to  health  services.  Between  the 
control group and the experimental group we did not observe much difference 
in terms of access, with the exception of the city of Juliaca. In Juliaca, only 
62% of our new clients have current access to health services. On the other 
hand, 77% of longstanding clients have access. It is also possible to note a 
greater  difference  in  the  impact  among  longstanding  clients  than  in  new 
clients.  In  Puno  and  Tacna  there  is  no  significant  difference  between  the 
groups of new and former clients. 

 Only 8% of the children of our clients under the age of 5 have completed the 
Growth and Development Controls. Moreover, the difference in the percentage 
is not significant between new clients and longstanding clients. A total of 11% 
of the new clients have completed the controls, while only 6% of longstanding 
clients have done so. In this aspect, Pro Mujer Peru has not had a significant 
impact, considering also that this aspect was not a goal or specific objective 
but rather emerges as a result of the work coordinated work with healthcare 
entities in the zone. 

 36% of Pro Mujer Peru clients belong and participate in some kind of social 
organization in addition to Pro Mujer Peru. This percentage is highest in the 
experienced group, where 39% of our clients belong to a social organization, 
while  in  the  group  of  new  clients  30%  belong  to  a  social  organization. 
Moreover, our longstanding clients hold twice as many leadership positions, 
such as president and others, than our new clients.

6.3. Cost, Effectiveness and Sustainability

6.3.1. Scale and replica
6.3.1.1. Strategy for scale
What is the strategy of the organization to expand the scale? How many poor 
clients does the organization want to reach and when? What is the proportion 

31 This indicator measures growth and complete development in childrne under the age of 5. 
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planned regarding very poor clients out of the total number of clients? What 
actions and resources are required to reach this? 

In order to achieve scale, PMP has designed a model that can be replicated and 
therefore it has worked hard to standardize its products and services in all 
branches.
It now has an adjusted model that can be implemented in any city. PMP does not 
have goals of serving an exclusive group of poor people but always seeks to 
intervene in places which exhibit certain levels or characteristics of poverty. 

6.3.1.2. Replica of program or service
How replicable is this program or service under other conditions (other parts of the 
country, other countries, and other cultural/geographic/socio-economic conditions? 
What are the essential factors so that this replication takes place? 

The model is standardized and we believe could be replicated in other countries as 
long as they have certain cultural, geographic and economic conditions such as the 
following:

- Particularities of communal work
- Experience of ancient societies that had worked with common 

objectives
- Preferentially Andean areas
- Low education levels
- Preference to low literacy levels
- Basic poverty levels such as income, spending, education, 

health
- Low employment rates
- Populations with high numbers of women

6.3.2. Financial and Operative Self Sufficiency (if applicable)
Provide information about the following proportions if applicable. Indicate if the 
proportions are related to the entire population of clients or only very poor clients. 
Explain if other measures are used (in particular for non loan programs)

Below we present this information as of 31.03.2007. This is general information for 
the institution and is not differentiated by type of client: 

6.3.2.1. Proportion of financial spending: 4.36%32

6.3.2.1. Proportion of operative spending: 27.69%33

6.3.2.1. Cost per client: U$ 12.12
6.3.2.1. Clients per member of the personnel: 307 for all personnel 583 only loan 
personnel 
6.3.2.1. Average balance of loan per loan officer: US$ 155
6.3.2.1. Average balance of savings per person saving: US$ 63

32 Annualized/average financial costs of gross portfolio
33 Administrative/average cost of gross portfolio
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6.3.2.1. Portfolio at risk: 0%
6.3.2.1. Adjustment to the measures of the product/service
If the products/services are specifically molded to the needs of very poor clients  
how does this affect cost and efficiency? 

PMP’s aim is that the products fulfill two requirements: that they are adapted to the 
needs of the clients and that their mass application makes them products that are 
economically beneficial for the institution. 

6.3.2.1. Other?
n.a

6.3.3. Cost effectiveness of the non financial services? 
Distinguish between different types of non financial services to indicate the cost to 
cost recovery. 

Among  the  non  financial  services  that  PMP  provides  (we  call  them  Personnel 
Development Services – SDP) we can distinguish: 

a) Direct: services that PMP provides with its team. These services are offered by 
PMP staff  who are  separate  from the financial  services team. This staff  primarily 
provides group and mass trainings as well as orientations and consultations both in 
health services and in business management. For this service PMP does not charge its 
clients.  The  expenses  of  these  services  are  funded through  donations  and/or  with 
income from financial services. 

b) Indirect: services that are not provided by PMP in a direct manner. For this, SDP 
personnel refer or transfer clients to a third party with whom we have an alliance. The 
client pays the cost of the service directly to the specialized provider. PMP does not 
charge anything; its work consists of seeking preferential prices so that the client can 
access the service. We are evaluating the possibility with some providers for PMP to 
charge a commission for the referral or transfer service. 

6.3.4. Strategies to cover/reduce costs? 
What measures are taken to reduce costs and make products/services sustainable at a 
financial level. The examples are technological innovation, scale, crossed subsidies,  
public and private associations. Distinguish between financial and non financial  
services. If there is no complete recovery of costs, what is the strategy for future 
sustainability? 

From the outset PMP established a point of balance in its business plan that must be 
reached to guarantee its permanence. All PMP interventions respond to this point of 
balance in order to reach a higher number of people and to allow the institution to 
maintain itself with its own resources. PMP has been self-sustaining since 2002. 
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With regards to the personal development services, our first option is to fund these 
services through donations and with a crossed subsidy from the financial services for 
personal development services. This is done because these services are part of the 
institutional mission. 
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