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Bancamía
Colombia

785,535
356,377
99,519

Total clients

Credit clients

New credit clients

Classification by the principal 
vulnerability dimensions of new 
clients taking out their first loan 
in 2015, and of total clients who 
had a loan with the institution 
at the end of 2015.

Later in the chapter we examine 
clients in more detail, what they 
do and how they have performed. 
The lines presented are in scale 
with the percentages. 

1_According to 
Colombia’s official 
poverty line 
(distinguishing 
between rural and 
urban environments). 

Source: The National 
Administrative 
Department of 
Statistics. Clients 
whose net income 
(i.e. profit obtained 

from their micro-
enterprise) divided 
by the number of 
members in the family 
unit (per capita) is 
no more than 3 times 

the poverty line of 
their corresponding 
country and type of 
environment (rural/
urban).

2_Clients with 
primary education 
at best, as proportion 
of all credit clients.
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New Credit 
Clients 2015

21%
Under 30 years old

Rural
environment

43%

13%
Under 30 years old

38%
Rural
environment

56%
Women

57%
Primary
education2

76%
Vulnerable1

80%
Vulnerable1

50%
Primary
education2

Women
53%

Total Credit
Clients as of 
Dec 31, 2015
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57%
Primary
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76%
Vulnerable1

80%
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50%
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education2
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53%
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Client economic vulnerability 1

23%

9%

44%

24%

38%

27%

15%

20%

Poor

Total 2015 New 2015

Source: Bancamía. BBVAMF calculations.

Extremely
poor

Vulnerable Others

1_According to 
Colombia’s official 
poverty line 
(distinguishing 
between rural and 
urban environments). 
Source: The National 
Administrative 
Department of 
Statistics. Clients 
whose net income 
(i.e. profit obtained 
from their micro-
enterprise) divided 
by the number of 
members in the family 
unit (per capita) is 
no more than 3 times 
the poverty line of 
their corresponding 
country and type of 
environment (rural/
urban).

Bancamia is retaining 
its focus on low-income 
clients. 76% of its 
clients are economically
vulnerable.

Our 
clients 
and our 
scale
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Clients by type of product

% of total clients with non-mandatory insurance
products within each product segment

Source: Bancamía. BBVAMF calculations.

785,535
Net clients

5%
40%

55%

36%
5%

4%

313,132 Credit & savings clients

43,245 Credit clients

429,158 Savings clients

New clients’ 
vulnerability
levels have remained 
at around 80%; 
we should put this 
in the context of the 
increasingly difficult 
task of signing 
up new clients.

New credit clients 2

2011 2012 2013 2014 2015

Source: Bancamía. BBVAMF calculations.

80%

88%
86% 84% 84%

-2.2%

13
4,

23
7

12
0

,9
17

11
3,

10
4

9
9

,5
19

10
1,7

15

Nº of new clients per cohort % of vulnerable 
clients

YoY (14-15)

• In the last few years more rural clients 
have signed up, and the emphasis has 
stayed on women and clients with low 
educational attainment. 
(See next page)

• The weighting of the installment 
payment as a fraction of sales has fallen 
for new clients in 2015 compared to that 
of new clients in 2014. 
(See next page)

2_Takes into account 
clients that joined 
during the year 
(new clients)
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53_http://www.
census.gov/hhes/
www/poverty/data/
threshld/

54_Corresponds to 
50% of the poverty 
line (applicable 
to all years)

55_Poverty line of a 
household composed 
of 2 people.

56_Given the 
non-availability of 
poverty lines since 
2013, the data has 
been updated with 
the annual inflation 
rates published by 
the World Bank

57_http://interwp. 
cepal.org/sisgen/
ConsultaIntegrada.
asp?idIndicador= 
2190&idioma=e

Country Source Poverty line Rural (LOC) Urban (LOC)

Puerto Rico U.S. Census Bureau 
(same as 2014) 53

2015

Extreme Poverty 54 330

Poverty 55 661

U.S. Census Bureau 2014

Extreme Poverty 330

Poverty 661

U.S. Census Bureau 2013

Extreme Poverty 315

Poverty 631

U.S. Census Bureau 2012

Extreme Poverty 311

Poverty 622

U.S. Census Bureau 2011

Extreme Poverty 305

Poverty 611

Argentina 56 Economic Commission 
for Latin America and 
the Caribbean (CEPAL) 
(urban only, available 
since 2012, updated 
in line with inflation) 57

2015

Extreme Poverty 416

Poverty 841

(same as 2012, updated 
in line with inflation)

2014

Extreme Poverty 351

Poverty 709

(same as 2012, updated 
in line with inflation)

2013

Extreme Poverty 271

Poverty 548

CEPAL (urban only) 2012

Extreme Poverty 227

Poverty 458

CEPAL (urban only) 2011

Extreme Poverty 206

Poverty 416

Appendix
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2_Takes into account 
clients that joined 
during the year 
(new clients)

3_Average 
disbursement, 
calculated as 
the average first 
disbursement for 
new clients each year.

4_Weight of 
the installment 
calculated as a ratio 
average (installment 
divided by sales) 
of each client.

Our 
clients
and our 
scale

Profile of our new credit clients 2

2011 2012 2013 2014 2015 Total

Source: Bancamía. BBVAMF calculations.

53%

50%

43%

21%

8%

57%

56%

38%

13%

13%

57%

54%

27%

23%

6%

54%

51%

25%

6%

52%

52%

53%

49%

43%

25%

7%

42%

23%

7%

29%

% Women % Under 30 yrs % Over 60 yrs % Rural % With primary educ. (at best)

Sales, disbursement & weight of credit installment 2

2011 2012 2013 2014 2015

Source: Bancamía. BBVAMF calculations.

1,315

856

6.5%

998

688

6.4%

1,055

646

6.3%

1,090 1,113

833

6.6%

765

6.7%

18.2%

2.8%

-10 bps

Avg. monthly sales (USD) Avg. disbursement (USD) 3 Weighting of credit installment (% of sales) 4
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Country Source Poverty line Rural (LOC) Urban (LOC)

Ministry for the 
Economy, Planning 
& Development (Sep.)

2012

Extreme Poverty 1,888 1,970

Poverty 3,896 4,375

Ministry for the 
Economy, Planning 
& Development (Sep.) 50

2011

Extreme Poverty 1,840 1,920

Poverty 3,797 4,264

Chile Ministry for Social 
Development 51

2015

Extreme Poverty 30,611 39,725

Poverty 45,844 66,084

(same as 2013) 2014

Extreme Poverty 30,611 39,725

Poverty 45,844 66,084

Ministry for Social 
Development

2013

Extreme Poverty 30,611 39,725

Poverty 45,844 66,084

(same as 2011) 2012

Extreme Poverty 27,436 35,605

Poverty 42,324 61,366

Ministry for Social 
Development

2011

Extreme Poverty 27,436 35,605

Poverty 42,324 61,366

Panama Ministry of Finance 
and the Economy 
(same as 2014) 52

2015

Extreme Poverty 59 69

Poverty 105 142

Ministry of Finance 
and the Economy (Mar.)

2014

Extreme Poverty 59 69

Poverty 105 142

Ministry of Finance 
and the Economy (Mar.)

2013

Extreme Poverty 56 66

Poverty 102 137

Ministry of Finance 
and the Economy (Mar.)

2012

Extreme Poverty 53 63

Poverty 98 131

Ministry of Finance 
and the Economy (Mar.)

2011

Extreme Poverty 49 59

Poverty 92 125

50_https://economia.
gob.do/mepyd/wp-
content/uploads/
archivos/uaaes/
topicos-coyuntura/ 
tópico-de-
coyuntura-6.pdf

51_Traditional 
methodology. 
http://observatorio.
ministeriodesarrollo 
social.gob.cl/
documentos/
Casen2013_
Situacion_Pobreza_
Chile.pdf

52_http://www.mef.
go.pa/es/informes/
Paginas/Pobreza-e-
indigencia.aspx
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Average per capita micro-entrepreneurial net income, 
by client seniority 5

USD 168

Source: Bancamía. BBVAMF calculations.

USD 197

USD 159
USD 150

27.2%
41.3%

31.5%

Circle represents the % of total clients

Less than 1 year 1 to 3 years 4 or more years

Entity Avg.

Average per capita 
micro-entrepreneurial net 
income, by client vulnerability 5,6

9%

USD 14

USD 49

USD 114

USD 440

23%

44%

24%

Extremely
poor

Poor Vulne-
rable

USD 228
Vulne-
rability

USD 76
Poverty

USD 32
Extreme 
poverty

Others

Source: The National Administrative Department of Statistics. 
BBVAMF calculations

% clients Micro-enterprise net income per capita

The monthly per 
capita net income 
rises the longer 
the client stays with 
Bancamía. The 
average monthly 
net income per 
person is USD 168; 
this is only USD 150 
in the case of 
new clients.

• 76% of the families served live on less 
than USD 7.60 per person, per day, 32% 
try to get by on less than USD 2.50 per 
person, per day. 

5_Data as of 
December 31, 2015.

6_Poverty lines 
are for the urban 
environment.
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Country Source Poverty line Rural (LOC) Urban (LOC)

Colombia National Statistics 
Institute – (DANE) 47

2015

Extreme Poverty 83,056 102,216

Poverty 143,256 239,205

DANE 2014

Extreme Poverty 78,332 96,548

Poverty 137,612 229,855

DANE 2013

Extreme Poverty 77,947 95,884

Poverty 136,192 227,367

DANE 2012

Extreme Poverty 77,720 95,351

Poverty 133,522 223,151

DANE 2011

Extreme Poverty 74,855 91,650

Poverty 128,593 215,216

Peru National Statistics & IT 
Institute (INEI) (2014) 48

2015

Extreme Poverty 137 169

Poverty 226 328

INEI 2014

Extreme Poverty 137 169

Poverty 226 328

INEI 2013

Extreme Poverty 132 163

Poverty 218 316

INEI 2012

Extreme Poverty 128 159

Poverty 212 308

INEI 2011

Extreme Poverty 121 151

Poverty 203 296

Dominican Republic Ministry for the 
Economy, Planning 
& Development (Mar.) 49

2015

Extreme Poverty 2,025 2,114

Poverty 4,179 4,694

Ministry for the 
Economy, Planning 
& Development (Mar.)

2014

Extreme Poverty 2,012 2,100

Poverty 4,153 4,664

Ministry for the 
Economy, Planning 
& Development (Sep.)

2013

Extreme Poverty 1,985 2,071

Poverty 4,096 4,600

47_http://www.dane.
gov.co/index.php/
estadisticas-sociales/
pobreza

48_https://www.
inei.gob.pe/media/
cifras_de_pobreza/
informetecnico_
pobreza2014.pdf

49_http://economia.
gob.do/mepyd/
wp-content/
uploads/archivos/
uaaes/boletines/
boletin-pobreza-
septiembre-2015.pdf

National poverty lines
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Our
clients’ 
enterprises

7_Data as of 
December 31, 2015.

Economic activity 7 

5.5%
53.0%

35.7%
5.8%

20.5%

0.9%

53.4%

25.3%

14.8%

20.6%

46.7%

17.9%

Source: Bancamía. BBVAMF calculations.

Services Retail & Wholesale Trade
AgricultureProduction/Transformation

Rural 38% Urban 62% Total

• Nearly half of the clients work in the 
retail sector and there are differences 
resulting from their living environment. 
Thus, among rural clients, farming is 
the principal activity and very few are 
involved in transformation activities.

Average monthly sales 
by vulnerability 7

USD
558

USD
754

USD
1,211

USD
2,841

9%

23%

44%

24%

Source: Bancamía. BBVAMF calculations.

Circle represents % of total clients by vulnerability

Extremely
poor

Poor Vulnerable Others

In urban environments hardly any clients 
are involved in agriculture, with most 
working in trade. 
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46_http://unstats.
un.org/unsd/cr/
registry/regcst.
asp?Cl=27&Lg=1

Indicador Comments

Economic 
sectors

Based on the United Nations International Standard Industrial Classification 
of All Economic Activities (version 4)46.

• Agriculture: agriculture, forestry, fishing, mining and quarrying.

• Production/ Transformation: manufacturing, electricity, gas, steam, air conditioning 
supply, water supply, sewerage, waste management, remediation activities, 
and construction.

• Commerce: Wholesale and retail trade, repair of motor vehicles, and motorcycles.

• Services: Transportation and storage; accommodation and food service activities; 
information and communication; financial and insurance activities; real estate activities; 
professional, scientific and technical activities; administrative and support service 
activities; public administration and defense, compulsory social security; education; 
human health and social work activities; arts, entertainment and recreation; activities 
of households as employers, undifferentiated goods- and services-producing activities 
of households for own use; activities of extraterritorial organizations and bodies.

Client net 
income or profits

Net income or profit obtained from the micro-entrepreneur’s business.
Used to classify the client in a specific vulnerability segment (extremely poor, poor, etc.) 
based on national poverty lines.

Client 
retention

Of each cohort, the number of clients that remain with BBVAMFG (i.e. continue to have 
a banking relationship with one of its MFIs). It is therefore calculated as the difference 
between the clients at the outset and those that remain.

CAGR Compound annual growth rate, normally from 2011 to 2015.

YoY Year on year growth rate.

Comments on 
selected indicators
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8_Assets and equity 
calculated at the time 
of credit evaluation 
(i.e. not including the 
microcredit granted).

9_As of December 31, 
2015.

10_Calculations 
based on those 
clients reporting 
expenditures.

Assets, liabilities and equity 
by vulnerability 8,9

1,672
2,357

4,053

10% 15% 22%

89%
85%

78%

7,665

25%

75%

4,291

20%

80%

Source: Bancamía. BBVAMF calculations.

Liability/
Total Assets

Equity/
Total Assets

Avg. Equity 
(USD)

Extremely
poor

Poor Vulne-
rable

Others Total

Assets and average disbursement 
by vulnerability 9

624 865
1,326

10,414

2,178

1,979
2,781

5,188

Source: Bancamía. BBVAMF calculations.

Extremely
poor

Poor Vulnerable Others

Avg. disbursement/
transaction (USD)

Avg. assets (USD)

• Clients’ level of indebtedness is greater 
in the case of the less vulnerable 
segments. Equity held by the 
non-vulnerable segment nearly double 
those of the vulnerable segment. 

• Extremely poor clients spend 9% 
of their sales revenue on paying the 
loan installment, which is nearly half 
their gross margin. Non-vulnerable 
clients, however, have 43% of their 
income left as net income after paying 
the installment.

• Their gross margin increases as 
clients’ vulnerability falls, and averages 
out at 36%.

Loan installment, expenses 
& margins (as % of sales) 10

9%
10%

7%
29%

82%

8%
21%

71%

8%
30%

62%

5%
43%

52%

63%

Source: Bancamía. BBVAMF calculations.

TotalExtremely
poor

Poor Vulne-
rable

Others

Loan 
installment (%)

Net 
income (%)

Expenses (%)
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Our 
clients’ 
development

• Bancamía retains nearly 80% of its 
clients after a year, a slightly higher 
rate than the average for the BBVAMF 
Group. However, longer-term retention 
continues to be a challenge.

• There is a positive trend in terms 
of poverty reduction with clients 
the longer they stay.

Retention (by cohort) 11

Source: Bancamía. BBVAMF calculations.

100%

79%

47%

30%

22%

Start +1 
year

+2 
years

+3 
years

+4
years

2011 2012 2013 2014 Avg.

After two years, 33.1% of clients who remain 
with Bancamía, and who were classed as 
poor at the outset, are above the poverty 
line. Since 2011, more than 16,000 current 
clients have achieved this.
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11_Percentage of 
clients in each cohort 
still current as of 
December 31, 2015.

12_Shows the 
situation at the outset 
and the current 
situation as of 
December 31, 2015 of 
clients in each cohort 
current at that time. 

13_Clients 
participating in the 
sample are current 
clients and have had 
their data updated 
in the last 12 months.

Client economic vulnerability (by cohort) 12,13

Source: Bancamía. BBVAMF calculations.

31%

20%

36%

13%

18%

5%

49%

28%

31%

19%

35%

15%

21%

6%

47%

26%

29%

17%

37%

17%

25%

8%

45%

22%

31%

21%

35%

14%

29%

12%

42%

17%

OthersVulnerablePoorExtremely poor

2012 2013 20142011

Situation at
the outset

Current
situation

Situation at
the outset

Current
situation

Situation at
the outset

Current
situation

Situation at
the outset

Current
situation

Clients overcoming poverty (by cohort) 13

Source: Bancamía. BBVAMF calculations.

2011

55%

8,700

4,742

2012

45%

9,930

4,517

2013

28%

13,033

3,693

2014

21%

15,864

3,388

% of existing clients classified as poor at the outset 
whose net income as of Dec. 31 exceeds 
the poverty line

Nº existing clients classified as poor at the outset 
and whose net income exceeds the poverty line

Nº existing clients classified as poor at the outset
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Average monthly sales (by cohort) 14

Source: Bancamía. BBVAMF calculations.

2011

18,466

960

1,619

13%

2012

22,085

1,037

1,571

14%

2013

31,514

1,063

1,437

16%

2014

35,945

1,002

1,248

21%

2015

10,074

1,081

1,184

17%

Entity Avg. (USD)
1,411

Clients by cohort considered
in the calculation

CAGR11-15

16.9%

Outset (USD)

Current (USD)

CAGRT-15

Our
clients’ 
development

The positive and continued financial 
growth enjoyed by micro-enterprises over 
all cohorts also show a momentum of 
asset accumulation, since the latter grow 
at a faster rate than sales and net income.
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14_Data of current 
clients as of December 
31, 2015, and that 
have had a data 
update in the last 12 
months. The situation 
at the outset is shown 
(data in their cohort 
year) and their 
situation at the end 
of December 2015.

Average monthly net income (by cohort) 14

Source: Bancamía. BBVAMF calculations.

2011

17,944

102

189

16%

2012

21,355

123

178

13%

2013

30,224

133

161

10%

2014

30,656

109

134 137

20%

2015

9,903

123

20%

Entity Avg. (USD)
159

Clients by cohort considered
in the calculation

CAGR11-15

15.0%

Outset (USD)

Current (USD)

CAGRT-15

Average assets (by cohort) 14

Source: Bancamía. BBVAMF calculations.

2011

19,120

2,549

6,704

26%

2012

22,593

2,803

6,165

29%

2013

31,602

3,260

5,605

30%

2014

35,644

3,331

4,753

36%

2015

9,814

4,045

4,608

25%

Entity Avg. (USD)
5,550

Clients by cohort considered
in the calculation

CAGR11-15

30.7%

Outset (USD)

Current (USD)

CAGRT-15

34 Aggregate 
data
At December 31, 2015

Summary BBVAMF Bancamía Fin. Conf Adopem

Financial data
Gross portfolio (USD) 997,355,916 350,969,068 447,075,072 111,779,893
Total disbursed in 2015 (USD) 1,220,139,233 322,501,711 578,380,102 133,861,505
Nº transactions in 2015 1,071,923 296,511 291,945 210,405
Avg disbursement in 2015 (USD) 1,138 1,088 1,981 636
Deposits & other (USD) 429,419,040 105,542,176 272,876,591 51,000,274

Operational data
Nº Employees 7,910 3,583 2,168 1,238
Nº Offices 509 200 153 70
Clients who receive financial education 378,562 164,334 50,907 16,051

Our clients BBVAMF Bancamía Fin. Conf Adopem

Number of net clients 1,712,801 785,535 435,879 361,722
Number of credit clients 917,186 356,377 213,152 217,992

% credit clients/ total clients of BBVAMF Group 38.9% 23.2% 23.8%
Degree of vulnerability

Extremely poor 9.9% 9.0% 6.3% 6.5%
Poor 25.1% 23.2% 26.6% 29.5%
Vulnerable 48.0% 43.8% 53.0% 53.9%
Total vulnerable clients 83.0% 76.0% 86.0% 89.9%
Other 17.0% 24.0% 14.0% 10.1%

Detail
Environment – % rural clients 29.9% 37.6% 23.4% 37.2%
Gender – % female clients 60.6% 56.1% 51.1% 67.9%
Education – % Primary (at best) 46.8% 56.9% 17.1% 51.9%
By age
Under 30 yrs 19.7% 12.5% 25.8% 28.5%
Between 30 and 60 yrs 70.2% 74.5% 66.3% 64.8%
Over 60 yrs 10.1% 13.0% 7.9% 6.7%

Monthly per capital enterprise income 
(USD) 170 168 165 160

By seniority
Less than 1 yr 152 150 141 152
1 to 3 yrs 166 159 166 155
4 or more yrs 198 197 207 175
By economic vulnerability
Extremely poor 26 14 35 33
Poor 65 49 74 75
Vulnerable 143 114 146 166
Others 469 440 469 457

Average disbursement (USD)
By economic vulnerability
Extremely poor 693 624 1,824 396
Poor 803 865 1,282 503
Vulnerable 1,512 1,326 2,792 774
Others 3,282 2,178 8,707 1,240

Average saving (USD)
Total clients 67 16 374 52
Credit clients 27 16 364 41

Increase in average saving 
(cohorts 2013-2015 CAGR) 26.4% 4.6% 11.7% 33.4%
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15_Average 
disbursement, 
calculated as the total 
disbursement made 
in a year divided 
by the number of 
transactions by each 
client participating 
in the disbursement 
in said year. 

16_Proportion of 
clients still current 
in each cohort who 
have improved their 
level of education 
from their situation 
as registered 
at the outset. 

17_Proportion of 
clients still current 
in each cohort who 
have moved into their 
own home, have made 
home improvements 
or who have increased 
the number of rooms 
in their home from 
when they registered 
at the outset.

Average disbursement per 
transaction (by cohort) 15

Source: Bancamía. BBVAMF calculations.

USD 720

USD 934

USD 1,153 

USD 1,265

USD 1,080

Start +1 
year

+2 
years

+3 
years

+4
years

2011 2012 2013 2014

Avg.

Client improvement in education 
(by cohort) 16

Source: Bancamía. BBVAMF calculations.

1%

4%

5%

3%

2011 2012 2013 2014

Avg.

Start +1 
year

+2 
years

+3 
years

+4
years

• As time passes, clients’ credit capacity 
grows, as do the sums being offered 
by Bancamía. After two years, their 
average credit sum has increased 
by around 50%.

• While modest, there is a direct 
correlation between having a relationship 
with Bancamía and improvements both 
in the level of educational achievement 
and in housing quality.

Client improvement in housing 
(by cohort) 17

Source: Bancamía. BBVAMF calculations.

3%

6%

2013 2014

Avg.

Start +1 
year

+2
years

Our
clients’ 
development
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With increased competition making 
markets and more dynamic and giving 
clients more momentum, but also exposing 
them to products and situations which are 
not necessarily aligned with their interests 
and development, BBVAMFG remains 
committed to maintaining long-term 
productive relationships with the clients it 
serves. Identifying those clients with whom 
it can build these relationships, finding out 
their needs, and knowing how to satisfy all 
of them, will enable BBVAMFG to achieve 
the sustainable social impact for which 
it strives.

For all these reasons, BBVAMF views as 
high-priority the development of statistical 
models based on its clients’ attributes 
(such as age, gender, income, assets, 
etc.) that will enable it to identify those 
who are more likely to make economic 
and social progress and who help it to 
understand why they initiate and terminate 
their banking relationships, in order 
to offer them a better service and thus 
improve the current client retention ratios. 

Savings matter…
Some of the institutions in the 
BBVAMF Group have quite recently 
started to offer savings solutions and 
available data is being collected and 
continuously analyzed. Information 
on savings clients is sometimes limited, 
hence the ability to draw conclusions 
is challenging although crucial in order to 
support client development. Understanding 
saving patterns is work in progress and 
has been classified as a core strategic 
development area.

Impact in its global context 
Without a comprehensive understanding 
of the major challenges facing clients, 
policies of poverty alleviation can become 
disconnected from reality. BBVAMF 
continues to develop indicators and 
criteria to calibrate the social environment 
in which clients live and operate 
(e.g. propensity to natural disasters, 
geographical remoteness, crime and 
delinquency, etc.) and the economic 
indicators that surround them (e.g. growth 
potential of particular sectors, comparing 
client concentration with country poverty 
maps, etc.). These may provide a more 
informed understanding of poverty 
behaviors by client populations at various 
stages of development that are often 
unrelated to access to financial services.

Indeed the results are encouraging and 
BBVAMFG has consistently demonstrated 
its ability to support low-income clients, 
with 32% of poor clients moving to a 
higher economic segment after 2 years. 
However, the results also uncover a 
significant need to further engage with 
them in the long-term, in particular 
to concentrate efforts on improving 
current client retention rates. BBVAMF 
recognizes it must continue to segment 
client bases, examine and diversify the 
product offering and services of local 
operations, and focus on increasing 
impact in terms of both scale and depth. 
With these findings comes an opportunity 
to identify and prioritize areas of strategic 
importance to increase the effectiveness 
of Productive Responsible Microfinance.
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18_Includes the 
overnight and term 
savings of current 
clients each year. 

19_Average saving 
calculated for 
all clients with 
a balance of USD 1 
or more (in local 
currency equivalent) 
on all dates. 

20_Savings of clients 
current in each cohort 
having both credits 
and savings.

Average savings 
(of existing clients) 18,19

2011 2012 2013 2014 2015

Source: Bancamía. BBVAMF calculations.

USD 17

USD 18

USD 17

USD 16

USD 16USD 15

USD 14 USD 14 USD 14

USD 16

YoY (14-15)
9.2%

YoY (14-15)
4.0%

Avg. Savings 
(all clients) (USD)

Avg. Savings 
(credit clients only) (USD) 

Active clients’ 
average savings are 
slightly lower than 
the average savings 
of all clients with 
savings products.

Average savings (by cohort) 19,20 

Source: Bancamía. BBVAMF calculations.

USD 13

USD 15

USD 17

USD 18

2011 2012 2013 2014 2015

Avg.

USD 16

Start +1 
year

+2 
years

+3 
years

+4
years

• When analyzed by cohorts, the average 
savings balance of active clients increases 
the more time they have banked with 
Bancamía.

32 BBVA 
Microfinance 
Foundation

45_Percentage of 
clients in each cohort 
still current as of 
December 31, 2015.

BBVAMF continues 
to improve strategic 
areas for medium-term 
sustainability
In reviewing client trends and 
characteristics, the data has revealed 
a number of challenges and opportunities 
that must be considered: (1) the need to 
work towards improving retention rates to 
ensure scalable impact, (2) understanding 
client savings’ dynamics and (3) the need 
to view a client within an environment.

Client retention remains 
a strong focus 
In order to extend the impact of 
BBVAMFG’s activity, considerable efforts 
are being made to maintain a long-term 
relationship with the target clientele. 
Churn rates are monitored on a regular 
basis. After a year, on average 66% of 
clients are continuing to bank with the 
BBVAMFG’s institutions, and after two 
years just under half are still with them. 
This momentum, visible in all cohorts, 
highlights the need to focus on improving 
client retention levels, in particular during 
the initial phases of the relationship.

Client retention 45

(by cohort)

Source: BBVAMFG institutions. BBVAMF calculations.

Start +1 
year

+2 
years

+3 
years

+4
years

100%

66%

41%

28%
21%

2011 2012 2013 2014 Avg.

BBVAMF intends 
to identify more 
precisely the profile 
of clients that leave 
the institution in 
order to understand 
their behavior and 
offer a better service.
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21_Data as of 
December 31, 2015.

Summary of activity 21

Total

Gross loan portfolio (USD) 350,969,068

Total disbursed in 2015 (USD) 322,501,711

Nº transactions in 2015 296,511

Average disbursement in 2015 (USD) 1,088

Deposits & other (USD) 105,542,176

Nº Employees 3,583

Nº Offices 200

Clients receiving financial education 164,334

Source: Bancamía. BBVAMF calculations.

Activity 
data
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The need to look beyond 
financial services
Finally, looking at impact beyond financial 
services has revealed that the longer the 
client maintains a banking relationship, 
the greater the interest in both extending 
its scope and improving their standard 
of living: 15% of clients increase their 
health cover after 2 years with the 
BBVAMF Group. Education and housing 
improvements are more modest: 6% 
of clients improve their living conditions 
after 2 years and only 3% improve their 
education after 2 years.

Client improvement in healthcare 
(by cohort) 42

Source: BBVAMFG institutions. BBVAMF calculations.

8%

22%

24%
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Avg.

15%

Start +1 
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+2 
years

+3 
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+4
years

Client improvement in education 
(by cohort) 43

Source: BBVAMFG institutions. BBVAMF calculations.

1%

4%
5%

2011 2012 2013 2014

Avg.

3%

Start +1 
year

+2 
years

+3 
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Client improvement in housing 
(by cohort) 44

Source: BBVAMFG institutions. BBVAMF calculations.

2013 2014

Avg.

5,1%

6,3%

Start +1 
year

+2
years

42_Percentage 
of clients current in 
each cohort that have 
signed on to health 
insurance programs, 
or changed from 
public to mixed 
or private health 
insurance, or changed 
from mixed to private 
health insurance 
compared to the 
original situation. 
Information available 
for Banco Adopem 
and Microfinanzas PR.

43_Percentage 
of clients current 
in each cohort that 
have improved 
their education 
compared to the 
original situation. 
Information available 
for Bancamía.

44_Percentage 
of clients current 
in each cohort that 
have improved their 
housing conditions 
(i.e. own a new house, 
improved their current 
house or added 
rooms) compared to 
the original situation. 
Information available 
for Bancamía, 
Financiera Confianza, 
Banco Adopem, 
and Microserfin.
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