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JANUARY-MARCH 2007: AT A GLANCE:




CHANGES THIS QUARTER:

The first quarter of 2007 closed on 167,970 Clients?, 1.7 billion outstanding loan portfolio and 85 branches. During
the quarter organization experienced a growth of 23 % in terms of clients and 14% in terms of loan portfolio. Kashf
opened 13 new branches during the quarter with PAR <1%. The current branch network includes 9 BSL and 76 GL
branches operating in 14 districts.

Moving ahead with last quarter performance of winning accolades, this year Kashf won the prestigious Skoll Award
for Social entrepreneurship. As a recipient of the 2007 Social Entrepreneurship award Kashf Foundation will
receive a grant amount of US $1,015,000 over a period of three years.

Furthermore, Kashf Foundation announced a landmark deal with Citibank NA Pakistan securing another financial
avenue for its funding. This term funding structure is the first commercial syndication for the microfinance sector in
the country and Kashf will be given US$ 22 million over a period of 5 years.

This financing program acknowledges KASHF’s significant growth plans and its proven business model as one of
the leading microfinance institutions in the sector.

2 Qutreach = Total clients in all loan portfolios i.e. GL,BSL and HIL



PROGRAM PERFORMANCE DURING JANUARY-MARCH 2007

Total Outreach of the Programme

The programme has been expanding its client base steadily, as can be seen from the table above total
cumulative outreach increased by 23.2% since the last quarter.

Disbursement — General Loan

The following table illustrates the trends in GL disbursement over the last two quarters. The total cumulative amount
of loans disbursed in the quarter January-March 2007 has increased by approx. 13.5%, while the cumulative number
of loans disbursed registered a raise of 12.6% vis-a-vis the previous quarter.

These statistics indicate an
increase in cumulative GL
disbursement due to increased
outreach by new branches and
also retention of clients in
higher loan cycles. Branches
are being monitored on a
monthly basis, target achievement and monitoring of exits is now being taken care of with due diligence.

The loan amount disbursed decreased by nearly 24%
during the quarter January- March 2007. The decline in
GL has resulted from the fact that majority of the
disbursements are skewed in the third and fourth quarter,
the decline in the ALS also resulted due to the same
reason.




Disbursement — Emergency Loan

Disbursement — Business Surmaya Loan

The disbursements in the EL have been sustained
over the quarter and there has been an increase of
19.2% in the cumulative loan amount disbursed and
an increase of 18% in the loan amount disbursed as
compared to the previous quarter. The ALS has also
undergone a modest increase of 4.2%.

The cumulative number of loans disbursed
underwent an increase of 14.4% and the number of
loans disbursed increased by 18% as compared with
the previous quarter.

A concerted effort has been made on promoting this
product among clients, new and old. This was done so
that client’s reliance on money lenders which charge
exorbitant interest rates should be minimized. To make
the product more favorable, timely access has been
stressed upon. Furthermore, the frequency of accessing
a consumption loan has been increased to twice a year .

IL disbursement is summarized in the
following table. The organization is
concentrating on expanding outreach for the
IL product as can be seen from the product’s
growth trends. The loan amount has
undergone a tremendous increase of 80% and
the number of loans disbursed has increased
by 84%.

The average loan size has dropped compared

to previous quarter. Since the number of IL branches have increased rapidly, a greater proportion of clients are in the
first loan cycle (ranging from Rs 20,000 to Rs 50,000) which has lead to a decreasing trend in the ALS. The trend shall
change over this year as clients progress to the second loan cycle where amounts significantly increase (from Rs 50,000

to Rs 1 Lakh)



FINANCIAL SUSTAINABILITY
Overall performance

The organization’s equity stood at Rs 967 M [Dec 2006: Rs 944 M]. The growth of Rs 23 M in equity resulted from
income for the quarter of Rs 119 M. The income from loans increased by 17% to Rs.116M [Quarter ended Dec, 2006:
99M]. Income from loans has steadily been increasing over the years primarily as clients in mature branches progress
to higher loan sizes. Secondly, but more importantly the organization is also rapidly expanding its client base by
entering new districts and enhancing outreach in mature markets consequently leading to increased disbursement to
clients.

The total assets base grew to Rs 2.3 billion [Dec 2006: 2.2 billion]. The asset mix by weight showed improvement in
general, enhancing ability of entity to generate income at a higher rate. The sources of finances did not change during
the quarter and on lending funds were met through PPAF funds.

Personnel cost decreased to Rs 39Muillion [Dec 2006:
41 M]. The major variation was due to annual bonus
which had accrued in December. Total staff strength
has reached to 952 [Dec 2006:853]. The
administrative costs increased by Rs. 3M over the
quarter due to setup cost of 13 more branches.
However, total admin expenses are 47% as compare
with projected.

The total amount outstanding as on Mar is Rs 1,748M [Dec 2006: Rs 1,530M]. The average loan size
disbursed during the period was Rs 14,092 [Dec 2005: Rs 16,080], while PAR has gone down to 1.5 M
[Dec 2006: 1.7M] representing 0.09% and it remained below 1%. PAR continues to remain low due to the
organization’s emphasis on portfolio quality. Furthermore, established systems, expertise and experience
gained in mature branches over the years are being transferred to the new branches thus leading to a quality
portfolio being replicated in these branches.

Compared to the last quarter, income rose from 105
million to 121 million registering a percentage
increase of 14.9%. Percentage share of income
generated over the quarter resulted from 96.14%
income generation in service charges, 1.16% from
investment income (on receipt basis) and 2.69% from
other sources.

The respective indicators for the previous quarter
were 91.7%, 5.17% and 3.09%. This quarter the share
of income generated from service charges has
increased slightly and the share of income from
investments and other sources has both showed declining trends. Comprehensive information has also been provided
in the ANNEXURE




Profitability Ratios

The return on assets increased from 2.26% last quarter to 4.19% this
quarter, the return on equity increased from 4.81% to 9.28%.

Yield on portfolio increased from 35.60% last quarter to 40.48% showing
a positive trend this quarter. The yield on portfolio is primarily judged on
how efficiently and swiftly have the loans been disbursed. Repeat center
clients were taking more than 24 hours to disburse and there were delays
in center disbursement. Changes have been made to monitor the trend and
minimize the number of days in disbursement to a repeat center. As a result this has impacted the yield in portfolio
positively.

Efficiency Ratios

Administrative efficiency is defined as the cost required in
maintaining Rs 1 in the market. Operational efficiency highlights
the efficiency of the loan disbursement system. The operating
efficiency ratio has gone up to 29% [Dec 2006: 23%], the variation
is primarily due to additional costs of new branches, which are not
operationalized and salary adjustment for the year.

Operational self-sufficiency measures whether the revenue generated by the program is sufficient to cover its
overheads and financial self-sufficiency estimates whether the program would still be sustainable if it is compelled to
borrow at market rates. The sustainability ratios shows decreasing trend due to additional costs of 13 new branches,
0SS stood at 142% [Dec 2006: 146%]. However the FSS has slightly improved to 116% [Dec 2006:104%]



HUMAN RESOURCES

Total Permanent Staff

Total Staff (HO|Field)

Gender Ratio

Total Trainee Staff

Total Trainees
(HO|Field)

Trainees Gender
Ratio

Total Staff Recruited

Staff Recruited
(HO|Field)

Gender Ratio

Turn Over (Quarterly)

Overall Turn Over

Keeping in  view KASHF’s
expanding portfolio of clients,
research and opening up of branches
in new areas and increased
penetration in mature branches, staff
Female Female numbers continued to increase to
39% 43% satisfy the organization’s growth
pattern. Since, a lot of new branches
are being set up a greater chunk of
staff that has been hired was for the

Female A purpose of field operations.
62% 55%

A 10% increase in staff strength
registered this quarter taking total
Female Female staff count to 803. The overall female
63% 57% staff ratio increased from 39% in
December to 43% in March because
of hiring more women so as to
achieve a gender balance. We as an

organization are committed towards providing women an empowering role in society whether it is through providing
financial services or hiring women at the work place. The gender ratio at the office level however remained
unchanged in the quarter and the focus in the coming quarters would be to pursue an active policy of hiring women.

A list of trainings that were undertaken during the quarter is
on the left. The focus of the trainings was on a multitude of
subjects i.e. from product development to exposure Vvisits,
enhancing auditing controls to enhancing team building
skills etc. Kashf believes that such training courses not only
have a positive impact on the productivity of an individual
but also is a very important factor in staff retention. The
wide variety of trainings imparted to our staff members both
internally and externally, help enhance their capabilities as
an individual and in building a world class team of
professionals actively engaged in assisting each other in
serving our clients.




GENDER EMPOWERMENT & SOCIAL ADVOCACY

Since its inception, Kashf also maintained a focus on gender empowerment and social
advocacy through social means. GESA'’s role is central to the overall vision of Kashf.
Unlike other departments, gender empowerment and social advocacy is its core business.
It sees itself as the conscience of the organization.

The department/ program was conceptualized as providing a whole host of non-financial
services to clients and staff which would both enhance the impact of KASHF’s financial
services but also complement these by offering trainings and information that would
enhance the social mission of Kashf. In other words, the department is dedicated to
realizing the potential for self-actualization for both clients and staff.

During this quarter GESA focus was program’s cost-effective expansion and marketing and
promotion of its activities
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ANNEXURE:

PERFORMANCE INDICATORS & RATIO ANALYSIS
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