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CHIEF FINANCIAL OFFICER, AGRAMFI - ROLE PLAY BRIEF 

 
“Be sure you get a good deal for Agramfi” were the CEO’s final words to you as he left for 
the Summit in Halifax.   
 
You are nervous.  You have only recently been promoted to the new position of Chief 
Financial Officer (CFO) of Agramfi (the Aggressive MFI) and you have been entrusted with 
the task of negotiating Agramfi’s first-ever loan from a commercial bank.  You are about to 
meet the Special Loans Executive of Gibank, the Giant Multinational Bank, and you feel 
that meeting a bank manager is rather like being summoned to see the Headmaster when 
you were at school.  Gibank recently bought over a medium sized bank in your country and 
is expanding vigorously in all areas.  You find their glossy skyscraper office quite 
intimidating.  Their due diligence team visited Agramfi a few weeks ago and gave the go-
ahead for the loan; all that remains is to negotiate the interest rate and any other details.   
 
Agramfi started as an NGO ten years ago and is now a non-bank finance company.  It has 
been well capitalised through donor grants and more recently with its own retained 
earnings, and you know that the one million dollar loan which it has applied for will not 
threaten Agramfi’s financial strength.  The loan repayment record is excellent and the 
outstanding balance amounts to five million dollars, with twenty thousand clients.  Agramfi 
recently won an award as the country’s best MFI in terms of portfolio quality and poverty 
outreach, and is expanding at over 50% a year. 
 
Your overriding aim, as the CEO implied, is to get a good deal, in order to keep Agramfi’s 
costs low.  Gibank has lent similar sums to MFIs at rates ranging from 8% to 10%, but you 
want to pay less than that. 
 
You know that Agramfi is good, but you are also aware that it is not perfect. A recent 
management meeting agreed that the following were some of the problems faced: 
 
� More finance is urgently needed, hence your meeting with Gibank, but costs of all kinds 
have to be reduced, which explains the over-riding need for a good deal. 

� Agramfi’s focus is on group loans to the poor but some of your best clients need larger 
individual loans.  Can they be satisfied without losing focus? 

� Agramfi is not over-geared but it soon will be at the present rate of expansion; can this 
be avoided? 

� Some board members feel that Agramfi’s ‘core competence’ is in social intermediation 
and that it should leave financial intermediation to other institutions; is there any way 
this could be done without injuring your clients ? 

� Your clients face many risks, which can cause repayment problems for Agramfi. 

� Agramfi cannot take demand deposits and its clients need somewhere to save; this 
need must be satisfied if Agramfi is not to lose out to local banks. 

� Many of your clients’ family members are working overseas and they need more 
convenient and less expensive ways of sending money home.  

� There is an urgent need to undertake market research and new product design studies, 
but your staff are too busy and lack the necessary skills, while consultants are too 
costly. 

� Agramfi carries out its day to day banking business with the country’s largest and 
oldest bank. This bank was unwilling even to consider an unsecured bulk loan to 
Agramfi, which is why management approached Gibank, and it may be necessary to 
consider switching Agramfi’s banking business to another bank.   

 
These are all important issues, but you are sure that your aim at the forthcoming meeting 
is to get a good deal, to negotiate a low cost loan for a million dollars.        


