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SPECIAL LOANS EXECUTIVE, GIBANK - ROLE PLAY BRIEF 

 
“Gibank has got to be the leader in microfinance, as it is the leader in everything else, 
including profitability”.  These were your country CEO’s final words at the last 
management meeting.  You are waiting in your office for the CFO of Agramfi, one of the 
country’s leading MFIs, to arrive.  Agramfi has applied to Gibank for a loan of one million 
dollars.  Gibank is not the only multinational bank in the country and Agramfi is an 
attractive partner in what is becoming a competitive market.  You are nervous.  
 
Your due diligence team visited Agramfi and Agramfi also received an alpha rating from M-
Cril, the international microfinance rating agency.  All that remains is to negotiate the 
interest rate and any other details.  You want the business but it must be profitable; the 
CEO does not believe in charity and he is determined to maintain his position as head of 
Gibank’s most profitable country office in the world.  
   
One million dollars is a small sum for Gibank - the Bank’s total business in this country 
office is approaching a billion dollars - but it is important.  A loan to Agramfi will be good 
news to corporate headquarters in London, and it should lead to further substantial 
business as microfinance is expanding very fast. 
  
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 for which it has applied will not 
threaten Agramfi’s financial strength.  Their loan repayment record is excellent and they 
have twenty thousand clients, with an outstanding balance of five million dollars.  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 goal is to negotiate a good 
deal for Gibank. The Bank has lent similar sums to MFIs at rates ranging from 8% to 10%, 
but you want to make a deal at the top end of this range; interest rates seem to be rising 
world-wide and although Agramfi is one of the country’s best MFIs, it is by no means the 
largest. 
 
The focus of your job as Special Loans Executive is on MFIs but you have a general idea 
about Gibank’s position in the country and some of the issues it faces, e.g. 
 
� Gibank needs to grow its loan book, but profitably. Loss leaders are out.  

� Gibank’s branches need more good customers, for deposits and advances, and your MIS 
can deal profitably with small transactions which other banks find unprofitable. 

� Gibank’s recently established insurance subsidiary needs new business.  

� Gibank is building its securitisation business by purchasing loan books from vehicle and 
appliance dealers, real estate developers and others. The Bank wants more of this. 

� Gibank also offers ‘partnerships’ to vehicle dealers and others which lack the strength 
to provide finance to their customers. The partners identify the customers and approve 
and recover the loans, based on strict guidelines from Gibank, but the loans are 
actually from Gibank direct to the customers. The rates include a margin for the dealer 
or other partner.  

� Gibank needs to develop more financial transactions between its worldwide offices. 

� Gibank’s younger staff are bright and well-qualified, but many lack any real ‘hands-on’ 
experience of rural conditions in their own country. Top management feel that this 
must be remedied if the Bank is truly to cover the country as a whole, and they are 
willing to allow time for this.   

 
These are all important issues, but you are sure that your aim at the forthcoming meeting 
is to negotiate a good deal, to get the business but at as high an interest rate as you can.  


