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Introduction 1

Rabobank’s roots stem from agricultural com munities in the 
Netherlands in the nine teenth century, that had no proper 
access to financial services. Today, around two billion adults 
worldwide are not financially included, especially in rural 
areas. The agricultural sector, which in many developing parts 
of the world accounts for a large part of the economy, is often 
underserved by banks. Financial Inclusion has a positive 
contribution on economic growth and will create a more equal 

wealth distribution to the benefit of rural areas.

As a leading global food & agricultural bank Rabobank is 
determined to contribute to overcoming challenges and 
seizing opportunities. Together with our clients, partners and 
colleagues worldwide, we want to contribute to food security. 

This is embodied in our strategy called Banking for Food.

Inclusion

Access to 
networks

Access to 
knowledge

Access to 
finance

Rabo Development has nine strategic partnerships with banks in 
East Africa and Latin America in which it holds a minority equity 
stake. These partnerships are based on that common ambition 
to improve financial inclusion and F&A sector development, 
especially in rural areas. Rabo Development aims to support its 
partner banks in their growth, innovation and financial position 
by, among others, capital and Rabobank expertise. 



‘ We provide access to finance, knowledge 
and networks to our clients and their 
communities. Food and agriculture 
was, is and will always be at the heart of 
Rabobank’s strategy: Banking for Food.’ 

Berry Marttin
Chairman of the Shareholder Council 

of Rabo Development and Member  

of the Executive Board of Rabobank
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Food security  

concerns us all.  

The world population  

is growing, living  

longer and, on  

average, becoming 

more affluent. As a 

consequence the demand for food is expected 

to rise by some 60% by 2050. At the same 

time we are running out of both the natural 

resources needed to sustain agriculture and 

options to expand arable land acreage and 

we need to reduce the ecological footprint of 

agribusiness. So the food and agri value chain 

will have to produce more with less, ensuring 

sustainability of resources and value chains 

and economic viability for the long term.  

Food security is a vastly complex issue.  

To make it somewhat more surveyable, 

four dimensions of food security have been 

identified: increasing the availability of food, 

improving access to food, promoting balanced, 

healthy nutrition, increasing stability.

More than 800 million people  
are chronically hungry

The world is growing with  
5 millions more mouths to  
feed every month

That is a city with the size of Singapore

Need to produce  
more, with less  
ecological impact

Ongoing spikes  
in agricultural  
commodity  
prices

Value creation throughout 
the chain is unevenly  
distributed

Reducing number of farmers  
>  Every 20 years the number  

of people depending on  
1 farmer doubles 

>  For every 350 people in  
New York there is only one 
farmer to produce food 

1/3    of globally produced food 
is wasted, due to lack of 

know-how, improper handling, 
transportation or storage  

Every year over 

3,000,000
children die of hunger

More than 1.4 billion  
people are overweight,  
1/3 of whom are obese

Roughly one in every six  
Americans suffered from  
a foodborn disease

Agricultural land  
per capita has  
halved since  
the 1960’s 

New born 
inhabitants/min.  
of which 154 from  
expanding popula-
tions in emerging 
and developing 
regions

158

Increase Food  
Availability 

Improve Access  
to Food

Stimulate Balanced 
Nutrition 

Enhance Stability

Relevance Banking for Food 
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INPUTS

OPERATIONS

OUTPUTS

EFFECTS

IMPACT



7Measuring 

The theory behind the business model is that Rabo Development 
provides certain additionalities to these banks, which can improve 
performance. In cooperation with Rabo Development, the bank might 

for instance easier develop new distribution channels or products, so that it 
can serve a larger part of the population. Over time, this may translate into 
increased efficiency, a higher number of customers and a larger agri loan 
portfolio, all of which are considered examples of output data. The output 
data then shows the bank’s contribution to financial deepening within the 
local market. Literature provides evidence on the positive effects financial 
deepening has on employment, socio-economic stability and food security. 
More customers are able to better plan their finance, save money to 
mitigate external shocks or invest in their (agri-)business. 

Ultimately, this leads to impact, increased income and improved food 
security. Partner bank output data enables Rabo Development to  
quantitatively substantiate the contribution of the partner banks in  
terms of extending their outreach to customers. The focus within the  
data requested from partner banks is on number of customers, type of 
customers, the usage of electronic channels, the presence of the bank  
in rural areas and the finance that is provided to the agricultural sector.  
Data quality has been challenging throughout the years, but significant 
improvement has been achieved in joint effort with our partner banks. 

Our findings from the output data are provided hereafter for each of the 
nine partner banks.

Rabo Development has for many years assessed the achievements 
of its partner banks in terms of outreach and customer base in their 
respective markets, especially in rural areas, and their contribution 
to the local food and agri value chains through the extension of 
loans, saving products and transactional banking products. 

Impact
Measuring
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investment 
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Rabo Group
Partners

Governments, 
Donors, NGOs and 

MDBs

policy support and 
financial resources

Access to 
Rabo network

Management
services

Technical 
assistance

Board
membership

Financial Inclusion

Food Security

Commercial Linkages (Food & Agri)

Talent Development (HR)

Return on Investment

Rural Development

Sustainable Growth

Equity 
investment

Strategy ICT HR Operations
Agri

Advisory

Credit risk
Management

Governance
&

Management

Rabo Development

Partner banks

Services



9

Our methodology is best illustrated by our business model (see on the 
left page) that encapsulates all elements of our involvement. As the model 
shows, it is the composition of elements that adds up our involvement. 

The first step is always a shared vision between all relevant stakeholders 
about the strategy of the institution moving forward. Only once consensus 
has been reached, next steps can be taken, which may comprise a capital 
injection – in the form of a minority holding in the bank concerned. Other 
steps include: 
 •  Nomination of directors for part of the board seats
 •  The strengthening of management with experienced banking  

professionals 
 • The introduction of technical support in areas, such as products  

and/or system innovation, new distribution channels or the 
development of new customer service concepts. 

In this way, Rabo Development supports the partner bank in its develop-
ment in line with the shared vision. The shared vision always captures RD’s 
main objective for partner banks: to improve financial inclusion, through a 
rural orientation, in a financially sustainable way.

It works 
Although Rabo Development operates from a relatively small Dutch base 
and has started this activity in 2005, it contributes to the operations of 
partner banks serving more than 7 million clients worldwide.

Rabo Development’s involvement in any community is, without 
exception, by invitation. The starting point is, typically, a financial 
institution with opportunities and ambitions, but with a clear 
demand for additional capital, banking competences, management 
talent and/or state of the art technology. 

Rabo Development in a Nutshell

How we work

Rabo Development in a Nutshell
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Rural & agriculture 
Despite the efforts made to apply similar 
definitions, it is important to realize that 

the partner banks all operate in different countries 
with different banking regulation, using different 
systems. Despite the joint efforts made, differences 
in the use of definitions are inevitable, i.e. the defi-
nition of rural will be different for each partner 
bank. The same is applicable for instance to agri-
culture, some banks might only take into account 
the primary agricultural sector, while others have  
a broader definition and look at the full agri value 
chain, including e.g. processors and distributors. 

Comparison
Therefore, a simple comparison of banks 
is not desirable. The data do provide a 

high level overview of their role and contribution  
in terms of offering financial services in the country. 

Rabo Development’s stake 
Another important element with  
regard to the aggregation of data is  

the difference in size of the partner bank versus 
Rabo Development’s stake. Sicredi in Brazil 
accounts for a large part of the totals when the 
data are aggregated. Therefore, the aggregated 
numbers purely reflect the outreach and  
achievements of all partner banks together.

Currency in US Dollars 
For more pleasant reading all amounts in 
local currencies have been converted 

into US dollars, based on year-end exchange rates. 
This might to a certain extent distort the true  
development of the loan portfolio and the deposit 
portfolio. In case of strong depreciation (or appreci-
ation) of the local currency against the US dollar. For 
2015, many figures show a decline in loan portfolio 
or deposits growth due to this USD depreciation.

Measurement 
Moment of measurement is 31st of 
December in 2015, 2014, 2013 and  

2012. Please take into account that the agricultural 
portfolio is very seasonal, therefore we decided to 
not show the exact shares of commodities per  
31st of December, but we show the main five 
commodities financed in that year. 

Portfolio value 
Total loan portfolio value, as mentioned 
for each partner bank indicates total 

loans extended by the bank, which does not  
necessarily have to be equal to the sum of loans 
extended to the highlighted clients segments 
(Urban private individuals, SMEs, etc.). The same 
applies for amount of deposits and amount of 
customers.

The partner banks and Rabo Development have cooperated closely 
to assure that the data are based on similar definitions. In that way, 
Rabo Development is able to aggregate the data in a coherent way 
for each partner bank to present the total outreach.

How to read

52
% rural/agri 

Rabo Development in a Nutshell
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The Tool
A tool was developed for scoping the status of the cooperative/farmer 
organizations. It looks at the quality of the farmer organizations on govern-
ance, financial management, operational management, sales, marketing etc. 
The outcome of the scoring gives a clear picture of the farmer organization 
and shows the possibility to develop a tailor made TA program to improve 
the capacity of the farmer organization. This standardized tool checks the 
farmer organization at the beginning, during and in the end of a technical 
support program. Donor organizations and funding partners can use this 
tool to check the impact of their support.

Objectives
Strengthen the supply of sustainable and certified high quality cocoa by 
facilitating the restructuring process of cooperatives to create economically 
sustainable cooperatives. Cooperative Institutional Capacity Building 
program aims to strengthen cocoa cooperatives on Governance, Business 
and Access to financial Services.

Case #1: Cocoa Ivory coast 

Cooperative 
capacity building + + +Certification + 

GAP
Cashless  
banking

Input  
financing

Cooperative capacity  
building
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Results

Advisory project

• Cooperative Governance

• Operational Management

• Financial Management

• Sales/ Marketing

• Management Information

The project resulted in reaching the desired 
outcomes, which was to grow the number of 
individuals and households that benefit from 
being organized in a cooperative, increase access 
to financial services and improve farmers’ cash 
management.
•  80% of the cooperatives have a proper  

financial management system.
•  100% of the cooperatives have bank 

accounts. 
•  Best-performing cooperatives have a  

business plan. 
•  Member commitment increased  

substantially. 

Key Stakeholders & Roles
1.  Conseil de Cafee Cacao (CCC): Cocoa  

Government Board.
2.  La Caisse D’Epargne: responsible for  

implementation of the cashless banking  
pilot and upscaling.

3.   Zamacom: Subsidiary of ECOM, aiming at 
more secured sourcing at farmer level,  
implementation of certification schemes.

4.  Rabo Development: Advisor and Trainer, 
streamlining cocoa value chain and  
development of cooperative capacity 
building, financial linkages.

5. Rabobank Foundation: funding of TA program.

technical  
info

technical  
info

potential potential

sales/ 
marketing

sales/ 
marketing

financial  
management

financial  
management

operational 
management operational 

management

cooperative  
governance cooperative  

governance

100%
80
60
40
20
0

100%
80
60
40
20
0

Result of the tailor made technical assistance program (ECOM/Cocoa/IC)

2010 2014

Increase of Agri lending > 148 mln. CFA i

> 15,000 i

> 1,000 i

> 25 i

4 i

Members trained on cooperative principles

Introducing bank accounts

Board of Directors, Supervisory Board trained

Award of best performing Cooperative in 2015  
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The rate of financial inclusion in Albania is low 
(38% of people aged 15+ have a bank account at 
a formal financial institution) compared to other 
countries with a similar GDP per capita. It means 
that many households do not have a bank 
account at formal financial institutions. This also 
holds for credits in Albania, where only a small 
percentage of consumer credits (10%) are 
provided through a formal financial institution. 
The majority obtains credit through informal 
money lenders or family and friends. There is a 
clear need for a financial institution serving the 
rural areas and agri value chains.

From 1992 onwards ASC Union has successfully 
developed into a unique rural cooperative  
financial institution for Albania, serving over 
30,000 rural families with small agri loans. As the 
organization matured, a new phase emerged to 
ensure continuity and lasting rural impact and has 
led to the consolidation of 70 Saving and Credit 
Associations into a new financial institution called 
FED Invest. FED Invest has the potential to  
fundamentally change outlook for rural economic 
activity in Albania. It has the ambition and the 
plan to introduce new payment services through 

its elaborate network, offer branchless banking 
and through its consolidated financial strength 
will be a truly Albanian, rurally owned financial 
partner for the growth of the agri sector.  
Transforming into a full-fledged rural financial 
institution requires a long term vision, business 
planning, investment, support and implemen-
tation planning. Therefore Rabo International 
Advisory Services (RIAS) is asked to support FED 
Invest in this transformation to support access to 
financial services in rural Albania.
 
In April 2015 RIAS commenced with a thorough 
diagnostic of ASCU’s organization and designing 
a strategy leading to consolidation of all local 
SCAs into one financial institution with a  
cooperative governance structure. Parallel to  
this historic change of ASCU’s organization, RIAS 
developed a new business plan for the  
consolidated financial cooperative. This business 
plan includes several main themes of importance 
for the new financial institution, for example:
 • Diversification of its client base with an 

extended focus on SMEs, Consumers and 
Agribusiness, based on customized value 
propositions per market segment

Case #2: Albania

Strengthening financial 
cooperative institutions  
in emerging economies



Roadshow SCAs to ensure 

involvement

Starting September 28, 2015

No need to wait for new law

Built IT core - but keep it simple

Payment services, mobile  

banking and Agents

Other services

Larger loans

More coverage and more 

members

Increased deposit base

Increase capital base

Strategic investor?

Services to non- 

members in rural areas

p p p

Business plan to structure and steer way forward

15Advisory project

 • Building a thorough knowledge base on 
Albania’s agri sectors to better serve its agri 
customers and mitigate sector-related risks

 • Widening of its product portfolio including 
payment services, deposit products, larger loan 
sums, value chain finance solutions

 • Developing its distribution network by adding 
innovative electronic distribution channels like 
mobile and agency banking models

 • Professionalizing risk management at FED 
Invest, including credit policies, credit scoring 
tools for the retail market, a Risk Appetite 
statement, asset and liability management and 
a solid risk control framework

 • Assisting FED Invest to enter capital markets to 
attract funding

 • Strengthening the IT environment of the 
organization and a proper governance 
implementation

Introduce
services

Autonomous
growth period

Further 
consolidation - 

merger or banking 
license

Consolidation
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Total Portfolio

Rabo  
Development

7.1 million
Customer

12.7 billion
Deposits

1,854
Branches

2,439
Agents

1.1 million
Internet Banking 

subscriptions

3.3 million
Mobile banking 

subscriptions

4,853
ATMs

12.0 billion
Credit

Rural outreach 
and impact

39

% rural 

to Food &
 A

gr
i v

al
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ain 52% 

 to
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ers 38% 
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Partner banks Latin and South America

Legenda

Rabo Development
% stake

Brazil

Uganda
Rwanda

Tanzania

Zambia

Mozambique

Paraguay

Mexico

Branches

Credits

Customers

20% Banco Finterra, Mexico

18
Branches

637 
Customers

151 mln.
Credit Portfolio

94

% rural 

10
0%

 rural/agri 

88

% agri 

22% Banco Sicredi, Brazil

1,330
Branches

2,978,128
Customers

7.3 bln.
Credit Portfolio

21

% rural 

41
%

 rural/agri 

62

% agri 

38% Banco Regional, Paraguay

37
Branches

104,472
Customers

2.2 bln.
Credit Portfolio

43
% rural 

16
%

 rural/agri 

44

% agri 

8% LAAD, Latin America

18
Branches

702
Customers

569 mln.
Credit Portfolio

10
0% rural 

10
0%

 rural/agri 

98

% agri 
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Brazil

Uganda
Rwanda

Tanzania

Zambia

Mozambique
Paraguay

Partner banks Africa

192
Branches

 625,945
Customers

160 mln.
Credit Portfolio

61

% rural 

53
%

 rural/agri 60% agri

35% NMB, Tanzania

175
Branches

2,100,019
Customers

15% Banque Populaire du Rwanda, Rwanda

1.1 bln.
Credit Portfolio

62

% rural 

47
%

 rural/agri 

28% agri

46% Zanaco, Zambia

28% dfcu, Uganda

45% BTM, Mozambique

9
Branches

27,830
Customers

47 mln.
Credit Portfolio

22

% rural 

32

% agri

63
%

 rural/agri 

66
Branches

 978,595
Customers

331 mln.
Credit Portfolio

40

% agri 

35
% rural 

17
% rural/agri

45
Branches

255,796
Customers

248 mln.
Credit Portfolio

53

% rural 

17
%

 rural/agri 
15

% agri 
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‘ Innovation by using mobile and internet 
technology has been instrumental to NMB’s 
achievement. This year we celebrate our  
10 years anniversary after privatization.’

Managing DirectorIneke Bussemaker
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National Microfinance Bank plc (NMB) is one of the largest 
commercial banks in Tanzania by number of customers,  
branch network, ATM network and number of card holders.  
Rabo Development currently holds a minority stake of 35% 

NMB
Tanzania

Mission and rural outreach
NMB has always been committed to making  
financial services accessible to all Tanzanians. To 
this end they have sought to leverage its branch 
and ATM network to reach customers far and wide. 
NMB has 175 branches across the country, of which 
62 % are located in rural areas. In many places NMB 
Plc is the only bank around. The NMB banking 
agents are spread out across the country. As they 
grow in number, unbanked Tanzanians will find 
their nearest banking agent within walking 
distance. NMB’s agency banking network greatly 
reduces the barrier of Tanzania being a very large 
country in terms of access to finance. 
 
Technology 
Technology has become a critical determinant of 
banking success in Africa. How banking is 
conducted and how customers engage with their 
bank has changed dramatically. NMB recognized 
this shift and is the first bank in Tanzania to launch 
an SMS-based mobile banking service, which is 
called NMB Mobile. NMB Mobile currently has 
more than 1.3 million users. 

Performance
In order to increase financial capability among 
youth in Tanzania, regarding why and how to 
save in a bank, and build the awareness and 
support of their parents; NMB Plc has officially 
soft launched financial capability program, which 
is integrated with the bank’s revamped youth 
accounts, particularly the Junior account (for 
primary schools) and a new Teen account (for 
secondary schools). 

Origin 
NMB was established in 1997 by the National
Microfinance Bank Limited Incorporation Act, as 
one of the three successors to the state-owned 
National bank of Commerce (NBC). In 2005 the 
Government of Tanzania started a privatization 
process, which gave Rabo Development the 
opportunity to become a minority shareholder  
of NMB and to support NMB in its development 
into a full-fledged competitive retail bank, 
providing abroad range of financial services to a 
large part of the Tanzanian population, including 
the rural population. 

175
Branches

2,100,019
Customers

1.1 bln.
Credit Portfolio

62

% rural 

47
% rural/agri 

28% agri
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175 1,313,868
Mobile banking  

subscriptions

577
ATMs

4,107
Internet banking  

subscriptions
Branches
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channels

outreach

main commodities sugar

cashew mixed farmingcoffee

rice

2,100,019 1.1 bln.

Urban private individuals 

Rural private individuals

SMEs / MSEs 

Corporate

Business active in Food & Agri

979,616

 996,405 

 61,210 

 61,996 

 396 

387.7 mln.

297.7 mln.

140.5 mln.

296.3 mln.

27.5 mln.
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Customers (  rural)

Mobile banking subscriptions
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1  Whereas both the credit and deposit portfolio grew when presented in 
local currency, once converted to Dollars fluctuations over time are 
observed, due to devaluation of the local currency against the Dollar.
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ZANACO

‘ Being the People’s Bank defines  
who we really are and dictates  
our strategic aspirations’
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Zanaco is among the top 3 banks in Zambia in terms of number  
of customers, branches, loans and deposits. In 2007, Rabo 
Development took an equity stake of 46% in this listed bank. 

Zanaco

Mission and rural outreach
Zanaco’s strategy to be Zambia’s leading bank 
in the Food and Agriculture sector and in the 
Personal & SME segments, offers a perfect fit 
with Rabo Development’s mission to improve 
financial inclusion. The bank’s 978,000 customers 
include the government, multinationals, SMEs, 
farmers, civil servants and other individuals. Most 
of Zanaco’s 66 branches are located near the train 
track, but about one third is located elsewhere in 
rural areas. The number of Zanaco Xpress agents 
has expanded in 2015 from 244 to 533. Agency 
banking has become a very important and  
efficient channel for cash-in and cash-out. 

The bank reaches out to over 18,000 farmers 
by providing financial services to Agricultural 
Cooperatives and District Farmers Associations. 
Moreover, the bank’s loan-a-cow scheme offers 
the opportunity for small-scale farmers to apply 
for a loan to buy one or more cows, which loan 
should then be repaid from the milk revenues.

Social and economic impact
Zanaco continues helping citizens become  
financially knowledgeable through the Financial 
Fitness programme. In addition to innovative 
products and distribution channels to promote 
financial inclusion, Zanaco focuses on promoting 
financial literacy and general entrepreneurship 
initiatives. The program targets farmers, SMEs, 
children/youth and the general adult population 
both in urban and rural areas. In 2015, Zanaco 
trained over 10,000 clients in basic personal  
financial management and business management 
skills through group tailored sessions conducted 
in 36 districts across the country.

Origin
Zambia National Commercial Bank Plc was  
established in 1969 to service financial needs of 
the Zambian Economy and it has since evolved 
into a leading bank nationwide. 

Zambia

66
Branches

 978,595 
Customers

331 mln.
Credit Portfolio

35% rural 

17

% rural/agri

40

% agri 
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66 192533 857,162
Agents ATMs

548.5 mln.

8,421
Internet banking  
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2  Whereas both the credit and deposit portfolio grew when presented in 
local currency, once converted to Dollars fluctuations over time are 
observed, due to devaluation of the local currency against the Dollar.
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dfcu

‘ We are committed to having a positive impact 
in the societies and communities in which we 
live and work’
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dfcu is the 6th largest bank in Uganda [in terms of total assets for both 
2014 and 2015] with a strong presence in the SME market. The bank 
is expanding into retail banking and agricultural finance. In 2013, 
Rabo Development took a 27.5% stake in dfcu. 

dfcu 
Uganda

Mission and Rural Outreach
dfcu Bank’s focus is to improve access to financial 
services and to contribute to the transformation of 
Uganda’s agricultural sector. In 2015, loans to the 
agricultural sector accounted for 13.5% of the total 
loan book. The main sectors supported include: 
tea, poultry, dairy and beef, maize, sugar and rice.
As part of the financial inclusion initiatives, dfcu 
Bank partnered with mobile phone companies. 
These partnerships enable customers to deposit 
and withdraw money from their bank accounts at 
tens of thousands of agents of these mobile 
phone companies throughout the country.

Social and economic impact
dfcu Bank has supported the establishment of 
over 9,000 investment clubs and provided finan-
cial literacy trainings. An investment club is a 
group of like-minded people, who collectively 
pool their resources in order to attain a common 
investment/financial goal. dfcu investment clubs 
comprise of over 900,000 members with total 
collective savings of USD 7.1 million.
 
The dfcu Women in Business (WiB) program was 
established with an overall objective to meet the 
unique financial needs of women, whether it’s a 

young professional, a woman engaged in 
business or a woman involved in agri business. 
The contribution of women to the economy has 
been steadily growing over the years. Today 
women own approximately 40% of SMEs in 
Uganda and employ nearly two million people. 
Over 8,000 members are currently registered on 
the dfcu WiB program. 
In 2015, dfcu Bank established the WiB Advisory 
Centre to provide a one stop shop for business 
advisory services to women enrolled on the  
dfcu WiB program. Over 6,000 women have  
benefited from the capacity building sessions 
provided through the WiB program, and over 
3,000 have accessed the dfcu WiB loans to grow 
their businesses.

Origin
dfcu Limited was started by CDC (UK) and the 
Government of Uganda through Uganda  
Development Corporation (UDC) to support long 
term development projects whose financing 
needs and risk did not appeal to the then existing 
commercial lending institutions.
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3  Whereas both the credit and deposit portfolio grew when presented in 
local currency, once converted to Dollars fluctuations over time are 
observed, due to devaluation of the local currency against the Dollar.
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‘ Sicredi is an institution made from people to 
people. We support and make a difference in 
the communities in which we operate, keeping 
in our DNA the focus on our members and our 
Cooperatives.’

CEO SicrediEdson Nassar



33Banco Sicredi Brazil

Since 2011, Rabobank holds a minority interest in Banco 
Cooperativo Sicredi of currently 22%, This participation represents 
about 3.5% of the equity of the total Sicredi cooperative system. The 
cooperative identity of Sicredi reveals a multiple of similarities with 
Rabobank’s history in The Netherlands.

Sicredi
Brazil

Mission and rural outreach
Rooted in the agricultural areas of Brazil, Sicredi is 
clearly committed to financial inclusion and rural 
development. Through its 95 cooperatives and 
1330 outlets, Sicredi has a unique presence in 
cities and rural areas in 11 states and serves  
close to 3 million clients, all members of the 
cooperative. Moreover, it holds presence as sole 
financial institution in over 223 villages and towns 
where it serves over 330,000 of its members. 
Sicredi provides extensive education towards its 
members and communities on financial topics as 
well as on cooperativism. As such, it generates 
multiplier effects on social and economic 
development of citizens. Sicredi is the second 
largest Credit Cooperative system in Brazil and 
provides the majority of its loans (>60%) and other 
financial services to rural entrepreneurs. The 
unique presence and identity of Sicredi contributes 
to offering financial services to social classes and 
geographic areas that are not well served by the 
conventional financial system. 

Social and economic impact
The Brazilian Development Bank (BNDES)  
recognized Sicredi as the main supporter of 
strengthening family farming in 2015 for the 

second consecutive year. Also, Sicredi realized  
the highest volume of credit via the government 
program of strengthening family agriculture 
(PRONAF).

Sicredi’s program A União Faz a Vida celebrated 
its 20th anniversary in 2015. The program promotes 
cooperative education and citizenship through 
integral training programs for children and 
adolescents and involves public partners, parents 
and the community. In total 215,752 individuals 
where trained in 249 municipalities all over Brazil. 

Origin
Sicredi’s roots date back to the establishment of 
credit cooperativism in Brazil in 1902, as a method 
for the collective organization of smallholder 
farmers. Stemming from several collective initia-
tives among these credit cooperatives, since 1992 
the Sicredi brand was adopted by all affiliated 
cooperatives. Ever since, the Sicredi system devel-
oped itself to what it is today: 95 cooperatives 
serving close to 3 million clients in 11 Brazilian 
states with a strong focus on rural development.
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Credit Portfolio
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41
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62
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4  Sicredi’s rural branches account for a relatively limited part of the 
total branch network due to the applied definition of a rural branch
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5  Whereas both the credit and deposit portfolio grew when presented in local 
currency, once converted to Dollars fluctuations over time are observed, due to 
devaluation of the local currency against the Dollar.

6  Mobile banking was launched in 2012 and only accounted for 800 in that year.
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‘ Banco Regional has a strong commitment 
towards a long term relationship with our 
clients, to whom we pledge support not only to 
accomplish their growth strategies, but also to 
withstand the challenges of downward cycles 
in their businesses.’

Raúl Vera Bogado Executive President
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In 2008, Rabo Development established a strategic partnership 
with Banco Regional in which it currently holds a 38% equity stake. 
Banco Regional is one of the main Paraguayan banks allocating 
significant resources to the Agribusiness sector. In the financial 
system it is ranked first with a 25% market share in loans to the 
Food & Agricultural sector.

Banco Regional
Paraguay

Mission and Rural Outreach
Regional contributes to rural development and the 
agricultural chain. The bank does not only possess 
an agricultural tradition, but also expanded its focus 
towards other non-agricultural sectors like retail 
and SME business. It has increased its market share 
and diversified the composition of its total portfolio. 
The customer base grew from 25,000 in 2008 to 
more than 104,400 nowadays. Still 43% of loans are 
granted to activities related to agribusiness.
The bank is devoted to developing and invigor-
ating new products and services in accordance 
with its customers’ needs. Innovation takes place in 
terms of technological channels for Mobile 
Banking and Web Banking to serve customers, 
currently these services are used by more than 
30,000 customers. 

In line with the Paraguayan economy, agriculture 
and animal husbandry are the most important 
financing sectors of Regional. In addition to tradi-
tional financial products, Regional supports and 
attends events organized by the agricultural sector 

on best practices like irrigation, accounting, 
productivity and environmental issues. 

Social and Economic Impact
Banco Regional worked on financial education 
with its customers in order to strengthen their 
knowledge in the wide range of work topics and 
personal finance. Regional is also a founding 
member of the Round Table on Sustainable 
Finance and Environmental policies. The proper 
handling of environmental issues is implemented 
in the credit policy.

Origin
Banco Regional was founded in 1991 in the city  
of Encarnación, where its headquarters are located. 
It was founded as a bank focused on supporting 
farmers’ companies and credit unions. Today, 
Regional is one of the systemic banks leading the 
country’s agribusiness sector, combining that  
tradition with a wider focus towards Paraguayan 
individuals and its business community.
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7  Whereas both the credit and deposit portfolio grew when presented in 
local currency, once converted to Dollars fluctuations over time are 
observed, due to devaluation of the local currency against the Dollar.
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‘ The bank has created a genuine sense  
of belonging for its account holders  
and welcomes all people in Rwanda  
regardless of their financial status.’

BPR
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Banque Populaire de Rwanda is the largest retail bank in  
Rwanda. Rabo Development currently holds 14.6% of the bank’s 
shares following the accession of Atlas Mara as the new strategic 
shareholder in BPR.

BPR
Rwanda

Mission and Rural Outreach
BPR fits well within the mission of Rabo  
Development. It is not only the largest retail bank 
in the country, it also runs the largest branch 
network among all banks operating in Rwanda. 
Through this network of 192 branches and 
outlets, the bank has an important role in 
providing financial services in rural areas. In fact, 
almost half of all bank branches and outlets 
outside de country’s capital city (Kigali) are run 
by BPR. The bank’s outreach is supported by 
mobile banking. More than 80% of the bank’s 
customers are able to use their mobile banking 
account for remittances and payments.

Almost half of the total credit portfolio is 
extended to customers of the bank’s rural 
branches. For the agriculture sector it is in 
general very difficult to obtain credit. Credit to 
this sector is at a very low level of 3-4% of the 
total banking sector credit portfolio. In contrast, 
BPR’s agri portfolio accounts for 11% of its total 
loans. The actual customer contribution to the 
agri value chain could be twice as high, when a 
broader definition of the agri value chain would 
be applied. Moreover, most individual borrowers 

with a job also have a small plot of land in the 
country side of Rwanda. The salary-based loans 
extended by BPR can also be partially based on 
the steady income from that plot of land.

Origin
BPR finds its origin in the community based 
savings and credit schemes which have been 
established since 1975. In 1986, these autono-
mous entities were placed under one umbrella 
organization and in 2008 this cooperative system 
transformed into a commercial bank, while 
retaining its cooperative roots.
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8  At this moment, BPR is not able to divide its private individual  
customer portfolio into rural and urban customers.
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9  Whereas both the credit and deposit portfolio grew when presented in 
local currency, once converted to Dollars fluctuations over time are 
observed, due to devaluation of the local currency against the Dollar.
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‘ Making the bank sustainable is our top  
priority whilst we remain committed to  
the long term aspiration of helping to  
reduce poverty in Mozambique.’

Manuel Aranda da Silva Chairman of the Board of Directors
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BTM (formerly known as Banco Terra) has been founded by  
Rabo Development together with three other partners as a 
greenfield operation with a key focus on rural outreach.

BTM
Mozambique

Mission and Rural Outreach
Food & agri is a key segment for BTM but other 
sectors are also targeted: retail customers, SMEs 
and corporate clients. BTM intends to play a 
significant part in developing the country’s vast 
untapped agricultural potential by providing 
financial services to smallholder associations and 
by helping improve their organisation, skills and 
expertise. Through credits and financial services, 
clients in rural areas and peri-urban areas will 
gradually move out of the present poverty and 
become independent entrepreneurs, farmers, 
salesmen, shop owners, etc.

Banco Terra Mozambique has been rebranded  
to BTM in 2015 after entry of Montepio as a key 
partner. BTM has a small branch network of 9 
branches, of which two are located in mainly rural 
areas. More than half of the 27,830 customers are 
located in rural areas and active in agriculture. 
32% of the total credit portfolio is disbursed to 
the Food and Agri Value chain. Main commodities 
(at BTM) are fruit, sugar, poultry and maize.

Last year, two new savings products were 
successfully launched, the loan portfolio grew  
by 20% and the Non-Performing Loans (NPL)  
level was lowered.

Social and economic impact
Via a tablet solution BTM has initiated an 
innovative service to improve rural outreach in 
Mozambique. Instead of waiting for customers at 
the branches, BTM is now actively approaching 
new customers to on-board them via this new 
application. Client information and Know Your 
Customer (KYC) documentation is easily added 
during the registration process. With this new 
tool BTM was able to onboard more than 7,500 
clients in 2015. Next to that BTM is looking for 
other channels like agency banking and mobile 
banking solutions to serve its clients. 

Origin
BTM was established in 2008 as a greenfield 
operation together with Gapi, Norfund and KfW 
to serve clients in urban and rural Mozambique. 
Its long term aim is to become a robust and 
sustainable bank with a significant focus on food 
and agricultural development, and to combat 
poverty by providing its clients with access to 
affordable credit and financial services.

9
Branches

27,830
Customers

47 mln.
Credit Portfolio

22

% rural 

63
% rural/agri 

32

% agri
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10  Whereas both the credit and deposit portfolio grew when presented in 
local currency, once converted to Dollars fluctuations over time are 
observed, due to devaluation of the local currency against the Dollar.
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Mark McCoy CEO

‘ Banco Finterra’s purpose is to provide the 
financial services needed for the Mexican  
Food & Agricultural sector to grow and 
become highly competitive.’
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Banco Finterra is a Bank focused on becoming the leading financial 
services provider for Farmers, Food & Beverage SMEs and Agri-
Corporates in Mexico. Rabo Development has a 20% equity stake  
in Banco Finterra and has been a shareholder since 2007. 

Our History
Finterra began operations in 2004 as a finance 
company focused in the Food & Agri sector and 
transformed itself to a bank in January 2016. 
Finterra has a substantial market lead in financing  
small and medium farmers in Mexico and is 
growing its Food & Beverage SMEs and Agri-
Corporates loan portfolio.

Finterra has built a solid base of customers 
through a service model founded on service, 
specialization, tailor made financial products  
and a fast response time. Finterra has 18 business 
offices strategically located in regions where 
Food & Agri activities are most relevant in Mexico. 

Our Purpose
Finterra’s purpose is to contribute to Mexico’s 
growth of the Food & Agri sectors by building 
long-term relationships with its clients and 
offering them best in class sustainable  
financial services. 

Economic and Social Impact
Finterra seeks to develop financial inclusion  
for small and medium farmers in the Mexican 
market. Our service and product offering is 
generating a positive economic and social  
impact in rural areas. 

Near Future 
Having begun banking operations in 2016, 
Finterra will be introducing its internet banking 
platform and providing its clients with deposits 
and savings account products. 
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151 mln.
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0%
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Mexico 
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dairy grainscattle

main commodities fruit horticulture

Finterra is fully committed to finance farmers and F&A business clients. Hence, ATMs, 
mobile and internet banking channels are not in place.
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11  Supplier financing programs for agribusiness 
entail providing credit to hundreds of small 
farmers but are consolidated as one client for 
reporting purposes.
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‘ At LAAD, we take pride in adding value to  
our clients every step of the way, because  
we understand that people are the formula  
to success and sustainable growth.’ 

Benjamin Fernández III President/CEO
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LAAD focuses on export oriented companies, with loans ranging 
from USD200,000 to USD3,000,000. LAAD is involved in a broad 
variety of agribusiness sub-sectors, from soft commodities such as 
soybean, coffee, palm oil, shrimp or rice, to roses, orchids, bananas, 
plantains, stone fruits and ornamental plant production.

LAAD
Latin American 

Mission and rural outreach
LAAD’s mission is to finance small and medium 
sized agribusiness projects promotion of  
sustainable economic and social development  
in Latin America. The ultimate goal of the 
developmental funding efforts is to promote 
production that will feed the world’s growing 
population. LAAD is grateful to be able to 
contribute to this fundamental and  
praiseworthy goal.

The financing activities of LAAD are conducted 
primarily through LAAD Americas N.V., a  
wholly-owned bank licensed in Curaçao and 
operating under the supervision of the Central 
Bank of Curaçao and Sint Maarten. In addition  
to the Representation Headquarters in Curaçao  
(for LAAD Americas N.V.) the Corporation has 
seventeen regional offices in Latin America and  
an administrative office in Coral Gables, Florida.

Social and economic impact
LAAD operates in rural areas having many needs 
over and beyond financing for agricultural 
activities. These areas are lacking in basic 

necessities such as health services, electricity, 
running water and in some instances, even 
personal security. Recognizing that one small 
company cannot help everyone in all locations, 
LAAD has decided to focus its resources on 
education.

Education is the fundamental corner stone that 
establishes a foundation for all other efforts to 
improve living conditions in rural Latin America. 
With education, new generations of small, 
traditional farmers may return to their unpaved 
towns and begin to formulate new and better ways 
to work, communicate and cooperate with their 
neighbors, improving life for the entire community 
LAAD contributes through client engagement to 
education in agricultural practices.

Origin 
LAAD is a financial intermediary founded in 1969 
by a group of leading international agribusiness 
and (multilateral) financial companies to provide 
access to finance to farmers and agribusinesses in 
Latin America. Currently a group of 12 strategic 
shareholders hold an equal 8.33% share in LAAD.
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LAAD is fully committed to finance farmers and F&A business clients. Hence, ATMs, mobile and 
internet banking channels are not in place.



55Performance LAAD

0 

100 mln.

200 mln.

300 mln.

400 mln.

500 mln.

600 mln.

2014 201520132012

Credit portfolio (  agri)

0

250

500

750

2014 201520132012

Customers (  rural)



BPR Rwanda  www.bpr.rw

BTM Mozambique  www.btm.co.mz

dfcu  Uganda  www.dfcugroup.com

NMB Tanzania  www.nmbtz.com

Zanaco Zambia  www.zanaco.co.zm

Banco Regional Paraguay  www.regional.com.py

Sicredi Brazil  www.sicredi.com.br

Banco Finterra Mexico  www.bancofinterra.com

LAAD Latin America  www.laadsa.com

Contacts

Partner banks

Like to stay informed about our expanding activities? 

Check our website www.rabobank.com/rabodevelopment
Call Rabo Development +31 (0)30 216 3670 
Email rabo.development@rabobank.nl

© Rabo Development July 2016





National Microfinance Bank / Tanzania — National Commercial Bank / Zambia —  
BTM / Mozambique — Banco re gional / Paraguay — Banque Populaire du Rwanda / 
Rwanda — The Sicredi System / Brazil — Development Finance Company of Uganda 
Bank / Uganda — Banco Finterra / Mexico — The Agribusiness Development Corpora-
tion / Latin America — National Microfinance Bank / Tanzania — National Commercial 
Bank / Zambia — BTM / Mozambique — Banco re gional / Paraguay — Banque Populaire 
du Rwanda / Rwanda — The Sicredi System / Brazil — Development Finance Company 
of Uganda Bank / Uganda — Banco Finterra / Mexico — The Agribusiness Develop-
ment Corporation / Latin America — National Microfinance Bank / Tanzania — National 
Commercial Bank / Zambia — BTM / Mozambique — Banco re gional / Paraguay — 
Banque Populaire du Rwanda / Rwanda — The Sicredi System / Brazil — Development 
Finance Company of Uganda Bank / Uganda — Banco Finterra / Mexico — The Agri-
business Development Corporation / Latin America — National Microfinance Bank 




