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Legaspi, December 2014

The SME Finance Forum

• Initiated by the G20 countries/managed by IFC

• Unique global effort in knowledge sharing on SME 
finance and best practice/case studies

• Website for news, events, publications, tools
LinkedIn: 3200+ members and 1100+ active 
discussions
Twitter: 1200+ followers
Women’s Finance Hub
IFC Enterprise Finance Gap data (and more)

• Networking and peer learning: global and regional events
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Emerging markets face a jobs and competitiveness
crisis and SMEs are part of the solution 

Financial Institutions Group (FIG)

70%
of SMEs in Fragile 

and Conflict 
Affected States 
lack access to 

credit

Over 

$1 trillion 
SME Finance 

Gap in Emerging 
Markets

Only 10% 
of women‐owned 
SMEs have access 
to bank credit

600 million 
new jobs needed 
in next 15 years to 

absorb new 
entrants

200 million 
MSMEs lack the 
financing that  

could help create 
jobs

200 
million
people are  
unemployed
globally
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Phases of SME Development

1. Start‐up

2. Growth

3. Expansion

4. Maturity

1. Start‐up

• R&D Incubator
• Adequate workforce

• Market knowledge
• Adequate raw material 
supply

• Adequate infrastructure

2. Growth

• Certi fi cation/Standard
• Technical assistance

• Tax benefit
• Market development

3. Expansion

• Technological capability
• Management capability

• ICT capability
• Brand development

• Venture  capital
• Outsourcing
• Dis tribution channels

4. Maturi ty

• Des ign capability
• Brand name promotion

• Industry upgrading
• Investment abroad

• SMEs will have various requirements/concerns depending on their stage of development.  A 
nurturing  SME environment must provide support  in all stages. 

Global Financial Markets Department (CFGME)
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Access to Finance is commonly ranked
number one obstacle for operational growth

Financial Institutions Group (FIG) 5

Source: World Bank Group  Enterprise  Surveys.
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 Main operational challenges differ 
widely across countries

Investing in Women Entrepreneurs is Good Business

6

High‐growth

segment

It i s  estimated that women‐owned 
fi rms  represent up to 38 percent of all 
registered small businesses worldwide

Women‐owned businesses 
represent 60% of the total micro, 
small and medium enterprises 

(MSME) in Indonesia

In China, women own one‐third of 
small businesses, of which 17 
percent have more than 1,000 

employees

Untapped 
market

In the  Philippines, women own 
30‐40% of registered businesses, 
but access only 5 % of bank credit

In Mexico, i t is estimated that 
25% of registered SMEs are 

women, but less than 2% have 
access to  commercial bank 

finance

Chart 

Excellent repayment 
rates

Economic performance with most 
gender‐diverse management 
teams greatly outperforms 

industry averages

Chart
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Creating a Framework for SME Development

MACRO: 
Regulator level

Regulatory and 
Supervisory Framework

MESO: 
Financial 

Infrastructure
Credit Bureaus, Credit 

Rating Agencies

Collateral Registries

Payment Systems

Securitization

Capital and Bond 
Markets

MICRO:
Institution/firm 

level 

Financial 
Institutions/Funds

Corporate Value Chains

SME Capacity Building

Financial Institutions Group (FIG) 7

requires a holistic and integrated approach - shared public and private sector goals

at macro, meso and micro/firm level

SME Finance at a point of disruption?

and
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New data sources, plummeting transaction costs

More digital data, more diverse data, and more real-time data means 
more data can be predictive data, provided you can find it and use it

Big data: what’s different today?

The digital universe is more than doubling every two years; emerging 
markets will surpass mature markets by 2017….

…only 1% of this data has been analyzed

How much data and where?
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14%

11%

16%

16%

29%

36%

69%

0%

31%

32%

45%

52%

54%

57%

78%

100%

Time deposit

Home equity line

Money market

Stock/mutual…

Retirement…

Mortgage

Personal checking

Business account

Business account
SME

Underbanked as
consumer SME

Cross‐sell is the holy grail of successful SME bankers; MSMEs with business 
products buy more products than firms that use consumer products only

Source: Javelin Strategy and Research 2009

13% to 25% of 
consumer 
portfolios are  
MSMEs*
‐‐‐‐‐‐‐‐‐‐‐‐‐‐‐‐‐‐‐‐‐‐‐‐‐
They are easy to 
identify because 
their behavior gives 
them away

* Forrester  Research (2009) and Javelin Strategy & Research 
(2009). “Under‐Banked  Business Banking Segmentation.”

Big data: finding MSMEs hiding in consumer products

They have convenience, cost, speed, and new data competitive 
advantages over bank lenders; they can “out‐FICO” FICO!2

P2B lenders

“Best fit” MSME‐
lender matching 

Online direct lenders

1.Not included:  a wide variety of global equity and reward crowdfunders
2. FICO stands for Fair Isaac Corporation, global leader in credit scoring and analytic models and pooled consumer/small business  scores 
using credit bureau data used in a wide variety of industries selected developed and developing countries

Alternative online lenders1 shaking up MSME credit 
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Failure to commit to MSMEs and innovation makes banks vulnerable to a new 
breed of digital competitors all along the credit and payments value chains

Online supply chain finance

Mobile 
micro‐

lenders will  
graduate to 

SMEs

M‐POS acceptance/value add

Analytic firms 
aiming to 

revolutionize 
credit models, 
drive growth

Invoice financing

Rethinking MSME payments and credit 

Banks must provide needs‐based solutions based on the SME sub‐segment 
they are targeting 

Source: Kevin Burke BCSG EFMA conference presentation Milan (April 3, 2014) “Do It For Me: Helping Small Businesses Run 
their Business (Better)”

Give             
advice 

Help manage                       
my balance sheet

Help manage                                     
my cash flow

Help me with the basics:                        
save time and  money  

Help with 
administration 

MSME 
financial 
services 
needs

Big data: addressing MSME financial services needs
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Implications for Policymakers

15

INFORMATION/PRIVACY BALANCE

16

Web
www.smefinanceforum.org

Linkedln
SME Finance Forum

Twitter
@SMEFinanceForum


