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Introduction to Training Manual 

Background 

You are holding the Training Manual for Partnering for Improved Service Delivery 
with Young Clients. This course is designed as a practical exploration of how 
effective Financial Service Provider –Youth Serving Organization (FSP-YSO) 
partnerships are developed.  It is intended to support participants to become both 
more intentional and systematic in their development of new partnerships, and more 
focused and adaptable in their enhancement of existing ones.  This two-day course 
covers a range of topics meant  

Module Goal: 

Partnering for Improved Service Delivery with Young Clients was developed to 
provide practitioners from both the financial service and youth serving sectors with a 
common vision, framework, and structure for the unified, parallel or linked delivery of 
both readiness and access oriented interventions.  This will enable organizations to 
select and develop effective partnerships that will result in an increase in the quality 
and effectiveness of financial services for youth. 

To support organizations in attaining this goal, participants will have achieved the 
following objectives by the end of this course: 

 Identified the factors that contribute to successful partnerships  

 Identified various youth market segments and current readiness and access 
interventions using the Down Market Venn Diagram  

 Completed a Readiness/Access Tool with examples of specific types of YSOs 
that can contribute to access and readiness interventions 

 Aligned various readiness and access interventions to CGAP’s Graduating the 
Poorest to Microfinance framework 

 Explored the advantages and challenges of partnerships within the context of 
three common approaches to partnership 

 Identified various funding sources to support partnership-based interventions 

 Developed a partnership agreement to reflect a specific partnership structure and 
intervention. 

 Conducted a self-evaluation of their organization’s level of readiness to effectively 
engage in a partnership  

 Recognized the variety of contributions YSOs might be able to make to 
successfully help FSPs offer the appropriate services to young people 

Audience Description 

This course is intended for senior to mid-level operations managers of financial 
service providers. To cover the extensive information in this course, the ideal number 
of participants would range from 12-15 participants and time should be considered in 
the selection of certain activities in the course.  Those attending should be ready to 
undertake group work and practical applications.  
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Prerequisites 

There are no course prerequisites for this training although it is recommended that 
the participants have had some experience working with youth and/or financial 
services. 

Length of Training 

The curriculum includes approximately 11 hours of classroom activities which should 
be done over two 8 hour days. This course is ideally delivered in 2 days but if more 
time is available, optional activities could be explored, including individual 
consultations with participants.  

Training Environment 

This is a classroom-based, instructor-led training.  Participants are guided by a 
trainer through a series of timed activities.   

Instructional Techniques/Methodologies 

The curriculum incorporates experiential-based, adult-learning methodologies.  A 
typical activity begins with an activity to establish the relevance of the topic and the 
participants’ experience with topic.  New content is added followed by a task that 
enables participants to immediately engage with the new content in order to absorb 
new concepts or tools or to practice new skills.  Each activity or set of activities 
includes an opportunity for participants to prepare to transfer the new learning into 
their institutions.  This transfer activity typically takes the form of a written action plan 
or guided reflection on how the participants can apply the new learning to improve 
their current practices. The various instructional techniques or methodologies that are 
used throughout the course include: 

 Guided discussions on specific topics.  To help raise awareness about 
practices in youth-inclusive financial services, the trainer leads participants 
through discussions by asking them to share their own insights and 
experiences. 

 Small group activities/discussions.  As a variation on the large group 
discussions noted above, participants divide up into small groups to conduct 
discussions around cases or scenarios related to a key learning point.   

 Practical exercises.  Beyond raising awareness, the training offers 
participants the opportunity to boost their skills and learn about market 
research, product design, and partnerships through stories and practical 
problems to be resolved in class.   

 Action plans.  At the end of the training, participants finalize individual action 
plans for determining next steps after the training. 

Course Materials 

The following items will help convey the content of the course: 
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 Training Manual.  This includes guides and instructions for setting up and 
managing the training course, as well as trainer session notes, answer keys, 
and other background information for delivering the course. 

 Participant USB and Handouts.  This includes resources to supplement in-
class training.  

 Flip Charts.  Some flip charts need to be prepared before sessions begin.  
They are indicated in the manual.  Other sessions call for participant answers 
to be captured on flip charts.  

Course Trainer Requirements 

The curriculum design requires a certified trainer that has successfully completed the 
Youth-Inclusive Financial Services Linkage Program Certification process.  Ideally, 
trainers will have a familiarity with youth, youth and financial services, as well as 
training expertise.  The Training Manual provides instructions, specific questions, 
sample answers, and illustrations (where appropriate) to enable the trainer to set up 
and deliver the curriculum to the target audience.   

Tips to the Trainer 
 Consider options for delivery of the course where electricity may be 

problematic. 

 Learn about any interpretation or translation that may need to take place 
before or during the delivery of the course. A typical course delivery day will 
run for 8 hours including breaks and lunch.  The trainer should be clear on the 
arrangements in order to organize the content delivery.   

 If interpretation is needed, the course may run longer than two days and 
adjustments should be made as necessary.  It is suggested that the trainer 
plan for 3.5 days in that case. 

 
 
 
Instructions  
The following stylized elements indicate specific instructions to the trainer:  
 
 = Recommended flip chart  
 
 = Use of PowerPoint presentation  
 
 = Use of video  
 
―Italics and quotation marks for suggested language‖ 
 
 Bold, italicized, bulleted represent specific questions to ask participants 

Tip to the Trainer is presented in a box– these might be used for likely trouble areas 
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Optional activities are presented in a box as such:  
3. Title of Activity (Optional):  
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Session 1:  Welcome and Introductions 
In this first session participants learn each other’s names and listen to an overview of 
the objectives of the course. Participants also brainstorm a list of characteristics that 
make partnerships successful.   
 
Session Objectives: 
By the end of this session, participants will have:  
 

1. Introduced themselves 

2.  Identified the factors that contribute to successful partnerships  

Total Session Time: 45 minutes 

Overview of Activities 

Activity Duration Materials Needed 

 

1) Welcome, Introductions, 
Course Overview and 
Expectations 

 

 

45 minutes 

 
Koosh Ball (or soft ball)  
Flip Charts 
Markers 
Handout: Course agenda 

 



7 

Activity 1:  Welcome, Introductions, Course Overview and 
Expectations  

During this activity the trainer and participants introduce themselves and establish 
workshop norms and expectations that are conducive to sharing, demonstrating 
respect and being open the ideas of others.  

 
Steps:   

a) Course Introduction (5 min) 
Thank participants for committing to two days to attend the Partnerships for 
Improved Service Delivery with Young Clients course and provide a brief 
introduction:  
 
―Welcome to the Partnerships for Improved Service Delivery for Young 
Clients course. This course will enable organizations to select and develop 
effective partnerships that will result in an increase in the quality and 
effectiveness of financial services for youth.. We are thrilled that you are 
participating and we look forward to drawing on your experience at every 
stage of the course.  Let‘s look quickly at the overall objectives for this 
course― 
 
Share with participants: 
 
―After conducting youth-inclusive market research and gaining and 
understanding of the needs of young people, organizations will then look at 
what products, both financial and non-financial, are appropriate for a 
particular target market segment. In our journey over the next two days, we 

Objectives:  
By the end of this activity, participants will have: 

1. Stated their names and desired group operating norms. 
2. Listened to the goals, objectives and content of the course 
3. Realigned their expectations of the course to be congruent with the stated 

objectives of the course. 
4. Identified the factors that contribute to the success of partnerships  

 
Preparation/Materials: 

 Masking tape, soft ball, flip charts, sticky notes or note cards 

 Handout: Course agenda 

 Distribute tent cards with names 

 Place roadmap poster or flipchart on the wall (w/a paper car) 

 Place roadmap handouts on participants desks before beginning (optional)  

 A picture of a mountain drawn on a flip chart paper (or projected as a power 
point slide) 
 

Time:  45 minutes 
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will be focusing specifically on the section related to building partnerships 
and alliances.‖ 
 
Acknowledge host organizations or individuals: 
 
―We greatly appreciate the support of our host organization for welcoming us and 
supporting the delivery of this course 

 
b) Participant Introductions and Partnership Experiences (10 min) 

Ask participants to introduce themselves and to give one example of a non-
work related activity or hobby that they are involved in that requires one or 
more ―partners.‖ 
 
 Place the following on a flip chart ahead of time 
 

 Name 

 The organization you represent 

 Your job title; and 

 An example of a non-work related activity or hobby (i.e. tennis, event 
planning, etc.) that you are involved in that requires one or more 
―partners.‖ 

 One ―key quality‖ that makes this partnership successful 
  
  Keep note of key qualities on a blank flip chart paper titled ―Key 
Qualities in a Partner.‖ 

 
At the end of the presentations, summarize the diversity of participants 
involved in the workshop, the broad range of ―partnership activities‖ they 
are involved in, and the ―key qualities‖ described.    

 

Tip to the Trainer: Some answers you may expect to see are openness, 
ability to see another’s point of view, ability to listen, willingness to 
compromise, can accept mutual responsibility, and can share credit (among 
others). 

 
 
c) The Purpose of Partnerships (5 minutes) 

Introduce the symbol of mountain climbing as an example of an activity that 
requires very effective partnerships ( prepare image of a mountain on flip 
charts ahead of time.)   
 
Referring to the image, ask the following:  
 
 Why do mountain climbers need good partners?  
 What are contributions that different team members might 

make to a successful expedition?  
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Tip to the Trainer: Probe for different size of mountains, and for the fact 
that only a few members in each expedition get to reach the summit thanks 
to the help of many team members.  

 
Reflect on the opportunities and risks involved in Mountain Climbing: 
 
―When individual climbers are exploring small hills in their community, they 
can do so without relying on more than a few familiar partners.  When they 
decide to take on the challenge of climbing a major mountain they must 
work with larger teams – both to share the work required to set up base 
camps and slowly make an ascent to the top, but also to minimize risks by 
having partners who can assure your safety and success.  The same is 
true, we will find over the course of this workshop, in designing financial 
services for youth.  Some small projects targeting easy to reach youth may 
take very modest partnerships in order to be successful, but larger ones 
that target more difficult to reach groups of youth may require more 
extensive partnerships in order to ensure safe and successful outcomes.‖ 
 

d) Course Objectives and Participants’ Expectations  (15 min) 
Ask participants to silently reflect on their expectations for this course and 
to share back one expectation with the class. 
 
Share with participants:  
 
―As you think about the expedition we are about to embark on together via 
this 2-day course, what is one expectation you have for the time we will 
spend together?‖ 
 
  Keep note of the expectations on a blank flip chart paper titled ―Course 
Expectations‖ 
 

Tip to the Trainer: It may be useful to draw an image or roadmap that 
represents the objectives of the course. This visual aid can help keep the 
participants and trainer focused on the objectives and can help flow 
through the activities throughout the day.   

 
After noting participants expectations present the objectives of the course 
below ( place objectives on flip charts ahead of time): 
 
By the end of the course, you will have:  
 

1. Identified the factors that contribute to successful partnerships  
2. Identified various youth market segments and current readiness and 

access interventions using the Down Market Venn Diagram  
3. Completed a Readiness/Access Tool with examples of specific 

types of YSOs that can contribute to access and readiness 
interventions 
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4. Aligned various readiness and access interventions to CGAP’s 
Graduating the Poorest to Microfinance framework 

5. Explored the advantages and challenges of partnerships within the 
context of three common approaches to partnership 

6. Identified various funding sources to support partnership-based 
interventions 

7. Developed a partnership agreement to reflect a specific partnership 
structure and intervention. 

8. Conducted a self-evaluation of their organization’s level of readiness 
to effectively engage in a partnership  

9. Recognized the variety of contributions YSOs might be able to make 
to successfully help FSPs offer the appropriate services to young 
people 

 
Invite participants to compare their expectations with the objectives and 
course and identify where their expectations align with the objectives. 
Reassure participants that those not addressed through the course may 
need to be addressed via a follow-on session or via a separate YFS-Link 
course.  

e) Group Operating Norms (5 min) 
Pose the following question: 
 
 What norms can we identify that will help us work well 

together? 

Sample Responses: 

 Cell phones are off. 

 Listen to others. 

 Respect others' perspectives. 

 Everyone participates. 

 Respect for course schedule. 

 Attend all sessions. 

 
 Keep note of participant’s responses on flip chart paper and keep it 
posted throughout the workshop.  

f) Introduction of Facilitation Tools (5 min) 
Introduce the facilitation tools that will be used in the course: soft ball, 
stretchy ball and chicken.   
 
―Here are a few items that we will use to help with the participation and 
energy in the training.‖ 

Show the soft ball and explain: 

―This soft ball signals that we are inviting each other to participate. We will 
use it to share our own ideas and also make sure everybody is engaged.‖ 
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Show the chicken and explain:  

―This chicken eats many grains on the ground without letting others eat.  It 
will be used as a fun and playful symbol to remind us to share the 
opportunity to speak with others in the room.   

Throw the chicken to a participant and ask him/her to be responsible for 
the chicken and to share that responsibility with others. 

Show the stretchy ball to participants and explain: 

―As with the chicken and ball, this item is fun and can be used by those of 
us waiting to have the soft ball in our hands to participate. Let‘s make sure 
we share this one!‖ 

Throw the stretchy ball to a participant and ask that participant to be 
responsible for it and for sharing it with others. 

g) Connection to the next session (1 min) 

Close the activity by sharing with participants: 

―Our next step is to look at how YSOs and FSPs can collaborate to better 
deliver YFS to young people. We will first be looking at the factors that 
influence partnerships, both positive and negative, and then think about 
ways that each type of institution can contribute to building the livelihoods 
of young people.‖ 
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Session 2:  How to Determine Areas of Collaboration 
between YSOs and FSPs  
This session provides participants a closer look at what makes successful and 
unsuccessful partnerships.  

 
Session Objectives: 
 
By the end of this session, participants will have:  
 

1. Identified additional factors that positively and negatively affect partnerships 
between organizations 
 

Total Session Time: 50 minutes 
 
Overview of Activities 

Activity Title Duration Materials Needed 

1) Successful and 
Challenging 
Partnerships 

 
50 minutes 

Poster/Flip chart 
Koosh ball (to facilitate 
discussions in plenary 
session) 
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Activity 1: Successful and Unsuccessful Partnerships 

In this activity, participants explore current and past experiences in partnerships and 
discuss the elements of successful and unsuccessful partnerships.  

 

 
Steps: 
 
a) Current Partnership Experiences (25 minutes) 

Divide participants into pairs. Ask participants to think of a recent 
partnership their organization has had with another organization and 
discuss the following questions: 
 
 What did you hope to achieve by partnering with that 

organization? 
 Was the partnership successful? 
 If the partnership was successful, what factors contributed to 

the success of the partnership? What were some of the 
benefits of partnerships? 

 If the partnership was challenging or unsuccessful, what 
factors negatively affected the partnership? 

 
Ask participants to assign one member of the pair to take notes in order to 
summarize the results of the discussion as a group.  Allow participants 20 
minutes for discussion. 

 
Ask each pair to report back to the plenary regarding the examples they 
have shared and any key areas of commonality or difference in their 
experiences. 
 
 Keep note of participant’s responses on the flip chart used in Session 1 
entitled ―Key Qualities in a Partner‖  

Objectives:  
By the end of this activity, participants will have: 
 

1. Identified additional factors that positively and negatively affect 
partnerships between organizations. 

2. Listened to examples of how to transform difficult partnerships into 
successful partnerships. 
 

Preparation/Materials: 

 Poster/Flip chart 

 Koosh ball (to facilitate discussions in plenary session) 
 

 

Time:  50 minutes 
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As a closing (optional), ask participants to share a story of a partnership 
that went from being from being problematic to successful and briefly 
analyze why. 
 
Share with participants:  
 
―We know that partnerships are not always easy, and not always static.  
Can anyone share an example of a partnership that struggled at first, but 
was eventually turned around?  Tell us what some of the early challenges 
were, and then share with us some of the steps partners had to take took 
to turn it around‖ 
 
Write down their early challenges on sticky notes in anticipation of placing 
them on the image of the mountain in the next step.  

 
b) Elements of Success (15 min) 

 
Use the ―mountain climbing‖ image introduced in session #1 to summarize 
key elements for success, along with the dangers and risks associated with 
poorly developed partnerships.   
 
After the participants listen to the other pairs, summarize the factors that 
were common among all the pairs.  
 
Reveal the following list of ―Key Qualities in a Partner‖ as a comparison to 
the output of the previous discussion ( prepare ahead of time on a flip 
chart):  
 

 Understand your partner’s mission, vision, as well as their strengths 
and weakness 

 Common Goals 

 Partnership Agreement with Clear Roles/Responsibilities 

 Good Communication Lines 

 Share commitment and motivation 

 Realistic Plans and Expectations 

 Regular Monitoring and Review of Partnership Agreement 

 Relationship-building 
 

Key Danger/Risks (place these on sticky notes and add them to the image 
of the mountain) 

 

 Different objectives 

 Lack of motivation and unrealistic expectations 

 Shifting priorities 

 Conflict of interest 
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 Cultural Issues 

 Lack of communication 
 
Conclude the activity with the statement ―bold new activities (such as YS0-
FSP partnerships) carry with them both risks and opportunities.‖ 
 
c) Connection to Next Activity(1 minutes) 

Share with participants: 

―In the next activity, we will be looking at the different kinds of interventions 
that may be necessary to contribute to young people‘s access to financial 
services, and will explore how YSOs and FSPs can contribute to these 
interventions.‖ 
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Session 3:  How Far “Down Market”  
The fourth session is meant to give participants a deeper understanding of the target 
market segment and how at various levels on the ―down market‖ ladder, different 
interventions will be needed.  When participants map out the level of need of the 
youth market segment and determine the specific interventions for each segment  
they are better able to identify potential partners for each intervention..   

 
Session Objectives: 

By the end of this session, participants will have: 
 
1. Described one segment of the youth market and the organizations that serve this 

segment through readiness or access interventions  
2. Identified various youth market segments and current readiness and access 

interventions using the Down Market Venn Diagram  
 
Total session time: 75 minutes.  

 
Overview of Activities: 

Activity Title Duration Materials Needed 

1) Segmenting the Youth 
Market 

75 minutes  Handout: Down Market 
Venn Diagram  
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Activity 1: “Segmenting” the Youth Market  

In this activity participants use the ―Down Market Venn Diagram‖ to consider various 
youth market segments and if and how they are currently being served. 

 
Steps: 

a) Youth Market Segments (30 minutes) 
 

Divide participants into pairs. Ask participants to take 15 minutes to work in 
pairs to answer the following questions surrounding youth market 
segments:  
 
 Give an example of one segment of the youth market your FSP 

is already serving (for example are you serving children of 
current FSP clients, or homeless children) 

 How do you know you are serving this segment? 
 What do you know (if anything) about who contributed to their 

“readiness” to make use of your services?   
 What do you know about what was done (if anything) to 

improve their access to your services? 
 

Ask participants to present their work to the group. 
 

Tip to the Trainer: When each group presents you can probe for more 
details – e.g. Tell me more? And before that? 

 
b) Down Market Venn Diagram (10 minutes)  

Introduce  the ―Down Market Venn Diagram.‖ Explain to participants ( 
draw the image of the down market venn diagram on a flip chart ahead of 
time): 

Objectives:  
By the end of this activity, participants will have: 
 

1. Described one segment of the youth market the various organizations that 
serve this segment through readiness or access interventions. 

2. Listened to an explanation of the ―Down Market Venn Diagram‖  
3. Identified various youth market segments and current readiness and 

access interventions using the Down Market Venn Diagram‖  
 

Preparation/Materials: 

 Flip charts 
 

Time:  75 minutes 
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―This image represents three categories of a target market: 1) Existing 
―Youth Market‖ 2) Moderately ―Down Market‖ and 3) Considerably ―Down 
Market.‖   The existing youth market is the group of youth an FSP is 
already serving (in the overlap) – as we know, many FSPs are already 
serving youth, just not intentionally. This diagram helps situate other 
groups of youth as being ―moderately‖ or ―considerably‖ ―down market‖ 
from this existing youth client group. Children of existing FSP clients is an 
example of a ―moderately down market‖ segment, and homeless youth is 
an example of a ―considerably down market‖ segment. Understanding who 
your target market is and how far down market they lie, can help 
distinguish which combination of financial services and non-financial 

 
 
 
 
 
 

 

Figure 1 – Degree of Overlap between Youth  

in Your Community and Existing FSP Clients 

3. Youth 
Considerably 

“Down 
Market” from 

Existing 
“Youth 

Market” 

2. Youth 
Moderately 

“Down 
Market” from 

Existing 
“Youth 

Market” 

1. Youth that Make 
up the Existing 

“Youth Market” of 
the FSP 

Clients of the 
FSP: Adults, 
youth, etc.   

Youth in Your Community 
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services they may need. 

c) “Down Market” Segments (35 minutes)  

Divide participants into groups of 4-6, each of which will be asked to give 
examples of the types of youth who might be found in at least three ―down 
market‖ segments (from the youth segments they currently serve) . 
 
―In your groups, draw the Venn Diagram on a flip chart and give examples 
of the types of youth who might be found in at least three possible ―down 
market segments (from the youth segments you currently serve). These 
might be groups of youth you have thought about serving, or even those 
you have suspected you would not be able to serve.‖   

 
Ask participants to also discuss and write  on their flip chart answers to the  
following ( prepare on a flip chart ahead of time):  
 
 Describe a few characteristics of each group of youth in a 

particular down market segment (and show us where on the Venn 
Diagram you think they would be located) 

 Describe any YSO‟s that might be working with each of these three 
groups 

 Write down any FSP‟s already serving youth in any of these three 
segments 
 

Tip to the Trainer: Sample answers you might expect to see include youth 
living in households of existing clients, youth working in a relative’s small 
business, youth enrolled in vocational training programs, street youth, 
youth with their own business, unmarried mothers, or youth with savings 
accounts. For this exercise we are just looking to generate a list of 
possibilities. 

  
Ask participants to then share the results of their brainstorming sessions. 

 
Conclude this activity by make note of similarities and differences in the 
small groups’ findings. Fill in key gaps in descriptions of the down-market 
segments presented (by giving examples from other courses or their own 
knowledge).  Mention the importance of market research in defining and 
delineating actual ―down-market‖ segments 
 

Tip to the Trainer: Sample answers you might expect to see include: 
youth may be ―down-market‖ both in terms of the assets / income level they 
might have; but also due to the degree of social capital (or adult support) 
they might have in their household / community. 

 
a) Connection to Next Activity (1 min)  

Share with participants:  
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―Thus far, we have identified types of services, who can provide the services 
and the different segments of youth that we are looking to serve.  In the next 
activity you are now going to look at the specific readiness and access-
oriented interventions that can help serve these young people with the 
services that they demand.‖   
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Session 4:  Readiness and Access  
The purpose of this session is to give participants a better understanding of the 
Readiness and Access framework, a livelihoods framework that describes the various 
considerations and inputs young people may need in order to strengthen their 
livelihoods. Exploration of the framework reveals that partners can contribute 
specific,‖niche‖ services or more comprehensive services.  This framework is referred 
to and used throughout the rest of the module as well.  

 
Session Objectives: 
 
By the end of this session, participants will have: 

1. Identified the possible specific contributions of youth serving organizations to 
readiness and access interventions 

2. Aligned various readiness and access interventions to CGAP’s Graduating the 
Poorest to Microfinance framework 

 
Total Session Time: 95 minutes 

 
Overview of Activities: 

Activity Title Duration Materials Needed 

1) Introduction to the 
Readiness and Access 
Framework 

70 minutes 
 
 

Flip charts 
 

2) CGAP’s Graduating the 
Poorest in Microfinance 
Framework 
 

25 minutes  PowerPoint: CGAPs 
―Graduating The Poorest 
into Microfinance‖ 
framework. 
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Activity 1: Introduction to the Readiness- Access Framework  

In this activity, participants gain an understanding of the ―Readiness and Access‖ 
Framework taken from the Youth Livelihood Programming Guide. With this 
framework, participants identify the specific interventions that youth may need.  Once 
these needs are identified participants can focus on potential partnerships with other 
organizations in order to address these needs.  

 

 

Steps: 

a) The “Readiness” and “Access” Framework (15 minutes) 

  Bring up the slide of this framework or draw on a flip chart. 

 

Two Facets of Youth Livelihood Programming 

Readiness-Oriented Access-Oriented 

Enhance readiness of youth 
to engage in sustainable 
livelihood activities 

Improve access of youth to market-driven 
products and services 

Develop human capital Develop financial capital 

 

Tip to the Trainer: Present on a slide or flipchart paper and use the notes 
below to guide participants through an understanding of the framework. 
These notes are taken from the Youth Livelihoods Development Program 
Guide. The full framework with examples can be referred at the end of this 
step. 

 
Provide a brief overview of the ―Readiness‖ and ―Access‖ Framework found 
in the Equip3 Youth Livelihoods Guide by explaining:  
 

Objectives:  
By the end of this activity, participants will have: 
 

1. Listened to an explanation of the ―Readiness and Access‖ Framework 
2. Identified the possible contributions of youth serving organizations to 

readiness and access interventions 
3. Summarized the services available in their communities which would 

enhance youth readiness or access for/to financial services 
 

Preparation/Materials: 

 Handout: Readiness / Access framework  

 Handout: Possible Contribution to Readiness and Access Interventions 
Chart 

 

Time:  70 minutes 
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―A youth service practitioner, named David James-Wilson conceptualized a 
framework called the Youth Livelihoods Development Framework. This 
framework categorizes types of capital and corresponding programming 
interventions into two facets: readiness-oriented interventions and access-
oriented interventions.  
 
Invite participants to read pages 4-5 of the Youth Livelihood Development 
Program Guide. 
 
Once participants have finished the reading, lead a discussion around the 
Readiness and Access framework. 
 
―Let‘s start with the exploration of types of capital that young people have.‖  
 
Ask participants the following:  
 
 What are the types of capital do young people have?  

  

Human Capital  This area includes one’s cognitive, 
emotional, intellectual, and spiritual 
abilities. It encompasses the formal, 
informal, and cross-cutting learning-
to-learn life skills that youth acquire 
from the family, peers, and 
community, as well as from formal 
and nonformal education and 
practical work experiences. 

Financial Capital This area includes an individual’s 
savings; the property or assets they 
can readily convert into cash money; 
their access to credit and/or savings; 
and, their overall level of financial 
literacy. 

Social Capital  This area includes an individual’s 
social ties, support networks, 
trusting relationships, and ability to 
draw on the knowledge, skills, and 
resources of others in their 
households, extended families and 
communities. 

Physical Capital  These include fixed capital goods 
that are necessary for a business or 
the participation in a particular form 
of productive employment. These 
assets can range from proper 
working clothes, tools, and 
equipment to the physical space for 
work. 
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Preparing young people through readiness interventions helps build their 
human capital.  
 
Ask participants:  
 
 What do we mean by readiness-oriented interventions? 

 
Illicit one or two responses before explaining the following:  
 
Readiness-oriented interventions prepare young people to engage in 
sustainable livelihoods activities.  Examples are formal and non-formal 
basic education, vocational and technical skills training, and programs that 
focus on employability and the development of key cross-cutting work and 
life skills.  
 
Access–oriented interventions include microfinance products (savings, 
credit, micro-insurance tailored for youth, business development services, 
technical skills training, linkages with mentors or business skills coaches, 
and support in improving the value-added proposition of their livelihood 
activities [through improvements to quality, cost, or market access]). 
 
 In order to benefit from access-oriented opportunities, many marginalized 
youth will need youth livelihood readiness investments (from government, 
donor or household actors, including youth themselves). Similarly, in order 
to convert readiness-oriented investments into viable livelihood activities, 
youth should have access-oriented interventions available to them. The 
success or failure of these interventions often depends on providing both 
kinds of programs concurrently while building dynamic partnerships or 
alliances among mainstream adult microfinance institutions (MFIs), 
business development service providers, and youth- or family-oriented 
community-based organizations.‖1  

 
Share with participants that the framework can be used to map existing 
strengths and gaps in YSO/FSP partnerships.  

Explain to participants: 
 

―When we think about YSO – FSP partnerships, it can be very helpful to 
think about the ways that YSO‘s might be able to take the lead on, or 
contribute to, delivering readiness  type interventions that help prepare 
young people to make effective use of Microfinance services. It can also be 
helpful to map out the ways that YSO‘s might contribute to FSP‘s efforts to 
make their services more accessible to young people – by making them 
more youth-friendly, more youth-inclusive, or more youth focused.‖  

 

                                                      
1
 James-Wilson, David. Youth Livelihoods Development Program Guide. June 2008, p.4 
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b) Contributions of Youth Service Organizations (40 min) 

Divide participants into small groups (of 4-6 members drawn from different 
organizations wherever possible) and distribute to each group either a blank 
―Readiness‖ or a blank ―Access‖ chart.  
 
Ask participants to fill in the sheet first with examples of their organization’s 
services and then add other possible contributions YSO’s might make to an 
FSP’s success across a range of services.  
 

Tip to the Trainer: Remind participants that the third column in the worksheet 
will be used at a later point in the course. 

 
Ask small groups to brainstorm for 20 minutes additional examples of ways 
that YSO’s might contribute to the success of readiness or access 
interventions. 

 

Tip to the Trainer: The following are possible answers to the Handout entitled 
―Possible YSO Contributions to the Success of Readiness Type Interventions.‖ 
Remember that there are no right or wrong answers; YSOs can contribute in a 
number of different ways. All the responses listed here are only suggested 
answers. It’s useful to think about the possible interventions that YSOs can 
provide in terms of service (training or education) provision, promotion of 
services, the ability of YSOs to link their young people to other financial and 
non-financial services, and to provide safe and supportive spaces for both 
financial and non-financial services.  

Readiness Oriented Access Oriented 

 Enhance readiness of youth to 
engage in sustainable 
livelihood activities 

 Improve access of youth to 
market-driven products and 
services 

Examples –  (i) formal and non-
formal basic education; (ii) vocational 
and technical skills training; (iii) 
programs that focus on employability 
and the development of key cross-
cutting work and life skills; (iv) 
entrepreneurship training and/or 
financial literacy; (v)mentoring, life 
coaching and overall 
accompaniment. 

Examples – (i) access to 
microfinance products (savings, 
credit, micro-insurance); (ii) business 
development services; (iii) support in 
improving the value-added 
proposition (or value-chain) of 
livelihood activities through 
improvements to quality, cost, or 
market access. 

 Develop Human Capital  Develop Financial Capital 
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Handout: Possible YSO Contributions to the Success of Readiness Type 
Interventions  

Examples of 
“Readiness” Type 

Interventions 

Specific Ways that a YSO 
Might Contribute to the 

success of this 
intervention & its 

contribution to youth 
readiness for FSP services 

Possible YSO 
Contributors  

to FSP Success 
in this 

intervention 

 

(i) formal and non-
formal basic 
education 

e.g. a YSO might provide literacy 
classes to potential clients 

 

YSO might market the activity on 
the radio 

 

YSO provides networks to deliver 
classes 

 

 

(ii) vocational and 
technical skills 
training; 

e.g. a YSO might provide training 
in small engine repair to youth 
thinking about starting a repair 
business 

 

YSO might link them to 
apprenticeships 

 

YSO might conduct market 
research to identify appropriate 
vocation and technical skills 
training 

 

(iii) programs that 
focus on 
employability and the 
development of key 
cross-cutting work 
and life skills 
(including short term 
work for food 
programs; or 
apprenticeships) 

e.g a YSO might run a service 
learning project where youth 
learn about teamwork, 
accountability, and problem 
solving 

 

YSO might provide training in 
leadership 

 

YSO might hold a career fair  

 

(iv) entrepreneurship 
training; (including 
start-up grants) 
and/or financial 

e.g. a YSO might offer 
entrepreneurship training to 
students at a public vocational 
school 

 

YSO might broker relationship 
with relevant government 
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literacy 

 

agencies 

YSO may help develop curricula   

 

(v)mentoring, life 
coaching and overall 
accompaniment. 

e.g. a YSO might provide 
livelihood coaches to youth 
already operating a micro-
enterprise 

 

YSOs might train, manage, and 
incentivize local potential mentors 

 

 

 Handout: Possible YSO Contributions to the Success of Access Type 
Interventions 

Examples of 
“Access” Type 
Interventions 

Specific Ways that a YSO 
Might Contribute to the 

success of this 
intervention & its 

contribution to youth 
access to FSP services 

Possible YSO 
Contributors  

to FSP Success 
in this 

intervention 

 

 

(i) access to 
microfinance 
products (savings, 
credit, micro-
insurance);  

e.g. a YSO might help an FSP 
carry out market research linked 
to a proposed youth friendly 
savings product 

 

YSO may help to provide a safe 
space for transacting 

 

YSO may help in providing group 
formation training 

 

YSO may help to monitor access 
and use 

 

  

  

  

 

 

 

(ii) business 

e.g. a YSO might provide training 
in effective youth work practices 
to small business trainers 
working with an FSP 

 

YSO may design and adapt BDS  
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development 
services;  

curriculum  

YSO may be the BDS provider  

  

 

(iii) support in 
improving the value-
added proposition (or 
value-chain) of 
livelihood activities 
through 
improvements to 
quality, cost, or 
market access. 

e.g.  a YSO might help youth 
carry out value chain research in 
their community – based on 
training inputs from an FSP 

 

YSO may help with forming 
linkages with the business 
community 

 

  

 

Ask groups to quickly report out on the highlights of their discussion in a 
large group discussion. Invite comments to the overall discoveries and 
themes that emerged during the activity.  

Tip to the Trainer:  This exercise is meant to show participants that there are 
different layers and entry points of intervention for YSOs. They could be 
providing connections through networks, directly transferring knowledge to the 
young person, or supporting young people in other ways to help make young 
people ready to take advantage of financial services.  

c) Advantages of Specialized Contributions and Partnership 
Opportunities(10 minutes) 
 
 Which of these services are being provided by organizations in 

your community ? 
 How would theses available services enhance your work with 

youth to access financial products/services?   
 

Invite participants to take a few minutes to note these services in their 
worksheet and reflect on the second question.  
 
Use examples from the small group contributions to illustrate the ―effective 
practice‖ that not all YSO-FSP partnerships need to be ―comprehensive‖ in 
nature, but rather that sometimes carefully considered ―niche contributions‖ 
can be very valuable  
 
Share with participants:  
 
―One of the most important lessons learned in the field these past years 
has been that effective partnerships can be both comprehensive and 
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niche-oriented.  That is to say that FSP‘s can look to YSO‘s to contribute 
widely to a broad range of readiness and access oriented interventions 
(such as all of those listed in our small group presentations); or they can 
look to them to make very specific, carefully considered contributions to 
one key aspect (or ―niche‖) of their youth inclusive strategy (drawing on just 
a few of the items listed in our small group presentations).‖ 

 
d) Connection to Next Session (5 minutes) 

Conclude with brief comments on keeping the focus on practical 
contributions versus generic collaborations and of the importance of 
effective market research activities.  

Share with participants:  

―Perhaps the most important take away point from this session is that 
rather than thinking abstractly about finding a ―partner‖ – perhaps the key 
factor for success is identifying the specific contributions to the success of 
your youth-inclusive programming that the act of ―partnering‖ (with one or 
more YSO‘s)  might generate.   

It is also essential to be aware that effective market research (as covered 
in the YFS-Link Market Research Module) is an essential aspect of making 
a final decision about the blend of readiness and access services particular 
groups of young people might require.‖ 
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Activity 2: CGAP’s Graduating the Poorest to Microfinance 
Framework  
In this activity participants use CGAP’s Graduating the Poorest to Microfinance 
Framework to align readiness and access interventions with the youth market 

segments identified in Activity 1. 

 
Steps: 

a)   Graduating the Poorest into Microfinance (10 min) 
 Show slide of CGAPs ―Graduating The Poorest into Microfinance‖ 
framework. 

Share with participants: 

 
―One framework that may help us gain a mental map of how different 
―down market‖ groups of youth may need quite different combinations of 
readiness and access interventions, is CGAP‘s ―graduating the poorest to 
microfinance‖ framework (see over).These are the ―phases‖ of down-
market readiness and access interventions that might be required to 
―graduate‖ specific youth cohorts to micro-finance. The CGAP framework 

Objectives:  
By the end of this activity, participants will have: 
 

1. Listened to an explanation of CGAP’s ―Graduating the Poorest to 
Microfinance‖ Framework 

2. Aligned various readiness and access interventions to the CGAP framework 
 

Preparation/Materials: 
 

  PowerPoint: CGAPs ―Graduating The Poorest into Microfinance‖ 
framework. 

 

Time:  25 minutes 

 

  

 

   

  

 

 

 

   

 

 

  

 

 

 

 

Stage 1      Stage 2             Stage 3 

 

 

 

Guaranteed 

Employment 

Cash Grants 

Food Aid 

Small 

Subsidized 

Loans 

Savings 

Skills 

Training 

Increased 

Food Security 

 Asset Creation 

 Microenterprise 

Experience 

Graduation to 

Conventional 

MFIs 
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looks broadly at the stages of intervention that might be required to link the 
―poorest‖ of adults to traditional microfinance services. 

 It shows how in Stage One, extremely destitute individuals may 
need foundational investments in their ―readiness‖ to take on more 
targeted Stage Two readiness activities 

 It then shows how Stage Two activities can flow into Stage Three 
―graduation‖ to mainstream micro-finance‖ 

 
b) Align “Readiness” and “Access” Interventions with CGAP’s 3 Stages 

(15 min) 
Ask participants (in the plenary session) to refer to the Readiness and 
Access Handouts to provide examples of the types of ―readiness‖ 
interventions that might be used at Stage One and Stage Two, or ―access‖ 
type activities at Stage Three, in order to prepare different down market 
segments of youth to ―graduate to regular micro-finance services‖ 
 
Share with participants: 
 
―Consider the interventions we identified using the Readiness/Acces 
Handout.  Now, when you consider these interventions within the context of 
―graduating down-market segments of youth to microfinance:  
 
 What are some specific examples of youth inclusive readiness 

interventions that might be used at Stage One and who may 
provide them? 

 What are some specific examples of youth inclusive readiness 
interventions that might be used at Stage Two and who might 
provide them? 

 What are some specific examples of youth inclusive access 
interventions that might be used at Stage Three and who might 
provide them? 

 

To conclude, synthesize examples from the plenary discussion in other 
activities with the emphasis on how work in partnerships can help achieve 
readiness and access targets at each of the 3 stages. 
 
Use the image of ―Building the Chunnel‖ to emphasize the need of 
―readiness‖ and ―access‖ interventions to be carefully aligned and 
synchronized (optional). 

Share with participants:  

―How many of you have heard about the famous ―Chunnel‖ – the railroad 
tunnel that links England and France?  What do you know about how it was 
built? ― 

 

Tip to the Trainer: Let participants comment if they wish to. At a 
minimum you should ensure the group understands that it is a railway link 



32 

that travels under the English Chanel – connecting Britain and France – 
that was completed in the 1990’s after years of hard work and planning. 

 
―The image of the Chunnel is a helpful one for us to keep in mind as we 
talk about partnerships between YSO‘s and FSP‘s.  For just as the two 
teams digging the Chunnel started from two different points (one in France, 
and one in England), YSO‘s and FSP‘s may also have different starting 
points – FSP‘s being grounded in commercially viable microfinance 
services, and YSO‘s in building relationships with disadvantaged youth.  
Similarly, the two teams building the Chunnel faced different building 
challenges – the team starting in England had to drill through rock, 
whereas the team in France had to find a way to tunnel through very soft 
mud.  Just as FSP‘s and YSO‘s work may seem very different in nature. 
 
Success in building the Chunnel – despite the different starting points and 
challenges – did, however require very careful coordination and alignment.  
Such that each partner met the other in the precise location, with a 
common basic design and a clear understanding of shared standards, that 
let their great efforts truly connect and function as one joint initiative.‖ 
 

c) Connection to Next Activity (1 min) 

Share with participants:  

―Now that we have looked at the types of readiness and access 
interventions to which YSOs can contribute, the various interventions that 
may be necessary depending on the market segment, we will begin looking 
at the types of partnerships that may be developed depending on the 
incentives and drivers behind a partnership.‖ 
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Session 5:  Potential YSO Partners  
The purpose of this session is to give participants a better understanding of the 
various types of YSOs that exist in their communities and regions, expanding beyond 
traditional NGOs.  By looking at case studies of specific examples of YSO-FSP 
partnerships, participants gain a concrete understanding of what partnerships look 
like and the various complexities involved in successful partnerships. Participants 
then have the opportunity to align these specific types of YSOs with the readiness 
and access interventions identified in session 2.   

 
Session Objectives: 
 
By the end of this session, participants will have: 
 

1. Listed a range of YSO’s that might be active in their community 
2. Compared experiences and strategies for identifying and initiating partnerships 
3. Considered various models and structures to partnerships to contribute to 

readiness and access for young people 
4. Completed the Readiness/Access Handout with examples of specific types of 

YSOs that can contribute to access and readiness interventions 
 
Total Session Time: 120 minutes 

 
Overview of Activities: 

Activity Title Duration Materials Needed 

1) Types of YSOs 70 minutes 
 
 

Flip charts 
 

2) YSO’s Contributions to 
FSP’s: Case Studies 

50 minutes 
 

Handout: Case Study #3 - 
Save the Children 
(Uganda) 
Handout: Case Study #2 - 
Fundacion Paraguaya 
(Paraguay) 
Handout: Case Study #1 - 
CDC ―Akkord‖ (Tajikistan) 
 
Aligning Readiness & 
Access Interventions with 
Potential YSO Partners  
Handout: Possible 
Contributions to Readiness 
and Access Interventions 
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Activity 1:   Types of Youth-Serving Organizations 

In this activity, participants explore the range of youth-serving organizations in their 
regions and communities. Participants are then asked to discuss strategies for 
identifying partnerships, as they explore their past experience with partnerships. 
Finally, participants analyze various strategies for initiating partnerships.  

    
 
Steps:  
 

a) Types of YSO’s in your community (20 minutes) 
Refer back to the previous exercise and ask participants to brainstorm 
examples of the types of local YSO’s in their community that could provide 
these services and that fall into the following two categories: 
  
 Place categories on flip charts ahead of time and ask participants if they 
would like to add another category: 

 CBO’s: community based organizations that work directly with young 
people (these include NGO’s, faith based groups, traditional leaders, 
and popular movements) 

 Education Sector: public and private not-for-profit educational 
institutions that serve young people via formal and non-formal basic 
education and vocational / technical offerings 

 
 Keep note of participant responses using flip chart 

 

Objectives:  
By the end of this activity, participants will have: 
 

1. Identified potential partners in their community and the services they 
provide 

2. Listed youth-serving organizations that can be partners for financial service 
providers 

3. Compared experiences and strategies for identifying and initiating 
partnerships 

4. Completed the Readiness/Access Handout with examples of specific types 
of YSOs that can contribute to access and readiness interventions 
 

Preparation/Materials: 

 Flip charts 
 

Time: 70 minutes 
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Tip to the Trainer: These lists will likely be more specific or more general 
depending on the make-up of course participants and the diversity of 
institutions, communities or even countries that they come from.  If you 
have very diverse groups have them focus less on the actual names of 
specific organizations and more on the different types of organizations. 

 

Use probing questions to draw out the broadest range of sub-categories 
possible – and provide examples of surprise partners some FSP’s have 
found. 

 
Share with participants:  
 
―Let‘s make sure we are not forgetting about any types of YSO‘s. Have we 
covered__________. We have mentioned schools in general, what are 
some specific types of schools we are aware of but have not listed ( for 
example ―night schools‖, ―non-formal learning centers‖) What about 
members of the community such as parent groups in some regions? We 
have listed many examples of public or not for profit schools, are there any 
for profit technical school in your community?‖  
 

b) How to identify potential partners (10 minutes) 
Explain to the group that they will now be looking at the best ways for an 
FSP to identify potential partners in their immediate community or in 
neighboring ones. 
 
Share with participants ( place questions on flip charts ahead of time): 

―It might be helpful to speak for a moment about the ways in which groups 
identify possible YSO partners: 

 How do you become aware of the services that the 
organizations in your community provide? 

 What approach has your FSP taken to select potential partners, 
and how could that process be strengthened?  

 What strategies would you suggest to an FSP to ensure that 
they consider all possible partnerships before selecting one or 
more YSO‟s to partner with?  

 For YSO participants, how have FSP‟s found you or their other 
partners? 

 
c) How to initiate partnerships (10 min)  
 

Ask participants to reflect on the following:  
 
 Is it always the FSP that initiates the partnership? 
 What examples can you share of YSO‟s reaching out to FSP‟s 

to explore partnership opportunities? 
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 What are some examples of some of the questions YSO‟s had 
(or might  have) for FSP‟s when discussing a possible 
partnership? 

 
d) Youth Serving Organizations Contribution (30 minutes)  

Ask participants to refer to the handout that was used. In a large group 
discussion, ask participants to give examples of the kind of YSO’s that 
might be best placed contribute to the different readiness interventions 
discussed earlier.  

Handout:  Possible YSO Contributors to the Success of Readiness and 
Access Type Interventions 

Examples of “Readiness” 
Type Interventions 

Specific Ways that a 
YSO Might 

Contribute to the 
success of this 

intervention & its 
contribution to youth 

readiness for FSP 
services 

Possible YSO 
Contributors  

to FSP Success in 
this intervention 

 

(i) formal and non-formal 
basic education 

  

  

  

  

 

(ii) vocational and technical 
skills training; 

  

  

  

  

(iii) programs that focus on 
employability and the 
development of key cross-
cutting work and life skills 
(including short term work for 
food programs; or 
apprenticeships) 

  

  

  

  

 

(iv) entrepreneurship training; 
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(including start-up grants) 
and/or financial literacy 

 

  

  

 

(v)mentoring, life coaching 
and overall accompaniment. 

  

  

  

 

Handout: Possible YSO Contributors to the Success of Access Type Interventions 

Examples of “Access” 
Type Interventions 

Specific Ways that a YSO Might 
Contribute to the success of this 
intervention & its contribution to 

youth access to FSP services 

Possible YSO 
Contributors  

to FSP Success in 
this intervention 

 

 

(i) access to 
microfinance 
products (savings, 
credit, micro-
insurance);  

  

  

  

  

  

  

  

 

 

 

(ii) business 
development 
services;  

  

  

  

  

  

  

  

  

 

(iii) support in 
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improving the value-
added proposition (or 
value-chain) of 
livelihood activities 
through 
improvements to 
quality, cost, or 
market access. 

  

  

  

  

 

e) “Mapping out” potential partners and Connection to Next Activity (5 
min) 
Conclude with a reflection about the importance of taking the time to ―map 
out‖ a wide range of potential YSO partners.   
 
Share with participants:  
 
―A wise old program developer one said that ‗time spent in reconnaissance 
is seldom wasted.‘  Taking the time to carefully explore the broadest 
possible range of YSO partners, before selecting one or two to work with, 
is an essential task.  This will involve considering YSO‘s in the CBO, 
education and parental spheres, and may involve looking both farther afield 
than you had anticipated, or closer to home than you had ever expected. 
The next activity looks at a diversity of partnerships between financial 
service providers and youth-serving organizations.  
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Activity 2: YSO’s Contributions to FSP’s  

In this activity, participants examine the experiences of financial service providers 
and youth serving organization in creating partnerships to deliver the appropriate 
financial and non-financial services to their target market. Participants use this 
information to understand the structure of partnerships that they may not have 
considered thus far.  

 
Steps:   

 
a) Partnership Case Studies (25 minutes)  

Divide participants into three small groups. Each group will be assigned to 
read a case study that reflects YSO’s contributions to enhanced 
readiness/access inputs. Ask participants to read the case study and 
discuss and answer the small group discussion questions on a flip chart. 
Indicate that they will be presenting their analysis to the large group.  

 

 CDC-Akkord (Tajikistan)– education sector partnerships 

 Fundacion Paraguaya (Paraguay) – small business incubators 

 Save the Children (Uganda) – youth inclusive market research 
 

Handout: Case Study #1 - CDC ―Akkord‖ (Tajikistan) 
 

A.  Background 
Almost no country has been affected as profoundly by the collapse of the Soviet Union in 
1991 as Tajikistan.  The economic shock caused by the sudden lack of access to historic 
markets in Russia and Eastern Europe-- combined with the elimination of massive 
transfer payments from Moscow that had previously supported the country’s health and 
education infrastructures-- was profound and far reaching.  One immediate and over time 
far-reaching consequence of this period of political turmoil and economic shock has been 
the rapidly growing phenomenon of Tajik migrant labors – mostly men ages 25-40.  
Recent estimates suggest that 600,000 Tajiks now work as migrant laborers in Russia 
(and that this group contributes 1/3 to1/2 of Tajikistan’s GDP). As a result families have 
been re-organized and re-constituted, and many young people must now work to help 

Objectives:  
By the end of this activity, participants will have: 
 

1. Considered various models and structures to partnerships to contribute to 
readiness and access for young people 
 

Preparation/Materials: 

 Handout: Case Study #3 - Save the Children (Uganda) 

 Handout: Case Study #2 - Fundacion Paraguaya (Paraguay) 

 Handout: Case Study #1 - CDC ―Akkord‖ (Tajikistan) 

 

Time:  50 minutes 
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pay their school fees while their mothers try to stretch remittance payments to cover 
basic household necessities. 
 

B.  Activities 
In 2004, a well regarded health promotion and civil society development NGO, the 
Community Development Center ―Akkord‖ (CDC Akkord), partnered with Street Kids 
International, a Canadian NGO involved in health and livelihood programming for street 
active youth, in the delivery of SKI’s ―Small Business Toolkit‖.  This partnership initially 
focused on the capacity building and accompaniment needs of out of school youth 15-18 
– many of whom used the small business training and start up grants they received to 
initiate or improve a micro-enterprise activity in the local marketplace.    Much to CDC 
Akkord’s surprise, many of the participating youth used some of their enhanced income 
to support their return to formal schooling – purchasing books, school clothes and 
learning supplies.  These youth also referred in-school friends and relatives to CDC 
―Akkord‖ for Small Business Toolkit training, and even suggested that some of the 
training sessions take place in one of the local schools multi-purpose hall.  Finally, a local 
FSP expressed an interest in speaking about their credit products with older youth 
participants and successfully began to recruit them into lending groups. 
 

C.  Outcomes 
Local teachers and principals soon took notice of the CDC Akkord’s program, and spoke 
about the need to integrate small business training into the curriculum of both vocational  
and secondary schools.  CDC Akkord was invited to work with curriculum developers 
from the Ministry of Education to adapt essential lessons from the Small Business Toolkit 
into newly developed course content on entrepreneurship, small business management, 
and financial literacy.  This new curriculum is now being used across Tajikistan, and has 
opened new doorways of cooperation between both youth serving organizations (such as 
CDC Akkord) and local Microfinance providers – who have similarly been invited to help 
the Ministry in its curriculum development exercises.  CDC Akkord’s FSP partner has 
gone on to sponsor Small Business Toolkit trainings for youth in the rural communities 
where they work, and continues to recruit new lending group members from among older 
course graduates. 

 
Questions for the small group to answer (included in handout): 
 
 What did each organization (profiled) contribute to the 

partnership? 
 How did their contribution increase young people‟s readiness or 

access to financial services? 
 What are the most important lessons learned for you in this case 

study  
 What might it tell us about effective approaches to partnership 

development from both an FSP‟s and a YSO‟s perspective? 

Handout: Case Study #2 - Fundacion Paraguaya (Paraguay) 

 
A.  Background 
Fundacion Paraguaya operates three interrelated programs – a microfinance program, a 
business education program for youth, and a self-sustaining agricultural training school.   
The three programs are separate in terms of budgets and finances, but are strongly 
integrated at the operational level so that each program enriches and is enriched by the 
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other two.  This synergy gives ―added value‖ to each of the three programs, and all are 
important ingredients in the success of the microfinance program.  Fundacion Paraguaya 
has over 30,000 active clients and $14.5 million in loans.  6700 hundred of these are 
young clients between 18-29 years of age, who have taken on loans totaling $3million 
(with an average loan size of $500) 

 
B.  Activities 
Fundacion Paraguaya has developed an innovative ―business incubator‖ program for 
prospective young clients who do not already have an operating micro-enterprise.  
Through this youth-friendly service, Fundacion Paraguaya addresses both some of the 
major challenges faced by most young entrepreneurs and some of the commonly 
experienced risks of youth inclusive microfinance initiatives. 
 

Common Challenge or Risk Business Incubator’s Response 

1. Lack of Small Business Experience  Training on themes such as marketing, 
finance, production, accounting, and 
financial planning 

2. Lack of Well  Developed Business Plan  Training on the elaboration of a 
business plan 

 Development of a fully developed 
business plan 

 
3. Need for High Levels of Follow-Up 

 Ongoing technical assistance from 
loan officers 

 Loan officers with wide range of 
business experience 

 
4. Lack of Legal Identity 

 Involvement of family members as 
guarantors 

 Careful evaluation of family’s 
willingness to support the young 
entrepreneur 

 
5. Complexity of Many Loan Products 

 Simple application forms 

 Expeditions procedures and 
disbursement 

 Positive incentives for payment 

 

C.  Outcomes 
Fundacion Paraguaya reports being able to successfully finance young people—including 
those looking to start-up their first micro-enterprise.  It does so with non-subsidized 
interest rates (averaging 30%) in a manner that is profitable in financial terms for the 
foundation’s Microfinance program. 

 
Questions for the small group to answer (included in handout): 
 

 What did each organization (profiled) contribute to the 
partnership? 

 How did their contribution increase young people‟s readiness or 
access to financial services? 

 What are the most important lessons learned for you in this case 
study  

 What might it tell us about effective approaches to partnership 
development from both an FSP‟s and a YSO‟s perspective? 
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Handout: Case Study #3 - Save the Children (Uganda) 
 

A.  Background 
The economic empowerment of adolescent girls has been a growing priority for many 
community based Ugandan organizations working in the areas of HIV-AIDS prevention, 
and girls’ participation in post-primary education.  This focus on the economic life of girls 
builds from the realization that girls who have increased livelihood resources tend to be 
more empowered in how they and their families make decisions related to their 
reproductive health and continuing education. 
 

Initial market research among adolescent girls attending secondary school in rural 
Uganda surprised many local educators and health workers, in that it surfaced the reality 
that most girls were already economically active – with many taking on significant 
responsibility for paying their school fees and associated education expenses (such as 
uniforms, books and school supplies).  Girls worked as farm laborers during school 
holidays and often invested earning from this work into micro-enterprise activities such as 
the raising and selling of pigs and chickens, or the hiring of agricultural land where they 
raised their own cash crops.  Girls said that their biggest challenges were finding safe 
ways to save their money, and developing step by step plans to grow their businesses 
and pay for future education costs. 
 

B.  Activities 
In 2006, Save the Children (Uganda) partnered with MicroSave in order to carry out a 
series of market research activities among girls 14-18 living in a number of rural 
communities in Central Uganda.  The goal of this research was to see which kinds of 
financial literacy and savings mobilization activities might help to empower these girls to 
successfully complete their secondary education and to make informed decisions related 
to their reproductive health. 
 

MicroSave brought their well regarded market research tools and practices to this 
partnership, while Save the Children (Uganda) was able to model a range of youth 
inclusive participatory research techniques and approaches that made MicroSave’s adult-
oriented focus group discussion (FGD) and participatory rapid appraisal (PRA) tools more 
youth friendly.  The resulting youth inclusive market research methodology proved to be 
very effective, and has gone on to inform similar youth livelihood mapping and youth 
inclusive service development initiatives in Africa, Asia and Latin America. 
 

C.  Outcomes 
Save the Children (Uganda) used the results from their joint market research exercise 
with MicroSave to design a series of group oriented financial literacy and savings 
mobilization interventions that has been well received by participating girls and their 
families.  They also learned that girls wanted to open up some activities to young men in 
their community, as girls thought that the information being shared was relevant to boys 
with whom they might have a relationship in the future.  Save the Children (Uganda) has 
also begun to speak with local banks and microfinance providers about ways to link older 
girls in their program with more mainstream services. 

 
Questions for small group to answer (included in handout): 
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 What did each organization (profiled) contribute to the 
partnership? 

 How did their contribution increase young people‟s readiness 
or access to financial services? 

 What are the most important lessons learned for you in this 
case study  

 What might it tell us about effective approaches to partnership 
development  from both an FSP‟s and a YSO‟s perspective? 
 

b) Group Discussion (30 minutes)  
Ask participants to present back to the plenary session. 

 
Wrap up this activity with a summary of key lessons learned from the small 
groups about the value-adds made by effective YSO-FSP partnerships. 
 

Sample Responses:  
 

I. Integrated systems (Fundacion Paraguaya): even though they did not 
have to partner to provide services, they were required to have efficient 
systems and communications with the three parts of their org 

II. Focusing on core competencies 
III. Clear objectives, roles, and responsibilities 

 

 
Connect this activity to the next activity by indicating:  

―Now that we have explored the various contributions that YSOs can make 
to FSPs in preparing youth to take advantage of financial services, let‘s 
focus on the specific contributions of YSOs using the readiness and access 
framework.‖ 

f) Connection to Next Session (10 minutes) 
 
Introduce the concept of ―getting the right tools into the right hands to do 
the right jobs‖ – with an emphasis on building ―partnerships‖ with YSO’s 
around specific readiness/access contributions (―tools‖) from intentionally 
selected organizations (―hands‖) 
 
Share with participants: 
 
―As we come to the end of session 3 there is an expression which might 
serve to summarize our work so far together, and to set up the work to 
come.  That expression is that the secret to any successful project is 
―getting the right tools, into the right hands, to do the right jobs‖. 
 
So far we have looked at the different ―tools‖ (or readiness and access 
focused inputs) a YSO might bring to a partnership.  We have also looked 
at the different sets of hands (or YSO partners) these tools might come 
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from.  In session 4, we are going to begin to explore how a partnership can 
focus its efforts on  ―the right job‖ – or how a partnership can concentrate 
its efforts on particular segments of the youth market, rather than ‗youth in 
general‘.‖ 
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Session 6: Advantages and Challenges of 
Partnerships  
In this session participants share their insights on the various risk and advantages of 
YSO-FSP partnerships three common approaches to partnerships are introduced in 
order to expand the participant’s awareness of additional advantages and 
challenges, and how address the challenges and maximize the advantages.  

 
Session Objectives: 
By the end of this session, participants will have:  
 

1. Explored the advantages and challenges of partnerships within the context of 
three common approaches to partnership 

2. Identified various funding sources to support partnership-based interventions. 
 

Total Session Time: 50 minutes 
 
Overview of Activities 

Activity Title Duration Materials Needed 

1) Potential Gain and Risk 
in New Partnerships     

50 minutes Flip charts  
 
Handout: Three Common 
Approaches to 
Partnerships  
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Activity 1: The Advantages and Challenges of Three Common 
Approaches to Partnership of Partnerships 

In this activity participants consider the various advantages and challenges 
associated with each of the three common approaches to partnership. 

 

 

Steps: 
 
a) Advantages and Challenges Associated with FSPs and YSOs 

Partnerships (10 minutes)  
Break participants will into 3-4 small groups each of which will address a 
question about FSP – YSO partnerships 
 
Ask group to brainstorm the following:  
 
 What are areas of potential advantages and challenges for FSPs 

and YSOs when entering into a partnership?  
 

Ask participants to create one flip chart for FSPs and one for YSOs. Each 
flipchart is divided into two columns: Advantages and Challenges. Ask groups 
to share their findings with the larger group – and then underline the 
overlapping areas of potential advantages  and challengess for both FSP’s 
and YSO’s. 

b) Three Common Approaches to Partnership Development (20 minutes) 
Explain that there are three common approaches to partnerships..  
 
―We are now going to look at three different perspectives on partnerships.. 
These different perspectives have associated advantages and challenges that 
must be recognized from the beginning. By becoming aware of these 

Objectives:  
 
By the end of this activity, participants will have: 
 

1. Listed the advantages and challenges associated with partnerships 
between FSPs and YSOs 

2. Explored the advantages and challenges of partnerships within the context 
of three common approaches to partnership 

Preparation/Materials: 

 Flip Charts 

 Handout: Three Common Approaches to Partnerships  
 

Time:  50 minutes 
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advantages and challenges organizations can put into place systems that 
address the challenges and leverage the advantages. 
 
 Place the ―Three Common Approaches to Partnership Development‖ on a 
flip chart ahead of time.  
 
 

 
Reveal only the bolded underlined words below and probe for the definition 
from participants. 
 What do we mean by „Intentional? 

 
Ask participants after illiciting the definition of each approach:  
 

 Can someone give me an example a partnership that was like 
this? 

 What were the challenges and advantages that were involved? 
 

 

Sample Responses:  

Intentional 
Advantage: Intentions and goals are very clear 
Challenge: Resource intensive, may be time-consuming 
Aspirational 
Advantage: Both parties are hopeful, enthusiastic, driven, and 
motivated which can go a long way 
Challenge: There may be a lack of scrutiny of the details, little planning 
Imposed  
Advantages: Implied commitment, perhaps it is accompanied with 
resources 
Challenges: Motivation and incentive to work with the other party may 

Handout: Three Common Approaches to Partnership Development 

 

 Intentional  ways – between “healthy skeptics” who ask both why /how 
this partnership might or might not work ;   

 Aspirational ways -- between “blind enthusiasts” who only imagine the 
upside of partnering and ignore any downsides 

 Imposed ways –  where there is not a  clear consensus among all staff 
members from each partner organization, some of whom may  think 
that partnerships will be too much work, or may take away from the 
mission, brand, or overall track-record of their organization  
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not be there 

 
 

Tip to the Trainer: These three examples can be shared as a hand-out, a 
PowerPoint slide or on flip chart paper 

 
c) Role Play on Common Approaches to Partnership Development  (20 

minutes)  
Break participants into groups of 4-6 members.  
 
Each group will be assigned to create a 5 minute role play that captures the 
essence of the YSO-FSP partnership development approach assigned to 
them: ―intentional‖, ―aspirational‖, or ―imposed‖ experiences. Participants can 
base it on a real life experience or an imaginary one.   
 
Ask participants: 

 
―What would it look like, sound like, and feel like when one of these three 
partnership development approaches is being applied.  Give us a quick but 
memorable glimpse into the essence of what the experience would be like.‖ 

 
Participants will be invited to comment on what they have seen and learned 
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Session 7: Funding and Partnership Structures  
In the sixth session, participants are asked to generate a list of the most important 
and challenging tasks to address to ensure effective partnerships   Participants 
explore various partnership structures and the strengths and weaknesses of each.  A 
template of a memorandum of understanding is introduced to provide participants 
with an opportunity to practice addressing challenging and important tasks through a 
written partnership agreement.  Finally participants are invited to determine their 
organizations’ readiness to effectively engage with partners through completing a 
partnership readiness checklist. 
 
By the end of this session, participants will have: 
 

1. Identified various funding sources to support partnership-based interventions. 
2. Selected tasks that are the most important and the most challenging to 

ensuring effective partnerships.  
3. Developed a partnership agreement to reflect a specific partnership structure 

and intervention. 
4. Conducted a self-evaluation on their organization’s level of readiness to 

effectively engage in a partnership  
 
Total Session time: 140 minutes  

 
Overview of Activities 

Activity Title Duration Materials Needed 

1) Different Funding 
Sources for Readiness 
and Access 
Interventions 

20 minutes Handout: Continuum of 
Sources of Funding for 
Readiness and Access 
Interventions 

2) Effective Partnership 
Structures 

90 min  
Handout: Three Types of 
Partnerships 
 
Handout: Sample 
Partnership Agreement 
Template  

3) Partnership Report Card 30 minutes Handout: Partnership 
Readiness Self- 
Assessment Form  
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Activity 1: Different Funding Sources for Readiness and Access 
Interventions 

This activity provides participants with an opportunity to brainstorm a critical aspect of 
all interventions: funding. Securing the necessary funds is especially critical to 
consider in partnerships so that joint programming is successful and that young 
people are receiving the appropriate interventions.  

 
Steps:  
 
a) Partnership Resources (10 min) 

 
Share with participants: 
―Up to this point we have discussed partnerships from the perspective of 
programs (which we have refered to as types of interventions) and types of 
approaches. The remainder of this workshop will focus on sources of funding 
and different ways of structuring partnerships.‖ 
 
Guide a full group brainstorm on the different sources of new or existing 
funding that might be available to support readiness and access interventions. 
 
Ask participants to name some of the different types of resources a successful 
partnership might require: 

 
 What are the different types of resources a partnership might need 

to be successful? 
 Would these always need to be new resources?  

 

Tip to the Trainer: Sample answers might include human resources and 
financial resources 

 
 Share with participants:  
 

Objectives:  
 
By the end of this activity, participants will have: 
 

1. Identified various funding sources to support partnership-based 
interventions. 

Preparation/Materials: 

 Handout: Funding Continuum 
 

Time:  20 minutes 
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Let‘s take a moment to explore one key dimension of successful partnerships 
– namely, funding.  When you think about funding typically available to both 
readiness and access interventions which funding sources come to mind for 
each (prepare flip chart ahead of time): 

 On this first flip chart (entitled Sources of Funding for Readiness 
Interventions) please give me some examples of the types of funders you 
think might be involved in supporting readiness work 

 On this second flip chart (entitled Sources of Funding for Access 
Interventions) please give me some examples of the types of funders you 
think might be involved in supporting access work 
 

b) Funding Continuum (10 minutes)  
Introduce the ―Funding Continuum‖ graphic introduced at the 2006 MicroLinks 
Conference– with an emphasis on the 3 main stages of funding: 
 

 Social Investments – in basic education, skills development, social 
transfers, cash grants, or guaranteed employment 

 Co-Investments – by youth, their families, YSO’s, and via cross-
subsidies from FSP’s 

 Commercially Viable Activities – where products and services are 
financially sustainable 

 
Share with Participants: 
One important dimension of successful partnerships, is securing the resources 
needed to make joint programming possible.  But the ways that YSO‘s and 
FSP‘s typically fund their activities may not always be similar.  At a conference 
in 2006, during one of the earliest explorations of the concept of ―youth 
inclusive microfinance‖, YSO and FSP participants found it helpful to map out 
the full continuum of ways in which readiness and access interventions might 
be funded.  This discussion was captured in the following graphic which 
illustrates a three part continuum – with any actual project perhaps drawing on 
a range of sources from along the continuum. 

 
 
 
 
 
 
 
 
 
 
 

 
Handout: Continuum of Funding for ―Readiness‖ and ―Access‖ Interventions 
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Return to the readiness and access worksheet and ask participants to 
categorize one or two of the interventions described.  
 
Conclude session with a synthesis of the group’s exploration of the ―funding‖ 
dimension of YSO-FSP partnerships, underlining of the importance of linking 
―down-market‖ readiness and access programming with the right mix of 
activities, partners, & funding sources. 
 
Share with participants: 
 
―One common challenge faced in past years by FSP‘s looking to partner with 
YSO‘s to serve the youth market, is there has not always been a realistic 
assessment of how to match (i) the right interventions; (ii) the right funding 
sources; and, (iii) the right partners with the ―right‖ down market segment of 
youth.   Some FSP‘s have reached too far down market while still trying to use 
commercially viable funding.  Other FSP‘s have partnered with YSO‘s that do 
not really serve the youth market most appropriate for the FSP‘s services.  In 
some cases the availability of social investment funds tied to a down-market 
group of youth have distorted FSP‘s initial entry into the youth market place – 
with FSP‘s reaching way down market before learning how to serve nearer 
markets effectively (or even existing markets better / more intentionally).‖ 

 
e) Connection to Next Activity   (1 min) 

Social Investments 

 Made by 
governments and 
other donors 

 In basic education, 
skills development, 
social transfers, 
cash grants, or 
guaranteed 
employment 

 Via direct public 
services or grants 
to CBO’s (or a 
hybrid  FSP’s non-
profit division) 

Co- Investments 

 Made by young 
people, and  their 
families 

 Jointly with social 
investment actors 
and/or cross 
subsidies from an 
FSP’s 
commercially 
viable activities 

 In products and 
services that 
enhance readiness 
and access 

Commercially Viable 
Activities 

 Offered by FSP’s 

 Where products 
and services are 
financially 
sustainable 

 Can be either        
(i) generic 
offerings made 
irrespective of 
age; or (ii) 
intentionally 
youth-inclusive or 
youth-friendly 
offerings 

**From the joint Save the Children (US), EQUIP3/EDC session on “Youth Inclusive Microfinance”  

       at the USAID-sponsored MicroLinks Conference (Washington, D.C. , March 2006)** 
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Share with participants:  
 
―In this last session, we have begun to appreciate the need to identify a clear 
market segment and to carefully align the market with the intervention, and 
funding, In the next activity, we will look at partnership structures and 
agreements. You will walk with some practical tools to take back to your 
organization and become more intentional about creating partnerships.‖ 
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Activity 2:  Effective Partnership Structures 

In this activity, participants critically think about key tasks are the most important and 
the most challenging to address to ensure effective partnerships.Participants also 
look at various partnership structures and practice creating a agreement that reflects 
the key tasks and other considerations that need to be taken into account for  each 
type of partnership structure   

Steps: 

a) Key Tasks in Effective Partnerships (25 min) 
Aks participants to give examples of key tasks partnerships need to carry out 
in order to be successful: 
 
 When you think about how a real partnership works in practice, 

what are some of the basic tasks that partners need to tend to in 
order to ensure the success of the partnership? 

 
Write the groups answers on a flip chart as they provide them. Probe in areas 
such as goal setting, problem solving, assessing advances and set-backs, and 
adapting and evolving if the group does not cover these.  

 
Share with participants: 
―We have generated an overall list of partnership tasks, now I need your help 
in determining which of these you think are most important to the success for a 
partnership.  I am giving each of you stickers and I ask you to place them next 
to what you consider to be the two most important tasks for a partnership to 
succeed. Please place a different color sticker beside the two tasks on our list 
you think might be the most challenging for partners to do well.‖ 
 
Close with a summary of key lessons learned in this activity and the 
prioritizations made by the participants. Provide a brief reflection on the need 

Objectives:  
By the end of this activity, participants will have: 
 

1. Generated a list of basic tasks that ensure successful partnerships 
2. Selected tasks that are the most important and the most challenging to 

ensuring effective partnerships . 
3. Listened to a description of three types of partnership structures 
4. Developed a partnership agreement to reflect a specific partnership 

structure and intervention. 
 

Preparation/Materials: 
 

Time:  90 minutes 
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to formally structure partnerships – through agreements, MOU’s, joint work 
plans – so that they can keep a clear focus on both ―important‖ and 
―challenging‖ tasks. 
 
Share with participants: 
―One useful lesson learned from this activity is that for partnerships to succeed 
it will be important to be clear about both the most important tasks, and the 
most challenging ones partners will need to be diligently engaged in.  This is 
often best done through the development of a partnership agreement that 
covers the items you have highlighted with green and red stickers – along with 
some of the other important partnership tasks identified during our initial 
brainstorming activity.  Partnership agreements are typically written 
documents developed in the early stages of partnership formation – but they 
also need to be a living document that is both expanded and refined as the 
partnership comes to life.‖ 
 

b) Three Types of Partnership Structures (15 min) 
Introduce  the ―Three Basic Types of Partnerships‖ handout. This can be 
shared as a hand-out, a PowerPoint slide or on flip chart paper, prepared in 
advance with the portion in italics left out at the beginning where possible 

This is based on a modified version of Dunford’s ―Service Integration 
Framework‖, and which includes three basic types of partnerships : 

 
―One way to begin to develop a partnership agreement is first to think about 
the overall way that one organization can organize itself and link to deliver 
integrated services and reflects a basic way of organizing and delivering 
services.   
 
While the original thinking was that of ‗internal‘ partnership within an 
organization, these 3 examples are also a helpful way of looking at 
partnerships between YSO‘s and FSP‘s 
 
Give a few participants a chance to describe each of the three types, and then 
share the descriptions provided in italics as necessary. 
 
 Could someone help us to better understand each type?  
 What would each one look like in practice for a YSO/FSP 

partnership?  
 Why would an organization choose one over the other? 
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Handout: Three Basic Types of Partnerships 

 

Inform participants that this is just one way of thinking about partnership 
structures and share the following:  

―Now that you have been exposed to these three types of partnerships, we will 
move to looking at what a partnership agreement may look like using a scenario 
related to these types of partnership structures.‖ 

c) Types of Partnerships and Partnership Agreements (50 minutes) 
Participants will be divided into three small groups each of which will be 
assigned (i) one of the three partnership structures, along with (ii) a 
hypothetical readiness or access service/intervention.  Groups will also be 
supplied with a sample partnership template 

 
Share with participants: 
 
―Working in teams of 4-6, each small group will be assigned one of the three 
partnership approaches and a hypothetical readiness or access-oriented 
intervention.  Your task is to create a partnership agreement between the two 

 

 Shared leadership/Shared teams – one common organizational 
structure,  same service delivery staff, same end users (clients)  

** in the case of a YSO/ FSP partnership this would imply creating a joint (or “unified”) 
project leadership and day to day management structure under which staff from both 
organizations would work (and would typically involve unified financial management as 
well)** 

 

 Shared leadership/Separate teams – one organizational 
structure, different service delivery staffs, same end users (clients)  

**in the case of a YSO/FSP partnership this would imply creating a common overall project 

structure, with shared leadership, but separate day to day management and operation of 
each staff team (and might include either unified financial management or a sub-granting / 
sub-contracting type arrangement)** 

 

 Coordinated leadership/Separate teams –different organizational 
structures, different service delivery staffs, same end users 
(clients) 

**in the case of a YSO/FSP partnership this would imply creating common mechanisms for 

coordination and communication  between separate operational structures, and would imply 
independent staff management and leadership (and might involve either a sub-granting / 
sub-contracting relationship or entirely independent financial arrangements) ** 
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organizations implementing the intervention that reflects either one of the three 
management structures. 
 
Provide the following scenarios to groups on notecards or cut up pieces of 
paper. 
 

Group 1: A Shared leadership/Shared teams approach to carrying out a 
market research activity linked to the development of a new savings service  
for 18-24 young people living in a large city.  One partner is the UMOJA Youth 
Center ( a large YSO that operates recreation, health and non-formal 
education programs in 20 locations), and the other partner is the EQUALS 
Bank (a medium sized MFI) 

 
 

Group 2: A Shared leadership/Separate teams approach to delivering a 
small business training course to youth 14-18 who are enrolled in a vocational 
training program linked to small engine repairs. One partner is the BRIGHT 
IDEAS vocational school, a fee for service technical training school (YSO)  
that serves 500 youth in 4 locations.  The other partner is RAFIKI – an MFI 
that offers small business training to new clients. 

 
 

Group 3: A Coordinated leadership/Separate teams approach to a financial 
literacy and group lending project for girls 16-20 who live in a rural community 
and are all involved in raising and selling domestic animals. One partner is the 
GIRLS POWER Association, a YSO that runs leadership camps and health 
promotion campaigns for adolescent girls.  The other partner is ROOTS Inc. – 
a rural FSP that sets up Village Savings and Loans (VSL) groups for rural 
women.  

 
Each small group will need to describe how the readiness or access service 
assigned to them would operate based on the designated partnership 
structure.   
 
Ask group to write bullet points they think would be important in an initial draft 
partnership agreement using the template provided Ask each group to make a 
brief presentation to the group as if they are speaking to a joint meeting of the 
partners’ Board of Director.  
 

Share with participants: 

―Each group is going to be asked to make a brief presentation in the plenary 
as if they are speaking to a joint meeting of the two partners Boards of 
Directors 
 You will need to describe: 
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 How your assigned readiness or access intervention will 
operate under the partnership model provided? 

 What to include in the partnership agreement 
 

Ask each group to present their work to the group,  encourage other 
participants to ask questions and offer constructive suggestions.. Other 
participants in the class can serve as members of the Board if needed. 

 

Handout: Sample Partnership Agreement Template 
A. Background 
In this section of the agreement partners should document the overall purpose of their 
partnerships, their rationale for working together, along with basic information about 
who the partners are and if they have worked together previously 

 
B. Objectives 
This is where the specific objectives of the partnership should be described  -- 
including 

 Which segment of the youth market the partners plan to serve 

 What kind of readiness and access services they intend to deliver 

 What kinds of outputs, outcomes  and impacts partners hope to achieve 

 
C. Roles and Responsibilities 
This section should begin with a description of the overall partnership approach that 
will be used 

 
C.1 Shared Responsibilities 
It is usually helpful to speak first about responsibilities that will be shared  

 
C.2 Partner Specific Responsibilities 
It is then helpful to detail any responsibilities that will be specific to one of the partners  

 
D. Expectations 
In this section partners should capture some of the norms and procedures they will 
follow—and should typically include: 

 How / what  decisions will be made jointly and/or individually 

 How / what  information will be shared 

 How problems will be surfaced and resolved 

 How partners will communicate to others about their joint work   

 How new components might be added 

 How refinements, adaptations or changes to programs will be decided upon 

 
E. Time Frame 
This section should lay out the length of time the partnership will operate for – 
including start and end dates and any other key moments in partnership operations 
(leadership reviews, project cycles) 

 
F. Formal Review Process 
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This section should address when and how the partnership will be reviewed by the 
partners leadership teams and/or governance bodies 
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 Activity 3: Partnership Report Card  

 
Participants are introduced to the Partnership Report Cardin order to conduct a self-
evaluation across the five dimensions of partnership that have been discussed in the 
module.  

Steps: 

Introduction to the FSP Partnership Readiness – Self Assessment Form  (30 
min) 

Introduce the ―FSP Partnership Readiness – Self Assessment Form‖ – 
Share with participants: 
 

―As we come close to the end of this 2-day workshop, I invite each of you 
(working alone or together if you come from the same organization) to 
conduct an initial assessment of your readiness to partner with another 
organization using the ―partnership readiness checklist‖.  This tool is 
designed to help your organization determine its level of readiness using the 
five key dimensions of partnership explored during this course. 
 

 Use it today to try and map out your readiness for success within an 
existing or planned partnership.   

 Use it in the future to help reflect on your readiness for any new 
partnership you are thinking of developing.‖ 

  
This is meant to be a take away for participants.   

 

  

Objectives:  
By the end of this activity, participants will have: 
 

1. Conducted a self-evaluation of their organization’s level of readiness to 
effectively engage in a partnership. 
 

Preparation/Materials: 

 Handout: Partnership Readiness Self-Assessment Form  
 

Time:  30 minutes 
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Handout: FSP-YSO Partnership Readiness—Self Assessment Form 

Key 
Element 

 

Sub-Element 
Degree of Readiness by  

Sub-Element 
 

Notes 
1 

Very 
Low 

2 
Low 

3 
Moderate 

4 
High 

 
 

1. How Far 
Down 
Market 

1.1 We are clear about the segment(s) 
of the youth market we are already 
reaching with existing microfinance 
service 

     

1.2 We are clear about how far ―down 
market‖ we are intending to serve with 
new youth-inclusive interventions 

     

1.3 We know which YSO’s have 
experience with the ―down-market‖ 
segment(s) of youth we plan to serve 

     

 
 

2. What 
Readiness 
and Access 
Interventions 

2.1 We understand the difference 
between readiness and access type 
interventions 

     

2.2 We have a clear understanding of 
the readiness interventions the selected 
youth segment(s) require(s) 

     

2.3 We have a clear understanding of 
the access type interventions the youth 
segment(s) require(s) 

     

 
 

3. Which YSO 
Partners 

3.1 We are clear about the full range of 
YSO’s we might partner with to serve 
the youth segment(s) 

     

3.2 We have ―aligned‖ existing capacity 
of potential  YSO partners with planned 
readiness and access activities  

     

3.3 We have considered the value of 
both ―comprehensive‖ and ―niche‖ 
contributions from YSO partners 

     

 
 

4. What 
Incentives 
and Drivers 

4.1 We have openly discussed what 
both we and our partners might ―gain‖ 
and might ―risk‖ in our partnership 

     

4.2 We are clear whether our planned 
partnership will be seen by staff as 
―aspirational‖, ―intentional‖ or ―imposed‖  

     

4.3 We are aware of the types of 
funding we need to access -- ―social 
investment‖, ―co-investment, 
―commercially viable‖ 

     

 
 

5. What 
Partnership 
Structures 

5.1 We have considered the key 
partnership tasks each of the partners 
will need to assume 

     

5.2 We understand which partnership 
structure will best serve our needs – 
―unified‖, ―parallel‖, or ―Linked‖ 

     

5.3 We have a partnership agreement 
that addresses communication, trouble 
shooting, continuous improvement and 
planning 
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Session 8:  Evaluations and Closing  
The seventh session provides an opportunity for participants to reflect on the tools, 
concepts and approaches they intend to transfer into the operations of their 
organizations and document them as action plans to assist them with the integration 
process. 

 
Session objectives: 
 
By the end of this session, participants will have: 
 

1. Used a visual to express lessons learned,  from the course and the next steps 
for transferring the learning from the course into their operations 

2.   Completed evaluation forms 
 
Total Session Time: 40 Minutes 
 

Overview of Activities 

Activity Title Duration Materials Needed 

1) Action Plan and 
Evaluations 

50 minutes Flip chart or PowerPoint 
version of the ―road 
heading towards the 
horizon‖ graphic 
 
Handout: Action Plan 
 
Handout: Course 
evaluation forms 
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Activity 1:Workshop Reflection, Action Plan, and Evaluation  

In this activity participants create a detailed action plan in order to prepare to transfer 
the key learning from this course into their own organizations. Participants also have 
an opportunity to reflect on their experience this workshop and complete a written 
evaluation in order to provide comprehensive feedback about the course content and 

its delivery. 

 
Steps: 

a) Next Steps (10 minutes) 

Introduce the metaphor for partnerships using the image of the horizon. Provide 
participants with colored notecards.  

 Prepare on flip chart ahead of time 

Introduce a picture of a road heading towards the horizon, with (i) small flowers 
and fruit trees drawn on both sides, (ii) a few bumps and obstacles sketched on 
the road itself, and (iii) a mountain appearing at the horizon line.   

Share with participants: 

As we come to the end of our extended journey together, let‘s use this image of a 
road to capture some of our experiences.   
 
Using three colored index cards, answer the following questions: 
 

Objectives:  
By the end of this activity, participants will have: 
 

1. Used a visual to express lessons learned,  from the course and the next 
steps fortransferring the learning from the course into their operations 

2. Completed Evaluation Forms 
 

Preparation/Materials: 
 

  Flip chart or PowerPoint version of the ―road heading towards the horizon‖ 
graphic 

 Handout: Action Plan 

 Handout: Evaluation Forms 
 

Time:  30 minutes 
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 What is one “key lesson learned” from this course that you will 
transfer into your organization? -- new growth (represented by 
flowers), or practical discoveries (fruit trees) 

 What is one “challenge or concern” that has surfaced for you during 
this course that needs to be addressed in order to select partners and 
develop an effective partnership?– (represented by the bumps and 
obstacles on the road) 

 What is one “next step” you plan to take as you journey forward in 
this work of partnership development in service of improved 
readiness and access for youth (represented by the path leading into 
the mountains) 

 
Ask participants to place their cards on wall in three clusters linked to the picture 
of the road. Ask 3 participants to read each cluster of  cards aloud to the group 
 
Conclude the session with a final reflection on the nature of effective partnerships 
by sharing  with participants: 

 
―We have been on an interesting expedition together, exploring the various 
dimensions of partnership.. 
 
Based on the discussions we have had these past two days it is worth highlighting 
the following six themes: 
 

Tip to the Trainer: Synthesize key themes from the 2 day workshop, using 
examples and expressions from group members wherever possible. 

 

b)  Individual Evaluation Forms (15 minutes) 
Distribute the Course Evaluations and give participants 10 minutes to complete 
the form. 
 

Tip to the Trainer: Depending on where you offer this course, you may need 
more time for evaluations since participants may need to fill out additional 
evaluations requested by the organizers of the course.   
 

 
c) Training Closing (5 minutes) 

Time permitting, invite participants to share one thing, in less than a minute, their 
favorite moment from the training. .  
 
Close the event by thanking all the people who helped to coordinate the event as 
well as all the participants.  Distribute certificates if required. 
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