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1. ABOUT THE FIELD MISSION  

1.1. Main Activities 

During the mission in Bangladesh, the main activities and interviews were the following: 

 Visiting the Grameen Bank head office in Dhaka, and several departments and companies of 

the Grameen Family; 

 Meeting key representatives of the Grameen Family, especially: 

o Nurjahan Begum, ex Deputy Managing Director of Grameen Bank, ex Managing 

Director of Grameen Bank and Managing Director of Grameen Shikka (and her staff); 

o Md Huzzat Latifee, Managing Director of Grameen Trust (and his staff); 

o Mohammad Yunus, Founder and ex Managing Director of Grameen Bank 

 Attending the Social Business Day and the separate seminary about “Social Business and 

Microcredit”; 

 Visiting each level of the field structure of Grameen Bank, especially: 

o 1 Zonal Office (Tangail); 

o 1 Area Office (Ghatail); 

o 1 Branch Office (Ghatail); 

o 2 Centre Offices (Ghatail and Elenga); 

o 2 Centre Meetings (Ghatail and Elenga). 

 Visiting many enterprises built up through microcredits on the field; 

 Observing and participating in every phase of credit on the field (from request to devolution); 

 Video interviews with: 
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o Larry Reed, Director of the Microcredit Summit Campaign; 

o Mohammad Shahjahan, Acting Managing Director and CEO of Grameen Bank; 

o Babul Shaha, Zonal Manager of Tangail District; 

o Md Alaul Huda Sarkar, Area Manager of Ghatail Area; 

o Md Zahangir Alam, Branch Manager of Ghatail Branch; 

o Shah Md Mustafizur Rahman, Centre Manager of Centre n. 65/F, Ghatail Landless 

Female Association; 

o Musammat Joinob, Borrower of Grameen Bank, Centre n. 65/F, Ghatail Landless 

Female Association; 

o Dipali, Borrower of Grameen Bank, Centre n. 81/F; 

o Asia Aktar, Borrower of Grameen Bank, Centre n. 42/F, Elenga Landless Female 

Association; 

o Laily Begum, Borrower of Grameen Bank Centre n. 42/F, Elenga Landless Female 

Association; 

o Tania Sultana, Borrower of Grameen Bank Centre n. 42/F, Elenga Landless Female 

Association; 

1.2. Members of the Mission 

 The mission team was composed by: 

 Luisa Brunori (University of Bologna, Scientific Coordinator) 

 Andrea Sparro (University of Bologna) 

 Miko Meloni (Film Maker) 

 Zakaria Rahman (Grameen Bank International Program Department, Guide and Translator) 



 

 

TTeeaacchhiinngg  MMiiccrrooccrreeddiitt  iinn  SSeeccoonnddaarryy  SScchhoooollss::  AAnn  aaccttiivvee  wwaayy  ttoo  lleeaarrnn  hhooww  ttoo  ffiigghhtt  ppoovveerrttyy,,  pprroommoottee  jjuussttiiccee  aanndd  ssoolliiddaarriittyy  aanndd  ttoo  oovveerrccoommee  EEuurroocceennttrriicc  ppeerrssppeeccttiivvee  iinn  ddeevveellooppmmeenntt  eedduuccaattiioonn  

EEuurrooppeeAAiidd  ggrraanntt  ccoonnttrraacctt  nnoo..  DDCCII--NNSSAAEEDD//22001122//228811--447799  

4 

2. INTRODUCTION 

Grameen Bank is the very first experience of a bank entirely dedicated to microcredit. Created by Prof. 

M. Yunus in 1976, Grameen Bank received many recognitions during last 35 years. The main recognition is 

the Nobel Peace Prize for M. Yunus and for Grameen Bank, in 2006. Grameen Bank operates in every district 

of Bangladesh, and it has more than 8 million borrowers in a 150 million people country. The word “Grameen”, 

in Bengali language, means “village”, so that they act mainly in the rural areas of the country. Almost 97% of 

the borrowers are women. Grameen Bank is only one of the almost 30 companies of the Grameen Family, 

which has structures able to work on education, energy, communications, and so on. 

Grameen Bank has a very strong field structure, composed of five officers level based on geographical 

aspects, and of the groups of the borrowers, with a special internal organization. The smallest unit is the 

Centre. Various Centres are monitored by the same Branch. More branches constitute an Area. The biggest 

division, before of the central Headquarter, is the Zone. This kind of structure creates a form of co-

responsibility on the majority of the issues. As we could observe, any manager perfectly and personally knows 

people working under and over him, even if the offices are in very far places. In each centre meeting we found 

approximately 40 borrowers. Grameen Bank borrowers are organized in five people groups, each group has a 

spokesperson, and each centre has a centre leader. We found that structure as a whole has an essential 

importance in creating benefits among borrowers, and we’ll try to explain it. 

Our general idea, after the mission, is that Grameen Microcredit is a very important tool, for Bangladeshi 

people, to alleviate poverty, create new jobs, locally develop, and produce relational goods. 

Several studies has been conducted on Grameen Microcredit Model. Especially, Unibo, member of the 

partnership, produced several publication on the subject. We decided to put in this report only what we have 

directly observed, and not all our knowledge on Grameen Bank and Bangladeshi Microcredit. For a complete 

overview on Unibo multidisciplinary researches on the topic, please consult our bibliography in annex. 
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3. GRAMEEN BANK 

The starting assumption of the whole Grameen experience is that if poor people are given access to 

credit, they will be able to implement viable income generating activities. But, as obvious, poor people have no 

guaranties, no collateral. That’s why the idea was to give loans without collaterals, based on trust. The 

discover was, not so surprisingly, that also poor people give money back. 

Throughout the course of its existence, Grameen Bank has changed some rules (we can speak about 

Grameen one and Grameen two), and nowadays the fundamental principles are the following: 

 Credit is given on trust, and not on collateral; 

 Credit is given to women, in a gender perspective, in order to empower them and their families; 

 The group is the most liable unit, either for the devolution of the loan or for the production of 

relational goods; 

 Microcredit is for development, and not for consumption; 

 Borrowers have to respect the so called “16 decisions”, some behavior rules about 

responsibility in house management, children education, hygienic conditions, health, money 

management, and more; 

 The ownership of the Bank is in the hands of the borrowers, 

3.1. Trust 

Giving loans on trust is probably the most significant aspect of the model. On one side, it includes in the 

credit system the very poor people, who have nothing, no good, no money, no assets. So, people can start 

with a significantly little activity (we interviewed Asia, a woman who creates bags for the markets using simple 

paper sheets). On the other side, poor people is encouraged to reach his/her goals, as for the first time 

someone “believes” in him/her. Credit on trust breaks the prejudices against poor people, gives them a 
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chance, makes them feel responsible. The real guarantee is their commitment. In facts, the repayment rate is 

very high, more or less 97%. 

3.2. Women 

Sexism is a very huge problem in Bangladesh, so women are victims of a wide range of discriminations. 

At the same time, women are the responsible of feeding and growing up the children, managing the home. So, 

for this kind of duty, they seem to be more affordable, more responsible in the money inversion and 

repayment, and they use the money to generate empowerment for themselves and the best benefits for their 

families. 

3.3. Group 

Also the group has a double function. On one side, poor people, poor women can find in the group a 

place to create a dialogue among peers, a kind of safe place where they can speak of their life freely, creating 

friendship and other relational goods. people can therefore feel good in a community, without loneliness and 

individualism. Then, the group is a guarantee itself, as the commitment for the repayment is not only with the 

bank, but with every member of the group. Thus, feeling as a part of the group allows people to feel safe to run 

the obvious risks of a new enterprise, and furthermore it makes the devolution of the loan more effective. 

3.4. Development 

Grameen Bank gives different types of credit (with different interest rates). The loan can be used for a 

new enterprise, for the enlargement of an existing business, or even to improve the shelter situation, or for the 

education of the children too. What these purposes have in common is an idea of development. Not only 

financial development, of course, but also cultural, social, human. The idea is that credit for consumption does 
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not create incomes, it does not create jobs, it does not affect the relations, in substance it does not create 

development; on the contrary, it may generate a form of dependence. 

3.5. Rules 

The idea is to change some non-economic behaviors. Meaning changing behaviors that badly affect on 

the family, on the children, on the home, on the health, and also on the financial situation of the borrowers. Of 

course we can discuss about the opportunity to submit the loan concession under the undersigning of some 

rules, about the impact these rules may have on the individual and collective culture, but in this case our 

assumption is that the goal is to improve the life of poor people, eliminating some dependence factors, and 

improving the socio-sanitary-educational life of the families. 

3.6. Ownership 

A traditional commercial bank is lead by the desire to increase the richness of the owner. Grameen 

Bank is lead by the motivation of officers and borrowers, moving for the same mission.  
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Borrowers in the Centre meeting of Ghatail, during the repayments operations 

4. THE INTERVIEWS 

Each people interviewed spoke about the role, the functions, the activities he or she has in the process 

of microcredit. We asked them about the added values, the significance of their experience. We tried to 

understand how microcredit changed (if it changed) the life of individuals (both borrowers and officers), of their 



 

 

TTeeaacchhiinngg  MMiiccrrooccrreeddiitt  iinn  SSeeccoonnddaarryy  SScchhoooollss::  AAnn  aaccttiivvee  wwaayy  ttoo  lleeaarrnn  hhooww  ttoo  ffiigghhtt  ppoovveerrttyy,,  pprroommoottee  jjuussttiiccee  aanndd  ssoolliiddaarriittyy  aanndd  ttoo  oovveerrccoommee  EEuurroocceennttrriicc  ppeerrssppeeccttiivvee  iinn  ddeevveellooppmmeenntt  eedduuccaattiioonn  

EEuurrooppeeAAiidd  ggrraanntt  ccoonnttrraacctt  nnoo..  DDCCII--NNSSAAEEDD//22001122//228811--447799  

9 

families, and of the communities they live in. We also asked about the elements they feel we (as European) 

can learn from their experience. 

4.1. The officers 

4.1.1. Centre Manager 

In the field structure, the Centre seems to be the main power house of Grameen Bank. The Centre 

Manager is in direct contact with the borrowers, so he has the duty to be correct and always on time, to give 

the good example. He manages the meeting jointly with the centre leader and the group leaders, he is 

interested in every aspect of the borrowers lives. He uses to ask about personal conditions, health, financial, 

educational situation of the families, and he tries to help borrowers to solve personal problems. He visits the 

houses of the borrowers to ensure that the loan is used for the declared purpose. In facts, the Centre Manager 

tries to establish a good relation with the borrowers and their families (that he knows), tries to create a feeling 

of mutual trust, because he represents the very first contact between the borrower and the bank. This kind of 

close relation allows to give loans without collaterals, because borrower and officer are in a trust relationship. 

Thus, if officer is always in time, the borrowers will be too. If officer is correct, the borrower will be too. So, the 

Centre Manager is the person who, in the eyes of the borrower, gives concretely the loan without collateral, 

and he will be the same person who will act in every moment like a good example to follow, thus creating a 

mutual trust. At this level (we will see it at every level) the motivation of the officers must be very high, because 

they have a big responsibility, due to the close relations with poor people. The motivation also is given by the 

fact that they directly observe the benefits for poor people, and therefore have perception of being part of a 

good development process. Of course, also the ambition and the possibility to reach higher positions is a good 

motivation. Al these reasons make the job of the Centre Manager very efficient, fast and careful. The main 

difficulties for a Centre Manager are about natural disasters, like flood and storms, that affect the borrowers. 

When borrowers are affected, the officers have to understand the situation and help the borrowers to rebuilt 
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their activities. Of course, they have to motivate the “bad” members, the ones who do not repay in time, or not 

repay at all. As no collaterals are asked, the only way to recover the loan is to motivate them, showing the 

benefits to be part of the process. 

 

Centre Manager and Branch Manager during the disbursement operations 
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4.1.2. Branch Manager 

The second level, also very close to the borrowers and in a direct relation with them, is the Branch. The 

Branch Manager (BM) has to manage all the local structures, coordinate all the Centre Managers and their 

work on the field, helping them in case of needs, has to receive loan proposals and give loans, he has to build 

good relations not only with the borrowers, but also with all the local community, to create a good environment 

around the branch. The main responsibility, in the banking process, is to manage all the loans phases – 

receiving proposal, evaluating proposal, disbursing loan, collecting repayments, writing reports, counting 

money, allocating deposits and savings – substantially monitoring that every operation is correct. The BM is in 

a crucial point of the field structure, because he has a lot of people “under” and a lot of people “over” his role, 

so he should respect the expectations of a wide range of people. That’s why the BM has an important paper in 

defining and value the qualities that a good officers should demonstrate. It’s a mix of effectiveness, 

commitment, courage, strong personality, generosity, honesty, passion, and above all a good understanding 

power, another important skill in such a close relation with poor people in needs. The BM has the responsibility 

to receive orders from the higher levels, understand the meaning of the order (meaning policy and program 

significance), and transfer it to the lower level, helping all the CMs to reach the goal. Also the BM, as the CM, 

is always interested in the personal lives of his subordinates. He knows not only the borrowers and their 

families, but also all the CMs and their families, and he cares about their personal situations. It is a common 

policy of Grameen Bank (we will find it at every level), and it is considered as an important part of the 

community wellbeing. Also in this case we could see that personal motivation is a very important element in 

the work of BMs. Grameen Bank works for the poor people, so their objective is to develop the life of poor 

people of that part of the country. The ambition of the BM we met is to “spread my branch as the best Branch 

of the Zone”. It seems, again, that the strength of personal motivation of the officers is given by a mix of 

personal ambition (due to the multilevel field structure, and the concrete possibilities to advance), and 

awareness of the mission of the Bank, thus commitment. About the challenges for an officer in such a position, 

apart from natural disasters (always mentioned), the main problem may be represented by the “bad” 

borrowers. Every wrong habit – like lack of participation in the meetings, or being late at the meetings, or with 
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the repayments – may let other members succumb to the same thing, and so the effort of the officers to give 

the good example could be in vain. That’s why the only solution is to motivate the “bad” members. This can be 

done through private dialogues, with them and with their families, in their houses, involving BM and CMs, 

involving members of the family, of the community, other borrowers, showing them the benefits of good 

behaviors in every phase of the process. The “good” borrowers are more likely to receive new loans, and 

bigger amounts of money, because trust plays an important role in every aspect of the issue. But, our BM 

says, the “bad” members are one over one thousand. What makes BM experience unique, in their view, is the 

importance of a social work. Not only a job, but an action useful for the society, for the community, through 

devotion to duty and work, efforts, time dedicated to other people. 

3.1.3. Area Manager 

The third level is the Area. The Area Manager (AM) is in a intermediate place between the head office 

and the borrowers. His paper is mainly to guarantee the link between the head and the field. The AM should 

guide the workers on the field, coordinate their work, he is responsible of monitoring and evaluation of centres 

and branches work, he is in charge of planning activities, recruiting new workers and approving of new 

borrowers. It seems he is in charge of important bureaucratic, administrative and formal activities. He also 

should control the formal correctness of all documents, all counts. One of the teachings that AM is responsible 

to spread is about giving good example through individual behavior and bank behavior. Their offices are 

simple and bare, few furniture, no air conditioning. Officers must run a simple life, with simple lifestyle, without 

luxuries in the house, in the clothes. This is because they should give a good example to the poor people, not 

to spread a consumerist way of life, and also because they should create comfortable environment for poor 

people, to let them feel free to enter and participate, because luxury create like a block, above all mental. 
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3.1.4. Zonal Manager 

The highest representative of Grameen Bank on the field is the Zonal Manager (ZM). The meeting with 

ZM allowed us to have a wider view on the field structure, on the relations among the different levels not 

formally and theoretically, but substantially. The field structure has a sense. In one point of view, it has an 

organizational sense, because the country is big, the communications are not easy, the borrowers are a lot 

and dislocated in every part of the country, so this kind of structure can assure monitoring and capillarity all 

over the field, there is a high grade of reciprocal control and commitment. In the point of view of the officers, 

such numbers of levels gives the opportunity to increase the position of the worker, and it gives new strength 

to the workers to do their job at best.  

 

Zonal manager Babul Shaha and our guide Zakaria Rahman during the interview 
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As we heard in the words of the ZM we met, it is important the sense of the group among the borrowers 

and among the officers too, because the strength is given by the unity of the group. Then, motivate everyone 

is the main paper of a ZM, more important than others, like control supervision, planning, accounts 

compilation, monitoring and evaluation. Motivation is something that should be brought not only to the officers, 

but also to their family and to all the level of the community, because involvement and commitment – at every 

levels – seems to be one of the key factors of the success of the experience. That’s why the meeting the ZM 

organizes and attends are not only with members of Grameen – since borrowers to head office – but also with 

the workers association leaders, with other organizations, with local elites, with other banks, for the creation of 

a good environment out of the Grameen structure. We understand that such an original experience can be 

subject of many critiques, that’s why the ZM has a very important role, because he has the responsibility to 

dialogue with the external environment, creating good relations and showing the opportunities. As an authority 

on the field, the ZM has to teach and stimulate everyone to have certain conducts, necessary to do a good job 

and respect the vision and the original spirit of the Grameen philosophy. The first one is the motivation – as we 

already said – or better the self-motivation, meaning not imposed, but based on conviction and awareness of 

working to serve poor people. Then the importance of serving, and not servicing (meaning that servicing is 9-

17 hours, but serving is 24 hours, total dedication to the cause), the perseverance, the need to cooperate in 

helping poor people, the importance of mindset, moral courage and determination, available behavior, 

dynamic personality (meaning also versatility, capacity to understand the interlocutor), good outlook, 

transparency, creativity, adaptability, and last but not least the importance of simplicity in communicating with 

poor people, in behave, clothing, decorations. Because, as we already said, poor people can be scared, 

mostly when they meet the “big boss”, meaning the ZM. 
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3.1.5. Managing Director 

 

Acting Managing Director of Grameen Bank, Md Shahjahan, with Professor Luisa Brunori from Bologna University 

The main representative of Grameen Bank is the Managing Director, not to be confused with the 

owners, that are the same borrowers, represented by a Committee of borrowers. Now, the Acting Managing 

Director of Grameen Bank is Mister Md. Shajahan. We could meet him in more than one moment, and we 

could interview him. With Mr. Shahjahan we could discuss about a lot of issue that can explain better the 

vision, the methodology, the mission, the perspective of Grameen Bank, and the possibility to learn about such 

an experience. 

We try to synthesize them in points: 

 The importance of valuable workers – as we could describe – is based on a solid 

recruitment. The strategy for recruitment is to select very young people, after they finish their 
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studies, so that they are “fresh, not contaminated”. If workers are recruited very young, they are 

able to join the vision of Grameen Bank before they can live in a system dominated by another 

kind of mainstream. They will be the makers and the witnesses of the life of poor people, so they 

could grow up and change – when older – the common vision; 

 The develop of Grameen Bank in Bangladesh is not due to cultural factors, but only 

economic. In Bangladesh there are millions of poor people needing a small amount of money to 

start a new activity. And poor people are in every country, all over the world. There are no cultural 

and religious barriers to start this kind of financial inclusion; 

 The methodology is the same, in the city and in the villages. The difference is in the 

social structure. In the villages, in the countryside, everyone knows everyone, there is a sense of 

the community. In the cities, poor people live in the slum areas. So, they have no emotional 

attachment to the place they live in, to their houses, the relations are more difficult. That’s why the 

success of Grameen in the villages is much higher than in the cities; 

 The success of an MFI depends not only on the model, but also – and mainly – on the 

quality of the workers, and on the quality of the leadership. As we saw, dedication, commitment, 

sacrifice are key factors in the success of Grameen Bank. If the motivation of MFIs is to make 

money, then they will not pay attention to the poor people needs. There are various cases of 

MFIs misusing the name of MC to enrich the owners of the MFI, losing the basic aim of 

microfinance. Grameen Bank aims at financial sustainability, and to do this it tries to minimize the 

costs, and not maximize profit – for example increasing the interest rates. So, a MFI that aims at 

making profit is like a “deviated” MFI, because it does not respect the original aim.  

 All the philosophy of Grameen Bank can be seen through observing the coherence 

between enouncing principles and practicing them. The “16 decisions” are an example of good 

principles for the specific Bangladesh situation. It means that every experience has to be 

supported by a kind of education of poor people for a safe, healthy and responsible way of life.  
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A poster with the 16 decisions in the Branch Office, in Ghatail 

 In Bangladesh most of people are illiterates. So Grameen Bank had to start with the 

education of the borrowers since the beginning. One of the condition to have a loan, for a GB 

borrower, is to learn how to sign (it is a task of the Centre Manager). Learn how to sign (and how 

to read) means they break the first barrier, and so they can deal with an official institution. 

 Basically the point is that there are five fundamental recognized human rights: shelter, 

food, education, work and safety. To ensure them poor people needs money. And access to 
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credit, or to financial services, ensure the possibility to reach those human rights. “Catch a dollar” 

is a documentary, produced in United States for the creation of Grameen America, that explains 

how it is very difficult to have “the first” dollar. Only with some money – meaning in this case a 

microcredit – people can improve their economical situation. But if banks ask for collateral, poor 

people cannot have money, so the improving process cannot start. Grameen Bank gives credit on 

trust, making possible poverty alleviation. This is something that can be taught in every part of the 

world, and it should be learned since the beginning of education. Because after it is harder to 

break the barrier. If people learn such a principle when they are very young, so they can advocate 

it with policy makers, burocrats and civil society when they grow up. 

4.2. The Borrowers 

Interviewing borrowers was a very important and hard task. Linguistic and cultural barriers were very 

difficult to face. They were generally women, interviewed by men and with a camera pointed at them, rounded 

by several watching persons. Our translator had not just to translate, but also to explain our question to them, 

so we have to take into consideration the loss of shades in their answers. 

Anyway, we could notice some common behaviours among the borrowers we interviewed. All of them 

were shy, but also desirous to make us comfortable. Most of them wore wonderful clothes and some jewels, 

so we had the impression they could give a good impression to us. 

We could know many experiences of people emerged from poverty thanks to Grameen bank loans. 

Some of them created huge businesses, with a lot of employees, among relatives and neighbours, obtaining a 

certain social centrality. 
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Interviewing a borrower with all her family in Ghatail 

Typology of businesses are various: from rice factory to candy factory, from textile and tailor shop to 

making bags or cattle breeding. 

The most important thing we have learned is that activities can be really small. For example, we know a 

lady creating little bags for fruit sellers, recycling papers and using only some glue, as you can see in the pic 

below. 
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A borrower creating small paper bags, in Elenga 

In general, we can say that, according to what we viewed, the borrowers of Grameen Bank substantially 

improved their livelihood, they gained social centrality, they helped not only their family but also their 

neighborhood, they could send their children to school, they could improve their shelter. In few words, they 

emerged (or they are going to emerge) from poverty. 

5. SOCIAL BUSINESS DAY 

During our mission we had the possibility to join a big conference called “Social Business Day”, 

organized by Prof. Yunus every year to coordinate all the initiatives about his new concept: Social Business. 

Social Business is a new idea of business, based on human needs more than on maximizing profit for the 

owner of the company. According to Yunus, Social Business has five principles: 
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Original document developed by Muhammad Yunus at the World Economic Forum in Davos, January 2009 

 Business objective will be to overcome poverty, or one or more problems (such as education, 

health, technology access, and environment) which threaten people and society; not profit 

maximization. 

 Financial and economic sustainability. 

 Investors get back their investment amount only. No dividend is given beyond investment 

money. 
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 When investment amount is paid back, company profit stays with the company for expansion 

and improvement. 

 Environmentally conscious. 

 Workforce gets market wage with better working conditions. 

 ...do it with joy. 

During the Social Business day, with delegation from more than 60 countries, several speakers 

presented their social business experiences or their projects for the future. 

 

Prof. Yunus during Social Business Day, in Dhaka 
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6. CONSIDERATIONS 

We can try to make some additional considerations about the development and the success of 

Grameen Bank in Bangladesh. 

We knew that Grameen Bank, after some years of foreign aid, reached a financial sustainability, without 

increasing interest rates, without inserting a kind of loan dedicated to consumption. They reached a huge 

amount of capital and they tried to minimize the costs. We could know that the average interest rate (Grameen 

applies different interest rates depending on the type of loans) is 16%, while the operational costs are around 

14%. It means that the profit is very low (remembering that the owners of the bank are the same borrowers). 

Among the factors that allow to have the costs at a low level there are the low salaries of the employees at 

every level, from the centre managers since the managers of all the departments of the head office, and of 

course the low expenses for furniture and decorations in the offices. Another important factor is due to the 

demographic situation in the country. Bangladesh is an overpopulated country, and the density is particularly 

high. It means that a branch office in the countryside, for example, can manage 15 centres, and every centre 

50 borrowers. With only one small branch office, in a place far from the city, Grameen Bank can reach in their 

own houses 750 borrowers. This is not possible in a country with deserts, or anyway with low density. 

Commitment and self motivation seem to be key factors at every level of the field structures and among 

the borrowers. This gave us the idea that values and principles, introduced through the charisma of the 

founder, Yunus, interiorized by the whole Grameen team, and then spread through the 16 decisions among 

poor people, are a fundamental element to run a successful experience. 

Future success of Grameen Bank seems to be uncertain: an organization that can influence the life of 

millions of people has to fight to preserve its autonomy. The creator of the experience, Prof. Yunus, has been 

“fired” from the Bank after a conflict with the Government, who is trying to take the control on the Bank. In this 

situation, probably the experience and the motivation of all the officers will be very important to preserve this 

organization that made and makes very important steps towards poverty alleviation in Bangladesh.  
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