
[image: Logo_memo1]This document reviews the details of the planned quantitative analyses for the evaluation of the Grameen American program. This evaluation is known as the Small Loan Study. 
Overview of the Grameen America Model
[bookmark: _GoBack]The Grameen America model requires borrowers to form a group of five in order to participate in the program. Consistent with its focus on women’s empowerment, Grameen America offers loans exclusively to female borrowers. All individuals in the group must have a business purpose for a loan, and the business(es) can be a new venture or existing business. All individuals in the group receive a loan and are individually responsible for repaying their loans. Loans are repaid on a weekly basis (along with a required contribution to a savings account), and their status is public within the group. No group member may receive another loan until each group member’s loan has been repaid. In this way, the group structure intends to provide a strong incentive in each individual to pay back the loan regularly. 
After forming a group of five, borrowers participate in Grameen America’s mandatory Continuous Group Training (CGT). Here, they learn about interest rates, loan repayments, savings, credit establishment, asset accumulation, and the merits and risks of Grameen loans. The training is intended to occur continuously over five days with 1 to 2 hour sessions per day. After the training is complete, a home visit is conducted as a confirmation of their address and low-income status. On the same day, the branch manager tests borrowers on their knowledge of loan conditions, program rules, and how well they know other group members. The borrowers then begin to receive their loans, and must bring in receipts as proof that the dollars were used for a business purpose.
Several groups combine together to form a “Center”, which generally has 3 to 8 groups under its purview. Center meetings are held on a weekly basis, and are supervised by center managers who are Grameen America staff. At the Center Meeting, the center managers collect principal and interest payments and continue to collect savings from the borrowers. Attendance at the weekly Center Meetings is mandatory, and allows Grameen America to connect with its borrowers regularly. All loan transactions are recorded on-site in a ledger that is given to each individual borrower. Thus, there is full transparency at Center Meetings, and borrowers can track their repayments.  Although the meetings are intended primarily as a time to collect loan payments, sometimes other issues are brought up.[footnoteRef:2]   [2:  In December 2016, Grameen moved to electronic bookkeeping, sending a text message to all borrowers telling them how much they paid, how much they owe, their absences.] 

While members are individually legally responsible for their own loans, the group model has a built-in incentive and trust structure that encourages financial discipline and a social network of voluntary mutual support. The repayments of each member of the group and center affect the ability of the entire group to qualify for increases on successive loans. 
The program as described is very similar to the original Grameen Bank program in Bangladesh with one notable exception. The program in Bangladesh has borrowers commit to “16 Decisions” before obtaining a loan. These include things like “We shall educate our children and ensure that they can earn to pay for their education.” These decisions were not a part of Grameen America’s program until 2014 when Grameen America implemented the recitation of mantras involving 5 decisions adapted for the US context.
Theory of Change
The research team has identified four (4) mechanisms through which the Grameen America program may alleviate poverty and improve financial wellbeing:
Mechanism 1: Access to Low-Interest Credit
First, Grameen America offers its loans at interest rates much lower than those provided by loan sharks or other subprime lenders. In the absence of the Grameen America loan option, some will start businesses with funds raised through other sources, including subprime lending. This is true even in rural Bangladesh where the “choice” is threefold: do nothing, start a business with a microcredit loan, or start a business using funds raised elsewhere, often with loans from landowners at usurious rates. Indeed, many Grameen America borrowers have already started businesses and seek to expand these. The choice, however, is not simply between Grameen America and a loan shark. Potential business owners, especially in high-social capital “immigrant enclaves” in the U.S., may call upon friends and family to provide the gifts or loans necessary for start-up. This can be done in desultory fashion or in a more organized manner through the use of a Rotating Savings and Credit Association (RSCA), for example. 
Informal credit from friends and family has a variety of benefits and drawbacks. On the one hand, much of the funding raised in this manner comes in the form of gifts or non-interest loans, so there is no burden of interest-payments or default. Again, Grameen America borrowers may not fully anticipate or understand the implications of the loan and its associated interest rate. On the other, there are other social costs associated with this type of borrowing. It may be shameful to request aid from kin or to mix business and family. The funds may also come with the expectation that the favor is returned somehow by employing a relative, providing deals on merchandise, or offering a much larger sum once the borrower has “made it.” These reciprocal obligations can sink a business or make it difficult to move beyond subsistence.[footnoteRef:3] Finally, research suggests that individuals that rely solely on friends and family to raise capital to start or expand a business may find themselves credit constrained, meaning that their businesses could be further capitalized but sufficient resources are not available within their personal networks.[footnoteRef:4] [3:  A “leveling” effect where networks of social obligation keep members from falling into abject poverty but likewise drain the resources of anyone who manages to get slightly ahead have been noted by sociologists such as Carol Stack and Alejandro Portes. Furthermore, in his work on lending and borrowing networks in ethnic enclaves, economist Robert Townsend found that businesses started using informal funding only were typically under-capitalized. In other words, they could produce a larger revenue stream if the owner had access to additional capital. This suggests that informal networks of support have limited ability to provide sufficiently large sums of money for effective business start-up.]  [4:  “Networks and Finance in Ethnic Neighborhoods,” Chapter 7 in Credit Markets for the Poor, edited by Patrick Bolton and Howard Rosenthal, 179-98.  New York: Russell Sage Foundation, 2005.   ] 

Not everyone has a strong social support network. For some, informal business funding is not an option. Grameen America would then offer the choice between wage-labor (possibly punctuated by spells of unemployment), a Grameen America-funded business, or a business funded through loans from “sharks.” 
Finally, note that borrowers may mix sources of funding. While some may prefer a Grameen America loan as a substitute for (further) informal borrowing, others may use Grameen America to supplement their funding. Still others may use their Grameen America loan to enhance fundraising among friends and family, citing it as evidence of their seriousness and credit-worthiness. Is a Grameen America loan a better option than (exclusively) informal funding for those who would start and maintain a business otherwise? Theoretically a loan could either be beneficial or harmful.
Mechanism 2: Credit to Build Business
Second, Grameen America loan recipients are expected to spend these funds to start or grow a small business. Business ownership may provide a viable path to economic advancement. In rural Bangladesh where the Grameen America model was first implemented, small business ownership is often the only path to economic advancement for landless individuals as there are cultural barriers to women’s participation in local (informal) labor markets and available job opportunities require migration to cities. In an industrialized, urban setting such as urban New Jersey this is, of course, not the case. Documented immigrants have access to formal employment and undocumented workers still have access to a variety of “under the table” positions. For those typically served by Grameen America however, wage-labor may not provide a good, reliable path for advancement. The jobs available to the lowest-skilled workers are typically low-paying and low-quality with few if any benefits. Furthermore, the work is often seasonal or offered on a short-term contract basis, which generates income fluctuations that can increase material hardship and reliance on high-interest subprime credit sources such as loan sharks, payday lenders, and pawn shops for consumption smoothing. And, undocumented workers suffer the threat of exploitation by their employers and may be subject to long hours and unsafe and unsanitary work conditions. 
Small business ownership can, therefore, theoretically provide greater or at least more stable income, independence, and a better work environment. For low-income mothers in the U.S., that independence may be particularly important as more flexible hours and the potential to work closer to or at home can allow them to spend more time with their children. Indeed, wage-labor may not be an option for those without access to child care services (e.g. from a spouse, grand-parent, or family friend). Business ownership however, comes with a series of potential pitfalls. Many businesses fail due to lack of demand or mismanagement. Those who take out business loans may underestimate the difficulties associated with achieving sustainable profit. Business failure can leave borrowers with debt and few means to repay it. Grameen America borrowers typically run food carts, sell cosmetics or health supplements, or work in salons as hairdressers. Such businesses may also suffer from seasonal or other (economic, weather-oriented) fluctuations. Another open question is market saturation in each of these industries on a local scale. As more Grameen America borrowers enter into a given activity, the potential for profit may decrease, potentially to the point where revenues become meager and wage-labor would be more remunerative.  
Analysis of the potential for economic advancement through business ownership is further complicated by the realization that many business owners operate “part-time” and continue to engage in wage-labor formally or informally. The business may then provide supplemental income and, if it is only a small part of overall income, expose the borrower only weakly to the potential benefits and drawbacks discussed here. Furthermore, some of the presumed benefits of small business ownership in terms of flexibility and work life balance might evaporate if, as has been observed in some field visits, some borrowers end up combining work with businesses which can consume time that would be spend on tending to children. Some street vendors, for example, bring children with them or put older children in change of child care of younger siblings while they attend to the business. Thus it is an open, empirical question whether business ownership in a developed economy with a robust low-wage labor market does provide a more viable path to poverty alleviation and improved financial well-being than singular reliance on wage-labor.
Mechanism 3: Reporting to Credit Agencies
Third, Grameen America reports repayment of its loans to credit agencies and thus offers borrowers the opportunity to generate and strengthen their credit history. With poor or non-existent credit history, the working class is often cut-off from mainstream credit access, for example bank loans (e.g. a car or eventually mortgage loans) or credit cards, which middle and upper-class individuals use for short-term consumption smoothing and the purchase of consumer durables. This may force working class individuals to rely on pawn shops, rent-to-own stores, and other ersatz credit sources, generating a debt burden that makes escaping the poverty trap more difficult. 
With a (more extensive) credit history, Grameen America borrowers may gain increased access to mainstream credit and its associated lower effective interest rates. Furthermore, successful clients may graduate to small business loans from banks, which can typically loan the much larger sums of money necessary to purchase equipment, inventory, or even retail space. Of course those who fail to repay loans in a timely manner would not gain this benefit and may in fact further damage an already weak credit score. Whether Grameen America borrowers do graduate into mainstream credit or gain the ability to borrow at lower interest rates than those who do not take such loans remains a question to be answered.
Mechanism 4: Social Network Development 
Fourth, as noted, Grameen America organizes borrowers into groups of five and these groups into larger centers. Center and loan group meetings may serve as venues to exchange tips, strategy and information that may help borrowers succeed in business. Interaction within the loan group and within the center may also strengthen the social networks of participants, providing them with additional friends and acquaintances to call upon for both monetary and non-monetary aid (e.g. rides, baby-sitting, cooking, etc.). The potential benefits and drawbacks of utilizing “social capital” in this manner are described above (see Mechanism 2). Grameen America borrowers are often recruited by friends and family as noted above. To the extent that lending groups and centers overlap with preexisting ties, participation may not impact social network structure. Then again, individuals recruited in this manner may still forge new or stronger connections with those with whom they would otherwise have had only tenuous connections (e.g. friends of friends). These connections can then lead to improved outcomes in businesses, work or overall well-being.
Summary of Mechanisms:
To summarize, the Grameen America lending program attempts to alleviate poverty by:
Providing loans at lower interest rates than available alternatives
· Providing these loans specifically for small business start-up and expansion
· Building and strengthening credit history
· Enhancing social and business support networks and building “social capital.”
However, this approach has potential drawbacks:
· Borrowing at interest instead of or in addition to informal borrowing can lead to difficulties including late payment or default. These adverse events will be reported to a Credit Bureau
· Businesses may fail or may produce an earnings stream that is more unstable than that of wage labor
· Market saturation may mean borrowers (especially later) can only do well by displacing others.
· The time and effort necessary to run a business instead of or in addition to wage labor may damage work/life balance. 

Impact Study Design
We aim to answer two key research questions:

1. What are the estimated effects of the intervention on borrowers’ outcomes (detailed below)? 
2. Does the intervention have larger effects for some subgroups of borrowers (detailed below) than for others?
This section provides a description of MDRC’s research design for assessing the value-added of the Grameen America program: a randomized control trial (RCT). We include a detailed discussion of our proposed strategy for implementing this design, as well as justifications for decisions on study timing, location, target population, sample size, and randomization unit. 
Identification Strategy: Randomized Control Trial
The Small Loans Study is a 2-way randomized control trial using cluster random assignment. Potential loan groups (see below) are assigned into one of two conditions:
Program group: Those assigned to the program group will receive all services typically provided by the Grameen America program including a microloan and the potential to receive additional loans contingent on repayment.
Control group: Those assigned to the control group will not receive any services from Grameen America and will be embargoed from applying for a loan from any Grameen America branch for a period of 5 years.[footnoteRef:5] [5:  The full random assignment process is shown in the appendix.] 

[bookmark: _Toc326077220]Randomization point: Randomization after group formation but before Group Training
The point or timing of random assignment is a critical design decision in a random assignment study. In a program like Grameen America, if individuals are randomly assigned too early, many will be included in the study sample who might never receive a loan. At the other extreme, randomly assigning late in the intake process represents a serious burden on the control group because they will have gone through an extensive and time consuming intake process only to be told that they cannot participate. 
After an initial round of door-to-door recruitment, Grameen America mainly recruits borrowers by asking loan recipients to reach out to friends and family that may be interested in starting businesses. Interested parties meet with the center managers and/or attend a center meeting to start the process of receiving a loan. Once a group of five is formed, training begins. A significant number of potential borrowers drop out during this group formation process. On the other hand, qualitative work suggests that group members only occasionally drop out during the training process, which takes several days MDRC thus decided to conduct randomization at the group level after five interested individuals form a tentative group but before that group begins training. 
[bookmark: _Toc326077221]Randomization Unit:  Randomization of Loan Groups (Groups of Five)
Given the characteristics of the Grameen America micro-lending program, MDRC decided on randomization of five-person lending groups rather than individuals or places. MDRC, as noted, is conducting randomization after group formation but before the beginning of group-training.[footnoteRef:6] Randomizing individuals after group formation would break up groups, as some group members would be placed in the control category and be required to withdraw from group participation. As Grameen America relies on social capital within organic lending groups to decrease default and foster cooperation, this scenario represents a significant and undesirable shift from the current program model and would not be a reliable test of the current program.  [6:  Grameen America’s outreach approach and informational materials were altered to convey that this was a test branch and that signing up for the study offered the chance of a loan. ] 

Embargo: 5 years
Those randomly assigned to the control group will not be allowed to apply for a loan from Grameen America for 5 years.[footnoteRef:7] This value was chosen because Grameen America has argued that the full impacts of their program take approximately 5 years to realize. At the moment, this study is funded for 3 years of follow-up (and three surveys, see below). If initial impacts are promising and the funder agrees to fund additional follow-up, we will maintain the embargo through 5 years and field a third survey at 60-months after random assignment. If the initial impacts are not promising and thus do not warrant additional follow-up, the embargo may be dropped after 3 years.  [7:  The research team has implemented a variety of checks, including fuzzy matching to a database of borrower information to ensure that control group members do not receive loans from Grameen America at either the test branch or other branches in the region. ] 

[bookmark: _Toc326077222]Target Population: Grameen America’s Typical Borrowers
Grameen America serves a population of low-income females in an urban setting, many of whom are immigrants. In order to determine whether the Grameen America lending program works for this population and in this context, MDRC decided on recruiting study participants from Grameen America’s target population. This allows Grameen America to continue its usual program recruitment activities (with small changes to account for the study):  “social network-based” recruitment at centers with borrowers recommending the program to interested friends and family. 
[bookmark: _Toc326077223]Randomization Location: Union City, New Jersey “Test,” Branch
While it was possible to implement this design at an existing branch, it would have required that Grameen America disrupt its regular operations. We determined that it would be logistically easier and potentially fairer to start the randomization at a new branch. MDRC worked with Grameen America to integrate group randomization into the operations of a new branch in Union City, NJ from its opening. All borrowers at the new branch were subject to the same decision criteria. 
The Union City branch also serves borrowers in Jersey City, Hoboken, and surrounding municipalities in Northern New Jersey. Given the demographic characteristics and location of the site (across the Hudson River from New York City), MDRC believes the sample to be comparable to those served by Grameen America in New York City. 
Random Assignment Ratio, Sample Size, and Statistical Power
The research team originally planned to enroll 300 groups or 1,500 individuals in the study and this goal was met. As mentioned earlier, we randomized intact groups of 5 individuals. Typically, MDRC uses a fixed random assignment ratio (e.g. 50/50) in RCTs. In this case, we decided to use a cascading ratio because of the nature of Grameen America’s recruitment process. Nearly 100 percent of recruitment occurs through recommendations/referrals by existing program groups. Therefore, it is necessary to quickly build an initial stock of program groups to ensure that recruitment can be completed during the designated period.
After an initial period of very slow recruitment at a 50/50 random assignment ratio, we decided on a cascading random assignment ratio that started at 80/20 and then moved to 65/35. With 3 differently sized blocks, the de facto “average” random assignment ratio is 70/30. See below for a table detailing the minimum detectable effect size (MDES) associated with this design on a variety of outcome categories. 

Group Member Replacement
After each loan cycle, members of a loan group may decide not to take out another loan and instead leave the group (though they remain in the study and their outcomes will be tracked regardless). To receive another loan, the remaining group members must find replacements. To prevent the bypassing of random assignment and to minimize control group cross-over, we implemented a random assignment process for replacements as well. Replacements were randomized at 80/20 as clusters. In other words, if the group needed to replace 2 members at the same time, the two proposed new members were randomly assigned as a unit. If the proposed new group members were randomly assigned to the control, the group would have to propose another set of replacements.  Replacements represent an additional pool of study participants beyond the planned 1,500 and may be used in some outcome models to improve precision. MDES calculations below are presented without replacements. 
Data Sources 
Grameen serves a population that includes a significant number of undocumented individuals and individuals with limited attachment to formal employment and credit and financial markets. For this reason, in most cases we cannot rely on administrative records for outcome measures. Most measures will be captured as part of follow-up surveys. The surveys will be fielded to all sample members, and MDRC aims to achieve a 75 percent survey response rate (and with a differential response rate between program and control of no more than 3 %). The sample size for survey measures, therefore, will be approximately 1,125. 
Our primary data sources consist of (1) information collected at time of random assignment from the Baseline Information Form and (2) survey data (administered, on average, at 6, 18, and 36 months post-random assignment; a 60 month survey option is in discussion).We will also obtain credit report data from Experian. For the program group, we will access MIS data from Grameen (both their loan transaction data that tracks loan receipt and repayment and their Form 4A data that tracks business characteristics and other work characteristics).

Baseline Information

As is standard practice, MDRC has integrated collection of participants’ baseline information into the random assignment process. The Baseline Information Form (BIF) captures information on participant characteristics at the point of random assignment. It thus serves 4 purposes:

1. To describe the sample.
2. Provides information on sample characteristics to address issues of external validity and allow survey response weighting
3. Provides demographics and baseline values for outcomes of interest to be used as “covariates” to enhance precision of statistical models
4. Provides information on category membership to allow for subgroup differential impact analysis if the theory of change suggests the potential for certain participants to benefit more from the intervention.

MIS Data

Grameen MIS data are used to describe the services received by the program group. This includes data on loan receipt and repayment, group retention, changes in income and business composition and work behavior over time.  The MIS data have also been used to help the research team quickly detect crossovers, that is, cases where control group members receive loans. 

Survey Data

MDRC plans to field at least three, and potentially four, surveys to track outcomes for study participants. In the absence of administrative records, the surveys will provide the bulk of data to be used in statistical analysis. The three budgeted surveys are scheduled to take place approximately 6 months, 18 months, and 36 months after the time of random assignment.[footnoteRef:8] The study design currently includes the option for a fourth survey to be fielded at 60 months after RA, should results from analysis of the 18-month and 36-month surveys suggest sustained or growing impacts. Grameen America has indicated that the full effects of program participation are only likely to emerge after about five years. Given the time it may take for a business venture to become sustainable and profitable this is a reasonable if not yet supported position. Certain other secondary outcomes of interest, including, for example, impacts on child well-being may also take several years to emerge.  [8: The 6-month survey includes only 4 questions. It was designed to help with tracking for the latter surveys and to provide early information on sample outcome characteristics like the intraclass correlation coefficient (ICC) to determine whether initial power estimates were sufficiently conservative.] 


Credit data

MDRC will collect credit-related data from Experian to track sample members’ credit histories and scoring. These data include Vantage scores (which are based on an alternative credit scoring model), as well as 40 credit-related attributes. Examples of attributes are total number of open trades; total number of trades presently derogatory; and total number of open personal liable business loan, line of credit, or credit card trades reported in the last 6 months. Credit data will be collected at one time period before sample members entered the study (to be used as covariates), and at 6 months intervals following study entry. The primary outcomes from the credit data are having a Vantage score, and having a “prime” Vantage score (a score of 650 or higher). 


Final Sample Characteristics 
Sample characteristics are drawn from the baseline data, which cover demographic, employment and income, lending history, and material hardship measures. The summary below is based on all sample members randomly assigned between March 18, 2014 and March 3, 2017 (excluding replacements). The total sample size is 1,492.

(Table 1 about here)

Impact Models 

The impact models used in this analysis must take into account three factors: data clustering, heteroscedasticity, and the presence of random assignment cohorts with different random assignment ratios. 

Clustering
This study employs a cluster randomized design. An important feature of group randomized experiments is the “multilevel” structure of their data. Baseline and follow-up data are collected for individuals, yet random assignment occurs at the group level. The data are therefore clustered, due to the natural sorting of participants into loan groups. From an analytical standpoint, these group effects mean that participants are not independent of one another. Specifically, the outcomes of individuals in the same group are correlated, which is problematic because Ordinary Least Squares (OLS) regression assumes that the observations in the dataset are independent of one another. If observations are not independent, then OLS regression will produce the wrong standard errors (they will be too low). In the context of a group randomized experiment, there are three approaches for accounting for clustering and obtaining the right standard error for the impact estimate: running a group-level model (with individual outcomes collapsed into averages or maximums), using cluster-robust standard errors, or using hierarchical linear model (HLMs). 

The first approach results in loss of information about variation between group members. Of the latter two, a linear model with cluster robust standard errors is preferable in terms of precision when clusters are very small (as is the case in Grameen). Therefore, our main impact models will be linear models with cluster-robust standard errors.

Heteroscedasticity

Heteroscedastic data may produce incorrect standard errors and thus bias statistical tests. Because the loss of precision associated with their use is miniscule, our models will employ heteroscedasticity robust standard errors.[footnoteRef:9]  [9:  By default, PROC SURVEYREG in SAS, which we will use to correct for data clustering, produces standard errors robust to heteroscedasticity. With a specified clustering variable, it will produce standard errors robust to both heteroscedasticity and clustering. ] 


Random Assignment Ratio Differs by Cohort

Simple pooling of data across cohorts can introduce biases when the random assignment ratio varies by cohort, if cohort members vary according to relevant underlying characteristics. For example, if early cohorts are more motivated (e.g. “early adopters”), the estimated pooled program impact may be upwardly biased since early cohorts have higher P/C ratios and therefore the more motivated individuals would be over-represented in the program group relative to the control group. There are several well-accepted ways to correct for this. After consultation with several methodologists we decided to employ a strategy derived from meta-analysis: use cohort and treatment * cohort interaction terms to derive impact estimates for each cohort separately and then construct a grand mean impact estimate using the weighted average of the cohort-specific impacts, with the proportion of the program group found in each cohort as the weight. Note that the proportion is calculated using the number of program group participants in the sample, not the number randomly assigned to the program group in that cohort. Therefore, those who have dropped out of the study are not included in the weight calculation; for survey measures, survey non-respondents are not included in the weight calculation. The result will be an estimate of the impact for the average program participant in the study (inclusive of all cohorts).
Main Impact Model

Where:
 is the outcome for individual “i” in group “j” within cohort “c”
 is a indicator variable equal to “1” if the individual was randomly assigned in cohort m and “0” otherwise
 is a dummy indicator variable equal to “1” if group “j” was assigned to receive the Grameen treatment and “0” otherwise.
 is one of K individual-level predictors (covariates) 
 is one of L group-level predictors (covariates) 
And  is an error term not assumed to be either independently (clustering) or identically (heteroscedasticity) distributed.

The estimate of the Grand Mean Impact is calculated as:

 

Where

 

the number of individuals assigned to the treatment condition that appear in cohort m divided by the number of individuals assigned to the treatment condition that appear in the sample.

And

S.E. ( 

Quantile regression 

To explore the effects of the Grameen intervention on the outcome distribution and determine whether and where impacts are concentrated, we will also carry out a quantile regressions on select continuous measures including business and overall earnings. These analyses will be considered exploratory and thus secondary given the outcome categorization defined below.  

We will also explore subgroup differential impacts, as described in a section below.

Covariates
Our models will employ covariates (including baseline outcome measures when available) at the individual and loan-group levels to increase statistical precision. The covariates used in the impact models can be found in Table 2.[footnoteRef:10] [10:  The model for credit outcomes will include baseline credit outcomes and group level versions of the covariates included above. ] 

The covariates listed here are those in addition to the baseline measure of the outcome analyzed, which is always included if available.  When running impact models, missing covariate values will be filled using multiple imputation.

Table 2: Covariates Used in the Grameen Impact Model:
Individual-Level 
· c_age: age
· c_childcount: number of children living with respondent
· c_eduHGL: highest level of education is HS, GED, or less
· c_cempself: self-employed at baseline
· c_cempjob: wage earning job at baseline
· c_incm_fam: family contribution to income, monthly
· c_curcred: current credit card
· c_curbank: Current bank account
· c_loanmlm: use GA loan for MLM
· c_runoutnvr: never runs out of money at the end of the month
· c_marapart: lives apart from partner/spouse
· c_langeng: speaks English well
· c_scaleknowave: Average connection between group members
· c_selfempinc: Monthly self-employment income
· c_totalinc: Monthly total income
 Group-level 
· Groupfamiliarity: Average group familiarity scores
· Groupincome: Average monthly income of group
· Kgroupcempjob: Number of group members employed at baseline
· Kgroupcempself: Number of group members self-employed at baseline
· Kgroupbusinesses: Number of loan purposes in the group
· Loangrouptown: Do at least 3 people within one loan group live in the same town


 Minimum Detectable Effect 

The minimum detectable effect (MDE) is the smallest true effect that would yield statistically significant estimated effects at a given power and significance level. In the table below we present MDEs for two-tailed tests at 10 percent significance with 80 percent power using a two-level model to adjust for clustering.[footnoteRef:11] We assume an intra-cluster correlation (ICC) across study groups of 0.135 (calculated based on an early sample of survey data, a level-1 R2 of 0.25, and a level-2 R2 of 0.1.  The study randomly assigned 300 loan groups (1,500 individual borrowers). The random assignment ratio cascades from 50/50, to 80/20, to 65/35. Each random assignment “block” is of different size. For outcome measures derived from survey questions, we assume a 75 percent survey completion rate (and that at least 3 of 5 members of each group respond). Means and standard deviations were computed using questions inserted in the 6-month tracking survey.  [11:  Given the separate RA cohorts, we calculate MDES separately for each cohort and then assemble them into a study-level MDES using inverse variance weights.] 



Table 3: Minimum Detectable Effects-Grameen Study/Cascading Ratios Design 



	Minimum detectable effect size for survey outcomes 
	.178

	Minimum detectable effect for a typical binary survey outcome (e.g. % working for an employer)
(assuming 50 % control group average)
	
8.9 percentage points 

	Minimum detectable effect for weekly participant earnings from Business and wage-income; using control average of $370 and standard deviation of $264
	$47 (12.7 percent change)

	Minimum detectable effect size for credit report outcomes 
	.164

	Assumptions: 
2-tailed test; 10% significance; 80% power; 25% R-squared covariate contribution at level 1, 10% at level 2. Cohort 1: 5 groups randomly assigned at 50/50; cohort 2: 96 groups randomly assigned at 80/20; cohort 3: 199 groups randomly assigned at 65/35.[footnoteRef:12] Survey measures assume 75% individual completion rate with 3.75 members of each group responding on average (number of groups included remains the same).  [12:  For the purposes of the power calculation, the 5 groups assigned at 50/50 are pooled with cohort 3.] 


The implication of these MDES is that the study is sufficiently powered to detect small to moderate sized impacts. A common convention is to power designs to detect impacts with an effect size of 0.2.[footnoteRef:13] Using conventional levels of confidence and power, our design would be able to detect impacts with an effect size of .178 (for survey measures) and .164 (for measures available for the full sample, such as the credit scores). Because the MDES can be very abstract it is helpful to translate it into regular units. For example, the table shows that the study is powered to detect increases in percentage outcomes (such as the percentage that has a business or is working) of 8.9 percentage points. This is under the worst case scenario, with respect to the MDE, that control group levels are at 50 percent. The MDEs will be lower the further the control group outcome level deviates 50 percent. The table shows that these MDES translate into an MDE of $47 for weekly earnings (which would represent a seemingly feasible 12% lift over the control group average). MDEs for the credit score measures are correspondingly lower due to the large sample sizes.  [13:  The 0.2 rule of thumb comes from Cohen. Cohen defined an effect size of 0.2 as “small,” 0.5 as “medium,” and 0.8 as “large.” Lipsey, another prominent researcher, sets the threshold lower. To Lipsey, an effect size of 0.15 or lower is small. See Cohen (1992) and Hill, Bloom, Black, and Lipsey (2008).] 


There are many parameters that affect MDES and we feel confident that the estimates we are included here are about right. Under a less optimistic scenario, for example, should survey response rates suddenly dip below what they are now or should the ICC be higher than it has been to this point, we still estimate that the effective MDES for the study should be just below .2 even for the survey outcomes. For example, at an ICC of .2, the MDES would be .191.





Survey Weighting
As is standard practice, the research team will explore the sensitivity of impact findings from survey response data to re-weighting of the survey sample according to the characteristics of the full study sample. To do this we will use standard inverse probability weights.
 As is becoming standard we will also use multiple imputation to “fill in” missing survey data and compare the results to the main results. This will be used as a sensitivity check.[footnoteRef:14]  [14:  https://ies.ed.gov/ncee/pubs/20090049/index.asp ] 


Outliers

Outliers can decrease the precision of an impact estimate while simultaneously increasing its size. Typically the former outweighs the latter, meaning that removing outliers increases the chance of producing statistically significant impacts, potentially spuriously. Therefore, outliers should be approached with caution. We will handle outliers using the following strategy.

· If there are any obvious errors, delete the observation. Obvious here means “outside legal or mathematical bounds.” For example, earnings or income that would render an individual ineligible for means-tested benefits she is known to receive would be considered a candidate for deletion. We will document each deletion and keep deletions “rare.”
· All plausible outliers will remain in the main impact analysis.
· As a sensitivity check we will conduct a “1% trimmed means” analysis:  This involves removing observations above the 99th percentile of the outcome distribution and then rerunning the impact models. This analysis will be presented in a report appendix. 
· Impacts on the outcome distribution will be presented in the main impact tables along with impacts on average outcome. Distributions will be compared using Seemingly Unrelated Regression (SUR).  
Missing Values and Imputation
Observations with missing outcome values will be dropped from models. Missing covariate values will be filled using single imputation.[footnoteRef:15] 0/1 dummy variables signifying missing values on each covariate will be included in all impact models. [15:  For group level covariates, we will impute missing values at the individual level and then create the group level covariate.] 

Multiple Comparison Corrections
To deal with the potential for spurious correlations emerging from analysis of multiple outcome measures, the team has adopted a 3-part strategy:
· Distinguishing between primary and secondary outcomes of interest (see definitions below) and specifying single measures and units for each outcome (e.g. yearly income)
· Limiting analysis to 1-2 primary outcomes in any given domain
· Using the Westfall-Young algorithm to adjust for multiple comparisons of the primary outcomes across domains. We will show unadjusted p-values and stars and will use boldface to indicate whether outcomes passed multiple comparisons adjustments. The study was not powered for multiple comparisons but we would like to provide the reader with information on whether impacts would still be significant after corrections are made.


Outcomes

The research team used the theory of change discussed above to identify a set of outcomes to be analyzed as part of the impact analysis. These include the ultimate goals of the program (e.g. poverty reduction) as well as intermediate outcomes indicative of the mediating pathways/mechanisms described above. To guide our research, we have categorized each outcome as, ‘mediating,”  “primary” or “secondary” according to the following definitions:

Mediating outcomes are:
· Directly implicated in Grameen America’s theory of change and the logic model MDRC developed to understand the program as intermediate outcomes indicative of mediating pathways.

· Are examined to understand which mediating pathways are active and thus provide context for primary outcome results. 

Primary outcomes are those that are the subject of confirmatory analysis:
· They must be directly implicated in Grameen America’s theory of change  (as articulated early in the study) and the logic model MDRC developed to understand the program as the ultimate goals/outcomes of the program. 

· Given the theory of change, there must be an expectation that impacts will have emerged on the outcome at the time of measurement.

· They are the outcomes that will drive the main/overall presentation of the evaluation’s results.

· They are the outcomes that will be used to assess the overall success of the program.

Secondary outcomes are:
· Outcomes that are not directly targeted by the intervention but that may be affected as a result of program participation or as a result of impacts on primary outcomes. These outcomes are the subject of exploratory analysis.

· Outcomes that are directly implicated in Grameen America’s theory of change and logic model either intermediate outcomes or the ultimate goals/outcomes of the program but for which there is diminished expectation of detectable impact given the timing of measurement. 

· Components of an aggregate measure that serves as a primary outcome measure

In the absence of impacts on primary outcomes in related domains that can serve as pathways for the development of impacts on secondary outcomes, statistically significant findings will be treated as suspect.
Outcome Measures by Domain
This section lists outcomes to be investigated by domain using the primary/secondary classification described above. For each outcome we provide the source of the measure and any relevant calculations in Appendix Table 1 found beneath this list.

We examine impacts on the following domains, each of which may contain primary and/or secondary outcomes: 
· Service Receipt (treatment)
· Self-Employment/Business Ownership
· Employment/Earnings
· Income (including individual- and household-level units of analysis)
· Financial and Material Hardship and Income Stability
· Assets (domestic or international)
· Savings, Debt and Credit
· Social Support
· Well-being and Empowerment
Measures of Impacts on Service Receipt
We will analyze differences in service receipt, to ensure that statistically significant differences emerge between the program and control groups, on the following program implementation measures. 

a. Implementation/treatment differential outcomes
i. Received help obtaining a loan (%)
ii. Received a loan from Grameen America (%) 
iii. Received help with opening a business/beginning self-employment   (%)
iv. Any loan since RA (%)
v. Any business loan since RA (%) 
vi. Amount of business loans since RA ($) 
vii. Grown closer with loan group members (%) 
viii. Increased trust in loan group members (%) 
ix. Sells products and services to loan group members very/somewhat often (%) 
x. Given or received business advice to/from loan group members (%) 

Measures of Impacts on Direct Targets
The section below shows each outcome domain. Within each domain we show primary and secondary outcomes. Except where otherwise mentioned, the measures below will be created from both the 18 and 36 month surveys. Because of the early timing of the 6 month survey, all outcomes for that survey are considered secondary. 
1. Self-Employment/Business Ownership
Business creation and expansion is, perhaps, the main mediating pathway of the Grameen intervention as it is hypothesized to increase overall participant earnings, decrease material hardship, and increase participant wellbeing (through, for example, better work environment or more flexible hours).
a. Mediating Outcomes
i. Self-employment/business ownership (currently operating a business) (%)[footnoteRef:16] [16:  Treated as secondary outcome for 6-month survey measurement.] 


ii. Self-employment/business earnings (reported revenue minus reported expenditure) ($, monthly) 

b. Primary Outcomes
i. None

c. Secondary Outcomes
i. Self-employment/business earnings distribution (categorical)

ii. Hours worked in self-employment (#, weekly) 
iii. Paid employees (#)
iv. Currently running a multilevel marketing business (%)
2. Employment and Employment Earnings
In its attempts to promote self-employment, Grameen may cause participants to reduce wage employment (and wage earnings) relative to the control. Self-employment may simply supplement wage employment or it may   replace it. We collect information on wage labor employment and earnings both to build a measure of total participant earnings and to investigate whether and how Grameen alters work activity. Wage labor is not directly implicated in the Grameen America theory of change so all outcomes in this domain are secondary/exploratory.
a. Mediating Outcomes:
i. None 

b. Primary Outcomes:
i. none
c. Secondary Outcomes
i. Currently working for an employer (%) 
ii. Current number of jobs (#) 
iii. Wages earned ($, monthly) 
iv. Wages earned distribution (categorical)
v. Hours worked in wage employment (#, weekly)
3. Aggregate Earnings and Income
Experience with several national  studies conducted by MDRC and other researchers has shown that it is best to collect income by breaking up the various sources of income into their components, asking about them separately, then summing these up to a composite measure of income.
Increased participant earnings is an ultimate goal of the Grameen America program and thus a primary outcome. Increased participant income may alter the public assistance a household receives. Other household members may also alter their own work efforts in response to changes in earnings on the part of the Grameen program participants.  For this reason, we treat household income measures as secondary outcomes of interest.
We also investigate whether the Grameen program alters the likelihood that a participant receives certain benefits, such as health insurance or a retirement plan, often but not exclusively offered as perquisites through employment. Since impacts on these outcome measures would depend on shifts in work activity not specified by the model (away from formal labor market work into informal business activity), we treat these outcomes as secondary as well.

a. Mediating Outcomes
a. None (see Self-Employment/Business Ownership domain)

b. Primary Outcomes

i. Individual earnings from all sources ($, monthly) 
c. Secondary Outcomes
i. Individual earnings from all sources (categorical)
ii. Earnings Sources
1. Self-employed and working for employer (%)
2. Self-employed only (%)
3. Working for employer only (%)
4. Not working (%)
iii. Household income
1. Overall household income ($, monthly) 
2. Other household members’ earnings ($, monthly) 
3. Public assistance receipt (%)
iv. Benefits 
1. Health insurance (%) 
2. Retirement plan (%)  
v. Total hours worked (#, weekly)

4. Financial and Material Hardship
Measures of material hardship allow us to determine whether observed impacts on income translate into improved standards of living. The Grameen program also has several hypothesized mediating pathways toward combating poverty, including social network development, stronger credit, and increased savings that could, if active, reduce material hardship even in the absence of impacts on respondent earnings or household income.
Low-income households can be subject to income volatility because of the seasonality of the employment options available to them, because of work schedule instability, and because termination is common. Replacing or augmenting unstable wage labor with self-employment could stabilize earnings income and reduce volatility. Even if this did not produce a net gain in household income, it could reduce material hardship, a primary outcome. On the other hand, business earnings may also be subject to seasonality, weather, and other factors that may render this income stream equally or even more volatile than income derived from wage labor. We treat income volatility as a secondary/exploratory outcome because we do not have a strong expectation that there will be impacts or that the impacts will be positive/negative.
a. Mediating Outcomes
a. none
b. Primary Outcomes
i. Number of material hardship types experienced (#, past 12 months) 

c. Secondary Outcomes
i. Income volatility 
1. Monthly income volatile (%) 
2. Often run out of money before end of month (%, last 12 months) 
ii. Any material hardship (%, past 12 months)  
iii. Individual material hardship measures (%, last 12 months)
1. Did not pay the full amount of the rent or mortgage (%)
2. Evicted from home or apartment (%)
3. Filed for bankruptcy (%)
4. Did not pay the full amount of the gas, oil, or electricity bills (%)
5. Had gas, electricity, or oil shut off (%)
6. Had cellular or land-line telephone disconnected (%)
7. Could not fill or postponed filling a drug prescription (%) 
8. Stayed at a shelter, in an abandoned building, or an automobile (%)
9. Couldn't see doctor or go to the hospital because of cost (%)
10. Unable to pay back a loan (%)

5. Assets/Durables 
Assets and consumer durables are typically thought of as secondary outcomes in that their purchase and accumulation derive from impacts on earnings and (self-) employment. However, because of the dual nature of some consumer durables/assets as tools of business, as well as the consequences of improved earnings, this subset may also play a role in mediating program outcomes. Loans may be used to purchase consumer goods or intermediate goods (e.g. ingredients), but may also be used to purchase capital goods like mixers, vehicles, etc. that expand their production capacity. 
We will also collect information on remittances. Because most Grameen America participants are recent immigrants it is common for them to remit funds overseas to help family members and, in some cases, to acquire assets abroad. 
a. Mediating Outcomes
a. None

b. Primary Outcomes
i. none
c. Secondary Outcomes
i. Purchased any dual-use asset (%)
1. Purchased major appliance (%)
2. Purchased minor appliance (%)
3. Purchased a vehicle (%)
4. Purchased household furnishings (%)
ii. Purchased any dual-use asset for use in a business (%)
1. Purchased major appliance (%)
2. Purchased minor appliance (%)
3. Purchased a vehicle (%)
4. Purchased household furnishings (%)
iii. Sent remittances abroad (%)
iv. Average remittance payments sent abroad ($/month)

6. Savings, Debt and Credit
We do not know the extent of borrowing options available to the target population. Grameen may be one of the few possibilities to receive a business loan. Even if this is  not the case, Grameen may offer better terms (perhaps reflected in reductions in late payments and defaults) or allow for greater business capitalization (some studies suggest people do continue to borrow from friends/family and informal lenders in the absence of microcredit but that the amount they can borrow is reduced).
The Grameen program may, as noted, help reduce reliance on “bad” debt by improving financial options. Additionally, the Grameen America program reports repayment of its loans to credit bureaus. This is part of the theory of change: by helping establish credit, Grameen will open up additional options for its clients, including lower interest loans, credit and store cards, vehicle loans and better employment (deriving from better transportation options and from ability to pass credit background checks). Credit scoring is therefore a mediator along the pathway toward reduced material hardship (and a primary outcome). 
a. Mediating Outcomes
i. Has Vantage credit score (%)  
ii. Has a “Prime” Vantage credit score (650 or higher) (%)
b. Primary Outcomes
i. none
c. Secondary Outcomes
i. Total non-retirement savings ($)
ii. Total non-housing debt ($) 
iii. Currently has debt to alternative financial service providers (%) 
iv. Currently has debt to friends or family (%)
v. Has at least one tradeline (%)
vi. Has at least one business loan (%)
vii. Has at least one open tradeline (%)
viii. Has a delinquent trade line (%)
ix. Has a derogatory trade line (%)
x. Asset-related debts 
1. Mortgage (%)
2. Student loans (%)
3. Vehicle loan (%)
xi. Balance-to-credit ratio (%)

7. Social Support 
Grameen’s group lending program and structuring of loan groups into “centers” is hypothesized to build and strengthen relationships, creating stronger networks of social support on which participants can rely when faced with financial difficulty. This is a mediating pathway toward reduced material hardship.
The Grameen America model may promote social connectedness and support, which are important mediators for material hardship and psycho-social well-being. Social networks provide needed financial and non-financial support (e.g. baby-sitting, cooking, transportation, etc.) that can help individuals weather difficult situations and facilitate job participation. 

a. Mediating  Outcomes
i. Someone you could ask for help: favors (%) 
ii. Someone you could ask for help: 0-interest loan (%) 
b. Primary Outcomes
i. None
c. Secondary Outcomes
None

8. Well-being and  Empowerment
As we would be with most anti-poverty programs, we are interested in the potential for Grameen America to improve the “wellbeing” of program participants. By reducing material hardship and increasing earnings, anti-poverty programs can reduce stresses and improve life satisfaction. Grameen also emphasizes women’s empowerment. It is possible that helping women earn or earn more through their business could increase their role in family decision making. Finally, by offering women a chance to choose the location and hours they work, the Grameen program may improve work/life balance and provide participants more opportunity to spend time with family.
a. Mediating Outcomes
i. none
b. Primary Outcomes
i. none
c. Secondary Outcomes
i. Rating of life in the past 12 months (#)
ii. Rating of life in past 12 months (categorical)
iii. Involved in financial decision-making (%) 
iv. Work/life balance:
1. My work me keeps me from spending sufficient quality time with my family (score: 0-10)
2. There is no time left at the end of the day to do the things I’d like at home (e.g., chores and leisure activities) (score: 0-10)
3. My family misses out because of my work commitments (score: 0-10)
4. I can spend more time with my family now than I could have in [RAMY] (score: 0-10)
Subgroup Analysis

The research team will investigate whether the program has larger effects for some individuals according to their baseline characteristics or the characteristics of their prospective loan group (the 5 individuals who were randomly assigned as a unit to receive the treatment). 

To test for differential impacts, the research team will use the “homogeneity of theta” a measure developed to facilitate meta-analysis.[footnoteRef:17] [17:  Greenberg, David, Robert H. Meyer and Michael Wiseman. “Multisite Employment and Training Program Evaluations: A Tale of Three Studies,” Industrial & Labor Relations Review; Jul 1994; 47, 4; ABI/INFORM Global
pg. 679.] 


Researchers typically categorize subgroup analysis as either confirmatory or exploratory. Confirmatory analyses are those for which there is a strong hypothesis indicating the direction of differential impact and the expectation of sufficient statistical power to detect likely impact differentials; exploratory analyses are those for which one or both of these conditions does not obtain. While some of the subgroup analyses detailed below are based on strong hypotheses supported by evidence, this study does not have sufficient statistical power to detect likely impact differentials. Therefore all subgroup analyses presented here will be treated as exploratory. 

Individual-level

1. New or Existing Business. Grameen America offers loans to individuals looking to start a new business or to expand an existing business. In the absence of sufficient investment, a new business may fail to launch and is vulnerable to collapse during its early period of operation. Therefore, the Grameen program may have larger impacts for new business owners. Previous analyses have indicated that participants with existing businesses benefited more from micro-lending programs.[footnoteRef:18] We will test to see whether this pattern continues in the Small Loan Study.  [18:  Crepon et al. (2011), Angelucci et al (2013)] 


2. Business Type: MLM. Grameen America does not restrict loan usage according to business type; participants are free to choose what type of business they wish to start or further invest in. Given seasonality, capital requirements and other factors, the Grameen loan may produce better results for borrowers that choose to invest in certain business types. In particular we are interested in studying participants that choose to start or invest further in a multilevel marketing (MLM) business. Other studies have shown that the vast majority of individuals who run MLMs lose money.[footnoteRef:19] Therefore, those that use the Grameen loan to start or further invest in an MLM may end up worse off than those who did not receive the loan. [19:  Vander Nat, P. J., & Keep, W. W. (2002). Marketing fraud: An approach for differentiating multilevel marketing from pyramid schemes. Journal of Public Policy & Marketing, 21(1), 139-151.] 


3.  Participant income: Above median. Evidence suggests that microcredit has larger impacts on lower income households.[footnoteRef:20] Those with higher incomes may gain little from adding small business income or switching to self-employment; for lower income individuals and households a loan to start a business may represent an opportunity for greatly improved earnings. Because evidence for this differential impact comes from an international context, we have no strong prior hypothesis as what counts as “low” or “high” income in the Grameen sample. We therefore use median income at baseline to divide the sample in two and explore this moderator.   [20:  Karlan (2009), Bundervoet (2012)] 


Group level

4. Strength of Group Ties: Above median. The BIF allows exploration of the relationships between loan group members. Specifically, we know how well each member knows each other member. Group-lending models rely on participants to vet fellow borrowers and to ensure repayment through aid or social sanctioning. Thus, it is possible that the individual outcomes of borrowers will depend, in part, on the strength of ties within their loan group. We asked group members to characterize their familiarity with each other group member using a 5-point Likert scale. Their assessments are averaged and then that average is itself averaged with the assessment averages of the other 4 participants to create a group-level score. The sample is then divided in two using median group average familiarity.

5. Industries Spanned within Group: Above median.  When local or national economic conditions changes, particular industries and business-types may see changes in their profitability. Furthermore, some industries may be more or less subject to seasonality. Borrowers in the same group that operate businesses in the same industry may find their sales move up or down in tandem. Grameen borrowers are expected to step-in to repay the loans of other group members if they fall behind lest they lose access to further capital. Low business diversity means that all participants may suffer loses simultaneously and thus be unable to aid each other with repayment. We classify businesses owned or planned at baseline by industry category and calculate the number of industries spanned per group. The sample is then divided in two by median number of industries spanned to form subgroups.    
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	Table 1

	
	
	
	

	Selected Baseline Characteristics for All Sample Members

	
	
	
	

	Characteristic (%)
	 

	
	
	
	

	Grameen America group
	70.0

	
	
	
	

	Demographics
	

	Average age (years)
	41

	
	18 to 30
	21.6

	
	31 to 40
	30.5

	
	41 to 50
	25.1

	
	51 to 60
	17.0

	
	Older than 60
	5.8

	
	
	
	

	Hispanic or Latina
	98.5

	
	
	
	

	Racea
	

	
	White
	83.6

	
	Black/African-American
	3.7

	
	Asian/Pacific Islander
	0.5

	
	Other race
	15.0

	
	
	
	

	Country of birth
	

	
	United States (including Puerto Rico)
	9.1

	
	Other country
	91.0

	
	
	
	

	Years since moved to US, among those born in another country
	

	
	Less than or equal to 2
	10.1

	
	3 to 5
	10.3

	
	6 to 10
	17.3

	
	11 to 20
	37.8

	
	More than 20
	24.4

	
	
	
	

	Language(s) spoken wella
	

	
	English
	26.6

	
	Spanish
	97.8

	
	Other
	1.3

	
	
	
	

	Highest level of education attainment
	

	
	Less than high school diploma/GED
	34.2

	
	High school diploma
	25.2

	
	GED 
	7.0

	
	Some college/vocational training
	16.7

	
	Associate's/2-year degree
	10.2

	
	Bachelor's/4-year degree
	5.8

	
	Master's degree or more
	0.9
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	Table 1 (continued)

	
	
	
	

	Characteristic (%)
	 

	
	
	
	

	Marital status
	

	
	Single, lives alone
	37.9

	
	Single, lives with partner
	18.7

	
	Married, lives with spouse
	23.3

	
	Married, lives apart from spouse
	9.9

	
	Divorced or legally separated
	8.5

	
	Widowed
	1.8

	
	
	
	

	Number of children under age 19 living in household
	

	
	0
	34.7

	
	1
	24.7

	
	2
	24.5

	
	3
	11.5

	
	4 or more
	4.7

	
	
	
	

	Household sizeb
	

	
	1
	12.1

	
	2
	19.9

	
	3
	19.3

	
	4
	21.3

	
	5
	14.7

	
	6 or more
	12.8

	
	
	
	

	Employment 
	

	Currently working for an employer
	50.0

	
	Hours worked per week, among those currently employed (#)
	25.3

	
	
	
	

	Currently operating own business
	72.6

	
	Duration of business, among those operating one
	

	
	
	Less than 1 month
	2.9

	
	
	1 to 5 months
	12.6

	
	
	6 to 11 months
	11.1

	
	
	1 to 2 years
	35.2

	
	
	3 to 5 years
	18.0

	
	
	More than 5 years
	20.2

	
	
	
	

	Income 
	

	Average weekly household incomed ($)
	442

	
	$0 -250
	27.7

	
	$250-350
	18.3

	
	$350-450
	16.7

	
	$450-600
	16.9

	
	More than $600
	20.4

	
	
	
	

	
	Average participant incomee
	359

	
	
	From work for an employer
	155

	
	
	From own business 
	206

	
	Average income from other family members in household
	83

	
	
	
	

	Average annual household incomef ($)
	22,990
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	Table 1 (continued)

	
	
	
	

	Characteristic (%)
	 

	
	
	
	

	Household public assistance receipta
	

	
	Welfare/TANF
	1.8

	
	Housing assistance
	2.3

	
	Medicaid/public health care
	25.2

	
	Women Infants and Children (WIC)
	12.0

	
	Food stamps/SNAP
	20.1

	
	Social security disability benefits
	4.0

	
	Unemployment insurance
	0.9

	
	Other
	2.3

	
	
	
	

	Lending
	

	Intended purpose of Grameen America loana
	

	
	Food
	15.8

	
	Cosmetics
	35.6

	
	Jewelry
	21.1

	
	Clothing/shoes
	27.0

	
	Salon/spa services
	8.2

	
	Herbal/natural medicine products
	19.6

	
	Home décor
	9.9

	
	Cleaning
	2.7

	
	Child care
	0.4

	
	Laundry services
	0.3

	
	Transportation
	0.1

	
	Other
	2.9

	
	
	
	

	Currently operates or intends to operate a multi-level marketing businessg
	32.7

	
	
	
	

	Currently using financial products in US or another country
	

	
	Bank account
	60.1

	
	Credit card
	31.5

	
	Loan
	4.8

	
	
	
	

	Hardship
	

	How often ran out of money in the past 3 monthsc
	

	
	Often
	9.9

	
	Sometimes
	55.4

	
	Never
	34.7

	
	
	
	

	Income varies greatly month to monthc
	45.0

	
	
	
	

	Has physical or mental health condition that limits work
	1.0

	
	
	
	

	Has difficulty finding childcare and that limits work
	11.0

	
	
	
	

	Group familiarityh
	

	Knows all group members well or very well
	37.8

	
	
	
	

	Not well acquainted with at least 1 group member
	39.0

	
	
	
	

	Average familiarity with other group members score (#)
	3.3

	 
	 
	 
	 

	Sample size
	1,492
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	Table 1 (continued)

	
	
	
	

	SOURCE: MDRC calculations from the Grameen America Baseline Information Form. 
NOTES: GED = General Educational Development certificate; TANF = Temporary Assistance for Needy Families; SNAP = Supplemental Nutrition Assistance Program.
     Sample sizes may vary because of missing values.
     Italics indicate the metric is not among the full sample shown in the table.
     aParticipants could select more than one response, so percentages may not sum to 100 percent.
     bHousehold size includes the participant, and any spouse/partner, children, or other family members who live with the participant.
     cData not available for first 195 participants randomly assigned. 
     dThe average weekly incomes from different sources may not sum to the total average weekly income because the total is only calculated when income from all sources are reported.
     eIncludes income from "other work" for the first 195 participants randomly assigned (reported by participants).
     fThe average annual income is the average weekly income before rounding ($447.58) multiplied by 52 weeks. 
     gThe following business were considered multi-level marketing businesses: 4Life, Amway, Atomy, Avon, Forever Living, Herbalife, Jafra, L'Eudine, Mary Kay, Melaleuca, Noni, Nu Skin, Omnilife, Organo Gold, Primor, Princess House, Royal Prestige, Total Life Changes, Tupperware, Yanbal, and Zermat. 
     hGroup familiarity is measured on a scale from 1 to 5, with 1 being not knowing the group member at all and 5 being knowing the group member very well.
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	Appendix Table 1

	Grameen Outcome Measurement

	
	
	
	
	

	Outcomes
	Mediating/Primary/Secondary
	Source[footnoteRef:21] [21:  All survey questions are listed according to the first survey in which they appear. Unless noted with a “*” all questions are asked again on subsequent surveys] 

	Measures 
	Construction Notes

	
	
	
	
	

	Service Receipt
	
	
	
	

	Help obtaining a loan  %
	Treatment receipt 
	18-month Survey
	Question J1
	

	Received a loan from Grameen America % 
	Treatment receipt 
	18-month Survey*
	Question J2
	

	Help with opening a business/beginning self-employment  %
	Treatment receipt 
	18-month Survey*
	Question J4
	

	Any loan since RA (%)
	Treatment receipt
	18-month Survey 
	Question H3/H3A
	

	Any business loan since RA (%) 
	Treatment receipt 
	18-month Survey
	Question H3/a and H4
	H3 or H3a >=1 and H4=1

	Amount of business loans since RA ($)
	Treatment receipt 
	18-month Survey
	Question H14
	

	Grown closer with loan group members (%) 
	Treatment receipt 
	18-month Survey
	Question J6
	

	Increased trust in loan group members (%) 
	Treatment receipt 
	18-month Survey*
	Question J7
	

	Sells products and services to loan group members often (%) 
	Treatment receipt 
	18-month Survey*
	Question J8
	Choice 1: "very often" or Choice 2: "somewhat often"

	Given or received business advice to/from loan group members (%) 
	Treatment receipt 
	18-month Survey*
	Question J9
	 

	
	
	
	
	

	Self-Employment/Business Ownership
	 
	 
	 
	 

	Currently operating a business (%)
	Mediating
	6-month
	Question B1 (18-month)
	

	Self-Employment/business earnings ($, monthly)
	Mediating 
	18-month Survey
	Questions B10 and B11 (loop)
	reported revenue minus reported expenditure

	
	
	
	
	

	Self-Employment/business earnings distribution (Categorical)
	Secondary
	18-month Survey
	Questions B10 and B11 (loop)
	Quartiles from control distribution

	Hours worked in self-employment (#, weekly) 
	Secondary
	18-month Survey
	Question B4
	

	Paid employees (#) 
	Secondary
	18-month Survey
	Question B5
	

	Currently operating a multilevel marketing business (%)
	Secondary 
	18-month Survey
	Questions B3 and B3_1
	B3=1 or B3_1=1

	
	
	
	
	

	Employment and Employment Earnings
	 
	 
	 
	 

	Currently working (%) 
	Secondary
	6-month
	Question C1 (18-month)
	

	Current number of jobs (#) 
	Secondary
	18-month Survey
	Question C3
	

	Wages ($, monthly) 
	Secondary
	18-month Survey
	Question C4 (loop)
	convert to monthly

	Wage distribution (categorical)
	Secondary
	18-month Survey
	Question C4 (loop)
	Quartiles from control distribution

	Hours worked (#, weekly) 
	Secondary
	18-month Survey
	Question C5 (loop)
	

	
	
	
	
	

	Income and Benefits
	 
	 
	 
	 

	Individual earnings ($, monthly) 
	Primary 
	18-month Survey
	Questions B10 and B11(loop), C4(loop), C9(loop), C9(loop), C10
	Three earnings sources summed, C10 used in case of missing values only

	Individual earnings distribution (categorical)
	Secondary
	18-month Survey
	Questions B10 and B11(loop), C4(loop), C9(loop), C9(loop), C10
	Quartiles from control distribution

	
	
	
	
	

	Self-employed and working for employer (%)
	Secondary
	18-month Survey
	Questions B1 and C1
	

	Self-employed only (%)
	Secondary
	18-month Survey
	Questions B1 and C1
	

	Working for employer only (%)
	Secondary
	18-month Survey
	Questions B1 and C1
	

	Not working (%)
	Secondary
	18-month Survey
	Questions B1 and C1
	

	Has Health Insurance for Self (%) 
	Secondary
	18-month Survey
	Question D7
	

	Has Retirement Plan for Self or spouse/live in partner (%)
	Secondary
	18-month Survey
	Question D9
	

	Total Hours Worked (#, weekly)
	Secondary
	18-month Survey
	Questions B4 and C5(loop)
	

	Overall Household Income ($, monthly)
	Secondary
	18-month Survey
	Individual earnings and Questions D2, D3 and D5
	entry of $0 for D2-3 if family member not present

	Other Household members’ earnings ($, monthly) 
	Secondary
	18-month Survey
	Questions D2 and D3 
	entry of $0 for D2-3 series family member not present

	Household receives any public benefit (%)
	Secondary
	18-month Survey
	Questions D4a-g
	

	
	
	
	
	

	Financial and Material Hardship
	
	
	
	

	Number of material hardship types experienced 
	Primary
	18-month Survey
	Questions E4a–j
	Summation of E4a-j

	Any material hardship (%, past 12 months) 
	Secondary
	18-month Survey
	Questions E4a–j
	"yes" to one or more

	Did not pay the full amount of the rent or mortgage  (%)
	Secondary
	18-month Survey
	Question E4a
	

	Evicted from home or apartment (%)
	Secondary
	18-month Survey
	Question E4b
	

	Filed for bankruptcy (%)
	Secondary
	18-month Survey
	Question E4c
	

	Did not pay the full amount of the gas, oil, or electricity bills (%)
	Secondary
	18-month Survey
	Question E4d
	

	Had gas, electricity or oil shut off (%)
	Secondary
	18-month Survey
	Question E4e
	

	Had cellular or land-line telephone disconnected (%)
	Secondary
	18-month Survey
	Question E4f
	

	Could not fill or postponed filling a drug prescription (%) 
	Secondary
	18-month Survey
	Question E4g
	

	Stayed at a shelter, in an abandoned building, or an automobile (%)
	Secondary
	18-month Survey
	Question E4h
	

	Couldn't see doctor or go to the hospital because of cost (%)
	Secondary
	18-month Survey
	Question E4i
	

	Unable to pay back a loan (%)
	Secondary
	18-month Survey
	Questions Ej
	

	
	
	
	
	

	Monthly Income Volatile (%) 
	Secondary
	18-month Survey
	Question E1
	choice 3: "changes a lot month to month"

	Often run out of money before end of month (%, last 12 months)
	Secondary
	18-month Survey
	Question E2
	choice 1: "often"

	
	
	
	
	

	Assets and Consumer Durables
	
	
	
	

	Purchased any dual-use asset (%)
	Secondary
	36-month Survey
	Questions GA1-GA4
	yes to one or more

	1.     Purchased major appliance (%)
	Secondary
	36-month Survey
	Question GA1
	

	2.     Purchased minor appliance (%)
	Secondary
	36-month Survey
	Question GA2
	

	3.     Purchased a vehicle (%)
	Secondary
	36-month Survey
	Question GA3
	

	4.     Purchased household furnishings (%)
	Secondary
	36-month Survey
	Question GA4
	

	
	
	
	
	

	Purchased any dual-use asset for use in a business (%)
	Secondary
	36-month Survey
	Questions  GA1a-GA4a 
	yes to one or more

	1.     Purchased major appliance (%)
	Secondary
	36-month Survey
	Question GA1a
	

	2.     Purchased minor appliance (%)
	Secondary
	36-month Survey
	Question GA2a
	

	3.     Purchased a vehicle (%)
	Secondary
	36-month Survey
	Question GA3a
	

	4.     Purchased household furnishings (%) 
	Secondary
	36-month Survey
	Question GA4a
	

	
	
	
	
	

	Sent remittances abroad (%)
	Secondary
	36-month Survey
	Question GA5 
	

	Average remittance payments sent abroad ($/month) 
	Secondary
	36-month Survey
	Question GA5b
	

	
	
	
	
	

	Savings, Debt and Credit 
	
	
	
	

	Has Vantage Credit Score (%)
	Mediating 
	Experian Credit Data
	 
	 

	Has Prime Vantage Credit Score (%)
	Mediating 
	Experian Credit Data
	
	Score of 650 or higher

	Total non-retirement savings ($)
	Secondary
	18-month Survey
	Question G2
	

	Total non-housing debt ($)
	Secondary
	18-month Survey
	Question H2
	

	Currently has debt to alternative financial service providers (%)
	Secondary
	18-month Survey
	Question H1h
	

	Currently has debt to friends/family (%)
	Secondary
	18-month Survey
	Question H1J
	

	Has at least one trade line (%)
	Secondary
	Experian Credit Data
	ALL0300
	

	Has at least one business trade line (%)
	Secondary
	Experian Credit Data
	BUS0416
	

	Has at least one open trade line (%)
	Secondary
	Experian Credit Data
	ALL0400
	ALL0400-Total number of open trades 

	Has a delinquent trade line (%)
	Secondary
	Experian Credit Data
	ALL2116
	

	Has a derogatory trade line (%)
	Secondary
	Experian Credit Data
	ALL2216
	

	
	
	
	
	

	Has a mortgage (%)
	Secondary
	Experian Credit Data
	MTA0316
	

	Has student loans (%)
	Secondary
	Experian Credit Data
	STU0300 and STU0812
	#>=1

	Has vehicle loan (%)
	Secondary
	Experian Credit Data
	 AUA0300
	#>=1

	Balance-to-credit ratio 
	Secondary
	Experian Credit Data
	ALL7110
	#>=1

	
	
	
	
	

	
	
	
	
	

	Social Support
	
	
	
	

	Someone you could ask for help: favors (%)
	Mediating 
	 18-month Survey
	 Question I3
	 

	Someone you could ask for help: 0-interest loan (%) 
	Mediating 
	18-month Survey
	Question I4
	

	
	
	
	
	

	Well-being and  Empowerment
	
	
	
	

	Rating of life in the past 12 months (#)
	Secondary 
	18-month Survey
	Question I5
	

	Rating of life in the past 12 months (categorical)
	Secondary
	18-month Survey 
	Question I5
	Dissatisfied: 0-3
Neither dissatisfied or satisfied: 4-6
Satisifed:7-10

	Involved in Financial decision-making (%)
	Secondary
	18-month Survey
	Question I1
	Choice 1: "all" Choice 2: "most" or Choice 3: "half"

	Work/life balance

	
	
	
	

	My work me keeps me from spending sufficient quality time with my family
	Secondary
	18-month Survey
	Question I6a
	Range: 0-10

	There is no time left at the end of the day to do the things I’d like at home (e.g., chores and leisure activities)
	Secondary
	18-month Survey
	Question I6b
	Range: 0-10

	My family misses out because of my work commitments
	Secondary
	18-month Survey
	Question I6c
	Range: 0-10

	I can spend more time with my family now than I could have in [RAMY]
	Secondary
	18-month Survey
	Question I6d
	Range: 0-10
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Random Assignment Flow for Grameen America Evaluation

Training |
Center Managers are trained in messaging and the general principle of random assignment Intake
Coordinators receive in-depth training in discussing random assignment, completing forms, and
practicing language to notify borrowers of control group assignment

Outreach/Recruitment
Center Manager does outreach/community recruitment using
language highlighting a "chance" to receive a loan. Provides very brief
overview of study/program. Asks rectuits o create Group of 5,
coordinate schedules, and call Intake Coordinator to schedule intake.

¥

Recrits create "Group of 5*

2

Group of 5 calls Intake Coordinator to schedule mesting

Intake Coordinator informs group what documents to bring
(e.g. ID, phone numbers, etc.)

I

informed Consent
Intake Coordinator meets with Group of 5. Asks individuals their preferred language
(English or Spanish) and proceeds accordingly. Explains the program and the study|
using scripts provided by MDRC, Answers any questions. Individuals each sign a
consent form.

!

Baseline and Contact Information Forms.

Intake Coordinator collects consent and hands out baseline and contact information

form. Walks through each question of the baseline/contact form as a group. Intake
Coordinator answers any questions and provides individual help, if necessary.

1

Random Assignment
Intake Coordinator collects forms, Sits with each
person individually to check/confirm answers. Enters
person’s name, DOB and ID number into random
assignment system

3

Onge all 5 are entered into system, Intake.
Coordinator conducts rando assignment.

Program
Control Group ‘Gro
¥ ¥
Intake Coordinator explains what it means Intake Coordinator congratulates group,
to be in control group, thanks group for thanks them for time, and provides incentive.
time, and provides incentive. Provides list Notifies group that Center Manager will call
of local community based organizations. to start Continuous Group Training.

Batching/Sending
L intake Coordinator batches  fe——
paperwork and sends to MDRC.
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