







CHAPTER SEVEN



BANGKO KABAYAN - IBAAN RURAL BANK:

BANKING WITH A SOUL�





	Bangko Kabayan is the new name of Ibaan Rural Bank (IRB) launched during its 40th anniversary.�  The new name confirms two essential pillars of its 40-year history -- tradition and mission,� both characterized by an unwavering commitment to serve and by a genuine desire to achieve further growth.

	The bank’s new name highlights its thrust of continuing the original inspiration of its founding fathers, and of steering its course along the technological highway of rural banking industry.

	The new status enjoyed by the bank as a class “A” rural bank� is not a result of luck and wit,  but a fruit of hard work and of an unshakable faith in God’s help.

	It is faith in God and the consistent effort to live it, not only as a personal commitment, but also as a social commitment, that made Francis and Tess Ganzon, the bank owners, resilient and steadfast in their definitive choice to make IRB not only a leading bank in the industry but also an example of Christian service.

	Unlike the two other companies that were started as a concrete response to the challenge of the EcoM, IRB’s case is unique in the sense that the EcoM has helped the bank re-direct its vision-mission in line with the dynamics of the EcoM.  

	Through the EcoM, the horizon of IRB has been expanded to project growth, by collaborating with others more systematically and by consolidating its internal resources.  The need to help more the poor opened the bank’s eyes to see this new horizon. 

	The Economy of Communion served as a crucial factor in IRB’s new vision-mission.  In a nutshell, the EcoM has imbued IRB with a soul, that is, with a new spirit that spurs it on to reach optimal development without taking its feet off the ground.

	We shall now go through IRB’s history - an exodus that continues with the hope of finally settling in the “land” of bliss reserved for the faithful and wise servants (cf. Lk. 19, 11-27).�









I. QUESTIONS OF FOUNDATION: HISTORICAL AND ORGANIZATIONAL NOTES



	The bank’s history can be seen from four periods which make up its 40-year history.



A. First Period (1957-1976): Incorporation - The First Generation



	1. The Founding Men

	Ibaan Rural Bank, one of the eight rural banks in the province of Batangas, was established on August 19, 1957 by two men of vision and mission,� Mr. Bienvenido Medrano and Mr. Manuel Agregado, Sr., the father-in-law of Mr. Medrano.  IRB’s incorporation happened at the right moment:

when his father-in-law, then Auditor General Manuel M. Agregado was about to retire from government service, he turned to Ben for advice as to what business investment to undertake.  It was then that Medrano conceived of putting up a rural bank to answer the credit needs of his kababayans.�



	A year later, after an investment campaign launched among relatives and town-folks of Ibaan, “another prominent investor joined IRB in the person of retired Supreme Court Justice Roman Ozaeta.”�



	



	2. Reasons For Establishment

	Two primary reasons were behind IRB’s establishment: “one - they (the two men mentioned above) were both looking for a viable business to invest in and two, Mr. Medrano being a native son of Ibaan who made it good in the field of entrepreneurship, wanted to establish an institution that would provide a valuable service to his kababayans.”�

	A local newspaper, five years later after the bank’s foundation, stated once again the reasons mentioned above as if re-affirming its original inspiration:

The establishment of a rural bank of Ibaan is a long felt need to provide financial assistance to the small farmers, small merchants, the  cottage industry and the cooperatives of such small business enterprises.  The bank saves these small industries from the exorbitant rates of interests exacted by usurers who exploit the small farmers and merchants by taking advantage of their pressing needs...since the establishment of the bank, the usurers are being gradually eliminated.�



	It is the commitment to extend assistance to the people of Ibaan that propelled the bank to be considered by Central Bank “as one of the top in the country during the ‘60s.  In fact, Central Bank officials brought  visitors from other countries or prospective investors to the bank, citing it as an example of progressive partner in the task of providing rural credit.”�



	3. Pioneering Initiatives

	We can say that since its incorporation, IRB saw itself quite well through the ‘60s and the ‘70s.  Its clientele has expanded and it has pioneered in some important initiatives in the rural banking industry in the ‘60s and early ‘70s.



	a) Early Savings Mobilization

	IRB was the first one to instill a greater consciousness among its clientele of the importance of savings:

Although most rural banks in the country of the ‘50s through the ‘70s, operated largely with cheap funds sourced from the Central Bank, IRB was already conscious of encouraging savings among its clientele, realizing this was an important factor in rural development. After only a year in operation (in 1958), IRB launched its first savings promo campaign aimed at instilling the value of money-saving especially among children.�



	This initiative gave birth to various incentives that could foster the mentality and attitude for saving.  For this reason

a cash prize of P.5.00 was given to any child of school age (7 to 15 years old) who would generate the highest savings in a given month.  Another promo in the 1960’s gave a two percent additional interest for every P.100 balance maintained in a year.  In the late ‘70s, a school and barrio solicitation program was launched by the bank to facilitate the saving process for children and parents alike.�







	b) Development of the Agri-Business Sector

	IRB was also conscious of its role as an agent and partner of rural development:

Ever conscious of its mandate to serve as a  catalyst in rural development, IRB aggressively undertook its task of providing credit by participating in CB rediscounting programs of the past and Land Bank’s Countryside Agricultural Loan Fund (ALF) and Countryside Loan Fund(CLF) as well as DBP’s Industrial Guarantee Loan Fund (IGLF) of today.�



	Another important initiative of IRB in the ‘60s was the introduction of checking acount service:

As early as 1967, IRB already introduced the checking account service, hitherto unexplained by other banks of its class. Again, this product was launched with the aim of aiding development of the business sector, first and foremost in Ibaan...�



	

	c) Strong Development Orientation

	Convinced of the need for community development side by side IRB’s service-oriented thrust, the founder Bienvenido Medrano, realized the importance of uplifting the quality of life of the Ibaan people by believing that

with the progress of people would come the success of a rural financial institution.  Additional facilities would lead to better business and increased incomes.  And better incomes would translate to savings deposits and more quality loans.�



	This philosophy of the founder was made concrete through different projects like an electrically-run deep wells and a bridge for “four barrios of Ibaan separated from the rest of the town by a river.”�  IRB sustained these initial projects by “putting up more deepwells and by providing working capital for backyard piggeries, peddling and other economic activities.”�

	The first twenty years of IRB has made itself a name in the rural banking industry.  But this prominence was soon put to the test during the late ‘70s when the bank started to enter the second period.



B. Second Period (1977-1978): The Bank in Crisis



	1. New Management Style

	With good intention, the management of the bank was handled by some family members.  “This change of management style, with more family members becoming involved rather than professionals”,� created serious problems in the bank.  Tess, the founder’s daughter, narrated what happened:

My father has this vision of having an enterprise for each offspring, particularly the boys in the family. It had something to do with men  carrying on the family name. So when he had sons of age, without asking whether they were so inclined or whether they were sufficiently prepared, he put them in charge of the businesses he had carefully established and nurtured.  This philosophy had its setbacks -- the younger generation did not always inherit his business acumen or even his total dedication and focus.�





	2. Near Bank Run - IRB Plunged

	The situation of the bank under the new management  put the bank in rough waters that it almost drowned without any hope of surviving:

Predictably, problems arose from this, further exacerbated by the introduction of government countryside credit programs whose intended beneficiaries regarded the funds as dole-outs rather than loans.  Thus, from a premier institution, IRB plunged [my emphasis], experiencing a total bank run, with Central Bank debating on whether to put it under receivership due to arrearages, multiple violations of banking laws, etc.�



	The urgent tasks that confronted the bank during this period of crisis in its 21st year were the quick collection of past due loans, the disposal of assets (collaterals) of delinquent borrowers, restructuring of distressed loans, and the need for organizational overhaul.



	3. The Solution	

	This was the scenario that Atty. Francis S. Ganzon, the founder’s son-in-law, and the  bank’s present president, found himself in when his father-in-law sought his assistance.  Francis vividly recalled this moment:

I think it will not be too hard to imagine why it was a lawyer from a family that was then called upon to try and to fix things up, primarily from the legal standpoint....Not knowing anything about banking - rural or otherwise, I worked at the legal problems, dealing with the numerous CB exceptions, negotiating for restructuring of accounts, waiver of penalities, etc.  There was nothing to do except effect a massive overhaul of the organization.  And in looking for new personnel, we veered away from employing family relations and referrals of politicians and looked for willing, competent individuals with clean backgrounds so we could overcome image problem and begin working towards the solution of difficulties in other critical areas.�



	It was not easy to restore the people’s confidence.  Much more taxing was to restore in the mind of the people that they are secure in depositing their money in IRB.  The bank was really in a bad shape and it also had to contend with the people’s loss of confidence:

There was the matter of loss of confidence of the public and massive withdrawal of funds to be dealt with.  I have no marketing background but am basically what they refer to in the province as “politico”.  So despite my handicap with Tagalog, I organized a deposit-generation campaign in the style of politicos - going out with my people in caravans, holding small barrio meetings to explain what a bank is to the townsfolk, how their deposits are loaned to businesses of their fellow kababayans, spurring economic activity and development for all, and incidentally also making of them valuable partners in progress of the town, etc.  On the other hand, I scared delinquent borrowers into paying up or at least putting adequate collaterals for their outstanding loan obligations.�



	For eight years, the bank survived on the income generated from the sale of acquired assets and not from operations.



C. Third Period (1978-1990): Years of Recovery



	1. First Phase of Recovery (1978-1985): Re-founding IRB

	It took some years before IRB could fully recover from the setbacks brought about by the period of crisis.  But Francis and Tess, who took over the bank’s management, continually steered the bank to a safer and more stable ground.  Both of them recalled this period with gratitude:

So from 1978 to 1985, we were in a struggle to survive, to regain the confidence of depositors and to get back into the good graces of wary Central Bank, to become a viable business.  Our organization became closely knit through this experience of undergoing this crisis together, sharing our stories at the end of the day and encouraging one another to go ahead.�



	

	2. Second Phase of Recovery (1986-1990): Reaping the Fruits

	The period from 1978 to 1985, eight years of hard work, were years so to say of re-founding IRB.  They were years of re-building and of breaking down unnecessary areas that were not essential to the overall recovery of the bank.  And it was only after these years of hope and industry that IRB emerged once again:

Finally, in 1986 we begun realizing income from operations instead of from the sale of acquired assets.  We were back in business as a bank and the next four years (1986-1990) that followed were relatively calm.  Depositor confidence has been painstakingly re-established, we had paid CB all our obligations a good four years in advance of our due dates per plan of payment and most of all, in 1988, we were finally allowed and able to declare our dividends for our stockholders.  Our growth rate in those years averaged a modest 18.68% per annum.  By year end of ‘90, our resources shot at 52.92M, with a loan portfolio of 36.46M, a deposit level of 35.01M and a past due ratio of 19.22%. Our ROI (Return of Investment) was 22%.�





	3. Third Phase of Recovery (1989): The Acquisition of Controlling 	Interest



	With IRB’s recovery, Francis and Tess thought that their task was over for they felt that their “mandate was to solve the problems faced by the family-owned institution and to get it back on its feet.”�  The couple soon realized that their task was not yet over.

	Tess narrated how other difficulties started to crop up even if the bank was already re-established:

By ‘86, we were nearly through with that task.  My dad was looking for a buyer since he realized at that point that it was not going to be easy for us siblings to live together as equal shareholders in that enterprise.  Already, some quarters were sowing intrigue as to why an in-law was managing what they saw was beginning to be a successful business.  To avoid conflicts, my husband resigned and joined government for the next six and a half years.  As a sort of compromise between maintaining the client base that had already been built by him and satisfying family pride, I was appointed to take over.�



	It was through God’s providence that certain pieces of the puzzle created by the difficulties we first mentioned above, started to find their right place and a clear view of the whole picture started to come out.

	The couple, Francis and Tess, through the help of a minority partner were finally able to acquire the controlling interests of the bank:

Sometime in 1989, the minority partner we had who had been very supportive of our previous efforts at rehabilitation offered to help us acquire the controlling interests in IRB, while maintaining 20% of the remaining shares.�



	Instead of selling the bank to an outsider, Francis and Tess finally decided to continue the task that they have started in restoring IRB to its good name and good standing in the community and the rural banking industry.

	The couple shared how the rural banking business opened up to them the possibility to serve:

By this time, my husband and I had discovered that this business of rural banking satisfied our dream of being able to serve community needs by providing a vital service, feeling ourselves part of the development of the countryside by helping fuel economic activity in this small 5th class municipality, being able to impart values such as professionalism, ambition and fair-play to co-workers, generally being an agent for change - all of which had been long-held values since we were in college days.�



	It became clear to the couple that by finally taking over the bank, they could continue IRB’s original inspiration and at the same time they could also find their personal fulfillment.









D. Fourth Period (1991-1997): Organizational Transformation and Re-direction -- The Advent of the Economy of Communion





	1. Taking the Challenge of EcoM - The “Something More”

	We saw from the first to third periods that IRB remained standing in spite of some crucial years of recovery.  When IRB was finally able to recover after convalescence, it would have been enough to remain contented that everything was back to normal.  And at the outset, it was rather difficult after a painful recovery, to risk and to work harder with a great fear of relapse that could be fatal.

	Also, on the side of the couple, it would have been safer to grow slowly but consistently without taking much risks to avoid more problems.  But the advent of EcoM has created an impact on the couple’s lives, who are both members of the Focolare, that brought them face to face with a new decision to make:

We were struck in our hearts by the message of Chiara Lubich....while we had been trying to live the Gospel in our individual lives, it had not occurred to us that our businesses could be a part of this divine adventure.  Up till then, we had tried to always be fair with our employees, be of service to our clients and actively pursue community development - all as a means of being coherent with our Christian values as individuals [my emphasis].�





	The couple wanted to live the “something more” proposed by EcoM and for them it meant a leap of faith, from a rather personal experience to a more communal and social experience of faith:

All of a sudden, something more was being added - the dimension that the reason for existence of a business is to directly help the poor! We were being challenged to likewise ‘grow in business’ beyond the confines of our satisfaction because it is no longer just for us, or for the other stockholders, of the family of the employees - but had a much larger group of people to help support through its profits.�



	It became clear to Francis and Tess that their business is not only for themselves and their family but also for those who are poor.  It was also a joy for them to recognise that they have finally found the way to make sharing part of their business policy and management.  In order to help the poor more, they felt the need for transformation, expansion and business development.



	2. Taking the First Steps - Making the “More” Concrete



	At the beginning it was not very clear what direction to take:

We were not too sure of how to proceed after hearing the call of Chiara.  We just left our hearts open to whatever inspiration would follow saying “yes” in our hearts to what we felt was actually God’s call to all businessmen through Chiara’s message.�



	Soon after, God has slowly unfolded the next important steps to take. The couple, after a meeting of those who were willing to participate in EcoM, was able to talk to Tita Puangco, who was then resigning “her job to embark on the adventure of beginning a new enterprise, a management and organizational development consultancy, that would adhere to the principles of EcoM.”�  Thus Ancilla was born.  A company that adheres to EcoM which we have already discussed in chapter five.

	This encounter with Ms. Puangco was providential because it gave the Ganzons the chance to know what was the right direction that IRB needed to take in order to realize EcoM in the rural banking industry.



	a) April 1991: Taking a New Vision

	The suggestion by Ms. Puangco was an initial visioning and planning session for IRB.  This materialized at DAP (Development Academy of the Philippines) in Tagaytay City with IRB’s key personnels and staff who were with the bank through the hard years, and who had great potentials for growth.

	Tess recounted this important event in the life-history of IRB with enthusiasm:

And in that seminar, we let our dreams fly.  For the first time, that week-end of April, we learned to set targets, KRAs, program of action, etc.  Just to say how raw we were in the area of organizational development or even financial management, when a lecturer asked our “happiness rate” or what rate of return or bottom line figure we wanted to target, we stared blankly for more than a few minutes unable to answer.  We realized that thus far, the only ratio we were all familiar with was past due ratio!  So you might say we came out of figures more or less taken from imagination - or based on historical figures.�



	So one can imagine the excitement of everyone who participated in the seminar.  All went home excited and united in heart, and in mind, and in effort to make their dreams come true:

We had clear-cut, measurable goals - even then expressed more in growth targets than income figures, because really running a business is more exciting when one is chasing goals such as position in industry, above average growth, but it is really secondary to the satisfaction derived from achieving other goals.�





	b) Organizational Development

	Though Francis and Tess tried to foster a family-like atmosphere within the organization all throughout the years, yet they felt that to make the “something more” of EcoM concrete needed an intervention in organizational development in order to help IRB focus.  This second step ensured further a continuity of vision and action, of dream and reality:

With Ancilla to help us out, we devised a training curriculum for our staff, focusing our discovery and reinforcing the strengths that had seen us through the difficulties as an organization - service, orientation, loyalty, competence, professionalism and sharing a deep sense of faith in God who we believe had seen us through our difficulties and would continue to be with us in our endeavors.  We learned to identify what kind of people we needed and wanted to have so that..., we had already a clear idea of what type of person to employ.�



	This means that

every single member of the organization knew where we were going, how we were going to get there and got excited enough to want to be part of the growth process.  In short, we got focused.�



	The needed assistance for a better organization of IRB truly contributed in renewing management and bringing it into a more advantageous position:

For so many years, we were used to a fire-fighting, crisis management style.  Now we were learning that in order to go further, we would have to systematize, delegate, empower people - in other words, build an organization that would go beyond the personal charism of its leaders which had been up to a certain extent, its main selling point or what had been holding it together for the past...years.�



	This successful organizational development of IRB prepared it for its eventual expansion in the province of Batangas.



	c) Expansion Program

	Equipped with a greater competence, IRB slowly expanded by establishing five branches in the province of Batangas from 1991 to 1994.

	On November 11, 1991, IRB San Pascual was inaugurated, followed ten days later by IRB San Jose.  The following year, IRB Cuenca opened.  Two more branches followed in 1993 - IRB Rosario and IRB Mabini.  The 6th branch, IRB San Juan, opened in the third quarter of 1995 and two more branches in the municipalities of Nasugbu and Calaca were established by the first semester of 1996.�

	The bank’s adherence to EcoM has helped the bank to develop further and to realize its potentials by being rooted in faith and by working together in unity.

	We must admit that the strategic partnership between IRB and Ancilla, two businesses for EcoM, was fruitful and significant for EcoM.  We can affirm that

through the years that followed, Ancilla and the top management of IRB worked together to transform the organization of rural financial institution.  Recognizing that the human person is the center of an enterprise and the decision of spreading the culture of giving in the entire organization...underneath all the human development concept by a solid faith in God, openly acknowledged by all, and a commitment to do everything at the workplace at the light of His teachings in the Gospel.�



	We now take a look at the “something more” in IRB’s network of relationships ad intra and ad extra.



II.  QUESTIONS OF RELATION: SIGNIFICANT NETWORK-RELATIONSHIP



	It will be hard to exhaust all pertinent answers to the questions of relation from 1957 till the present.  The inquiry will be limited to the period when Francis and Tess finally took over the bank’s management.  

	We may note in passing that a typical mark of IRB’s relationship since its foundation is the family-like atmosphere fostered with employees, clients and with the community.

	Basically, there was already a humane and healthy network of relationship operative  within the bank.  But with the re-direction of the bank in view of the EcoM, the “something more” of faith actually spiced up and deepened the values that were already held dear by IRB.

	It is safe to say that EcoM did not change the relational values of IRB, instead it improved the existing values, renewing them from within by the Gospel, making them more attuned to needs of organizational development and authentic Christian solidarity with the poor. 



A. Ibaan Rural Bank Ad Intra



	1. Keeping the Family-Atmosphere

	The key to the bank’s success, particularly after Francis and Tess took over the bank’s management, beginning in 1978 up until now, is the experience of every employee� that being with IRB is really like working with and for one’s own family:

From the time we started working in the bank with just 21 employees, we have always tried to foster a family relationship. Here in the rural areas, this is not too difficult as most relationships are personal.  But even more so because there were great difficulties to overcome....We became very close as we sought each and everyone’s help in overcoming that crisis.�



	Without exaggeration, one can openly admit that the family atmosphere was a core value of IRB� since the beginning and it has in fact assured a good relationship between the owners and employees in good times and in bad times.

	With the growth of IRB, and with its re-direction in view of EcoM, the family atmosphere as a core value remained and was  creatively enhanced:

Even now that we are bigger, we have tried to maintain this kind of relationship.  We plan together, set our goals together -- among the managers, then among the branch or department employees, so that everyone knows where we are all going.  Responsibilities are shared and decentralization and autonomy are pursued as far as practicable.  We think that in this way our employees feel empowered and inspired.�



	It is clear that having a family-like relationship within the organization is not the same as living a peaceful co-existence nor is it equal to having good sentiments, and occasional manifestations of personal benevolence on the part of the employees towards the owners and vice-versa.

	Keeping the family-like relationship is above all, more than before, an existential condition of taking the welfare and the good of the other as one’s own.  In more concrete terms, this means preserving the unity of mind and action when it comes to the bank’s vision-mission.  This also means the capacity of every IRB management staff and employee to share their individual gifts and expertise magnanimously.



	2. Rainbow Life: Balance Life of a Christian Worker

	A program designed by Ancilla, called Rainbow Life, had a tremendous effect in the life of IRB staff and employees.  This program made a difference in the total quality performance of employees:

Ancilla designed a training module called “Rainbow life”, based on the premise that the life of a Christian worker must be a balance of a different “colors” - like a rainbow.  The many different aspects of life, such as work, social relationships, prayer, home, health, studies, training, communications must be in harmony.  This training program has proved very successful with all our employees.�



	In my personal interview with the management staff and employees, from the janitor to the manager, I realized the effectivity of “rainbow life” in the daily life of every employee.  Even the janitor who has been working with the bank for more than 20 years,  told me enthusiastically that the training has been one of the best gifts he received from the bank.  It has re-oriented his life to achieve greater balance.�

	If the work is personally fulfilling because it is done with a different perspective then the effect to the company is also equally productive.  Francis and Tess affirmed that the employees’ performance improved “during the period of time we have worked with Ancilla, we have been averaging 50-60% annual growth in resources”.�         

	Through EcoM’s inspiration, the typical family atmosphere of IRB was greatly enhanced by providing opportunities for all employees to grow personally and professionally.







	3. Professionalism at the Workplace

	Aside from aiming at personal integration, the bank also sees to it that adequate salary for all employees and various training not found in most rural bank institutions are provided:

For our part, we have tried to offer opportunities, not only for financial gains but also for professional growth and training unlike most rural enterprises.  We strive to have facilities that make our worker feel they are not far behind their counterparts in urban areas.�



	To further bolster excellence, the bank has offered scholarship program for its regular employees who are capable and willing to take MBA courses.�

	Professionalism in the workplace starts with the process of recruiting and accepting new employees.  Learning well from the lessons of the past, the bank ensures that nepotism finds no place in the institution by providing the necessary measures:

An applicant undergoes examination and interview procedures to become part of the organization and since “having connections” is not part of the selection criteria each one takes pride in having qualified to become part of the organization.�



	The bank invests on the optimal growth of every employee.  In the heart of Francis and Tess, this is a commitment that has been strengthened by the challenge of EcoM to effect organizational change by beginning with personal change.  In other words, the formation of new persons proposed by EcoM is imperative not simply for material gain but more so for total corporate and personal Christian well-being:

We then strive to allow our staff to develop to their fullest potential - not only as bank employees but as well-rounded, productive Christians.�





	4. Sharing the Fruits of Labor

	Like a natural family that rejoices in the other’s joy, and carries the other’s burden, celebrates the other’s triumph, and partakes in material gains,  IRB understood well how to put this aspect concretely by providing bonus and profit-sharing system and recently, thanks to EcoM, a privilege to become the bank’s shareholders.  This new system of bank employees becoming shareholders brings a powerful message to all IRB’s employees:

Most important of all, we have instituted a bonus and profit-sharing system.  This effectively brings home the message that the fruits of everyone’s labor will be shared by all.�



	The EcoM has pointed out how to live in a better way the sharing of material gains:

After three years of service our employees also earn the privilege of becoming shareholders.  They partake of dividends earned by the corporation, over and above their normal salaries, health and loan benefits, bonuses and profit-sharing.�



	This novelty did not happen by chance.  It came as a consequence of EcoM:

This novelty (of employees being shareholders) is also a consequence of the new economy that Chiara Lubich envisioned when she first spoke of the Economy of Communion.�





	5. Some Feedbacks and Experiences

	Two IRB employees, who have been working with the bank for more than 20 years, have underlined that IRB has a committed human resource that tries to render dedicated service.  They are both convinced that working with IRB is working for a family.�

	New employees aside from noticing the family atmosphere that pervades the office, are also enthusiastic in discovering that there is no bureaucracy in the management and communication is always transparent.�

	The strongest experience of all employees, is their privilege to share in the bank’s profits and eventually become the bank’s shareholders.�  Many mentioned that when this new scheme was introduced by the bank, their motivation for working has changed.  

	Work acquired a new culture, it became a way to give, to help others and it encouraged everyone to work even better.� 

B. Ibaan Rural Bank Ad Extra



	The experience of IRB proved that a bank can put the Gospel into practice without compromising its operation and profitability. IRB believes that the Gospel is a powerful guide  for the bank’s kind of service.



	1. Relationship with Clients  

	Francis and Tess sincerely admit without fear that their basic disposition  in dealing with clients is the way proposed by the Gospel:

Basic to our dealings with our clients, be they depositors or borrowers, is our belief that we have to recognize Jesus in each one.  Living the Gospel means listening carefully to each client’s needs and responding to them with love.�



	This basic disposition is not a pious reflection made after a beautiful retreat.  It is based upon experiences born out of a conviction that the Gospel needs to be lived out; it needs to be actualized in daily life.

	The couple shared some experiences showing the value of putting the Word of God into practice.



	










	
a) Walking an Extra Mile	

	Due to ignorance, some borrowers lack certain requirements that would qualify their loans as a legitimate project.  This situation becomes a concrete occasion to walk an extra mile with the client:

Sometimes, the collateral is insufficient for the amount needed for a legitimate project.  We go the extra mile in preparing paperwork (feasibility studies, projections, etc.) so that the loan may qualify for government programs that offer guarantees to cover collateral insufficiencies.�



	Due to constraints brought about by the social milieu and by lack of information, many people were not very much keen about the maintenance of legal titles to properties.  So IRB often facilitated some clients’ transfer of titles:

Because we are in rural areas where people are not so particular about maintaining legal titles to their properties (sometimes these are still in the name of ancestors long gone), we also go out of our way to teach them the process for obtaining the necessary transfer of title so they can borrow against their property.�



	

	b) Learning How to Bend

	IRB makes it a point to deal with every client, particularly with every borrower, in a manner that really seeks the best solution to whatever difficulty.  This is not an easy exercise for this entails a lot of patience and ability to understand the client without compromising the truth.

	Francis shares how the bank helps clients overcome difficulties:

should any of our clients run into financial difficulties, we sit down with them to determine the causes and work out solutions.  In many cases, re-negotiate their loans, stretching the period of repayment, waiving certain penalty charges, refraining from litigation so they don’t incur additional legal fees, etc.  This gives them a chance to recover so they avoid losing their properties to foreclosure.�



	It is uncommon to deal with clients in this way.  Francis affirms that the bank could profit more from speedier foreclosures but he still believes that

as long as there is active and constant communication, we hold off foreclosure procedures as long as we can, even if the bank stands to profit more from speedier foreclosures.�



	But when foreclosure is inevitable, the bank still provides the maximum leeway:

And in the event of foreclosure, we give them also the maximum leeway to redeem their properties, sometimes well over the prescribed one-year redemption period, as long as we see some effort on their part to service the loan.�	



	Francis narrated how God’s providence, the hundredfold, was never lacking:

A very strong reality in my everyday transactions, especially in dealing with borrowers who came to ask for restructuring for their accounts or to redeem assets foreclosed by the bank is the phrase “give and you shall receive the hundredfold.”  Many times, a farmer comes to redeem a piece of land foreclosed over ten years ago and his offered payment is less than what the due amount is.  After thoroughly interviewing him and seeing there is no other means of raising the additional amount, I find myself accepting the proferred payment.  Then later on, during the week or within the month, another transaction pulls through where the bank earns an even larger income.�





	c) Loving in Truth and Deciding in Unity

	Though the bank tries to accommodate clients’ needs with much consideration, it also understands that it needs to live by the truth when it comes to cases of abuse and other violations:

While we stretch ourselves for clients who have valid reasons for falling in arrears, on the other hand, if the client cheats, diverts money from the original purpose, or simply loses interest in paying off the account, we make use of all legal means to collect the debt, not only to recover or protect the bank’s investment but also to make the point that availing credit is a responsibility that people have to take seriously.�



	The bank is fully aware of its great responsibility in managing well other people’s money and it is equally conscious of making a balanced decision and taking needed risks without putting in danger the bank’s reputation:

In the business of handling other people’s money (depositors) and lending this out to borrowers, we have learned that we have to maintain a professionalism born out of knowledge that ours is a heavy responsibility.  We have to be prudent in decision making while not losing track of our mandate to be a prime mover of rural development by making credit available to businesses in rural areas.  We try to balance the need of the borrower with the capacity to repay loan.  And while we take risks, it is never to the point of undermining the return of the depositors’ money entrusted to us.�



	Making the right decision and keeping the balance is not always easy.  But for Francis and Tess, the secret lies in doing things together in unity:

A great help in maintaining this fine balance is the practice of making decisions in consultation with each other, in unity, as well as with our managers.  This practice screens out highly personal considerations and ensures more balanced decisions.�





	2. Relationship with Fellow Bankers

	In a highly competitive environment of the banking industry, it is easy to take others as threats to success.  But this is not always the case.   Some rural bankers have started to share the “secrets” of their success like IRB.  Sharing secrets of success is IRB’s desire to see other rural banks improve in quality service:

We freely share the “secret” of our success (basically a commitment to serve) with fellow rural bankers because we believe that there is room for growth for every enterprise and that increased competition will always benefit clients.  Besides, we would be happy to see service become a way of life for all businesses.�



	Francis and Tess share that it is still possible to live Christian love in a highly competitive world.  This entails a real concern not only for one’s own bank but for the whole rural banking industry itself.  And this can only be realized through constant exchange of experience and mutual relationship:

We try to maintain a truly fraternal relationship with other rural bankers. We underwent some difficulties during our early years and we share with other banks in a similar situation how we were able to overcome these difficulties.�



	Reciprocal enrichment is the best fruit that one can reap from the rapport of goodwill with other banks:

In the same manner that we learned from those who were more developed, we also share experiences with fellow bankers about more advanced products.  This openness has led more and more banks within the federation of rural bankers to be similarly open with their experiences.�





	3. Relationship with the Community

	Had it not been for the support of the Ibaan community, the bank would not have made it through the years.  We can say that the rootedness in the values of the community, and the late Bienvenido Medrano’s mission and commitment to see his native community progress, served as the foundation upon which IRB stood undestroyed in spite of all the difficulties that it has encountered.  This was the first generation’s legacy to the community.

	When Francis and Tess took over, they built upon this existing legacy through different initiatives that were not just concrete expressions of human indebtedness and generosity but as the best way to help their townmates help themselves.  




	a) Overcoming Usury in the Community�

	Francis narrated how many public school teachers and small businessmen fell prey to usury (the popularly known 5’6).

	This practice has been going on for some time in Ibaan and people were helpless to go against it when resorting to it is the last solution for a pressing financial need.

	Through the bank, Francis offered financial assistance to teachers and small-scale businessmen, first, to pay in full what they owed to the usurers; second, to help them in extreme needs.  The bank did not exact any interest as long as those who were given the assistance gave their due on agreed date.

	This initiative has helped educate people regarding the evils of usury.  For some time now, usury has been gradually eliminated from the town of Ibaan.  If people have any pressing financial need they usually go to the bank for assistance.



	b) Loans for Tenant Farmers without Collateral�

	Another initiative that IRB pioneered in the town of Ibaan is the granting of loans, up to a certain amount, to tenant farmers without any collateral.

	The bank has set aside a foundation in order to provide a micro-credit for these tenant farmers.  The maximum amount granted is P.5,000 pesos.  No interest is exacted.  The only assurance is trust.  Almost all borrowers from this micro-credit were able to pay back their dues in time.  Others were granted bigger loans after they have showed their sincerity to collaborate with the bank.





	c) Continuing the First Generation’s Commitment to 			   	Development�



	We have mentioned in the first section that the bank was pioneering in early savings mobilization, and in developing the agri-business sector and the community.

	IRB management has continued and improved these pioneering initiatives:

Even with the passing of the management reins to the second and third generation..., the desire to be an active player in community development is continuously given flesh.�



	For the past 10 years, IRB has sponsored various technology seminars “aimed at improving productivity of livestock producers in the province and invited experts from UP Los Banos to address clientele in various municipalities of Batangas.”�

	IRB also supported various consumer awareness fora and it has been actively involved as an institution in various citizen’s electoral groups.

	Recently, IRB started a scholarship foundation “which at present, supports 19 scholars in the secondary and tertiary levels.”�  The foundation also “co-sponsors a radio program aimed at spreading Christian values through the airing of positive experiences based on living the Gospel.”�



III. QUESTIONS OF GROWTH: FACTS AND PROSPECTS



A. Facts



	1. Statement of Growth



	a) 1990 - 1994

	IRB’s resources grew from P.73.7M to 317.8M in a span of four years.�  In the past five years, the bank sustained a 63.75 percent growth rate.�

	From 1991 to 1994, the bank’s deposits grew from 53.32M to 214.7M, and loans from 48.73M to 228.83M.�  Past due ratio has been consistently reduced from 19.22% (1990) to 5.95% (1994).  Stock value has increased by 61.50% (1994).�

	In 1992, IRB became the leading rural bank in the province of Batangas and tenth nationwide.�  In November of the same year, Central Bank “grudgingly” gave IRB a class “A” rating, providing the bank with a greater access to “participate in various long-term financing programs”, from both government and private financing institutions.�



	b) 1995 - 1996

	This period marked a leap in IRB’s performance.  The bank “recorded an impressive growth in the major areas of resources, deposits, loans, and best of all, income.”�





Comparative Financial Performance of IRB�

(In million of pesos)

1995 -1996

________________________________________________________________

                                             1996        1995	   Increase/      Percentage

						             (Decrease)    Increase(Decrease)



Total Resources                      851.42    493.64   357.78         72.48%

Total Deposits                         572.88    335.04   237.84         70.99%

Total Loans                              600.81    353.01   247.80         70.20%

Net Income                                 25.57      14.51     11.06         76.22%

_____________________________________________________________________



	Due to the gains mentioned above, the latest PDIC Communique of September 1996 gave IRB’s ranking in the rural banking industry:






IRB BANK in the Rural Banking Industry�

As of September 30, 1996



				Provincial		Regional	Industry

Assets			    1			   2		    4

Deposits			    1			   2		    3

Liabilities                         1			   2		    3

Capital			    1			   3		    7

Income			    1			   3		    6



		_____________________________________________

	

	c) 1997

	As of August 31, 1997, the bank steadily continued its growth after 6 months:





Figures as of August 31, 1997�

(in million pesos)

			

	                               1997                1996



Deposits                           699.438            572.88

Loans                               660. 512            600.81

Capital:

Common                             65.1 

Preferred                            14.6                          






	2.  Stockholders’ Returns

	As of March 27, 1997, the ROI of stockholders increased by a healthy 13.72% for 1995 figures.  This income is based on stockholdings which increased by 37% through last year’s stock dividends.�



B. Prospects



	1. Expansion Outside Home Province

	IRB looks forward to opening new branches outside the province of Batangas: “with resources of almost a billion pesos and with experience gained from serving 58,000 depositors and 3,500 borrowers, IRB looks outside the confines of its home province, Batangas, and confidently stands towards the next century.”�



	2. Towards A New Direction



	a) A New Name - IRB’s Vision�

	IRB hopes that by the year 2000, it becomes the leading Rural Bank not only in the province but also in the rural banking industry.

	In order to achieve this vision, the bank took a new name - Bangko Kabayan -- a name that stands for its vision:





THE VISION OF BANGKO KABAYAN�



In the year 2000:



		Bangko Kabayan is the leading Rural Bank with best, widest, and fastest service responsive to development and livelihood needs in the manner that only a true friend knows how to be.



		The officers and staff possess a greater love for God, people, and country, and render service with quality and honesty utilizing modern technology in a manner that will contribute to their personal and community progress.



		Bangko Kabayan is grounded on the principles of sound management and is committed to build an efficient and responsive organization that will pave the way for progress based on staff’s and the clients’ strengths and capabilities.





	b) Renewed Mission

	Aside from industry leadership, IRB wants to continue its mission of partnership with customers, growth, and development of its employees, optimum returns to stockholders, reliable strategic alliances and responsible corporate citizenship:





THE BANK’S MISSION�



AS ONE FAMILY:



Bangko Kabayan upholds clients’ interests through extensive, dynamic and personalized service that can only be offered by one who truly cares about his neighbor’s welfare.

The officers and staff of Bangko Kabayan can rightfully hope for continuing benefits for themselves and their families as rewards for loyal and worthwhile bank service.

Bangko Kabayan is committed to provide optimum returns to its stockholders through judicious management of their investments while fulfilling their aspirations for community development.

Bangko Kabayan stands by its strategic partners to maintain sincere and meaningful alliances towards each one’s economic growth and development.

Bangko Kabayan is the community’s partner in its efforts towards a total development involved not only in its economic endeavors but also in environmental, health-related, educational, spiritual, cultural and charitable concerns.








IV. STRENGTHS, WEAKNESS, OPPORTUNITIES, THREATS (SWOT) AND SUMMARY EVALUATION





A. SWOT�


�
STRENGTHS

Fast and personalized service

Competent and multi-skilled personnels

Offers varied services under an image of stability

Family-like atmosphere

Spiritually alive and values are always strong



Being one of the top 10 rural banks in the whole country



Accreditation with other financial institution



One of the top 700 corporations in the Philippines



Recipient of several awards and citations from different institutions









WEAKNESS



Absence of dedicated marketing department



Fast turn over of personnel



Minimal training given to new hiree



OPPORTUNITIES



Management puts emphasis on the creation of multi-skilled employees



Encourages its staff to go back to school and pursue higher education



Ability to open up additional branches



THREATS



The impact of AFTA , GATT



Devaluation of peso





B. Summary Evaluation in the Light of the Economy of Communion



	1. Company’s Edge

	The bank’s edge in the rural banking industry is its desire, motivated by the EcoM,  to help people in and outside the organization; and to continually develop as far as practicable in order to directly help the poor.

	In the case of IRB, helping people is not simply a formula and strategy for good business, it is the bank’s life and greatest source of fulfillment.

	IRB’s commitment to be of help to others was further reinforced by its adherence to EcoM.  The EcoM has actually encouraged and guided the bank to make greater leap.



	2. Significant Indicators of Network Relationships



	a) Management-Employees (ad intra)

	The network of relationship between management and employees is characterized by mutual giving and receiving within the ambit of a family atmosphere and professionalism.

	The indicators of mutuality are open communication, absence of traditional hierarchical structure, capacity to maximize resources, sharing of fruits of labor, commitment to realize the bank’s vision-mission.



	b) Bank-Client/Stakeholders (ad extra)

	Client and stochholders are considered as members of IRB family.

	The bank’s rapport with its clients and stockholders is also characterized by mutual support and help.  Besides, the bank offers its service with a strong awareness of contributing towards the development of the community and it draws from the Gospel its capacity to go down to the needs of clients.

	The EcoM gave a great boost to the bank’s way of service.  The recognition, brought  about by the EcoM, that the bank exists not only for its immediate beneficiaries but also for the least, has opened its limited view to wider horizons of excellence by creatively finding ways to directly improve the life of the poor.

	It is actually the thought of the poor that triggered the company to seek greater profitability thereby greater benefits for the bank’s clients and stockholders.



	3. Feasibility of the EcoM in IRB’s Experience

	It is evident that the EcoM was possible in the experience of IRB, first of all, due to the decision of the owners to embrace it and to give it a chance to effect a change in the life and policy of the bank.

	We can say that the EcoM triggered the willingness of the organization to perform to the fullest so as to serve the community.

	The experience of the EcoM in the life of IRB gave the organization important lessons:

Number one - “every obstacle can be a springboard to victory”.  We kept repeating this not only to ourselves but to our co-workers as well so that we were all encouraged to keep working - beyond perceived limitations ...�



Number two - good intentions are not enough to deliver good service, to care for our co-workers, and to grow as an institution.  For a small raw organization such as we were, we needed outside intervention and expertise to show us our potential and how best parlay our strengths to achieve wildest dreams.  We needed to be able to transform our concern and commitment to our employees into firm program for human resource development within the organization, recognizing that it was the committed and empowered workforce that was the secret of our success.�



And thirdly, striving to be of public service, of helping in the development of the community and nation - the dream can be fused, integrated, unified with goals...�



	In other words, the EcoM has inspired Francis and Tess to improve their present business and to propose an example that Christian values can be a powerful reference point for a productive and renewed economy.

	Francis and Tess recognize the EcoM’s impact on their lives and on IRB:

We felt that...[it] is timely and relevant.  It has encouraged us not only to do well in our present business but to be open to other opportunities that will enable us to develop the idea of a truly Christian economy at the service of God and humanity.�





	4. Obstacles to the Full Realization of the EcoM

	The greatest obstacle to the full realization of the EcoM in the rural banking industry is the inability of bank owners  to find the way how to integrate Christian solidarity, particularly the option for the poor, with sound business policy.  Obviously in the case of IRB, though it was not easy at the beginning, the EcoM was possible because the owners themselves were convinced that the EcoM provided the way to run the bank in a Christian way.

	Again the EcoM cannot simply be a matter of policy, it must be a fruit of renewed Christian life.  Here the formation of new men and women in the evangelical life is inevitable if the EcoM were to be realized in the right way.



Conclusion

	The experience of IRB shows that the EcoM is the Gospel’s spirit alive in business.  Tess and Francis underline this truth in running IRB:

For example, “Be perfect as the Father is perfect”, actually exhorts everyone to strive for excellence, not to be contented with mediocrity in the performance of one’s job.�



“Love your neighbor as yourself” is all one needs to keep in mind in order to be able to render excellent service to clients as well as colleagues.�



“That all may be one”, is the best inspiration to maintain a cohesive organization, striving to keep the family atmosphere in the workplace so that each and every worker feels he/she is an important part of the team and pulls together with the rest to arrive at a desired target.�



	Above all, the EcoM is not just a formula for the distribution of income.  More than this, it is a way of managing an enterprise with the confidence that the business exists because Someone Higher wants it not only to exist, but to grow, in order to provide for many of His children.
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