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Months from concept to award

 impact investment  
brokering projects funded 

Co-creation participants 

Expressions of interest received  DFAT projects applied or  
applying collaborative design

 Final proposals 

6

425

40 6
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The iXc and DFAT procurement collaborated to pilot this 
innovative approach to sourcing solutions in the design and 
implementation of the Frontier Brokers component of the SFI 
program. The iXc chose co-creation, given the complexity of 
this challenge and lack of consensus about a clear solution. 
The iXc worked closely with DFAT’s procurement department 
was running a program the Adaptive Design and Procurement 
Trial (ADAPT) at the time to test different approaches to 
procurement within DFAT programs. 

Using co-creation in procurement to 
facilitate collaboration and co-creation 
across public, private, and civil society 
sectors and source coherent solutions 
to improve impact investment deal 
brokering in the region 

DFAT issued a request for expressions of interest (REOI) 
in August 2018, seeking responses from “organisations 
experienced in the field of impact investing ecosystem building 
to share ideas and co-create with others a new mechanism 
for better connecting entrepreneurs to appropriate types 
of capital—the Frontier Brokers.” In particular, DFAT sought 
“innovative solutions to bridge the significant gap that exists 
between social enterprises and the capital they need to scale 
their impact” that had gender lens investing approaches 
featured prominently.12

DFAT received 40 expressions of interest and invited 25 
participants from 18 organisations to a two-day workshop 
in Jakarta, Indonesia. The group comprised a diverse set 
of players in the social entrepreneurship–impact investing 
ecosystem—including consultants, fund managers, 
accelerators and incubators, brokering platforms, program 
managers, enterprise support providers, and conveners.

Frontier Brokers seeks to address gaps in access to capital in the Asia-Pacific entrepreneurial ecosystem by directing more 
appropriate types of capital to social enterprises to scale their development impact. 

CASE STUDY

12. DFAT REOI 2 August, 2018. 

RESULTS

21



22

– Simon Cann-Evans, Director, Aid Procurement, DFAT 

– Jane Haycock, Director, Research, Special Projects, North 
American Liaison, iXc, DFAT 

– Co-Creation Participant 

“At procurement, we’d already been 
looking at a more collaborative basis 
of procurement. SFI as a program was 
an opportunity to roll out the model 
for collaborative procurement in an 
environment that was not only safe but 
had enthusiasts driving the process….
The idea of doing a Co-Creation to 
procure the implementing partners 
for Frontier Brokers was good because 
iXc had credibility and license to do 
so and [had] prior exposure to the 
USAID Broad Agency Agreement that 
proved that it could and does work. 
Particularly for a project with a research 
and development focus, we could do a 
pilot of this.”

“The design of the innovative 
procurement approach for Frontier 
Brokers allowed for early collaboration 
early with the market actors.” 

“The workshop allowed all the 
delegates to explore synergies and 
opportunities for collaboration that 
would help advance the space - 
particularly for delegates that had a 
common mission to bring a gender lens 
to their work.” 

The iXc partnered with the Criterion Institute, who drafted 
SFI’s Gender Strategy and are at the forefront of the  GLI 
field, to help design and facilitate the co-creation. The goal 
was to weave the themes of ‘gender and power’ throughout 
the workshop, creating a baseline understanding of these 
concepts among participants, to ensure that GLI would 

CASE STUDY

be at the heart of the program. One participant noted that 
“[a]nchoring on the ‘gender 101’ session on Day 1 was a 
very effective way of ensuring that participants could at 
least appreciate comments around gender and power 
dynamics even if they were not necessarily able to speak as 
knowledgeably about them as others. Not only did this set 
the tone for the conversations in Jakarta.” Another participant 
reflected, “[the facilitator] brought a powerful framing to it that 
leaves one thinking about the role of power dynamics across 
all of one’s work.” 

The interactive workshop was further designed to leverage 
the shared knowledge in the room to map current brokering 
activities in the region, prioritise brokering needs in the region 
that would also address gender inequities, and finalising the 
criteria for final Frontier Brokers proposals.
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Ultimately, the group reached a consensus that solutions 
should fall into one of two categories: bespoke brokering 
or networked intermediaries. Within these two categories, 
the group spent time developing design considerations 
that should be featured in each proposal. This is unique as 
participants who were selected based on their technical and 
regional expertise were able to shape the final RFP, meaning 
that the group had a stake in the design, even if they were not 
selected for funding.  

Bespoke Brokering refers to the customised transactions 
that move capital to social entrepreneurs through trusted 
relationships. Customised transactions require high-touch 
interactions with both investors and entrepreneurs. Due to 
the cost of these types of brokering activities, most actors 
are only able to complete small numbers of transactions per 
year. Participants prioritised customised over standardised 
transactions because they felt more room for innovation in 
these types of transactions within our region. The workshop 
participants agreed that DFAT would call for proposals for 
experiments in bespoke brokering that would significantly 
increase actors’ ability to move capital for gender equality and 
contribute to an evidence base for GLI. These experiments 
should contribute to an evidence base on different approaches 
to brokering that could be replicated across the region.

Networked Intermediaries are those who undertake 
brokering to be more networked, and to collaborate 
more actively together was agreed to be a priority for the 
workshop. Participants of the workshop were encouraged by 
DFAT to find ways to collaborate to benefit the ecosystem. 
The organisations in the room agreed that they wanted 
to continue to learn from each other more formally and 
started brainstorming structures for that to happen. While no 
arrangement was agreed in the room, there was discussion 
of a managed community of practice, network, that would 
continue to explore collaborations to enhance brokering and 
potentially attract both financial and non-financial support 
for these collaborations. DFAT agreed to receive proposals to 
support an inclusive network of individuals and organisations 
who want to innovate brokering practices throughout the 
regions. 

After the co-creation, participants were given a few weeks 
to form new partnership configurations and submit final 
concept notes. The process sourced 13 proposals and resulted 
in funding for four gender lens investing projects focused 
on bespoke brokering that began implementation in March 
2019. Additional funding was provided to one organisation 
to promote the idea of the ‘network intermediary’ by serving 
as the ‘Network Convener’ across the four Frontier Brokers 
projects.  

CASE STUDY
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Effects of the Innovative Procurement Approach

• Successful pilot of a pioneering procurement 
mechanism that increased efficiency and stakeholder 
engagement and led to uptake across DFAT and 
beyond

The Frontier Brokers co-creation created a proof of concept 
for DFAT that can help surface innovative, relevant solutions 
while improving procurement processes. Based on DFAT 
Procurement data, the average time from concept to contract 
for DFAT-funded projects is over two years. The Frontier 
Brokers Co-Creation engaged a myriad of ecosystem actors 
as described above. Among the four winning projects, 
two included new configurations of partners from among 
organisations at the co-creation workshop.

This process demonstrated to participants that DFAT is 
committed to engaging with and being guided by stakeholders 
across ecosystems to inform program design.13 One participant 
noted, “the ethos of co-creation developed went beyond 
collaboration between bidding organisations to include 
the contracting organisation, signalling to participants how 

serious DFAT is about working with and being guided by those 
organisations closest to the opportunities. This was well-
reinforced by the agenda and the fluidity … to ensure that we 
had ample structured and unstructured time to connect with 
different participants.” 

As a result of this innovative procurement mechanism 
pilot, DFAT was shortlisted for the final round of judging for 
Procurement and Supply Australasia (PASA)’s “Breaking The 
Mould – Best example of non-traditional procurement” award. 
The award highlights and recognises public procurement 
examples where there has been a demonstrably new, unique, 
or non-traditional approach taken.14

This innovative approach is now being replicated across 
other DFAT programs. Simon Cann-Evans observed, “Frontier 
Brokers was the pioneer for us. It was the first time that we 
designed and implemented an open process for procurement. 
We’ve now got a half a dozen projects that range in total 
value from 5 million to 20 million that are doing a reasonably 
similar process. They are incorporating collaborative design 
approaches instead of a more formal design process.” 

Key informants interviews revealed other parts of the Australian Government considering co-creation or co-design elements 
to procurement:  Department of the Prime Minister and Cabinet, National Indigenous Australians Agency, National Disability 
Insurance Scheme (NDIS).

CASE STUDY

13.  https://procurementandsupply.com/2019/10/dfataward

14. Ibid.

DFAT Procurements Applying Collaborative Design Approaches 
FIGURE XX:

Economic Cooperation Program for the Indonesia 
Australia – Comprehensive Economic Partnership

New Colombo Plan

Solomon Islands Infrastructure Program

Kiribati Education Improvement Project

Scaling Frontier Innovation

South East Asia Infrastructure and Economic 
Governance Facility

1. 2.

3. 4.

5. 6.
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Efficiency in the procurement process has been a feature of 
all projects that have applied or are applying collaborative 
procurement approaches. Across the six, the average concept 
to contract time was eight months, and for some this was in 
the context of COVID-19, which has delayed the timelines of 
most projects.

• Launch of four novel approaches to bespoke brokering 
using GLI created and driven by market actors

The co-creation workshop allowed DFAT to leverage the 
expertise of multiple stakeholders to generate ideas that were 
relevant to and cohesive with ecosystem needs and activities 
that would not have existed if DFAT were to have designed the 
program alone. Stephanie Kimber of the iXc noted,  “I definitely 
don’t think we could have got anywhere close to having 
such specific and relevant proposals without the workshop.” 
Because we didn’t know what we wanted, we didn’t know 
what to ask for. Without co-creation and brainstorming in 
Jakarta we would have been asking the market for the wrong 
thing.”  

Participants who were selected based on their technical and 
regional expertise were able to shape the final RFP, meaning 
that the group had a stake in the design, even if they were not 
selected for funding who shaped the content of the concept.

The iXc’s Jane Haycock noted, “The decentralised approach 
to program design encouraged higher risk, higher reward, 

and more ambitious proposals and helped bring  informed 
perspectives on market needs and potential solutions to 
address barriers to bespoke brokering in the region.” 

The four projects that were ultimately funded each take a 
different approach to delivering bespoke brokering. 

Together, the group makes up a set of projects that meets 
design criteria that would have been very challenging to meet 
in one project:

• Gender lens analysis to challenge/change power 
dynamics including looking beyond capital to women 
entrepreneurs

• Contribution to the work of a broad set of intermediaries 

• Potential financial sustainability by incorporating results 
into the operations of the organisation

• Building upon existing programs, players, platform,s and 
knowledge 

• Ability to create economies of scale or scope if the 
experiment is successful 

• Ability to tap into sources of local capital and respond to 
local contexts

• Ability to respond to the power dynamics of who pays for 
brokering and in whose interest the broker acts 

CASE STUDY
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FRONTIER BROKERS PROJECT 

SUMMARIES 

BIDUK “Berinvestasti Dalam Usaha untuk Kemajuan” 
(Investing in Business for Progress) or BIDUK for short is a 
lending platform aimed at meeting the needs of Indonesia-
based small and growing businesses, with an emphasis on 
those owned by women. BIDUK aims to show that flexible debt 
products are well suited to meet the needs of women owned 
and led enterprises in Indonesia (and throughout Southeast 
Asia). Ultimately, this project will help refine which debt 
products and services meet the needs of these underserved 
businesses. For more on BIDUK see page X. 

The Asia Pacific Notes Series are the world’s first fixed 
income securities to aggregate bespoke, fit for purpose loans 
to social enterprises from across the Asia Pacific region. The 
Notes Series, issued regularly depending on demand, enables 
social enterprises to access the capital markets in a timely, 
cost efficient and flexible manner while providing impact 
investors with a scalable, standardised, high-impact and 
diversified investment product that embeds GLI principles 
into its design. Working with regional and local intermediaries 
to understand the bespoke financing needs of the social 
enterprises as well as with capital market distributors to 
market the Asia Pacific Notes to mission-aligned investors in 
key markets in Asia Pacific and Europe. The Asia Pacific Notes 
are designed to meet institutional investor requirements of 
scale, standardisation, diversification and liquidity.

Impact Connect is an innovative brokering mechanism that 
leverages risk capital from impact-first investors operating 
locally and internationally, to stimulate financing for social 
enterprises and improve lender confidence in missing middle 
social enterprises.Through the strategic use of social impact 
capital and GLI, the brokering leverages the resources and 
expertise of local banks to stimulate financing, creating 
income and employment for low-income households. Impact 
Connect will focus on Indonesia and Cambodia. The Impact 
Connect model will use an innovative loan structuring 
method, basing principal repayments on business cash flow 
(rather than a fixed repayment schedule) to meet early-stage 
enterprise needs, ultimately reducing risk to both the banks 
and the investee enterprises.

Equity @ Scale led by IIX is developing the ecosystem for GLI 
by mobilizing three types of capital for social enterprises—
human capital in the form of investment readiness training; 
social capital in access to mentoring and corporate networks; 
and financial capital in the form of private sector equity and 
debt investments. With a decade of experience building the 
impact investing market in Asia-Pacific and driving women’s 
empowerment, IIX will leverage its ecosystem and gender-
focused approach to support the growth of social enterprises 
across the region.

• Delivery of support to nurture the network of partners 
implementing the Frontier Brokers projects

While there was no award made for Network Intermediaries 
proposals that were regional in scope, in response to a 
stated need from Brokers, DFAT made a grant to  one of the 
Frontier Brokers organisations (Good Return) to fulfill the 
role of a Frontier Brokers Network Convenor.  The creation 
of the Network Convenor role blended well into SFI Program 
objectives to increase awareness of SFI Program objectives, 
activities, and outcomes among ecosystem partners, 
development partners, and across DFAT. For more on this role, 
see Outcome Area 2.4 on page X. 

CASE STUDY
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While all of the four Brokers projects use innovative 
approaches to develop and deploy GLI products and services, 
Athena Global Alliance has developed a bespoke brokering 
proof of concept for the prototype BIDUK model. The lending 
platform—aimed at meeting the needs of Indonesia-based 
small and growing businesses, with an emphasis on those 
owned by women (WSGBs)—seeks to address the funding 
gap experienced by WSGBs which are often too large for 
microfinance lending, yet too small to meet the requirements 
of commercial lenders. 

Most formal financial intermediaries require standard 
collateral and audited financials when lending to businesses. 
This poses an unintentional bias against WSGBs, particularly 
in many emerging markets like Indonesia, where women are 
less likely to own assets (collateral) or receive financial loans 
without permission from male family members and are more 
likely to run informal businesses. 

CASE STUDY

Applying Innovative Approaches in 
Design and Implementation of a GLI 
Lending Platform 

BIDUK

The BIDUK model combines flexible financial products and 
business advisory services to close this funding gap for WSGBs 
in Indonesia. BIDUK’s model is built around removing implicit 
bias; one of how BIDUK does this is by providing unsecured 
loans (loans without collateral) to WSGBs, thereby minimising 
or eliminating barriers to these businesses accessing capital 
from the formal financial sector. Risk is partially managed 
through a relationship-based approach to building healthy 
businesses where trust between investor and investee goes 
beyond a monetary transaction. BIDUK’s $15,000-$70,000 loans, 
which may cover working capital needs, operating expenses, or 
revenue smoothing, is disbursed and repaid in 6 to 12 months. 
As such, BIDUK will demonstrate that flexible, commercially 
priced, debt products are well suited to meet the needs of 
WSGBs in Indonesia (and potentially, throughout Southeast 
Asia). The goal is for BIDUK to learn and grow with the client 
over several loan cycles, reinforcing their partnership between 
financial service providers and enterprises.15

15. https://www.bidukindonesia.com/our-value-to-clients
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BIDUK was the first of the Frontier Brokers to disperse funding 
applying a gender lens under the program, approving and 
dispersing their first two loans in June 2020. The first loan was 
to a woman-owned business that sources locally produced 
products for customised gift baskets using BIDUK’s rebate 
product in partnership with Swisscontact. The second loan 
was for replacing inventory finance for a company that creates 
biodegradable takeaway products made out of seaweed 
and bamboo sourced in Indonesia to help fulfill committed 
purchase orders.

• Hallmarks of BIDUKs model have been the following 
innovative approaches:

• Employing adaptive management and responsiveness 
to local context, 

• Establishing partnerships to supplement a start up 
operation,

• Building a pipeline based on referrals,

• Designing financial products tailored to clients’ needs 
and risk profiles

• Measuring impact through a comprehensive gender 
lens

BIDUK is unique among Brokers products because it is being 
built from scratch and lending its funds. In designing the 
model, Athena Global conducted primary market research 
to analyse client behaviors and needs, which enabled the 
development of a highly adaptive approach to design and 
early implementation. The methodology used was designed 
by Athena Global over years of experience to help put ‘clients’ 
at the center of the design. Fifty individuals were consulted 
through seven focus groups and multiple in-depth interviews. 
All were SME owners, and 70% of women were women.

BIDUK partnered with the local branch of international firm 
Ipsos to conduct qualitative research to understand better the 
market context and challenges and opportunities and pain 
points (financial and non-financial) of potential clients in the 
Jakarta area. BIDUK chose to pilot their approach in Jakarta 
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based on the hypothesis that “the capital city tends to have 
the most sophisticated and diverse types of businesses, which 
is a good market opportunity to test a variety of products and 
services.” Further, “ most technical assistance providers are in 
Jakarta, which we recognize our clients will need. We can learn 
a lot quicker because of the size and diversity in Jakarta, which 
will help us make an informed approach as to how and when 
scaling BIDUK outside of Jakarta might look like.”

During market research, it became apparent that borrowers 
were unfamiliar with unsecured loans (lending without 
collateral). This made it difficult to understand their 
perceptions as participants answered questions and 
demonstrated difficulty imagining scenarios in which they 
would be able to access capital without collateral. Still, BIDUK 
was able to develop a deeper understanding of potential 
clients, captured in three personas: holistic developers, agile 
accelerators, and cautious expanders. 

• Holistic Developers are driven by the desire to make 
a difference, meaning that their products are mindful 
of ecosystems (e.g., swim diapers - reusable diapers 
with low environmental impact). They focus on tapping 
extensive networks; therefore, while they initially look for 
seed capital, they require later more substantial sums 
as their businesses expand, in increasing increments. In 
supporting them financially, it is crucial to understand the 
vision and values of the business. 

• Agile Accelerators often are niche or innovative 
businesses with unclear visions, for which financial 
providers may not have the products they need. One 
example of this is branded coffee lounges, merging 
local coffee production with the events management/
hospitality industry. These businesses tend to have no 
seed capital; however, as they usually seek expansion, 
they are interested in large sums of investment with low 
interest

• Cautious Expanders are typically small, family, or 
individual owned small businesses, such as a retail shop. 
They have modest goals of wanting to remain their boss 
and be financially independent. They do not necessarily 
want to expand on a large scale. These businesses are 
generally skeptical about financing, especially informal or 
“newer” financial service providers like FinTech and P2P 
lending, because they appear risky in their eyes.

Employing Adaptive Management and 
Responsiveness to Local Context

16. https://www.swisscontact.org/nc/en/country/laos/projects/projects/project/-/show/rise-en.html
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The BIDUK team is “globally led and locally managed.” The 
concept emerged from Athena Global as an adaptation and 
resulted in the team being more responsive to the local 
context. The project’s desire for increased local ownership led 
to a shift from an all-expat team to a team with four local staff 
based in Indonesia, one ex-pat in the region, and the founder 
of the United States. The diverse team, which leverages 
technology to collaborate, helps to challenge assumptions, 
and bring ‘fresh eyes.’ 

Early-on, BIDUK intentionally identified partners in Jakarta, 
recognising that local partnerships would be essential to 
their success as a star-up operation. BIDUK has an evolving 
relationship with Instellar, an Indonesia-based participant in 
Frontier Incubators and the Brokers Co-Creation Workshop. 
Instellar is a purpose-driven company supporting social 
enterprises to grow their businesses and boost their impact. 
They work to accelerate innovation towards scalable and 
sustainable social impact through training, incubation, and 
consultancy. Initially supported with due diligence and local 
connections, this has been a mutually beneficial relationship 
as BIDUK has helped build Instellar’s experience conducting 
due diligence and underwriting for loans. BIDUK has also 
developed an Advisory Board with local leaders in the field, 

– Kaylene Alvarez, Athena Global

“The entire hiring process – from 
creating new positions to having 
candidates in place, took months and 
slowed down the activities by a quarter, 
at least… [However] the unforeseen 
team changes have actually led to a 
stronger team composition than the 
one mentioned in the original proposal, 
especially the Jakarta-based team.”

including Aria Widyanto, the Chief Risk and Sustainability 
Officer of Amartha. This Indonesia-based firm was also a 
participant in Frontier Innovators. All of these partners have 
proven vital in helping build out BIDUK’s pipeline of local 
enterprises. 

BIDUK also formed a partnership with DFAT’s Investing in 
Women (IW). IW was a ‘natural ally’ for BIDUK. Whereas IW 
targets a small number of larger sized investments, BIDUK 
aims to provide capital to the smaller end of the market. The 
two approaches have common goals:

• Seeking to catalyse a change in the market by 
demonstrating a strong business case for investing in 
women,

• Shifting the gaze of investors and financiers towards 
WSGBs through effective communications and marketing, 
and 

• Providing evidence to support their GLI hypotheses and 
aligned metrics.

• The four original IW partners have also been invaluable 
sources of the pipeline, references, and guides in the 
Jakarta market. 

BIDUK is partnering with Swisscontact’s Regional Investment 
Support for Entrepreneurs (RISE) Platform funded by the 
United States Agency for International Development (USAID), 
promoting collaboration between the two donor-funded 
projects. RISE provides investor readiness support services and 
technical assistance (TA) to companies with potential impacts 
in Southeast Asia. RISE aims to create an impact on the base of 
the pyramid by providing inclusive and sustainable support to 
small and medium enterprises with high potential for positive 
social, economic, and environmental impacts.16 

For BIDUK’s rebate product, Swisscontact provides targeted, 
pre-loan technical assistance to enterprises over a two-
to-three week period in developing pro-forma financials, 
conducting financial analysis, and building strategic 
plans, which helps reduce the risk of lending for BIDUK. 
Swisscontact’s technical assistance is subsidised and repaid 
on a sliding scale. With BIDUK, the last repayment made by 
their borrowers is a ‘rebate’ with an interest rate reduction that 
goes to covering the technical assistance that was provided by 
Swisscontact. 

Establishing Partnerships to 
Supplement a Start-up Operation
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New to the market, BIDUK has been relying on a referral-based 
approach to build its pipeline. Using referrals establishes a 
sense of mutual credibility on both sides of the relationship 
instead of simply opening up to the public. For BIDUK, this 
credibility has been especially valuable as an ‘unknown’ player 
in Jakarta and an atypical lender. In building their pipeline, 
BIDUK has found that: 

• Not all entrepreneurs have the financial literacy to 
understand different terms of loans. ‘They only hear 
the nominal figure.’ This can influence clients’ abilities 
to understand the terms that are in their best interest 
when borrowing. Beyond improving their understanding 
of borrowing, BIDUK saw the need to assist WSGBs in 
applying financial tools and develop leadership, coaching, 
and role models for WSGBs owners and staff. This includes 
helping entrepreneurs understand how to calculate 
interest rates to compare, understand how debt and 
equity can and should be used for different purposes, and 
think strategically about leveraging capital.

• Identifying technical assistance providers that 
understand the WSDG segment has been a challenge. 
“Most technical assistance providers focus on investors’ 
readiness for venture capital or later stage angel investing; 
the typical BIDUK client is 5-7 years away from this type 
of investment. The [technical assistance] providers are 
not wrong, but their services are a function of demand. 
Investors, donors, and others interested in impact 
investing need to be realistic about the current state of 
investment.” 

• Relationships between lenders and borrowers are 
more than transactional. On this topic, there are 
several findings:

• Finalising a deal requires guidance and a sense of 
‘partnership’ between BIDUK and the WSDG. Trust---
going both ways--is key.

• Having the referrer attend initial meetings to make 
“introductions” seems to bring further credibility and 
help communicate BIDUKs unique value-add.  

• There is a delicate balance to ensure that the 
relationship does not guarantee funding. Partnerships 
need to be formalised. 

• Extra care is taken in underwriting. BIDUK focuses on 
both the ability (measured by quantitative ability to repay 
the loan) and willingness (whether the client wants to 
make repayment a priority) to repay a loan. BIDIUK takes 
extra care to determine that it will not put borrowers in 
positions in which they cannot repay loans responsibly. 
Most WSGBs have an apparent willingness to pay, but the 
ability to repay is sometimes not well understood by the 
enterprises themselves. In Indonesia, many women will 
seek validation or permission from their husbands. As a 
result, husbands are often included in the ‘sales’ process. 
The dynamics at home will also contribute to their 
ultimate willingness to pay. 

Building a Pipeline based on Referrals 

Designing Financial Products Tailored to 
Clients’ Needs and Risk Profiles

Additional Indonesian collaborators include Kinara, PULSE, 
Moonshot Ventures, and SIAP. The latter two were members of 
the Frontier Incubators program. 

– Daniel Marantika, Business Development Manager, BIDUK

“BIDUK’s product is bespoke as 
compared to existing financial 
products, in a way that the structure 
of the financial product is built based 
on the result of the due diligence, not 
before the due diligence. This way, 
BIDUK can customise the product to 
match the client’s cash flow, while also 
pricing for the perceived risk.” 

BIDUK develops flexible financial products that are highly 
customised to clients’ needs and risk profiles. These include 
but are not limited to the introduction of a grace period for 
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BIDUK will gender disaggregate all data from inception, hoping 
to demonstrate the proof of concept that investing in women 
is investing in success. BIDUK, along with the other Frontier 
Broker projects, will track how their portfolio performs against 
six gender lenses: women as investors, women in the supply 

As a completely new financial intermediary, BIDUK was 
founded with an awareness of gender bias in the historical 
financial sector, and has built a system and structure devoid of 
some of the common structural biases found in most financial 
institutions.  These include:

• Gender balanced team (67% women; 33% men), and deal 
team (50% women)

• Gender balanced Loan Approval Committee (⅔ women)

• Gender balanced Advisory Board (50% women)

• Remove need for spousal consent in loan agreements

• Remove need for collateral

• Equitable family leave time that encompasses maternity 
and paternity leave; it also includes non-biological parents 
(for adoption and IVF) as well as care for family members 
other than children

• Non COVID 19 work from home and flexible work policies

Removing Unconscious Bias in 
the Investment Process, and as an 
Organization

Measuring Impact through a 
Comprehensive Gender Lens

– Kaylene Alvarez

“One of BIDUK’s innovations is also 
that gender is embedded in the fabric 
of our model, meaning that the core 
of our business is to demonstrate a 
successful investment process free 
from gender bias, rather than trying to 
retrofit gender equitable measures in 
an existing, discriminating process of 
investments. This means that gender 
lenses have been applied to all steps 
of our project cycle (or investment 
process), from building our pipeline, 
through running due diligence and 
collecting impact metrics.”

principal payments, considering moveable assets as collateral, 
and having variable repayment schedules based around actual 
cash flows. These products also reduce the focus typically 
placed on exit strategies for equity investments, as traditional 
liquidity events may not be realistic in these markets. 

BIDUK recognises that women value relationships and 
seek partners with whom they can grow the business. 
Subsequently, BIDUK makes efforts to build relationships with 
clients and engage them in larger local WSGBs ecosystems.

chain, women’s access to capital, women in leadership, 
products, and services, and workplace equity. BIDUK will 
also apply finance industry-standard metrics and test metrics 
that value women to understand their impact under Frontier 
Brokers. The team notes, “As part of the experimental nature 
of Frontier Brokers, we have committed to experimenting with 
metrics to work toward measurement paradigms that aim to 
VALUE women, not just count them ...our goal is to move the 
conversation on better ways to value impact, both socially and 
financially for investments made into SGBs, with the owners 
of any gender.” The project will also attempt to capture more 
substantive social equity impact through specific metrics, 
voluntarily reported by investee companies. The goal is to test 
the hypothesis that there is a positive correlation between 
transparency in reporting and reduced risk, to show causality 
between valuing women — as WSGB business owners, in 
leadership roles, and as employees — and reduced business 
risk.’
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Notably, BIDUK disbursed its first two loans in the height of 
the COVID pandemic. The BIDUK response to COVDI is to focus 
on resilience, calculated risk taking, and supporting longevity 
for SGBs.  The flexible and short term nature of its products is 
well suited to seeing enterprise through difficult circumstances 
resulting from unforeseen, external events. 

• BIDUK enhanced its due diligence process to include pre-
screens actual or strong prospects for income; references 
from long-term partners, clients, or suppliers; less focus 
on historical cash flows; and more focus on year-on-year 
expenses and incoming cash flows.

Responding to COVID

• BIDUK’s underwriting places “substantial weight on 
leadership and resilience; nimbleness to strategize in 
uncertainty; realistic grasp on immediate market trends 
and recovered expectations; and team commitment and 
attitude.

• BIDUK helps clients see TA for longer term pivots in a post-
COVID environment.
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