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ABOUT THE COVER

Lorem ipsum dolor sit amet, consectetur adipiscing elit, sed do eiusmod tempor incididunt 
ut labore et dolore magna aliqua.

Ut enim ad minim veniam, quis nostrud exercitation ullamco laboris nisi ut aliquip ex ea 
commodo consequat. Duis aute irure dolor in reprehenderit in voluptate velit esse cillum 
dolore eu fugiat nulla pariatur. Excepteur sint occaecat cupidatat non proident, sunt in 
culpa qui officia deserunt mollit anim id est laborum.

Lorem ipsum dolor sit amet, consectetur adipiscing elit, sed do eiusmod tempor incididunt 
ut labore..
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MIKEL ALBERTO M. ABOITIZ
CHAIRMAN, RAFI MICRO-FINANCE

MESSAGE FROM
THE CHAIRMAN

May your well of hope never run dry. Let us 
continue inspiring and guiding each other as 
we set our course onward to a new journey. 
As for the challenges that the coming years 
will bring, always remember, “Bugsay lang 
kanunay!”

In its five decades in service, RAFI Microfinance has encountered 
countless challenges that threatened to disrupt our operations 
and the lives of the people we wished to serve. But over the years, 
through focused collective effort, we have always found ways to 
emerge from each crisis triumphantly. One of the main things that 
fueled us through those tough times was our unwavering need to 
serve—to touch lives and shape the future in our own ways.

This sense of service was put to the test last year, when a 
pandemic crippled almost every corner of the globe. It was a 
time unlike anything we’d ever had to deal with before. That is 
why right now, I want to extend my deepest appreciation to 
those who stood with RAFI MFI during those difficult times. I am 
also filled with gratitude for simply being able to greet you on the 
other side of this dark time.

Although we may not be able to predict what will happen in the 
future, may we cherish the wonderful moments that we have now 
and celebrate the achievements that we have gained so far. 
For RAFI MFI in particular, I commend the team for the successful 
implementation of several initiatives in response to the COVID-19 
pandemic. Even with little time and limited mobility due to the 
nationwide lockdowns, you have been able to help through our 
products and services, as well as the efforts of our branches and 
trust staff.

The prompt realignment of goals and objectives was testament 
to just how much we value helping not only our client-
beneficiaries but also our own employees and, above all, the 
community as a whole.

We can’t rest easy, of course. We are not out of murky waters 
just yet, which is why I implore all of you to stay cautious—follow 
health and safety protocols, sanitize whenever you can, and most 
importantly, look after one another in these unprecedented times.

GOD-CENTEREDNESS
Places God at the center of all activities and undertakings, and embodies this 
in all aspects of social, professional, and personal life.

INTEGRITY
Aims to achieve the highest work performance according to the standards of 
RAFI wherein transparency, proper communication and adherence to ethical 
procedures are delivered in all transactions.

RESPECT
Maintains respect for all people without prejudice to status as the appreciate, 
recognize, and encourage innovations and contributions of other people by 
keeping an open mind.

SERVICE
Provides services that create impact to RAFI and the communities we connect 
with, by actively giving ideas, innovative solutions and talents.

CORE VALUES
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MESSAGE FROM
THE PRESIDENT

This campaign became the cornerstone that pushed for more 
efficient community-outreach project flow. This means that the 
process we have for emergency response situations is now faster 
and stronger than ever. 

More importantly, we wish to help families start anew with their 
lives. Although the pandemic has put the world at a standstill, we 
wanted to make sure that their lasting effects won’t hamper the 
spirit and faith of the families we care so much about.  

Our customer’s success has been the cornerstone by which we 
build our projects and campaigns around. That is why for such a 
challenging year, it was imperative to come up with projects that 
would deal with the present dangers of COVID-19.

All of this would not have been possible without the dedication 
of everyone who worked to make these ideas a reality. The entire 
RMF team has been unfailingly supportive of all of our initiatives. 
The Board of Trustees has been looking forward to the positive 
changes that these projects will bring about since day one. It is 
also heartening to see how RAFI Microfinance, a program unit 
that began with fewer than a hundred clients, has grown to serve 
close to half a million clients now.

I have nothing but the deepest gratitude to the nanays (and 
tatays) who remained steadfast in their determination to 
overcome adversity. They had to go through a gruelling year, but 
with tenacity and determination, they were able to find their way 
back up again. Inspiring stories of empowered people - this is just 
one of the reasons we exist in the first place. 

Take solace in the fact that we have changed people’s lives; 
this has always been at the heart of who we are. All I ask now is 
solidarity for those who have suffered and restlessness for all the 
future campaigns we have for those that survived the turbulence 
of the COVID-19 pandemic.

RAFI Microfinance has grown from simply assisting impoverished 
homes in the neighborhood to becoming a stable force in the 
community. Over the years, we have proven that we are one 
strong organization, capable of going above and beyond our 
original aim. From making sure that many families maintain 
a financially sustainable lifestyle to giving a lifeline to the 
communities we serve, we as an organization have reached 
countless feats through sheer will and perseverance. 

Our collective effort has ensured that no family is left behind. 
Those who dream of a better life can now actually take a 
step towards it. But no matter how strong and united we have 
become, nothing could have prepared us for the challenges that 
the year 2020 has brought. 

The COVID-19 pandemic put all the plans we initially had for the 
year on hold. It didn’t only affect us. It also affected countless 
other companies, families, and individuals who once had greater 
plans for the year ahead. It knew no gender, race, or wealth. Most 
importantly, it made people in underprivileged communities suffer 
even more. Threats of unemployment plagued these communities. 
Even more concerning is the loss of their livelihood and the 
financial burdens that the disease has brought.

The world quickly turned from a place rife of opportunities to one 
that’s cruel and harsh. Amidst the chaos, RAFI MFI wanted to shed 
some ray of hope to those who almost lost them.

That’s when our Walang Iwanan Campaign was put into action.

For the next step? What we can do next is 
look ahead and move onward, together.

MESSAGE FROM
THE COO
Every day, we are confronted with new challenges and 
opportunities. However, we always have the option of succumbing 
to the former or seizing the latter. But what if that option suddenly 
becomes too hard to do? 

The year 2020 was full of challenges that threatened to end 
not only livelihoods but the lives of many too. The effects of the 
COVID-19 pandemic were indeed grim. Loss of jobs, opportunities, 
income, and profits - these were just some of the things that 
many people and families had to face amidst a global pandemic. 

We, at RAFI Microfinance, wanted to make sure that everyone 
makes it through the other side of the battle safe and sound. That 
is why from our employees and stakeholders to the nanays and 
tatays that we serve, we made sure that everyone is getting the 
help that they need. 

RAFI Microfinance salutes all the families who chose to see 
opportunity in the midst of all the adversities they face on a daily 
basis, even more so last year. These women and men are not only 
bringing about change in their own lives, but they are also at the 
forefront of a new generation of empowered entrepreneurs who 
proved that they can survive even in the most perilous of times.

When the program first began, we only had a small number of 
clients. However, after more than 20 years of tireless efforts to 
bring our micro-enterprise initiatives to the most remote towns 
and provinces in Visayas, our client base has finally surpassed 
300,000 people. Now, we are slowly building up to our goal of

getting 450,000 clients, as we expanded further into Luzon and 
Mindanao.

RAFI Microfinance’s programs and initiatives aim to touch as 
many lives as possible, no matter the adversities that lie ahead. 
In the year 2020 alone, we have increased our social impact 
significantly. We did this by making sure that no one is left behind; 
that we always move forward as one team.

We welcomed more members into our team to help us see our 
goals through as the number of people who wanted to rise above 
their challenges grew. RAFI Microfinance is now a family of over 
2,000 committed and passionate changemakers.

But, beyond numbers and figures, we want to ensure that all of 
our efforts and projects remain focused on capacitating those 
who have been severely affected by the pandemic.  In 2020, we 
provided several financial interventions to help micro-enterprises 
restart and recapitalize. We released loans that amounted to 
over Php 5 Billion of loans . These loans allowed us to actively 
engage close to 148,000 clients. 

We also established and pilot tested the Small Business Loan 
product. Through this, 162 total small business borrowers were 
provided with access to financial services. In total, we released up 
to P19.2 Million, with an outstanding loan portfolio of P14.3M. That 
staggering amount is surprising given that we had to do all the 
implementations in the midst of a pandemic.

We were able to implement programs for our bugsay scholars, 
tap community mobile doctors for help, give out relief assistance 
and many others. We also channeled efforts in developing Sagip, 
a new product that aims to help our client-beneficiaries recover 
from the negative impacts of COVID-19. Following this, we soon 
launched Tindahan ni Nanay (TNN), an initiative that helped 
our clients continue their business operations through online 
marketing platforms like Facebook.

We saw exceptional people whose stories inspired and 
encouraged countless others. I have nothing but admiration and 
gratitude for these people for seizing these opportunities and 
turning them into something life-changing.

The RAFI Microfinance family deserves credit for making all of this 
possible. Your dedication and commitment have touched not only 
the lives of our clients, but also the lives of their families. Prepare 
yourself, because this is only the beginning of something even 
bigger. As we prepare for the coming years, may we remember to 
hold on to our values and continue to grow as one.

DOMINICA B. CHUA
PRESIDENT, RAFI MICRO-FINANCE

JONAR B. DORADO
CHIEF OPERATING OFFICER
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Capital Build Up Savings - A savings product 
aiming to help clients to develop habit of savings 
towards financial security and provide safety net 
in case of an emergency. The main intent of which 
is for clients to practice savings and to generate 
capital fund through their thrift and mandatory 
savings, by which they could run their businesses 
without any assistance from finance institutions. 
Savings can be used as a revolving loan fund which 
could be helpful for client self-reliance.

A money transfer service intended to offer 
complementary domestic remittance and money 
transfer services to clients and the community 
allowing them to send money to their loved ones or 
payment to suppliers. 

MICRO-
SAVINGS:

OTHERS:

PRODUCTION LOANS:

The Mauswagon Loan is a non-collateral loan (whose loan amount 
is based on the cash flow requirement of the applicant) with 
embedded risk protection services for credit, life and property 
insurance, and burial assistance as well as capital build-up 
targeting up-and-coming entrepreneurs who are willing to be a 
part of a cohesive group or a center.

Kabuhayan Hog Loan – A special loan for hog raisers offered to new 
and existing clients engaged in hog raising business with at least 
5 hogs in their business for the following purposes: Construction of 
pig pen, purchase of additional piglets, purchase of feeds. 

Mauswagon Plus Loan is a facility for micro and small entrepreneurs 
in rural, semi-urban, and urban areas intending to bridge the 
financing gap for their business needs such as fixed asset/
equipment acquisition and working capital, as well as providing 
them training to get a solid credit track record and experience 
leading to the build-up of their business size necessary for growth.

Maneho Loan - Intended to provide reasonably priced and 
inclusive access to appropriate microfinance services to male 
clients and non-clients belonging to the transport industry. 

13

SUPPLEMENTAL LOANS:

MICRO-INSURANCE:

Housing Improvement Loan – Loan 
intended to assist members and their 
families in improving their houses for them 
to have a comfortable living.

Education Loan - aims to help families by 
providing them access to finance school-
related expenses such as tuition and other 
school fees, school supplies, and gadgets 
for educational usage (e.g. tablet, laptop, 
smartphone, etc.) and ensuring that clients 
and/or their children can go to school 
or be able to attend school via virtual 
and/or distance learning and finish their 
education.

SAGIP (Social Assistance Geared for 
Indigent People) Loan - offers solution 
to a variety of emergency situations. It 
caters to fund clients in cases of health or 
calamity related agencies.

Kaagabay Insurance - Protects the family 
in case of accidents or death. It provides 
a 24-hour cash assistance, hospitalization, 
education offers solution to a variety of 
emergency situations. It caters to fund 
clients in cases of health or calamity 
related agencies.

Loan Redemption Fund - A mandatory 
micro-insurance product which provides 
financial coverage to liabilities in the 
event of death so liability will no longer be 
transferred to the next of kin

Family Relief Plan - Intends to provide 
reasonably-priced and inclusive access to 
appropriate services in case of death of 
clients. It aims to provide families funeral 
services and financial assistance aid such 
that it alleviates the burden the household 
carries in time of grief, by proactively 
responding to both the non-financial and 
financial necessities of the family in the 
time of mourning.

PROtecSure Insurance - A property 
insurance protecting the family’s home in 
the event of loss & damage due to fire and 
lightning, as well as other fortuitous events.
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“Sometimes, it is not the 
acumen in business that 
brings entrepreneurs 
to success. More often, 
those who master the art 
of generosity win the race 
ahead of time.”
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This has been Alma Padillo’s mantra since she decided to dip 
her hands in a buy-and-sell business some 20 years ago. This 
44-year-old woman entrepreneur from Sibonga, Cebu started off 
selling three baskets of string beans, tomatoes and cucumbers. 
There were birth pains in business and the journey wasn’t a walk 
in the park, according to Alma. But consistency was her secret. 
She’s making a small but steady profit. From selling limited kinds of 
vegetables, Alma ventured into a piggery business to augment her 
income to support her growing business and to meet the everyday 
needs of her family. Her hard work eventually paid off which led her 
to become a channel of blessing to others. 

Alma supported three farmers by providing them fertilizers 
and seedlings. She also put into good use the bio-waste from 
her piggery as an organic fertilizer for the farms. The produce 
was supplied to Cebu City’s wet market in Carbon, and this 
arrangement eventually led to the expansion of her vegetable 
buy-and-sell business.

Not long after, Alma’s innate ability to see opportunities led her to 
own a stall in Carbon market and later on, a small truck to speed 
up the delivery of fresh vegetables from the farm to the market. 
Alma’s growing business gave jobs to five regular employees and 
three seasonal workers. Her good reputation among workers 
and farmers also enabled her to financially support a total of 20 
farmers in 2019. She also proactively sought business owners she 
could contract as buyers. Until one day, she became a supplier for 
George and Cathy Corporation, a renowned fruit and vegetable 
wholesaler in Cebu.

More business opportunities continued to open for Alma, landing 
her a contract as an exclusive supplier of cucumbers for a 
shawarma restaurant. Additionally, Alma also became a vegetable 
supplier of Dumanjug Beach Resort as well as in Olango Island and 
Danao, Cebu.
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LIFTING OTHERS

SUCCESS STORIES:

ALMA P. 
PADILLO

The Covid-19 pandemic has convinced all agri-entrepreneurs to remain resilient more than 
ever. Already battling the highest poverty incidence pre-pandemic by 31.6 percent, the 
global health crisis has made the situation worse for farmers given the border controls 
and limited movement but a seasoned business owner, who has been through the ups and 
downs in business, knew one thing – there is no other way but to rise and lift each other.
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GROWING
STEADFAST
Looking ahead, Alma remains steadfast in growing her 
agribusiness. She believes this is the only industry that will keep 
everyone’s jobs alive because food is a necessity. From piggery 
and selling vegetables, Alma eyes to overwhelm the market with 
spices one day. In fact, she is currently doing the groundwork 
for her upcoming spice production business, which has a big 
market demand with high returns. Alma plans to devote her 
time in this new venture while looking for a new space in Carbon 
market to accommodate more fresh vegetables to sell. 

Alma’s resilience in business amid the crisis is highly 
commendable. But what is truly inspiring and worthy of 
emulation is her generous heart in helping more people rise 
and survive this pandemic. She could have chosen to close 
her eyes and secure her family’s future but Alma chose not to, 
knowing that these will be the same people who will help her 
bring her business to greater success.

Indeed, we will truly rise by lifting others.

PANDEMIC:
A TEST OF FAITH
Alma thought this winning streak in buy-and-sell business could 
go on for long without any challenges. Then the life-threatening 
Covid-19 pandemic entered the country, which literally put 
everything to a stop. 

Although vegetables are considered essential goods, Alma’s 
business was challenged due to border controls and limited travel 
movements. Closure of restaurants and other tourism-related 
businesses were put on pause, causing a dent to Alma’s list of 
clients. But despite the rising cases of Covid-19 in Cebu and their 
fear of getting infected by the coronavirus, Alma and her husband 
continued to sell and deliver their vegetables to Carbon market to 
ensure a continued supply. 

As a precautionary measure, they isolated themselves from their 
children by sleeping at the pig pens every time they return from the 
city. They set aside their fears knowing that God is in control just to 
be able to provide food for their family and ensure their partner-
famers and their families of continued livelihood during these trying 
times.

Because of this generous gesture, Alma’s partner farmers grew 
from 20 to 36. And despite the over inventory of vegetables left 
unsold due to limited mobilization, Alma fulfilled her promise of 
paying the farmers their full contracted amount. This benefited 144 
more people within the farmers’ households.

Alma’s selfless desire 
to help the farmers was 
known in her community. 
Because of their trust and 
confidence in Alma, 16 other 
farmers approached her and 
asked for her support. Alma 
willingly responded and 
extended a helping hand.

19
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Success is sweetest when it is shared. This was 
Lucilla Canete’s secret to a non-stop business 
growth. Armed with a “can-do” attitude and 
a “we” mindset in business, this 34-year-old 
micro-entrepreneur proved that  business 
grows faster when you help others grow.

THE POWER OF ‘WE’ Lucilla didn’t have a business background nor obtained 
a college diploma. But what she lacked in education, 
she made up for in street smarts and determination. 
After all, she has a big family to support.

As if pre-destined to be a successful entrepreneur, 
Lucilla made good use of her P2,000 to open a sari-
sari store in Barangay Canaocanao, Tabogon, Cebu in 
2005, selling essential goods that are needed in every 
home. Not long after, her small venture became the 
community’s go-to-place for household products until 
it morphed into a general merchandise that it is known 
today.

This unexpected growth, which was a result of hard 
work and determination, enabled Lucilla to share 
her success by opening doors of opportunities to 
neighbors to become resellers of her beverages. Lucilla 
now employs four workers, two of whom are regular 
employees. She also hired a senior citizen, who helps 
her look after her humble store.

SUCCESS STORIES:

LUCILLA
CAÑETE

20
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MOVING FORWARD

DIVERSIFICATION
After dipping her hands in retail, Lucilla knew there’s so much 
to explore in business. Taking a leap of faith, she diversified 
into hog raising and fattening business. She partnered with 
five members of RAFI Micro Finance Inc. (RMF) and three other 
neighbors to run the newfound venture. She also engaged her 
retail employees to learn agribusiness.

In 2018, Lucilla invested in poultry business, working with 12 egg 
resellers and tapping fellow RMF clients and seven others as 
direct buyers. To help her run the poultry operations, she hired 
six regular employees and two seasonal staff.

All of Lucilla’s businesses were performing well, each providing 
steady income and jobs to people that depended on it, until 
the Covid-19 pandemic entered the Philippine shore and had 
since been wreaking havoc to all industries –including retail 
and agribusiness.

But having gone through life’s difficulties, Lucilla knew this storm 
will soon pass through. Instead of losing hope, Lucilla looked 
at the pandemic as an opportunity to provide more jobs and 
open business opportunities.

Amid the mobility restrictions, lockdowns, loss of jobs and store 
closures caused by the pandemic, Lucilla was still able to cast 
a ray of hope by providing the community and RMF group 
members an opportunity to earn money through her different 
micro businesses, primarily as resellers.

By God’s grace she was able to retain all her salaried staff 
without any pay cuts during a gloomy business environment 
where almost all businesses have streamlined their operations 
and cut back on expenses including salaries.

And Lucilla didn’t stop there for she knew she is in a better 
position now to be actively helping more people during this 
crisis. She involved herself in relief efforts to cushion the impact 
of the pandemic to the community. Lucilla donated rice to 20 
families in her locality. She also extended financial support to a 
scholar to help him complete his academic modules as well as 
to poor church members.

Lucilla also initiated a donation drive through her social media 
account which raised P120,000 to help provide essential goods 
as supplemental assistance to poor families in her barangay.

Because of her active community support and genuine 
concern for the welfare of others, Lucilla was designated as 
the focal person for the Refurbishment of the Health Center 
for Isolation funded by the Department of Social Welfare and 
Development- Kalahi.

With the local economy gradually rising up from that instant drop, 
Lucilla barred that she has big plans for her businesses. This year, 
she plans to scale up her general merchandise store by expanding 
to a new location along the Poblacion Highway to gain better 
visibility.

She also intends to attract and deploy more resellers, and provide 
credit access to small vendors to help them recover and finance 
their businesses.

In her hog raising/fattening business, she eyes to increase the 
number of sows from four (4) to twenty (20), and increase fattening 
from sixty (60) piglets to 100. She also plans to buy another boar.

For her newly opened poultry business, Lucilla want to expand the 
lot area to accommodate more chickens. She plans to double the 
heads from the current 540 and become a direct supplier of eggs 
in the municipal public market.

Lucilla’s plan to expand her business portfolio will continue. She 
plans to enter the water refilling business and invest in a fishing 
boat moving forward.

But in order to achieve these, she is resolved to immerse herself 
in trainings that will give her the opportunity to explore new 
techniques and strategies and deepen her business management 
skills to further sustain the businesses she had started and the new 
ones that she will enter into.

From a meager capital of P2,000, coupled by hard work, prayer 
and a generous heart, Lucilla’s life had been transformed. She 
became an empowered and grounded entrepreneur.

And as she worked hard towards achieving her goals, she did not 
leave anyone behind. She brought with her, her family and the 
community, whose lives she touched. For Lucilla, success is meant 
to be shared. And how she navigated her business during these 
uncertain times powerfully reflects what the power of a “can-do” 
attitude and mindset can do.
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Sometimes, it is not the acumen in business that brings entrepreneurs to success. More 
often, those who master the art of generosity win the race ahead of time. Fifty-year-old, 
Ruby Emmanuel is an example of reaping the fruits from the seeds of generosity she planted 
in the hearts of people in her community and even to strangers. Her shell craft buy-and- 
sell business which she started in 2011, blossomed into a little empire that attracts tourists 
here and abroad.

WINNING THE RACE

Ruby does not have an impressive diploma from business schools, 
nor got herself a crash-course to learn the science of “achieving 
success.” What she has is a heart that is willing to empower others, 
and help those who are struggling to put food on each meal for 
their families.

A resident of Brgy. Tagda, Hinigaran, Negros Occidental, a town 
blessed with beautiful capiz and nylon, Ruby joined other residents 
to make livelihood out of the resources her home-ground is wealthy 
of. Yet, among other men and women who are also making a similar 
livelihood, Ruby shines through, not because she is better than the 
rest, but her golden heart brought her to success she never even 
thought would happen to her.

The shell craft products mark a local tradition and have also 
become an attraction for both domestic and international tourists. 
This intricate shell craft business is not easy to get into, but Ruby, 
one of RAFI MFI assisted micro-entrepreneurs took this not as a 
barrier but as an opportunity to be more creative and resourceful.

Together with her husband and her three children, Ruby worked 
her way up in the business, while doing some other jobs during the 
day.  Not long after she started the home-based business in 2011, 
she gained the courage to focus on the business now supported 
by the entire family. Consequently, she became her own boss. 

In 2016, she expanded her business into shell craft and fiber 
lamination. Ruby thought of this as a way for her to not only earn 
but also help promote her town’s pride—the unique and beautifully 
designed shell crafts.

SUCCESS STORIES:

RUBY
EMMANUEL
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ACTIVE MICRO-
ENTREPRENEUR
Charting her way to inspire and be able to give more, Ruby managed to 
squeeze in her busy schedule to attend upscaling sessions particularly 
those facilitated by the Department of Trade and Industry (DTI). This all the 
more empowered her to be an activist for change, at least in her inner circle 
of community women.

Her visibility as an active micro entrepreneur in her village got the attention 
of the local government unit (LGU) and she successfully inked a partnership 
deal with  municipality of Hinigaran, which opened up more opportunities 
for her to sell her products to more individuals—locals and foreign tourists 
alike.

With help from the DTI and the LGU, Ruby found business partners who 
buy her handicrafts in bulk and showcase them in private sector resorts, 
government facilities, as well as in schools.

Her initial crowning glory is seeing her products installed at the Malacañang 
Palace, a fulfillment of a dream she never had. The sweeping fame led her 
to wider doors of opportunity, this time she enters the gateway to the 
global market.

In her speaking engagements as resource speaker for numerous trainings, 
such as Shell Craft Making and Workshops, Trade Fairs and Exhibits, 
and Technical Education and Skills Development Authority trainings, 
Ruby is generous in sharing herself and her not-so-easy journey as a 
‘Nanaypreneur’. 

Because success is meant to be shared, Ruby was chosen as one of the 
VIP resource speakers of RAFI MFI’s client trainings in 2019. By giving herself 
a little more than the ordinary, she can be facing a danger in molding her 
future competitors but her courage to share goes beyond the probable 
pitfall. Her heart knows no boundaries when it comes to paying forward.  

With enough savings from the business and sideline income as a resource 
person, she continues to spread and strengthen her wings by acquiring 
sophisticated equipment and machinery to achieve cost efficiency and at 
the same time improving her products through innovations to be at par 
with global brands. 

TRUE WINNER
As if her hands are not full enough from family, business 
and mentoring activities, Ruby is making sure that she 
allots time to capacitate other fellow entrepreneurs, 
initiate feeding programs every December, and 
provide free shell craft training workshop for students. 

Every month of April, Ruby offers summer jobs to 
deserving students in her community. She also gives 
off seasonal jobs for ten (10) unemployed people every 
month of August.

Today, Ruby employs fifteen (15) regular workers, eleven 
(11) from her buy-and-sell and shell craft and four (4) 
from her fiber lamination business. This includes her 
supportive husband and some helping hands from her 
children.

Without question, this 
inspiring Nanayprenuer 
is a true winner. The 
race still continues—in 
competition, market 
innovation, but she had 
already been marked 
as a winner to the 
hearts of people she 
touched along the way.
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“Her share to experiencing 
a miracle came to life 
when RAFI MFI  offered 
a hand to help her get up 
and overcome the greatest 
testing of her courage and 
dream to succeed.”
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Josephine De Lara’s world spiraled down when her 
small, yet thriving baking business suffered the brunt 
of COVID-19 outbreak in the early part of 2020. She 
could only wish to continue her store albeit the hard 
lockdowns, suspension of events and even less 
celebrations.

But almost instantaneously, her desire was heard, and 
she was able to turn her shattered world around when 
the opportunity of online store came her way.

Josephine, 54, is the owner of a promising home-based 
baking business, known for her delectable and pretty 
celebration goodies, such as cakes and pastries.

One of Rafi Microfinance (RAFI MFI) success story 
clients, certainly, RAFI MFI’s trust staff did not leave her 
alone wallowing her distress during the health crisis, 
but walked her through and let her ride along the 
ravaging waters stirred by the pandemic.

Through RMF’s Tindahan ni Nanay (TNN), the online 
store for RMF’s clients’ products, Josephine was able 
to see her wish came true—a store amid lockdown. She 
started posting photos of her delicious yet affordable 
cakes, wishing to connect with resellers. Her entry 
to online store saved her from the brink of business 
closure and her online store continuous to encourage 
customers to treat themselves with some sweet 
comfort food and celebrate life, nevertheless.

Opening a store in the online highway is something 
new for Josephine, she thought she could never catch 
up with doing business in a new and strange way.

WISH UPON
A STORE

MEET THE HEROES
BEHIND THE VOICES:

JOSEPHINE
DE LARA
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This courageous woman pushed herself to earn extra while working an 8-5 job 
in a sales company, to feed her extended family.

Apart from her own children, Josephine took the responsibility of taking care 
of her late sister’s children, a decision she took without doubt although her 
earning was not even enough to give a comfortable life for her own family.

She started to bake cakes and pastries to earn extra and sold them to friends, 
and eventually to her children’s activities in school.

The powerful word-of-mouth brought her sideline business to more orders, until 
she decided to quit her office job and focus on the business.

Josephine’s cakes and pastries venture became an entire family affair. In 2012, 
her husband joined in and together they worked to not just invest small savings 
to buy equipment, but to make themselves updated and equipped with the 
baking business. They both worked proactively by hopping from one office to 
another.

Attending trainings and workshops helped Josephine to elevate her business 
a notch higher, while the word-of-mouth advertising worked wonders to her 
business.

One day, Josephine found herself in the lobby of the Ramon Aboitiz Foundation, 
Inc, and learned about one of its programs that support small businesses and 
micro-entrepreneurs, RAFI Micro Finance Inc. She followed her gut to hand in 
an application, crossing fingers she could push her business some more with 
added capitalization.

Before long, Josephine became RMF’s valued client. The capital she borrowed 
from RMF empowered the business to compete with the established names 
in the baking industry. From then on, she and her husband had one dream, 
to open a big store and carve Josephine’s name in Cebu’s specialty baking 
Sector. But this dream spiraled down when the pandemic hit. As everything 
ceased, so did their business and their sole livelihood. What was left was their 
courage and constant wish to continue baking and doing business.

From word-of-mouth, the pandemic opened up wider opportunities for 
Josephine to promote her business to broader digital crowd. Her wish just 
came true—opening a store in a digital highway.

She discovered that even when faced with uncertainties and threatening health 
environment, people still continue to celebrate life and what is a celebration 
without cakes and something sweet to lighten the otherwise somber times?

WORD-OF-MOUTH
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The gardening craze dubbed “plant-demic” has 
brought hope to the Sollano family whose rattan 
business was severely affected by the Covid-19 
pandemic.

As people found joy in gardening while locked in their 
homes, Lorena Sollano’s rattan business was given a 
“second chance” at life when all other businesses had 
difficulty reopening, worse staying afloat. Looking 
back, the 50-year-old Nanay entrepreneur in Sogod, 
Cebu thought she would lose the business she built 
over the years and will never recover.

“I was really hopeless,” she says, recalling at how the 
pandemic slowly robbed them of their livelihood she 
held dearly since 2013, when she and husband Tatay 
Larry pursued rattan furniture making. “The streets 
were empty. There were limited travels. Few to no cars 
and buses were passing. Our sales were dwindling. 
Everything just stopped,” recalls Nanay Lorena, who 
at that time was so anxious on where she would get 
resources to meet their daily needs.

The lockdown became another hurdle because that 
prevented her from looking for alternate sources of 
income.

“The pandemic is a test of character. We are used 
to working hard to survive but we are not used to be 
kept off from working and the lockdowns did that,” she 
adds. Looking up to God and praying hard was Nanay 
Lorena’s only hope. “Nobody wanted this pandemic to 
happen. I just prayed that things will get better sooner.”

Until one day, a regular customer called Nanay 
Lorena and sent her designs of planters. At that time, 
houselocked Cebuanos were on high, buying and 
nurturing plants to relieve stress and boredom while 
the world was busy tackling the Covid-19 pandemic.

UNLOCKING
OPPORTUNITIES

MEET THE HEROES
BEHIND THE VOICES:

LORENA
SOLLANO
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The handcrafted rattan planters became a hit as demand for 
greenery surge and as home and backyard projects suddenly 
sparked interest. A single order made by a loyal customer was 
followed up by more. Nanay Lorena was able to create a new 
customer base. When the restrictions were eased, Nanay Lorena 
brought her rattan furniture and planters back at the sidewalks 
of the highway. “Sales slowly returned since then.” RAFI MFI’s 
assistance also came quick.

Nanay Lorena was told by RAFI MFI’s trust staff that she’s already 
eligible to apply for another loan. “I borrowed another P15,000 to 
buy raw materials for our rattan business. I am grateful that God 
heard my prayers. He used RAFI to help me return to business,” she 
says.

While the Covid-19 pandemic has created a no-win situation 
for many small business owners, Nanay Lorena refused to give in. 
Like a newbie, she endured the new “birth pains” that came with 
operating under the new normal environment.

For one, she learned to diversify into other potential businesses 
such as hog raising. “This will be our other source of income while 
we navigate our way back in business,” she shares.

Through the help of her tech-savvy family members, Nanay 
Lorena also dipped her hands in social media marketing for the 
first time, to attract potential buyers who are always glued on their 
smartphones and tablets.

True enough by promoting handcrafted rattan furniture, planters 
and other houseware accessories on Facebook, Nanay Lorena’s 
business gained new following and traction. She proudly 
announced they even shipped rattan products to Ormoc and 
Leyte. She also joined the Tindahan Ni Nanay, an online community 
group on Facebook for RAFI MFI clients where she also got new 
orders from RAFI employees and fellow Nanay entrepreneurs.

For Nanay Lorena, there is no easy way out of this pandemic but 
she trusted the process and will continue trusting again - the same 
way she did until that one phone call happened. She’s forever 
grateful to the many hands God used - for RMF, Tindahan Ni Nanay 
and that sudden gardening craze they all call “plant-demic.”
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MEET THE HEROES
BEHIND THE VOICES:

MARICREZ
CASAS

This 31-year-old mother of five has a knack for cooking 
sweet comfort food she learned from her mother, particularly 
bukayo (sweetened grated coconut). And this became her 
pride, her source of income, and practically her life.

With a working capital of P5,000 she borrowed from RAFI 
Microfinance, Nanay Maricrez started her small store in 
Tuburan in 2009 with her signature bukayo, along with other 
consumer goods. This courageous mother managed to 
feed her family along the way, and saw her business grew 
despite challenges in between, until the pandemic hit in 
2020.

GROWTH SPRINGS

M
E

E
T

 T
H

E
 H

E
R

O
E

S
 B

E
H

IN
D

 T
H

E
 V

O
IC

E
S

Just like everybody else, 
her world crumbled when 
she was forced to close 
her store and lost the 
family’s sole livelihood 
because of the lockdown. 
Nanay Maricrez anchored 
her inner strength and 
connection to God as her 
only security.

Her share to experiencing a miracle came to life when RAFI MFI  
offered a hand to help her get up and overcome the greatest 
testing of her courage and dream to succeed.

Nanay Maricrez’s entry to MFI’s “Tindahan Ni Nanay” or TNN, an 
online marketplace, served as her vessel to get through the 
unforgiving business environment. Here, she saw the other side of 
her pandemic journey and was able to see sparks of growth from 
the online highway.

“When I posted my bukayo products for the first time in TNN, I was 
not expecting anything but I was a bit hopeful that it would click. 
And with that one post I started to gain more orders,” she recalls. 

Her online store in TNN is one of the favorites among consumers. 
Needless to say, her market is not anymore confined within her 
touristic small town, but she has the world to see her products.

Now that anything local is trendy and fashionable, her miracle 
continues and orders grow every single day.

Nanay Maricrez’s small business maybe a casualty of the COVID-19 
outbreak, but when she decided to hold on to her faith and turned 
her gaze to the other side, she started to see growth springs even 
from a far.

From a little make-shift 
bukayo store she started in 
a borrowed money, her little 
faith brought her to own 
a store which never closes 
and goes beyond borders. 
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“I learned to increase my 
faith. I learned to pray 
more for my family, for the 
organization and to the 
people I am working with.
If there is one thing I can help 
to ease the burden, to lessen 
the anxiety, to reduce the 
pain of those people I know 
and work with, it is by way of 
lifting them up to our
God Almighty.”
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“For one, I don’t have that level of experience yet on this kind 
of situation. Second, there is that trust issue with your team 
whether they can still deliver their individual deliverables with 
less supervision or not. Third, how will we maintain that level 
of collaboration with our stakeholders virtually? Lastly, there is 
that fear on the situation, particularly how the pandemic will 
affect your family. All of this, really made me pause and reflect 
how will I move forward as a leader,” Raffy shares his journey in 
facing the unknowns of the new normal.

But as the days unfolded during the forced work-from-home 
arrangements, Raffy started to get the grip on the changes 
he needed to embrace-- being apt with the digital know-how 
and letting go of the “trust issues” he may have had towards his 
team mates or even to himself in working remotely and giving 
instructions via virtual meetings. 

This higher call, put him in a space, which gave birth to a new 
person in him. Giving his best is an under-statement. After all, 
being on top of the game has been his way of life, otherwise, he 
will not be put in the position where he is now. But, in the time 
of pandemic, Raffy was pushed to the wall, the call was too big 
for him to tackle while he also had to take care of his  sanity and 
protection of his family.

Ironically, hitting the rock bottom in his professional life made 
him a bigger person. Bigger, because not only did he “master” 
to manage and lead under a strange environment, but he also 
developed other strengths, particularly deeper empathy and 
compassion as a leader.

He discovered the beauty of being able to see his team mates, 
not as performers, yet as human beings. Raffy, was able to take his 
leadership beyond performance-driven, rather he transcended to 
feeling a profound sense of empathy looking at each member from 
the lenses of his heart. An epiphany he could not have seen  in full 
clarity without the pandemic.

The lessons of the Covid-19 goes beyond polishing his intellect, 
shaping his management prowess and sharpening his resiliency, 
but of personal connection which brought about surprising 
results—emotionally and professionally.

Responding to the higher 
call while riding the tides 
of COVID-19 turned out not 
an added job, or pressure 
to him and his team. The 
change however, made 
everyone more connected, 
motivated and grounded.
Apart from being able to outstrip the health crisis’ headwinds, 
Raffy together with his team discovered opportunities both in work 
and personal lives.

“Personally, I was able to manage my time more and I was able 
to balance my life efficiently. Spending quality time with my family 
at home is a treasure. Working at home, my days are longer and 
productive as I can have time to take care of myself with daily 
fitness activities,” says Raffy, who seemed happier and more 
accomplished as ever before.

Leading with a sound mind, balanced life and deep personal 
connection, he continues his greatest discovery by far to overcome 
the suffocating pressures that COVID-19 has brought in. It is in these 
times when he is called higher to lead in an unfamiliar ground, 
where he unearthed  the secrets to overcoming challenges—
personally and professionally.

Raffy Baladjay, manages the RAFI Microfinance Inc. (RMF) business 
excellence department, one of the most challenged departments 
under the notorious sovereignty of COVID-19. The very mandate 
of his job which singled out “excellence” as the core assignment 
already meant a bigger responsibility to fill in. But, for him the shift 
called him higher to learn and to lead at the same time.

“At the start of the pandemic it was a challenge for me as one 
of the leaders in this organization. Not just because I needed to 
shift strategies and working dynamics to maintain productivity 
but what made it more difficult was on how I was going to lead 
my team given the surprising turn of events,” says Raffy, admitting 
that as a leader who is more comfortable on face-to-face kind of 
working dynamic, “it’s quite hard for me leading virtually at first.”

It’s easy to lead in a familiar ground, 
territory and expertise, but it’s another 
story when you are asked to guide a pack 
in an entirely new environment--fresh way 
of doing things, at the same time expect to 
perform your best lest excellence is elusive.

THE HIGHER CALL

SERVICE
BEFORE SELF:

RAFFY
BALADJAY
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To avoid burnout during those most stressful times of the 
pandemic, Erasto turned to God to walk him through every 
single day. He became more prayerful.

He realized to value life more and everything he has. He 
became more grateful even in small things. He became more 
compassionate and kind.

This pandemic has changed people, all for the better, he said. 
“I learned to increase my faith. I learned to pray more for my 
family, for the organization and to the people I am working with. 
If there is one thing I can help to ease the burden, to lessen 
the anxiety, to reduce the pain of those people I know and 
work with, it is by way of lifting them up to our God Almighty. A 
simple whisper of prayer: ‘God help us bear all these. Enlighten 
everyone’s feelings. We truly believe that you love us even more 
than loving the birds and the trees around us’ was so powerful,” 
says Erasto.

These trying times also taught him to be patient and more 
understanding of the feelings of others. Instead of feeling 
disappointed and irked right way over delayed submission of 
reports citing weak internet connection as one of the reasons, 
Erasto turns to prayer over things he no longer has control of. 
The same goes for interrupted virtual reporting and virtual 
training discussions.

“Yes, disappointments pile up but then again, we need to 
adjust to the situation. We need to adopt and utilize fully 
whatever resources available and excel. The learnings from the 
situation are important and necessary; as I always say, I have a 
big role in the foundation and my team members are expecting 
something from me. I have to be a role model so that everyone 
in my team may influence, follow and do the same thing, too.”

FAITH BUILDING

“I remember climbing up a tree just to have a better connection 
and be able to attend virtual meetings and team engagements,” 
Erasto recalls.

Mounting virtual training sessions didn’t also come easy. Erasto 
feared attendees might not fully grasp the training due to 
intermittent internet connection.

“The internet connection wasn’t stable; the bandwidth was not 
enough to allow participants to turn on their video cameras which 
led us to think if the discussions were effectively grasped by them 
and if the effectiveness of the virtual session wasn’t compromised,” 
he shared.

These challenges led Erasto’s team to come up with new strategies 
fitting for today’s requirement. He sent himself and his team to 
seminars on virtual training session delivery so they would know 
how to effectively mount them. They learn from other organizations 
the way virtual sessions are conducted and how they are effectively 
done.

“New strategies had to be rolled out; new steps had to be 
undertaken. I even remember calling up my cousins, former 
officemates, former professors, asking them of their opinions, their 
experiences in doing so,” he says.

Erasto cared enough for his team and the organization that he 
is willing to unlearn to learn again. The pandemic has made him 
bravely step out from his comfort zone.

“I believe that when someone is dedicated and passionate about 
what he or she is doing and he or she cares enough for his or her 
team and the whole organization, he or she would do anything to 
really make things efficiently and effectively done,” he says.

SERVICE
BEFORE SELF:

For Erasto Panes, the pressures can seem daunting. He says 
despite the health and safety issue, figuring out how to restart in 
an uncertain environment was something he did not think of –even 
in his wildest dreams.

Erasto wasn’t prepared. No one was. All he knew at that time was he 
needed to embrace change so he could think well of new strategies 
to still make the work-from-home setup productive, while showing 
empathy and kindness to teammates, who like him, struggled with 
the abrupt changes. Not being able to work together in the same 
room with colleagues became a major challenge.

Erasto found himself relying so much in technology and virtual 
meetings more than ever to get the work done. But the poor 
internet connection in his area tested his patience all the more his 
creativity.

The COVID-19 pandemic is by far the 
toughest leadership test for a lot of leaders. 
Those at the helm of overseeing operations 
and managing people had to cope with 
extraordinary demands—from the sudden 
shift of work from office to home, internet 
connection, health and safety, meeting 
targets and the overall uncertainty of what 
lies ahead.

EPIC TEST OF 
CHARACTER

ERASTO
PANES

Amid the challenges he encountered and adjustments he went 
through, Erasto’s sacrifices didn’t go unnoticed. Because of his 
exemplary leadership skill, Erasto was entrusted with a bigger 
responsibility he gladly embraced.

“Pre-pandemic, I handled the Learning and Development Unit 
under Human Capital. We are the ones responsible for the on-
boarding programs of our newly hired employees, capacity-
building programs, developing more leaders and the like, but 
the opportunity to serve more opened up during the pandemic. 
The foundation called for a workforce maximization, which led 
me to handle the whole RMF Human Capital where Learning and 
Development unit is just one of its components,” shares Erasto, 
beaming with pride, knowing that this bigger role would allow him 
to help the foundation achieve its purpose.

“I was asked and trusted with a bigger responsibility of assuming 
the whole tasks for RMF Human Capital, assuming the lead roles 
for talent retention, learning and development, a bit part of talent 
optimization, and early this year the talent acquisition. It was quite 
hard in the beginning, but with the support and assistance of our 
very own Chief People Officer, sir Mike Godinez and by God’s grace 
and guidance, I hope I am gradually doing it finer,” he says.

Erasto’s journey in 2020 may have had many setbacks, stress and 
anxiety but his willingness to thrive amid the difficulties sharpened 
his leadership skill, not only in completing tasks but more importantly 
in leading people and building deeper connection with them.

NEW OPPORTUNITIES 
BLOSSOMED

It was by far his toughest 
challenge, but it brought 
out the best in him. “For 
me, a true leader responds 
to whatever the situation 
is and assumes the tasks 
accordingly as needed.”
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“And even though the 
pandemic has slowed the 
business down, she still 
managed to adapt to the 
times...through the help of 
social media and through the 
RAFI MFI Tindahan Ni Nanay”
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Joivy’s bustling apparel business started as a humble attempt to recycle old garments. She felt bad 
about throwing out her children’s used garments. So, instead of letting them collect dust in the closet 
or find a new home in the dump, she decided to turn them into usable apparel instead. 

She starts each day by checking her existing inventory. When she first started, she didn’t have to worry 
that much about keeping track. Back then, all she cared about was creating something out of nothing. 
But now that so many people rely on her business, she has to stay on top of her game.

TURNING ORDINARY GARMENTS 
INTO EXTRAORDINARY APPAREL 

JIOVY 
ESPINOSA

40

N
A

N
A

Y
S

 C
A

N
 D

O
 IT

Every morning, she takes a little time to do 
just that. Keeping track of orders, checking 
her socials for new orders, managing the 
inventory, and of course, helping out with 
the sewing -- these are just some of the 
things that Jiovy has on her plate.

This busy bee finds herself 
doing a bunch of things for the 
business throughout the day. 
But perhaps the most rewarding 
part for her is the satisfaction 
of knowing that her hard work 
allows people to get the clothes 
that they want at a price that 
won’t hurt their pockets.
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Angely starts her day with a prayer and of course, a 
big bag of pork ready for cooking. She heads to the 
market early in the morning to make sure she can set 
up just in time for the customers who flock her stall 

during the day. 

Lunchtime is when her day gets really busy. Before 
the pandemic, she had to meet the demands of so 
many customers at once. Her place at the market 
is a spot that most customers know and love, some 
loyal regulars never miss a day of her delectable 
cooking. Most patrons swear by her well-prepared 
and deliciously cooked specialty. Her ginabot recipe, 
paired by puso, is definitely a Cebuano staple.

SUCCESS WITH 
HOT & CRISPY 
GINABOT

ANGELY 
COMENDADOR
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Now that she’s mainly doing business from home, 
she also has managed to involve her kids with the 
preparations and has passed on her secret recipe to 
them. For the foodies that frequent Angely’s ginabot 
place, they’re on the look-out for what she has to offer 
next.

And even though the 
pandemic has slowed 
the business down, 
she still managed to 
adapt to the times by 
bringing her hot and 
crispy ginabot right in 
her customers’ homes 
through the help 
of social media and 
through the RAFI MFI 
Tindahan Ni Nanay. 
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SEWING DREAMS ONE
RETASO AT A TIME

MAYLIN LIGAD
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Maylin has a dream: to see her sons 
succeed in life. Through hard work and 
creative strides, she was able to come up 
with a business that utilizes retaso or cloth 
scraps. She wakes up even before the sun’s 
early rays reach the skies just to collect 
retasos all around the small barangay that 
she currently resides in.

From these measly scraps of cloth, she 
then gets to work in front of her trusty 
sewing machine. Maylin then sets the gears 
to create a host of things. From kitchen 
rags to classy bags, she works her magic 
through that day’s batch of cloth scraps. 
Before long, she has a pile of finished 
products underneath the machine -- all 
ready to get delivered to her customers or 
displayed in her store.

Her business 
operations end 
at dusk, just in 
time for her sons 
to arrive from 
school. Aside 
from her sewing 
business, one of 
the things that 
really light up 
Maylin’s day is 
that small window 
of time she gets 
to spend with her 
beloved boys.
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“Finding ways to get involved 
no matter the situation, truly 
have the potential to create 
real connections and build 
long-lasting relationship... 
this is what RAFI MFI truly 
stands for.”
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CHARLITO
REMOROSO

SPEAKING THE 
LANGUAGE OF 

SERVICE

Charito Remoroso excels in speaking the language of service in 
his struggle on how to give support to his clients whose livelihoods 
were adversely affected by the long stretch of COVID-19 impact 
to the vegetable growers in the southern town of Sibonga, Cebu.

Charito, a Rafi Microfinance staff in charge of Sibonga operations 
managed to bring up the spirits of his otherwise discouraged 
clients, when he consistently showed up in the middle of a 
lockdown, traversing the border-to-border health protocols.

From his home town in Carcar, Charito travels to Sibonga frequently, 
to offer only his presence. He thought, the best way he could show 
support is “just to be with them.”

Out of ideas on how to help the farmers sell their products as 
transport access is impossible, Charito convinced them to mount a 
door-to-door sales blitz in order to dispose of the fresh harvests, so 
they can continue earning even if it means losing profits.

Knocking at the doors of households from Sibonga to neighboring 
towns like Ronda was the only relief Charito and the farmers could 
think of, “vegetables, and other fresh products were dumped 
because there was no way they could transport them to Carbon 
market.”

Charito became one with his clients. He served the farmers beyond 
what is expected of him. He led them to face the war of Covid-19 
and market slump with courage and fearlessness. Charito spoke 
their language through his beyond-the-office-mandate service.

Bonding with his clients during the most difficult ordeal, resonated 
to the hearts of the farmers. Likewise, Charito also felt a deep 
connection with them, far more deep that he was willing to 
sacrifice time and sweat, even the vulnerability of infection just to 
lift their morale and help them see the positive side of what was 
happening. 

Because he was able to speak their language through his hands-
on service, Charito gained the respect of his clients influencing 
them to choose the high road of not giving up.

 In their door-to-door sales expeditions, they faced the big waves 
of fear from COVID-19 infection. Giving up was not an option, he 
shared. 

 He needed not say anything more, he just showed up almost every 
day until the clients gained their confidence, and saw the results 
of their labor. Before long, Charito noticed the transformation of 
his clients’ attitude in facing the snags of the pandemic becoming 
more creative in making a living and most of all being good 
stewards of the money they make.

Together, Charito and this clients learned a lot of lessons, 
particularly the kernel of truth in business and in life—to spare some 
for the future.

The pain and difficulties of the pandemic refined the relationship 
between Charito and the RMF clients. The language that Charito 
spoke in silence made his microfinance customers want to do 
more, aim for the best everyday realizing that even in bad times 
they are valued. Most of all they matter.

Sometimes showing support does not 
need elaborate actions or uttering 
dozens of comforting words. More 
often, it is much appreciated when 
communicated in the language best 

understood by the people who 
desperately need it.
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“Nobody was prepared for the pandemic. It caught all of us by 
surprise,” says James, recalling of the company’s announcement 
telling him not to report for work. This was at the height of the 
pandemic situation in Cebu in 2020 where the entire province was 
put in the strictest form of lockdown, while the healthcare system is 
racing against time to contain the Covid-19 transmission.

“I’ve never been so afraid in my life. I felt anxious because I am 
the head of the family. I was thinking about our day-to-day living, 
and the threats of this virus to my health and my family’s health. 
But despite of the fears and uncertainties, RMF supported us. They 
were always ready to lend a hand,” he says.

While on lockdown, James continued looking after RMF’s clients 
answering all of their inquiries through online and phone calls. He 
said he never felt so close to them than in the past year. When 
the restrictions eased and the border controls were gradually 
lifted, James sought for a travel pass in his hometown in Carcar 
City so he could report back to work. But such move, according 
to James would prevent him from coming home to his family since 
the Carcar LGU wouldn’t allow re-entry to the city due to the still 
surging Covid-19 cases.

“I was on a crossroad that time. The pandemic wants me to make 
a choice. Get the pass and work but I won’t be able to see my 
family in the meantime or not report for work and face higher 
consequences,” James recalled.

But he courageously picked the former, believing that he is made 
for more. “Deep in my heart I know I am not here for one purpose. I 
am here for many purposes and that is to help both my clients and 
my family,” James said, explaining that it isn’t only his family that is 
struggling but there are a lot of other families too that are wrestling 
from this crisis, and they needed his help.

Through his network, James linked the vegetable farmers of 
Sibonga to new buyers in Dumanjug and Toledo at the height of 
the lockdown. The RMF-Cebu Branch temporarily served as a drop 
off and pick-up points of their clients’ fresh produce. More than 
just helping clients meet new buyers, the Covid-19 pandemic has 
helped James find deeper meaning in his job. He is humbled he is 
given the opportunity to extend help given the limited capacity.

James realized that a spark of encouragement could mean a lot, 
and showing clients that they truly matter, especially during these 
challenging times, could push them to unlock their potential to rise 
above this pandemic. “You can easily be discouraged in this kind of 
situation. But for us to overcome this ordeal, we need to encourage 
one another,” he says.

James also took the opportunity to educate RMF clients about 
the importance of vaccination in beating this pandemic. “Many of 
them are still hesitant to get vaccinated,” he said. “They’d rather 
believe on the ‘fake news’ about the vaccine. But I saw that as an 
opportunity to educate them so they’d have better perspective 
and they can make wiser decision.”

Setting aside one’s own interest for the benefit of others is indeed 
life-changing. James’ one big decision to step out gave his clients 
hope at a hopeless, fearful time. He is convinced more than ever 
that he is indeed made for more.

SUPER YET HUMAN

JAMES 
BARING

MADE FOR MORE

Despite the real danger of the 
Covid-19 pandemic to everyone’s lives 
and jobs, James Baring, a trust staff 

of RMF-Cebu Branch, has put his 
own safety and well-being aside to 

provide support
to RMF’s clients in dealing with the 
challenges arising from this global 

health crisis.
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SHAMIERA 
HABAGAT

GOING THE
EXTRA MILE

Shamiera Habagat, is not just a 
mere employee who has proven her 
dedication and commitment to her 

job over and over again. But she is a 
woman worth the applause of many, 
whose heart expands to save not only 

her family, her job, most of all the 
livelihood of the people she considers 

part of her life.

Shamiera is in-charge of the Rafi Micro Finance (MFI) branch in Barangay 

Mantalongon, Dalaguete, Cebu. This vegetable basket in Cebu has been 

her office ground for years, where she helps and provides small farmers 

needed capital to grow crops and vegetables to feed the entire Cebu 

province and neighboring islands.

Yet, everything changed when the Covid-19 outbreak hit Cebu in the early 

part of 2020. Aside from stay-at-home rule, the lockdown order in every 

border made the situation much harder forcing her to be stuck at home too, 

while her clients’ livelihood back in the farm ceased.

A resident of Carcar, Cebu, a few kilometers away from Mantalogon, 

Shamiera could not abandon her job, much more the need to check out her 

clients-turned-friends’ lives under the strict quarantine environment. While, 

she’s also concern of the safety of her family back home, risking herself to go 

on field at the height of virus contamination was one of the bravest acts of 

service she could muster, only to be with the people who were also with her 

in good times.

Farm to market business was down, and farmers who have outstanding 

accounts can hardly earn a penny a day because of tight restrictions. 

Shamiera had to balance her attention towards saving her job, keeping the 

livelihood of the farmers afloat and at the same time protecting her family 

from the probable infection, considering that she had to travel far to do her 

job on field.

Reporting to her office ground knowing that nothing was moving, could be a 

waste of time, energy and resources. She could do the checking after tight 

health protocols are lifted, but her heart is urging her otherwise. Instead, 

she insisted on visiting her farmer friends in Mantongon—if only just to be 

with them, letting them know that MFI is not just there in better times, but 

most of all in worst times. Going extra mile is Shamiera’s personal initiative, 

a heartfelt gesture of support to farmers, while she too has concerns and 

fears of her own.

Shamiera had to endure long hours of travel—border to border stop, and 

had to take a bath upon entry to Dalaguete as part of the town’s health 

protocol. Her mission to collect payment had been put aside for a while. 

What was important for her was to hold the hands of her clients while they 

are experiencing market drought and zero income.

Her woman instinct as a nurturer and care giver was all the more refined, 

doing something humane, not just for the sake of keeping her job, but 

helping farmers go through life, every single day in the time of Covid-19.

While engaging with the farmers, Shamiera also was able to impart a lesson 

she learned experiencing the economic slump caused by the pandemic. “I 

learned that keeping savings is very important. What I spared in my savings 

helped me big time during the lockdown. I imparted this learning to the 

farmers telling them to be prepared because we don’t know what is ahead 

of us,” she shares.

She remained true to her clients with or without business. Going extra mile 

is not a burden for her, yet she considers it a joy to have been able to lead 

by example, continue the friendship and look forward to grow with them as 

the market recovers.

Hoping to seeing them going extra mile too in managing their farm-business 

and becoming wise agri-business entrepreneurs in the future has become 

her personal dream.
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Amid the threats of transmission and stress caused by the 
lockdowns, Mico Puton chose to step out to help during the 
pandemic, and since then, he has become a ray of selflessness 
and optimism to the Nanays, whose lives and businesses were 
turned upside down because of the lingering effects of this global 
health crisis.

Since becoming part of the RMF, Mico’s life changed for the better. 
More than thinking of himself and what he could get from this job, 
Mico found a new sense of purpose, one that can never be equated 
with money. As a trust staff, who serves as a frontliner at RMF, Mico 
poured his heart to helping people, making sure the Nanays still 
get the same quality of support to grow their businesses despite 
border controls, limited travel movement and work-from-home 
arrangement.

Technology was Mico’s ally during that time as he constantly 
monitors the Nanays and their families virtually or through phone 
calls. He continued to nurture the relationship by staying connected 
with them while being physically apart.

“We remained to be of service despite the difficulties. We 
encouraged our Nanays to never lose hope,” says Mico, adding 
that uttering such words during those times may seem difficult to 
take in when everything around them seems to be hopeless.

But he believed words have power. In this case, his gentle words 
bring life. “I told the Nanays that there is no way but up and that 
RAFI will hand-hold them to be victorious in this battle.” I gave 
them that reassuring promise that, “We are in this together.”

Mico never wasted time and helped the Nanays slowly bring back 
the livelihoods shattered by the pandemic, even if he encountered 
difficulties and frustrations when it comes to payment collections.

“We just need to be more understanding during these trying times 
and meet with them half way. More importantly, let us make our 
clients feel that they are valued and loved,” says Mico, reminding 
his fellow-trust staff to persevere.

Going back and forth meeting the Nanays was also an opportunity 
he grabbed to educate them in doing businesses under the new 
normal, underscoring the importance of observing safety protocols 
at all times.

Mico realized that when someone is called to do the job, he should 
get about the business of fulfilling it no matter the difficulties and 
the circumstance. “It’s true that when you don’t love your job; it will 
become another chore that you will get tired of doing one day.”

But he never felt it like a chore, knowing that RAFI has since treated 
him like a family. “When we were on lockdown not working, we 
still continue to receive our salaries. RAFI took care of us and our 
families. When our branch was quarantined they brought us the 
things we need. I’m just so grateful for this company,” he says.

Fulfilling one’s job amid the everyday threats on health and safety 
is no longer just considered a job. It’s more than that. It’s a calling 
that Mico bravely faces each day--to serve faithfully the people 
whose lives he touched—with or without the pandemic.

SUPER YET HUMAN

MICO
PUTON

BEYOND THE
CALL OF DUTY

At the heart of the Covid-19 
pandemic is a brave soul and a 
dedicated employee who always

goes above and beyond his call to 
serve the Nanays of RMF. S
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REYNARD 
BRIONES

BUILDING 
EMOTIONAL 

CONNECTION

Reynard said this present pandemic taught him humility and 
customer empathy. He says the ability to see things from the client’s 
perspective allowed him to fully understand the depths of their 
struggles, making him to communicate with care and compassion.

“I really had difficulty reaching to our clients. It was a struggle. For 
the past years, we were used to dealing with them face-to-face. 
We visit them personally and monitor their businesses. But this time 
around, it’s different,” says Reynard, recalling that travel restrictions 
had prevented them to reach out those micro- entrepreneurs living 
in far-flung areas.

“We learned that some survived and were able to bounce back. 
There were also some that until now are having difficulty getting 
back in business. But we are here, helping them recover and rebuild 
what they’ve lost,” he adds.

Payment collection was a crucial task at the height of the 
pandemic because all businesses, big and small, have been 
practically wounded by the pandemic.

But Reynard’s effective methods were to stay reachable and 
emotionally connected. “Understanding them really played an 
important role. What was clear to me was that RAFI MFI doesn’t 
want to lose them. We want to keep them, especially during this 
season,” he shares, adding that being considerate with the client’s 
current financial position allowed him to come up with better 
options which are a win-win solution for both parties.

“If we are going to be so strict with them it’s like we are driving them 
away when what we want is to keep them and help them survive 
this crisis.”

Good thing, RAFI MFI has relaxed its payment policies allowing 
micro- entrepreneurs to buy some time to settle their dues. 
Reynard, in his own little way, also walked the extra mile to help 
these micro- entrepreneurs settle their loans.

He helped a client sell his firewood by putting his product online 
so he could pay for his loan. “I learned that he is having difficulty 
selling his firewood because his buyer, who is running a carenderia, 
stopped operating. To help him, I linked him to an online seller and 
fortunately, his firewood got sold,” he shared.

Showing empathy to the clients 
during this time of pandemic has 

allowed Reynard Briones to effectively 
communicate what RAFI MFI is all 

about. He believes showing sincere and 
genuine care can go a long way as it 
can build and strengthen relationship.
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Reynard was also instrumental in helping another client sold his lap 
machine by posting it on Facebook. 

“I told my staff to help these people, to encourage them, especially 
those who don’t have access to social media and technology,” 
he says. For Reynald, small actions such as these speak volume 
in sending a strong, reassuring message that “RAFI MFI is here for 
them.”

“We need to connect with them emotionally,” he says. Navigating 
this pandemic wasn’t also easy for Reynard who travels to work by 
motorcycle. He also endured being in quarantine after a neighbor 
exhibited Covid- 19 symptoms.

“The hassle alone of going through these safety protocols before 
hugging your children when you go home from work is already a 
big sacrifice. There were times when I get discouraged but I just 
keep on going,” he recalls.

Reynard advised his co-workers in RAFI MFI to press on. “Padayon 
ta sa pagsabot sa atong mga clients. We need to help them,” he 
told his office mates, reminding them that most of RAFI MFI’s clients 
were in good financial position until this pandemic happened. 
Reynard is also thankful to RAFI MFI’s efforts in alleviating financial 
stress as the pandemic continues to unfold.

He is grateful that the organization provided financial relief and 
flexible solutions to clients’ financial challenges. It even expanded 
its coverage by setting up more

RAFI MFI branches nationwide to reach out to more communities. “I 
am happy kay nibati sila sa kahimtang sa clients,” says Reynard. “I 
am happy too nga wala mi nila pasagdi.”

Companies that stay true to their vision, like RAFI MFI, regardless of 
season are worthy of emulation.

Finding ways to get involved no matter the situation, truly have 
the potential to create real connections and build long-lasting 
relationship.

And Reynard believes this is what RAFI MFI truly stands for.
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