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Category of Good Practice: Products and Services 

 

Good Practice’s title   

Strengthening vulnerable micro-enterprises through microinsurance: The Adie Experience 

 

Main objective  

To strengthen and secure clients initiatives by protecting individuals and their 

professional assets in the event of a theft, an accident and in case of Illness, while securing 

their business partners (third-party liability Insurance) Adie has developed several micro-

insurance plants in partnership with Axa & Macif. 

 

Key words:   

Microinsurance, Partnerships, Training, Advocacy  

 

Type of organization: NGO 

Country: France 

Year of inception of the good practice: 2014 

Services and products provided: Business loans, Professional Insurance plans 

Portfolio (€): 47 553 active clients 

Avg loan size (€): 4 283 €  

# of clients: > 42,500 active clients 

Website: www.adie.org 

Address: 139 Boulevard de Sebastopol, Paris, France 75002 

 

Institutional profile  

Created 25 years ago, ADIE offers financial services (business loans and insurance plans) to 

unemployed people who, despite their lack of access to traditional banks and other financial 

services providers, plan to start up a micro-business or develop an existing one in France. 

ADIE has also recently started offering consumer loans to people who need small funding to 

facilitate acquisition of job opportunities or continuation of work. Most of the clients use these 

loans to purchase a second-hand car, to pay for driving lessons or vocational training, which 

in turn facilitates their value in the labour market. 

 

Mission of the organisation 

 Finance  micro-entrepreneurs who have no access to bank credit, especially the 

unemployed and recipients of social minima, through microcredit, 

 Supporting  micro-entrepreneurs before, during and after the creation of their 

business to ensure the sustainability of their business,  

 Contribute to the improvement of the institutional environment of microcredit and 

entrepreneurship. 
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Governance structure 

Through its 117 branches and 360 contact points, ADIE covers the whole French Territory 

(including overseas territories), with a focus on poor, urban neighbourhoods, excluded rural 

areas, youths and women. As of the end of August 2016, ADIE had more than 47,500 active 

clients and an outstanding debt equivalent to EUR 116 m. Since 1998, more than 185,000 

loans have been disbursed to 150,000 clients and 130,000 micro-enterprises. 

 

Good Practice 

Introduction 

ADIE’s microinsurance programme was developed in partnership with two insurers (AXA and 

MACIF) involved in a co insurance scheme. Both AXA and MACIF assigned a dedicated pool 

of their employees to handle the back office for all contracts signed under the agreement with 

ADIE, whilst the programme involves all ADIE’s credit officers who are in charge of the front 

office, namely the distribution of microinsurance plans to their clients. 

ADIE has introduced four insurance products to address its client’s needs: basic public and 

product liability, property with premises protection, property without premises protection and 

motor insurance.  

 

Target group and accessibility  

Insurance services are available to most of micro entrepreneurs accessing Adie’s business 

loans. Nonetheless, compared with the average profile of ADIE’s clients, the insured clients 

are characterised by the following criteria: 

 Higher proportion of women compared to the gender distribution among ADIE’s 

clients (46% versus 37%) 

 Higher financial vulnerability 

 Lower educational background 

In other words, microinsurance services are of great relevance to most vulnerable 

entrepreneurs: youth without prior insurance record, illiterate people, community members 

and above all “travellers”. 

 

Innovativeness  

ADIE’s microinsurance program is innovative on several aspects: 

- Partnership with insurers to deliver services rather than providing only financial 

supports based on social corporate responsibility budgets 

- Services addressing clients exposure to recurrent risks allowing the MFI to focus on 

vulnerable clients 

- New area of skills for MFI staffs at branch and headquarters level   

 

Relevance given the context  

A client needs assessment was conducted through surveying 600 clients on their risk 

perception and knowledge of insurance-related regulations. The assessment found that 

acquiring a suitable insurance for their professional activities was a challenge. There was a 

lack of awareness of professional risks, difficulties accessing an appropriate offer from 

insurance companies, and pricing-out due to high cost. As a result, insurance plans were 

designed to address Adie’s clients’ needs. Dedicated contract subscription and management 

rules were elaborated as well. 
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Adaptability to other contexts  

The setting up of microinsurance products is easily adaptable to other contexts. Using the 

partnership framework, MFIs can work with existing insurance companies to design 

insurance products based on client needs. Moreover, staff training, allocating resources, and 

balancing stakeholders are all strategies that can be transferred to other organisations 

seeking to provide microinsurance plans to its clients. 

 

Efficiency  

In order to reduce management costs, payment is due on an annual basis. Given the low 

cost of the premium, some beneficiaries go for direct payment whilst others obtain an 

“insurance microloan” from ADIE, which they reimburse on a monthly basis. The business 

model of the programme is rooted on the assumption that direct operating costs could be 

partly covered by portfolio-generated incomes. In other words, the programme is 

implemented in a cost-covering prospect even though insurers are not expecting any profit 

from this activity. ADIE receives from the insurers a participation fee based on the annual 

portfolio income which covers part of the distribution costs. 

 

Development costs (plan designs, staff training, and communication) and partnership 

management costs are considered as insurers’ contribution in the framework of their 

corporate social responsibility. As part of its headquarters’ “overall costs”, ADIE is supporting 

its programme management costs. 

 

Outcomes  

After a four-year pilot period aimed at designing product & process, developing training 

modules, and adjusting information and management systems, the microinsurance offer was 

extended nation-wide in mid-2013. As a result, enrolments increased progressively. As of 

late August 2016, 8 495 contracts have been subscripted and the portfolio reaches 3 841 

active contracts. The proportion of insured clients is progressing steadily, reaching up to 50% 

of new eligible clients in some branches.  

 

In 2014, programme partners conducted a detailed survey on subscription and satisfaction, 

and findings show 2/3 of respondents declared they had a basic understanding of insurance 

requirements and 97% of respondents find ADIE’s microinsurance programme relevant. 

 

Sustainability 

With a loss ratio below 70%, technical results of the portfolio show that micro entrepreneurs 

getting access to micro-finance services are not “bad risk” for insurers. This is a key pillar for 

the sustainability of the program. 

Thanks to strong investments on staff training and supervision, Adie is developing new kills 

that allow new services development with the existing partners or other insurers.  

 

In practice:  

 

Lessons learnt: 

 

During the last 4 years, delivery of micro insurance services increased dramatically.  

This was possible through intensive staff trainings and on field supports. 

Focusing on services that can be embedded in the existing financial services can facilitate 

the development of micro-insurance services as well. For example: 



EMN Good Practices - ADIE - 2016 

 
 

With financial support from the European Union  

- Insurance products focusing on professional goods, public liabilities and premises 

protection for small entrepreneurs requesting credit services to finance assets and 

access to premises 

- Auto insurance for clients looking for a credit to purchase a transportation mean 

Moreover, delivering products that provide real advantages to clients (either in terms on 

services or price) and proposing exclusive services that are offered only to MFI’s targeted 

beneficiaries will ease product ownership at credit officers level. 

Practically, it is of upmost importance as well to have simple product features and enrolment 

processes so as to limit the additional “face to face” time with clients and thus, minimize 

micro-insurance distribution costs.  

 

CLIENT TESTIMONIAL  

Lyazid, 35, Hairdressing salon in Rouen 

"Following the burglary of my hairdressing salon, I called my ADIE advisor, who gave me the 

number of the insurance to call in case of an accident. During the call, the insurance asked 

me to send them the original version of the complaint registered at the police station, and the 

invoice for the replacement of the shop front window. I also sent them the quote for the front 

window fitting. I sincerely thought that this process was going to take at least a month. But I 

received the total reimbursement (invoice plus quote) minus the deductible amount of 200 

euros only ten days after having sent the papers. I can only be satisfied with the way my 

enquiry has been handled from start to finish." 

 

Further readings 

“Case Study: Strengthening vulnerable micro-enterprises through microinsurances: The 

ADIE experience” 

 

 

http://www.microinsurancenetwork.org/sites/default/files/MiN_Adie%20MI%20experience_EN.pdf
http://www.microinsurancenetwork.org/sites/default/files/MiN_Adie%20MI%20experience_EN.pdf

