
 

 

 
  

 

In this document, you will find information and short exercises 

for people who work in financial lending institutions. This tool 

can be used independently by one person, or it can be used 

with a group of co-workers to stimulate discussion and to 

further increase understanding about lending practices in your 

workplace.  This resource is designed to complement the more 

in-depth “Gender-Based Analysis Plus” (GBA+) online resource 

developed by Status of Women Canada (SWC).  
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http://www.swc-cfc.gc.ca/gba-acs/index-en.html
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 Introduction to the self-evaluation process 

The purpose of this self-evaluation tool is to increase self-
awareness and to encourage self-reflection. It is intended to 
complement the more in-depth Status of Women Canada’s on-line 
resource tool, “Gender-Based Analysis Plus” (GBA+)*.i 

This tool is a simple self-evaluation for 
individuals within a lending institution to 
provide an opportunity to reflect on and 
analyze one’s own beliefs or assumptions* 
that might potentially influence lending 
practices. It can be used individually or with 
a few co-workers to stimulate discussion 
and to further increase understanding 
about lending practices in your workplace. 

During our initial project consultations, 
none of the loans agents we consulted with 
said they believe lending institutions in 
New Brunswick intentionally discriminate. 
However, some said that they were 
concerned about more subtle forms of bias 
and discrimination* that are harder to 
understand and more difficult to detect.  

Our hope is that this self-evaluation tool will 
provide insight into subtle or unintentional 
practices and/or attitudes* that might limit 
options and opportunities for the female 
clientele. 

 

GBA+ is an 
analytical tool used 
to assess the 
potential impacts of 
policies, programs, 
services, and other 
initiatives on diverse 
groups of women 
and men, taking into 
account gender* and 
other identity factors. 
The "plus" in the 
name highlights that 
GBA+ goes beyond 
gender*, and 
includes the 
examination of a 
range of other 
intersecting identity 
factors (such as age, 
education, language, 
geography, culture* 
and income).ii 
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The nature of “discrimination” 

Obvious discrimination* in business lending is rarely seen today. It 

is more likely to be much more subtle. Unintentional 

discrimination* may result when an institution’s underwriting 

policies contain arbitrary or outdated criteria that could 

unintentionally disqualify many female applicants.  

 

Discrimination* can be structural – more a consequence of bank 

policy and/or procedures rather than the assumptions* or biases* 

of an individual loans agent, although gender stereotyping* on the 

part of loan agents can undoubtedly play a role.   

 

When assessing a candidate for a loan, the loan agent may make 

judgments* about the potential borrower’s abilities or reliability. 

Some of this judgment* may come from hard data, such as income 

or credit scores, but some of it could come from “bias*” and 

“stereotyping*.” 
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Analyzing you and your workplace 

Information and data gathering 

If we look first at structural discrimination* in the practices of a 

workplace, there is a need to have a clear understanding not only 

of the credit operations of the institution but also of the outcomes. 

Who gets approved for a loan, who doesn’t, and why? 

As mentioned in the “Gender-Based Analysis Plus” (GBA+)* online 

resource tool developed by Status of Women Canada (SWC), 

gathering data is an important first step in assessing gender* 

and/or diversity* factors and whether unintended barriers* exist. As 

the GBA+ notes:  

 

“Sources of data and information come from a variety of places, 

and part of checking our assumptions* involves going beyond the 

‘usual’ sources. Quantitative data should be analyzed by sex* and 

other diversity* factors where possible. Seek out reports, studies, 

websites, news releases and other information sources that may 

provide you with a fuller picture of the issue. This will allow you to 

determine how and why a particular group of women or men may 

be at a disadvantage.” iii 

 

The depth of this data collection and analysis can vary. Lending 

agencies may want to undertake an in-depth Gender-Based 

Analysis* process for the services/practices/policies of their 

institutions by using SWC’s online GBA+ tool as well as a 

knowledgeable facilitator. This might require more financial and/or 

human resources, but it is well worth it.  

 

But even a cursory review of data that is collected within your 

agency (for example, through a comparative analysis of random 

but similar loan files) can give you important information.  
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Example:  Lending agency X has a policy of not 

making loans less than $50,000. The rationale is 

that the cost to the institution of processing small 

loans is relatively higher than processing large 

loans. The policy, however, does not take into 

consideration the fact (which is well-documented 

in research) that entrepreneur women often ask 

for smaller loans, compared to their male 

counterparts, so the policy effectively excludes 

some women entrepreneurs.  

The question to ask is: Does the $50,000 

minimum policy have a legitimate business 

reason/need? And if so, can that need be 

satisfied in a different (non-discriminatory*) way? 
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EXCERSICE  

As a loans agent, if you are not also a supervisor or manager, you may 

not have access to the statistics necessary to answer some of the 

questions in this section.  If this is the case, feel free to skip such 

questions and go on to the next.  

 

Some questions to ask yourself: 

 

1. Do statistics at your workplace show 
higher approval rates for male 
entrepreneurs versus female 
entrepreneurs who are applying to start 
similar kinds of businesses and who 
are asking for similar amounts of 
money?   

 

Yes  

 

No  

If so, why? 
_____________________________________________________
_____________________________________________________
_____________________________________________________
_____________________________________________________ 

2. Are there more men than women 
asking for business loan information?  

Yes  No  

If so, why? 
_____________________________________________________
_____________________________________________________
_____________________________________________________
_____________________________________________________ 

3. Are interest rates or fees being charged 
equally between female and male 
entrepreneurs? 

Yes  No  

If so, why? 
_____________________________________________________
_____________________________________________________
_____________________________________________________ 
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4. Are women asked to pledge collateral 
more often than men? Is the collateral 
requested of women higher in value 
than that requested of men? 

Yes  No  

If so, why? 
_____________________________________________________
_____________________________________________________
_____________________________________________________
_____________________________________________________
_____________________________________________________ 

5. How might your credit policies affect 
women and male entrepreneurs?     

  

_____________________________________________________
_____________________________________________________
_____________________________________________________
_____________________________________________________
_____________________________________________________
_____________________________________________________ 

6. Are there substantial differences 
among application processing times for 
women versus men? 

Yes  No  

If so, why? 
_____________________________________________________
_____________________________________________________
_____________________________________________________
_____________________________________________________
_____________________________________________________
_____________________________________________________ 
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7. Are there substantially higher 
proportions of withdrawn or incomplete 
applications from women entrepreneurs 
compared to male entrepreneurs? 

 

Yes  

 

No  

If so, why? 
_____________________________________________________
_____________________________________________________
_____________________________________________________
_____________________________________________________
_____________________________________________________
_____________________________________________________ 

8. Are loan agents trained to ensure that 
all persons asking about business 
financing are provided equivalent 
information and encouragement? 

 

Yes  

 

No  

If not, can you think of any suggestions to correct this? 
_____________________________________________________
_____________________________________________________
_____________________________________________________
_____________________________________________________
_____________________________________________________ 

9. When you meet with a potential borrower, regardless of their 
gender, which of the following do you do? 

 Tell them about ALL your different lending program options, 
so that they decide which would best suit their needs. 
 

 Decide beforehand which options to present to them. 

_____________________________________________________
_____________________________________________________
_____________________________________________________
_____________________________________________________
_____________________________________________________ 



 

* Definition is available in Glossary (Tool #8) 

 

Se
lf

-E
va

lu
at

io
n

 T
o

o
l 

 

8 

10. Do you also inform potential clients 
about how accessing financing could 
potentially help them grow and expand 
their businesses? 

 

Yes  

 

No  

If not, what improvements could be made in this area? 
_____________________________________________________
_____________________________________________________
_____________________________________________________
_____________________________________________________
_____________________________________________________ 

11. Is some of the language used in 
application forms overly-complicated, 
and could it potentially discourage 
some people from applying? 

 

Yes  

 

No  

If so, how could the language be simplified? 
_____________________________________________________
_____________________________________________________
_____________________________________________________
_____________________________________________________
_____________________________________________________ 

12. Do you regularly review your 
advertising to see if the choice of 
illustrations or photos accurately 
reflects the diversity* of your business 
community (i.e., gender*, age, ethnicity 
etc.)? 

 

Yes  

 

No  

If not, how could this situation be rectified? 
_____________________________________________________
_____________________________________________________
_____________________________________________________
_____________________________________________________
_____________________________________________________
_____________________________________________________ 
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13. When planning a networking activity, do 
you use the traditional 5 to 7 time 
period or do you go with the majority of 
your client’s availability? 

 

Yes  

 

No  

If yes, what other times might prove better suited for your female 
clients? 
_____________________________________________________
_____________________________________________________
_____________________________________________________
_____________________________________________________
_____________________________________________________
_____________________________________________________
_____________________________________________________ 

 

Once you have gathered this data and information, it can provide a 

basis for fruitful discussion within your organization. If it uncovers, 

for example, a policy or practice that has been in place for 

decades, you might want to ask:   

 

 Is there a legitimate business reason or need for this 

policy/practice? (Was there ever?)  

 

 Can a need be satisfied in some other (non-discriminatory) 

way?  

 

 Are there any unintentionally biased policies or practices 

based on gender differences that could be changed? How 

could these be changed? 
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Challenging attitudes, values and 

assumptions 

The fact that policies and practices are in place and documented 

in an employee manual does not necessarily mean that they are 

implemented equally for both genders*. The way in which all of us 

act and react is a result of who WE are: our gender*, our age, our 

ability, our family status, our socio-economic status and our life 

experiences. 

Two people may look at a written policy and understand it in 

different ways. 

Challenging assumptions*, then, is a fundamental part of the 

Gender-Based Analysis* process. Decisions in any given situation 

should not be based on stereotypes* about men and women or 

other factors such as age, ability, language or ethnicity. Take 

these scenarios for example: 

SCENARIO # 1 
You have a meeting with a client who is planning a business start-up and wants to 
discuss financing options. The client arrives on time, although with a young child in 
tow. Do you think you might make the following immediate assumptions*, such as: 

 

Female client: Yes No Male client: Yes No 

• The client probably views 
the start-up as a “hobby” 
business she can do while 
raising children.  

• The client can’t be very 
serious about starting this 
business if she brings a child 
to the interview.  

• The amount of time that the 
client can devote to the 
business will probably be 
impacted by the needs of the 
child (e.g., illness, doctor’s 
appointments, school 
concerts, etc.)  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 • The client probably had 
a last minute emergency 
where his spouse wasn’t 
available, so he had to 
bring the child to the 
interview.  

• Based on your 
experience with other male 
clients, this client will make 
the business his number 
one priority because he 
has a spouse or partner 
who will take most of the 
responsibility for home and 
child care, so his business 
is less of a risk.  
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The belief that a woman entrepreneur will regularly be the one to 

respond to a family emergency to the neglect of her business may 

or may not be reality. Many women entrepreneurs put in place 

plans beforehand (with friends, family, or paid staff ready to help) 

to avoid business disruptions. The assumptions* made in column 

one above are actually examples of unintentional “stereotyping*.” 

 

The same is true for column two. The man may want to get a 

business started while he’s home taking care of his children. 

Making such assumptions* without verifying is “stereotyping*.” 

 

  



 

* Definition is available in Glossary (Tool #8) 

 

Se
lf

-E
va

lu
at

io
n

 T
o

o
l 

 

12 

SCENARIO # 2 

You have a meeting with a client who is planning a business start-

up and wants to discuss financing options. The client arrives on 

time and is pregnant. What might your immediate assumptions* 

be? 

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________

___________________________________________________________ 
 

 

Here are a few questions you might ask yourself to challenge your own 

assumptions*, biases* or stereotyping*: 

 Do you often make the assumption* that the woman is the primary 
care giver? 

_____________________________________________________ 
_____________________________________________________ 
_____________________________________________________
_____________________________________________________
_____________________________________________________ 

 

 When you first meet with a woman entrepreneur starting a 
business, do you talk with her about business growth, and explain 
various financial* options about growing her business in the 
future? Or do you make an assumption* that she will want to keep 
the business small? (Research shows female entrepreneurs make 
decisions about growth within the first few years of a business.iv) 

_____________________________________________________ 
_____________________________________________________ 
_____________________________________________________
_____________________________________________________
_____________________________________________________ 
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 What automatic assumptions* do you make when an indigenous 
woman, a young woman, a visible-minority woman or a visibly- 
disabled woman walks in your door? Would they be different if the 
individual was male? 

_____________________________________________________ 
_____________________________________________________ 
_____________________________________________________
_____________________________________________________
_____________________________________________________ 

 

 When you interview a prospective female entrepreneur for a loan 
application, do you ever make comments about her age, her 
family situation, her marriage plans, etc., even if, in your view, it’s 
just idle chatter to put the client at ease? 

____________________________________________________ 
____________________________________________________ 
____________________________________________________
____________________________________________________
____________________________________________________ 

 

 Might you ever use a demeaning term – such as calling a woman 
entrepreneur a “girl” – without thinking about the implication of 
how that language might be perceived? Do you ever refer to a 
male entrepreneur as a “boy”?  

____________________________________________________ 
____________________________________________________ 
____________________________________________________
____________________________________________________
____________________________________________________ 
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Suggestion:  

The questions to ask a female loan applicant should focus on her 

business (as would probably a male applicant). Ideas for 

questions to ask during a loan interview: 

 How did you get interested in starting this business? 

 What is your background in this field? 

 What is your vision in terms of where you might be with this 
business in five years? 

 

Lorraine Woos, “Access to Credit:  A Guide for Lenders 
and Women Owners of Small Businesses” (undated): 

“Almost all women business owners we talked to said they 

experienced gender stereotyping* from their lenders, 

primarily through loan officers’ comments and remarks. 

The most frequent comments were references to the 

woman business owner’s physical appearance or age; the 

unsuitability of the business for a woman; the spouse’s 

view of the business; marriage plans; plans for 

childbearing or childcare arrangements; and other gender-

related remarks unrelated to the financial aspects of the 

application or the applicant’s loan qualifications. Women 

business owners found these comments irritating and, in 

many instances, demeaning. Such comments also 

fostered the business owners’ perceptions that the lending 

institution might allow gender bias* to influence the credit 

decision on their loan application. The net result was to 

create immediate barriers* between women business 

owners and the institution’s loan officers.” 
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A glance at your written materials and 

verbal communications 

It is important to look at how you communicate through your 
organization’s verbal and written materials. These would include 
announcements, information sheets, application forms, etc. Both 
these forms of communication can have subtle yet powerful 
impacts in many different ways.   

 

EXERCISE : 

 

Some questions to ask yourself:  

 

 Might there be gender stereotypes* subtly reflected in your 
organization’s promotional materials, such as in the 
vocabulary or the illustrations?   

________________________________________________
________________________________________________
________________________________________________ 

 

 Might some of your applicants (male or female) have limited 
knowledge about financial matters? (For further information 
regarding “financial literacy*,” see subsection below.) 

________________________________________________
________________________________________________
________________________________________________ 

 

 Could the written or verbal communications of your 
organization be simplified and easier to understand for 
people (men and women) with lower “financial literacy*”?  

________________________________________________
________________________________________________
________________________________________________ 
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Suggestion:  

Review your materials (i.e., brochures, information sheets, 
website, etc.) on a regular basis to see if they reflect the diversity* 
of the community you serve. (For example, do your visuals show a 
variety of different individuals – male/female; younger/older; 
aboriginal/non-aboriginal; those from different backgrounds; etc.?) 

 

“Financial Literacy” 
 Lower financial literacy* is not only a barrier for 

entrepreneurs (both male and female) but also for society in 
general. This should provoke thoughts regarding methods of 
communication.  

 During our initial consultations of this project, many women 
were of the opinion that financial literacy* (personal and 
business) is not taught early enough in life (in the education 
system), and many women felt that low financial literacy* can 
often be a barrier when applying for business financing. 

Financial literacy consists of having the knowledge, skills and confidence to 

make responsible financial decisions. 

 Knowledge refers to an understanding of personal and broader financial 

matters. 

 Skills refer to the ability to apply that financial knowledge in everyday life. 

 Confidence means having the self-assurance to make important financial 

decisions. 

 Responsible financial decision refers to the ability of individuals to use 

the knowledge, skills and confidence they have gained to make a choice 

appropriate to their own circumstances. (Task Force on Financial Literacy, 

Canadians and Their Money: Building a brighter financial future [2010], 

Financial Consumer Agency of Canada) 

http://www.macmillandictionary.com/dictionary/ 

http://www.macmillandictionary.com/dictionary/
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Suggestions: 

 

 The use of abbreviations or acronyms should be limited. The 
client may not know their meanings. Should the client (man or 
woman) show signs of not understanding these, they should be 
explained. 

 

 A vocabulary glossary could be offered to your clients so they 
can better understand the meaning of certain terms and words. 

 

 Lending institutions could even consider offering public 
information sessions on financial literacy* information, and/or 
offer school, college or university presentations. Such sessions 
could also be offered to parents, because learning about basic 
financial responsibilities begins at home. Parents can be 
examples for their children and should be able to show them 
how to manage money and credit.  

 

 

Next step: 

The reading of Tool #4 (Rethinking Communications) is 
recommended for more information on how to deal with barriers* 
relating to various types of communications. In that tool, ideas and 
solutions for not only written materials but also visual materials 
and verbal and non-verbal communications and activities are 
suggested.  
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