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Access and income



Access Strand by personal 
monthly income brackets
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Presenter Notes
Presentation Notes
Important points to note:
 
This slide shows the percentages - not the absolute numbers - of people who have different types of financial access (or are excluded) broken down by personal monthly income brackets
 
Typically, people with higher income tend to understate the amounts; but...
People in lower brackets tend either to over-estimate, give incorrect answers, or simply refuse to answer.
 
So the picture in this slide gives only a very general view.  The precise income brackets and access figures should be treated with caution
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Access Strand by personal 
monthly income brackets
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Presenter Notes
Presentation Notes
This slide shows the absolute numbers, in contrast with the percentages shown in the previous slide.
 
The main points to note here are:
 
1. That the great majority of Tanzanians say their monthly income is between TSh 1 and 80,000.
 
2. Almost 5m people either do not know how much their monthly income is or refused to answer this question.  Again, this means that the figures should be treated with caution, even though the overall picture is probably fairly credible.



Transition zone 

0%

10%

20%

30%

40%

50%

60%

70%

Refused to answer
or didn't know

no income TSH 1 to 80,000 TSH 81,000 to
TSH 200,000

TSH 201,000 to
TSH 500,000

TSH 501,000 to
TSH 1 mill

TSH 1,000,001
mill +

Currently Banked Unbanked



Areas of finance about which 
people would like to be 
educated or informed



Over 60% of the adult population 
wants to be educated or informed 

about…

58% 60% 62% 64% 66% 68% 70% 72%
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Send and Receive
money via mobile phone

How interest rates work

How to use an ATM

Insuring/covering your
assets

What fees may be
applied to loans



Financial education 
wanted

As you will see from the following slide, 
there is a high level of demand for 
financial education across the board.  
By examining various segments in the 
Access Strand we can observe the 
different patterns of need. 

Presenter Notes
Presentation Notes
From Bob



Analysis by Access Strand

•Important to understand 
the priority of needs by 
the various segments of 
the Access Strand.
•Following slides indicate 
the information needs in 
order of importance, for 
the various segments of 
the Access Strand.
•Data represents a chi-
squared analysis and 
significance ranking of 
the variables.

Presenter Notes
Presentation Notes
From Bob



Financially excluded

1. How to be able to save more 
2. How to open a bank account 
3. None of the above 
4. How to use an ATM 

Presenter Notes
Presentation Notes
This slide shows what the financially excluded say they want to learn about most.

Certainly, a fair number of people say they are not interested in any of the alternatives presented by the questionnaire.  But even so, the largest percentage of people financially excluded said they want to know HOW TO BE ABLE TO SAVE MORE!!



Informally included

1. How to open a bank account 
2. How to manage your money effectively 
3. How to be able to save more 
4. How to send and receive money via 

mobile phone 

Presenter Notes
Presentation Notes
From Bob



Semi-formally included
1. How to use an ATM 
2. Insuring/covering your life 
3. Understanding charges/fees 
4. How interest rates work 
5. Insuring/covering your assets 
6. What fees may be applied to loans 
7. Calculate loan amount and repayments 
8. How to apply for a loan 
9. How to open a bank account 
10. How to send and receive money via mobile phone
11. How to manage your money effectively 

Presenter Notes
Presentation Notes
From Bob



Formally included

1. How interest rates work 
2. How to better understand products 
3. Understanding charges/fees 
4. What fees may be applied to loans 
5. Insuring/covering your assets 
6. Insuring/covering your life 

Presenter Notes
Presentation Notes
From Bob



Financial education 
wanted

• How to be able to save more 85% 
• How to open a bank account 79% 
• How to manage your money effectively 77%
• How to apply for a loan 74% 
• Insuring/covering your life 73% 
• Understanding charges/fees 71% 
• How to understand products better 71% 
• Calculate loan amount and repayments 70% 
• How to send and receive money via mobile phone 68% 
• How interest rates work 68% 
• How to use an ATM 66% 
• Insuring/covering your assets 66% 
• What fees may be applied to loans 62% 

Presenter Notes
Presentation Notes
This is a slide from Bob



Predominant roofing 
material

   Concrete 
and cement, 

1%

   Mud and 
grass, 6%

   Grass, 
leaves, 

bamboo, 29%
   Metal/iron 
sheet, 63%



Predominant material 
used for walls

   Cement bricks, 
22%

   Sun dried 
bricks, 28%

   Baked bricks, 
23%

   Poles and mud, 
26%

   Stones, 1%



Predominant flooring 
material

   Earth, 64.7%

   Tiles, 0.4%   Concrete and 
cement, 34.9%



Toilet facility

   Traditional 
pit toilet, 83%

   Flush toilet, 
7%

   No 
facility/bush/ 

field, 5%

   Ventilated/ 
improved pit 
latrine, 6%



How often did people go 
without food in the past year

Rarely, 22%

Never, 62%

Often, 7%Sometimes, 
9%

Presenter Notes
Presentation Notes
How does this compare with the same quetion/ analysis in 2006?  This might be interesting (or not!)



Banking statements of 
1.9 million account 

holders



Banking statements of 1.9 
million account holders
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Banking statements of 1.9 
million account holders
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You often
think you

would like to
start your own

business

You don't trust
informal

associations
lke UPATU or
savings clubs

When buying
on credit it

usually ends
up being more

expensive

You shop
around for the
best interest

rates

You would
rather deal
face to face

with a person

Taking loans
should be
avoided as
much as
possible

Banks force
you to use the

ATM

Can live your
life without

formal banking
institutions

Presenter Notes
Presentation Notes
Labels need to be shown in full.  Reduce font size?



Financial perceptions of the 
adult population



October 2009

Financial perceptions l

40% 50% 60% 70% 80% 90%

Would be embarrassed if can't pay loans

Hate owing money to anyone

Like to have insurance, cannot afford it

Financial matters-talk directly 2 person

Willing to give up something to save

Financial decisions-like to get advice

Work to a budget

Pay in advance 4 cover-assist in emerg.



October 2009

Financial perceptions II

30% 40% 50% 60% 70% 80% 90%

Try to have enough money to pay expenses

Prefer to save where money is safe

Try to save regularly

Worry won't have enough money for old age

Saving for something specific

Would trust organisation to keep savings

Know quite a bit about money and finances
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Financial perceptions III

10% 20% 30% 40% 50% 60%

Often asked advice on
financial matters

Acc in financial inst.-get
credit easy

Friend/family member
keep money safe

Against beliefs to
pay/receive interest

Good idea of
interest/returns getting

Acceptable to not pay
loan when it's due

Sometimes take loan to
pay off other loan



Financial perception III

10% 20% 30% 40% 50% 60%

Often Asked Advice On
Financial Matters

Acc In Financial Inst.-
Get Credit Easy

Friend/Family Member
Keep Money Safe

Against Beliefs To
Pay/Receive Interest

Good Idea Of
Interest/Returns Getting

Acceptable To Not Pay
Loan When It's Due

Sometimes Take Loan
To Pay Off Other Loan



Access frontiers

SACCOS or bank saving



Reasons for not saving at 
SACCOS or bank



Access Frontiers

Informal Saving



Reasons for not belonging to an 
Informal Group



Total market
Adult Population

22 349 432

Currently using
4 765 182

21%

Not using
17 584 250

79%

Cost 
Knowledge 
and Trust 

Economic 
Barriers

Trust

Market 
redistribution 

zone

Market 
development 

zone

Market

Use other 
products 
Barriers

Self 
Disqualification 

Barriers

Market 
enablement 

zone

Knowledge 
and Literacy 

Barriers

5 871 290

3 884 196

4 662 167

5 670 972

267 224

Access Frontier in Tanzania 
for Informal Savings Groups

Don’t want or 
too time 

consuming
Barriers

166 533



KIGOMA
Addressing the anomalies in the financial penetration



Urban versus rural split

• Kigoma is significantly 
more rural than the 
national average

• Conventional wisdom 
would say that the 
access to financial 
services should be 
more limited

72%

92%

28%

8%

Total Kigoma

Urban
Rural



Gender split
• Kigoma has a 

significantly higher 
male population 
compared to the 
national average.

• Traditionally more 
males than females 
have access to 
finance47%

59%

53%

41%

Total

Kigoma

Male
Female



Comparison: headline Access Strand 
Kigoma versus total Tanzania

12%

4%

27%

56%

15%

9%

48%

28%

Formal

Semi-formal

Informal

Excluded

Total Kigoma • Slightly more formal than 
national average (only 3% 
and perhaps not scientifically 
significantly different)

• 5% more semi formal 
included than national 
average

• 21% more informally 
included than national 
average

• Therefore significantly fewer 
excluded than national 
average



Comparison: detailed Access 
Strand 

Kigoma versus total Tanzania

• There is a 
significantly 
greater 
penetration of 
informal product 
usage compared 
to the national 
average



Banking status



•Working for a salary 
is one of the biggest 
drivers of access to 
banking
•There are skews in 
the aspects of working 
full time for a salary in 
Kigoma
•Also for working part-
time for a salary


	Analysis for the Q & A session of the launch
	Access and income
	Access Strand by personal monthly income brackets
	Slide Number 4
	Slide Number 5
	Access Strand by personal monthly income brackets
	Transition zone 
	Areas of finance about which people would like to be educated or informed
	Over 60% of the adult population wants to be educated or informed about…
	Financial education wanted
	Analysis by Access Strand
	Financially excluded
	Informally included
	Semi-formally included
	Formally included
	Financial education wanted
	Predominant roofing material
	Predominant material used for walls
	Predominant flooring material
	Toilet facility
	How often did people go without food in the past year
	Banking statements of 1.9 million account holders
	Banking statements of 1.9 million account holders
	Banking statements of 1.9 million account holders
	Financial perceptions of the adult population
	Financial perceptions l
	Financial perceptions II
	Financial perceptions III
	Financial perception III
	Access frontiers
	Reasons for not saving at SACCOS or bank
	Access Frontiers
	Reasons for not belonging to an Informal Group
	Slide Number 34
	KIGOMA
	Urban versus rural split
	Gender split
	Comparison: headline Access Strand �Kigoma versus total Tanzania
	Comparison: detailed Access Strand �Kigoma versus total Tanzania
	Banking status
	Slide Number 41

