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Presentation Programme

1. Welcome speech, Canadian High Commissioner

2. Key-note speech, Hon. Minister of Finance

3. Introduction to FinScope

4. Top-line Findings

5. Dissemination Strategy

6. Questions and Answers

7. Press Conference
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Introduction to FinScope

Ian Robinson

Technical Director 

FSDT
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Why FinScope?



3 April 2007 Launch of FinScope findings

Why FinScope?

• First national consumer perception survey:

– Individuals’ views of total money management

– Formal and informal services

– Attitudes and behaviours

• Credible, robust, scientific approach

• Comprehensive market landscape – rich 

to poor

• Proven multi-nation study within Africa

Presenter Notes
Presentation Notes
The survey is the first to ask the average person what he or she does to source and manage money and for their views on the available financial services – and why they can’t get them.
The survey covers Zanzibar as well as the mainland.

It builds on a methodology that has been proven first in South Africa and then in a number of other countries in southern Africa.  More recently, it has been rolled out in Zambia, Kenya and Uganda, as well as Tanzania.
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Why FinScope?

• Support for Government development 
initiatives

• Insights for commercial service providers 
(including MFPs), NGOs  and 
development agencies to innovate 
services and products

• Allows planning and interventions focused 
on specific market strata and segments

Presenter Notes
Presentation Notes
FinScope  ensures a baseline measurement of the extent of access to financial services and the barriers and challenges inherent in accessing these.

The data from the survey can be analysed from multiple perspectives and this presentation affords just a small insight into the wealth of information available to FinScope users.

Understanding the financial landscape and composition and structure of the consumer market. Through this we are able to classify users of financial services along the continuum of access. Having done this it becomes apparent that a need for a stratified approach to serving the social and economic needs of the people is needed.  
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Why FinScope …? 
Stratified market intervention

SAVINGS                           Social Grants

TRANSACTION BANKING                                  Subsidies

CREDIT                                 Tax Relief

HOUSING FINANCE

ENTERPRISE FINANCE                   Development assistance

INSURANCE

MARKET PROVISION
STATE 

PROVISION

?

Presenter Notes
Presentation Notes
Government has a variety of essential roles, for instance as a safety net  for the poor.  It is also true that market service providers cannot  be expected to reach 100% of the population; since at a certain point it will be un-economic for them to do so. For sound economics and a functioning market  places, the trick is to keep the un-served  segment as small as possible.
This slide shows a series of examples of  possible interventions from both private and public sectors.  It does not attempt to show priorities.
FinScope affords a continuum -a landscape - of the market and allows for market interventions focused on specific strata and development from all concerned – Government, development partners (including the FSDT), and, last but certainly not least, commercial service providers. 
This HAS to be a collaborative effort.  If any parties do not buy into this effort, efforts will be weakened and, at the very least take longer to bear fruit; and it might even fail.
Making financial markets work, especially for the poor, calls for practical solutions and a compelling case for collaboration between the private sector, government and development partners. Financial sector development and access to finance are parallel processes and both  need private initiatives and political will.
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Market drivers

• Demand

• Access

• Affordability

• Financial literacy

• Technology

Presenter Notes
Presentation Notes
Embedded in the left-hand part of the previous slide are a variety of market drives – shown in this slide.

These elements are the basic components of any effectively functioning market – if any element is under-  or over-  provided,  then the market becomes in some way impaired.
These elements are embedded in the left-hand side of the previous slide – Market provision) 
FinScope allows us to analyse and unpack these elements and to begin assessing the state of play of each of them and what this implies for both public policy-makers and private sector financial services providers.
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Population profile

• Total adult population 16 years & older = 21 

million people

• 57% of adult population under 34 years of 

age

• The urban/rural split of this population group 

is 28% and 72%

• There are more women than men in both 

urban and rural areas

Presenter Notes
Presentation Notes
So, what have measured in this survey….

The relative youth of the population poses both an opportunity and a challenge. There is a window of opportunity for both the service providers and the Government to help people acquire greater education and skills to generate income and to adopt and benefit from appropriate financial services.

The challenge is the opposite side of the coin – given the size and growing proportion of the youth market, failure to do this adequately may well compound the problem, because the size and scope of the challenges faced by the un- and under-served market segment are going to increase. 14 million Tanzanians are below the age of 16 and with population growth of 2.5% per annum this could have enormous ramifications for the country.  

The high proportion of the rural population adds further weight to the need to ensure basic education, financial literacy and the need for income generating activities.

In addition, there are more women than men in the both urban and rural segments of the total population of 21m covered in the survey. Hence the need to educate women to use financial services effectively is critical. 

Most of us in this room have a decent understanding of these issues.  But what FinScope does is give us (a) the hard facts – a baseline - (b) the scale and scope of the challenge and (c) where we should be targeting our efforts.
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Formally served – Formal institutions

Semi-formal – SACCOs and MFIs

Informal associations or groups

Financially excluded

Service provider market 

composition

Presenter Notes
Presentation Notes
 We have used the FinScope results to divide the adult (16+) population into four main “strands” according to which type of financial service it is that they use.  
This format will be used often in the presentation and data analysis.
We have repeated the definitions of “formal”, “semi-formal” , “informal” and “totally un-served/ excluded” in the brochure available from FSDT:
“Formal”  Financial Institutions are those supervised by a financial services regulator now, (or in the case of pension funds) likely to be soon. This category includes banks and insurers.
“Semi-formal” Financial Institutions are those with some formal supervision, but not from a financial savings regulator. So this category includes the SACCOs and larger MFIs.
The informal segment includes small usually community-based organisations such as ROSCAs, Village Community Banks, upatu and money-lenders. 
The totally un-served or excluded is everyone else, but also includes people who may actually use non-monetary means to save, borrow or transfer money.
These classifications (market segments) are used in similar, but locally tailored formats throughout Africa where the FinScope surveys are conducted.
The percentages or numbers of people referred to in each of these market segments relate to mutually exclusive use. For example a SACCO user with a bank account will be classified in the formally served segment. Someone who uses a money-lender but is also borrows from a SACCO will be included in the semi-formal segment.  The data base however still affords the opportunity to review all SACCOs users and the consumer referred to above will be counted within the incidence of SACCO usage. 

Let’s now see how the overall access strand and segments into which people fall….
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Access to financial services by 

categories

9% 2% 35% 54%1

Formal - 9% Semi-Formal - 2% Informal - 35% Excluded - 54%

Presenter Notes
Presentation Notes
Several things stand out in this slide:
54% of the 21m population surveyed have no access to any financial service – formal, semi-formal or even informal.
Over a third of the people only have access to informal financial services.  Together with the totally unserved, this means that 89% have no access to formal or semi-formal financial institutions.  This represents a little under 19m people aged 16 and above!
With a segment size representing barely 2% of the population, are SACCOs a big deal?

Yes – for three reasons:
Most unlikely that people will graduate immediately from accessing only informal financial services to being banked.  Much more likely, they are going to go to the next level up – i.e. the semi-formal services, which are provided mainly by SACCOs, as well as a few of the larger MFIs.
As banks and other financial institutions go down-scale, they are far more likely to want to deal initially with semi-formal counterparts than try and understand the nature and risks of the informal sub-sector.
Thanks largely to the Government’s initiatives in promoting SACCOs, the number of these has leapt in the past two years from about 1,800 to some 3,200 – even if the number of people using them has increased at a much slower pace.  SACCOs are part of the established financial landscape.  For all three reasons the FSDT has included capacity-building in SACCOs as a particularly high priority.
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Access to financial services by 

segmented categories

9% 35% 20% 34%

1%

2%

1%

1

Formal - BI - 9% Formal Other - 1% Semi-Formal (SACCO) - 2%
Semi-Formal (MFI) - 1% Informal - 35% Excluded (Non monetary) - 20%
Excluded (Totally Unserved) - 34%

Presenter Notes
Presentation Notes
Explain how the categories have been build
Formal: Includes people who hold an account or has some sort of relationship with an institution such as a commercial bank, community bank or insurance company supervised by financial services regulator 
Formal other: people who do use products from financial institutions not supervised by either BOT or the insurance commissioner but are likely to come under financial services regulators within the next year or two. Ut also includes pension funds and hire purchase companies.
Semi formal (SACCO): includes people who use products from financial institutions such as savings and credit cooperatives which are formally registered but not supervised by a financial services regulator
Semi formal (MFIs): includes people who use products form MFIs which are formally registered but not supervised by a financial service provider
Informal: includes people who use products offered by informal associations or groups such as Rotating Savings and Credit Association and a Village Community Bank
Financially excluded: includes those who no dealing with and are excluded from any of the above. This category includes people who may save or borrow, lend or remit but do so by non-monetary means.
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Access to financial services by 

categories - Gender

12% 31%

38%

21%

19%

32%

35%6%

0%

1%

1%

2%

1%

1%

Male

Female

Formal - BI Formal Other Semi-Formal (SACCO) Semi-Formal (MFI) 

Informal Excluded (Non monetary) Excluded (Totally Unserved)

Presenter Notes
Presentation Notes
John:
Twice the number of men than women are formally served
7 % more women are served by the informal sector
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Access to financial services by 

categories – Urban/Rural

18%

5%

11%

24%

34%

33%

1%

0%

2%

1% 2%

0%

36%

32%Urban

Rural

Formal - BI Formal Other Semi-Formal - SACCO Semi-Formal - MFI

Informal Excluded - Non monetary Excluded - Totally Unserved

Presenter Notes
Presentation Notes
John:
Of the urban population 18% are formally served compared to 5% of the rural population.
Rural population is basically not served by MFIs 
A quarter of the rural population and a tenth of the urban population only non-monetary services
46% of urban population compared to 57 % rural population are excluded from any financial services
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Banking profile

1,609,378
664,976

18,859,849

Currently Banked Previously Banked Never Banked

Presenter Notes
Presentation Notes
This slide shows the status of those who have access to regulated banks.
It indicates  the enormity of the challenge –as well as its latent opportunity to help lift more people out of poverty, move into higher economic brackets and help with economic development in general.

With nearly 19 million people totally excluded from any form of banking product the market interventions focused on specific strata mentioned in the access strand are critical.

Co-operation, common focus and carefully crafted and targeted interventions are the only solution for Tanzania’s immediate and future policy and development horizons.
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Income by banking status

“Transition Zone”

12%
11%

8% 8% 8%

17%

36%

27%

21%

14%

10%

7%
9%

11%

0%

5%

10%

15%

20%

25%

30%

35%

40%

TSh 40 001-TSh

50 000

TSh 50 001-TSh

60 000

TSh 60 001-TSh

70 000

TSh 70 001-TSh

80 000

TSh 80 001-TSh

90 000

TSh 90 001-TSh

100 000

TSh 100 001-TSh

200 000

Banked Unbanked

Presenter Notes
Presentation Notes
Let’s look first at the trends between income brackets and the extent to which people have access to banks..
Moving from left to right . It is clear that with higher income brackets, people do not necessarily become bank customers until they reach a certain “transition zone”. Up to that point , however, the proportion of those who have never banked drops off sharply with increasing income.

But look at what happens when people’s income reaches this transition zone – the rate of increase in becoming banked rises very steeply with the increasing income.

Looking to the affordability aspects of banking – it would appear that the “zone of transition” – moving from being without a banking service to utilising one occurs when consumers have a personal monthly income of TSh 70,000 to TSh 90,000. For commercial service providers this is potentially the easiest market to attract into the banking arena.

In the income category from TSh 70-90,000, there are approximately 700,000 people – predominantly male, predominantly urban and skewed towards the 25-34 year age range.

This is possibly a clear pointer for banks to target this market segment.
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Income sources by market 

segment

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

Running own business

Formal employment

Selling crops

Money from friends and family

FI - Formally Included SI - Semi Formal II - Informally Included E - Excluded

Presenter Notes
Presentation Notes
Lets now turn to some of the factors that shape whether people have access to finance, as well as the type and extent of that access.

This next slide shows that earning or receiving money is, with one clear exception ( the third bar), no guarantee of having access to finance.  Look at the proportions of those who sell crops or run their own businesses who are STILL in the excluded strand.

It is obvious from this slide that formal employment (third bar) contributes significantly to the incidence of being banked  - hence the need either to expand formal employment or to equip the population with skills that lead to income generating activities and to have beneficial  financial services available for consumers to use.
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Education profile

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

No Formal Schooling

Pre-primary

Primary

Post Primary Training

Secondary

Post Secondary Training

University

FI - Formally Included SI - Semi Formal II - Informally Included E - Excluded

Presenter Notes
Presentation Notes
Does education make much difference to access to finance?

It’s obvious from the above that access to education is integral in accessing formal financial services.

It is also clear that the plight of the poor is exacerbated by the low level of education they report. Most adults in rural areas have little or no education

88% of adult females in rural areas have only primary education – if that
Only 21% of adults in urban areas have secondary education

You can draw a line from the bottom left-hand corner of this slide to the top right-hand corner and, in effect, you have a line dividing the haves and the have nots  - and education is a major contributor to that boundary.
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Reasons for not using a bank 

account

63%

33%

28%

21%

20%

20%

17%

17%

11%

9%

0% 10% 20% 30% 40% 50% 60% 70%

Don't Have A Regular Income

Don't Have Money To Save

Do Not Have A Job

Don't Know How To Open Account

Bank Charges Are Too High

Bank Is Too Far From Home

Expensive To Have Bank Account

Have Too Little, not worthwhile

Prefer Dealing In Cash

Don't Qualify To Open Account

Presenter Notes
Presentation Notes
John:
Multiple replies possible
Cluster and put different colors for bars related to cost and to financial literacy

The reasons why people don’t have a  bank account are financial literacy and availability of money.
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Access to amenities

95%

62%

43%

43%

25%

20%

14%

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

Primary School

Produce Market/ Food

Market

Police Station

Secondary School

Post Office

Formal Bank

NGO Office

Presenter Notes
Presentation Notes
In the context of overall access to finance, we all know that physical barriers to access have a major impact.

The fact that only  20% of the population ( and only 18% of the un-banked consumers) say they have a bank within one hour’s distance from  them, underscores the challenges in reaching the majority of the population in the rural areas.  Commercial service providers may find it difficult to reach rural consumers.

This in turn underscores the importance of banks linking with semi-formal and informal MFPs to extend their outreach and overcome physical barriers to access.

Technology may facilitate extension of services but without resolving the bigger issues of unemployment and education, as well as the basic infrastructure – such as access to electricity and roads, developments in  ICT will offer a much more limited improvement in market innovation.      
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Appetite and attitudes

81%

76%

71%

69%

64%

50%

49%

42%

35%

22%

22%

11%

0% 20% 40% 60% 80% 100%

Would Be Embarrassed If Can't Pay Loans

Hate Owing Money To Anyone

Like To Have Insurance but cannot afford it

Willing To Give Up Something To Save

Financial Decisions-Like To Get Advice

Prefer To Save Where Money Is Safe

Try To Save Regularly

Worry Won't Have Enough Money For Old Age

Acc In Financial Inst.-Get Credit Easy

Against Beliefs To Pay/Receive Interest

Friend/Family Member Keep Money Safe

Sometimes Take Loan To Pay Off Other Loan

Presenter Notes
Presentation Notes
Looking at people’s appetites and attitudes….
Even though this slide gives only a very limited picture of people’s demand and attitudes, two main features about people in Tanzania jump out:

There is clearly a continuing appetite for more financial services, for instance..
People want to save, not least for old age – and they want to save regularly
They want more insurance (but fell they cannot afford it)
The slide also indicates that Tanzanians are a conscientious population with the right mix of attitudes that aught to be attracting financial institutions.
Three examples:
They would be embarrassed if they can’t repay their loans
They are willing to give up something in order to save
They like to get advice when they take financial decisions

All this creates a fertile field for commercial service providers.
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Summary – challenges and 

opportunities

• Capitalise on the window of opportunity

• The access strand sets out the scale of the 
challenges we all face

• Stratify the market interventions and support 

• Employment  and/ or income generation skills 
– especially for younger people

• Education  - and financial literacy

• Female focus – gender disparity

• Service innovation and extending outreach 
and better tailored products

Presenter Notes
Presentation Notes
Worth noting that almost all points noted in this slide need collaboration between the private and public sectors…

The full benefit of the FinScope survey will only be realised when the data is thoroughly mined and analysed.



3 April 2007 Launch of FinScope findings

Key findings

John  Muthee

The Steadman Group Tanzania
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Sequence of the 

presentation
• Survey methodology

• Survey validation

• People of Tanzania

• Access to financial services

• Barriers

• Credit and Loans

• Savings 

• Non-monetary services

• Remittances

• Cell-phone and technology
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Survey methodology
Methodology • Qualitative research 

• Quantitative research 

Sampling • National Master Sample Plan – national 

estimates

• Listing & selection of respondents done by NBS

• 16+

Sample achieved • 4,962

• Results weighted to projected population

Reporting domain • Urban/rural  and gender 

Confidence level • 95%

Field dates • August – September 2007 

Presenter Notes
Presentation Notes
Methodology – Test the concepts in focus group discussions and also the questionnaires
Sampling – National Master sample plan for national estimates
Confidence -  Interval
Reporting Domain – Setting and gender
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Demographics
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Demographics

28%

72%

48%

52%

6%

22%

29%

19%

11%
13%

Urban Rural Male Female 16-17 Years 18-24 Years 25-34 Years 35-44 Years 45-54 Years 55+ Years



3 April 2007 Launch of FinScope findings

Quality of life

61%

46% 45%
43%

34%

18%

14%

Gone without cash

Income

Gone without

Medical Treatment

Gone without

enough food

Gone without fuel -

heat/cook

Gone without clean

water

Felt Unsafe at

home

Gone without

shelter

Sometimes or often ……

Presenter Notes
Presentation Notes
More than half of the population reported lack of cash income. 

However on the positive, many people feel safe in their households  
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Source of Income

36%

35%

28%

12%

11%

9%

8%

6%

5%

4%

4%

Sell own produce from my farm, food crops

Running your own business

Money from family/friends / spouse

Sell own produce from my farm, cash crop

Sell my livestock

Sell output  from my cattle/livestock

Employed on other people's farm on a seasonal basis

Agricultural trading-buying and selling produce

Employed in the informal sector

Employed to do other people's domestic chores

Employed in the  formal sector

Presenter Notes
Presentation Notes
 Income is largely driven from the agriculture  
 Food crops, business and monetary receipts from family/friends are the major source. 
 Only4% of the population are engaged in the formal sector.
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Expenditure
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80%
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60%
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Presenter Notes
Presentation Notes
The expenditure charts identify the level of incidence of where money is 
Spent and does not show the proportion to the share of wallet. 

Food and medical expenses have the highest level of incidences of expenditure in many households 
Interestingly, transport constitutes a large percentage compared to school fees
Higher incidence of mobile phone spends compared to the savings reported
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Access to financial 

services
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Access to financial services by 

categories

9% 2% 35% 54%1

Formal - 9% Semi-Formal - 2% Informal - 35% Excluded - 54%

Presenter Notes
Presentation Notes
John’s elaborations:
This applies only for the Tanzanian adult population above 16 years
Each category is exclusive and each individual is recorded only once. E.g. someone who has both a bank account and as a member of a Sacco will only appear in the formal category, in other words mutually exclusive
These are the categories formal, semi-formal, informal and excluded explained in detail in the next slide.
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Access to financial services by 

segmented categories

9% 35% 20% 34%

1%

2%

1%

1

Formal - BI - 9% Formal Other - 1% Semi-Formal (SACCO) - 2%
Semi-Formal (MFI) - 1% Informal - 35% Excluded (Non monetary) - 20%
Excluded (Totally Unserved) - 34%

Presenter Notes
Presentation Notes
Explain how the categories have been build
Formal: Includes people who hold an account or has some sort of relationship with an institution such as a commercial bank, community bank or insurance company supervised by financial services regulator 
Formal other: people who do use products from financial institutions not supervised by either BOT or the insurance commissioner but are likely to come under financial services regulators within the next year or two. Ut also includes pension funds and hire purchase companies.
Semi formal (SACCO): includes people who use products from financial institutions such as savings and credit cooperatives which are formally registered but not supervised by a financial services regulator
Semi formal (MFIs): includes people who use products form MFIs which are formally registered but not supervised by a financial service provider
Informal: includes people who use products offered by informal associations or groups such as Rotating Savings and Credit Association and a Village Community Bank
Financially excluded: includes those who no dealing with and are excluded from any of the above. This category includes people who may save or borrow, lend or remit but do so by non-monetary means.
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Access to financial services by 

categories - Gender

12% 31%

38%

21%

19%

32%

35%6%

0%

1%

1%

2%

1%

1%

Male

Female

Formal - BI Formal Other Semi-Formal (SACCO) Semi-Formal (MFI) 

Informal Excluded (Non monetary) Excluded (Totally Unserved)

Presenter Notes
Presentation Notes
John:
Twice the number of men than women are formally served
7 % more women are served by the informal sector
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Access to financial services by 

categories – Urban/Rural

18%

5%

11%

24%

34%

33%

1%

0%

2%

1% 2%

0%

36%

32%Urban

Rural

Formal - BI Formal Other Semi-Formal - SACCO Semi-Formal - MFI

Informal Excluded - Non monetary Excluded - Totally Unserved

Presenter Notes
Presentation Notes
John:
Of the urban population 18% are formally served compared to 5% of the rural population.
Rural population is basically not served by MFIs 
A quarter of the rural population and a tenth of the urban population only non-monetary services
46% of urban population compared to 57 % rural population are excluded from any financial services
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People and financial service 

providers
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Formal bank use

Previously had 

an account, 3%

Currently have 

an account, 8%

Never had an 

account, 89%

Presenter Notes
Presentation Notes
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Banking profile

8%

16%

4%

11%

5%
3%

5%

2%
4%

2%

Total Urban Rural Male Female

Currently Banked Previously Banked

Presenter Notes
Presentation Notes
John:
Possibly change to a bar graph 

84% of urban population compared the 79% of rural population doen’s have a bank account.
18% of urban population compared to ??% rural population do have a bank account
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SACCO users’ profile

31%

69%

59%

41%

4%

22%

29%

28%

6%

12%

0% 10% 20% 30% 40% 50% 60% 70% 80%

Urban

Rural

Male

Female

16-17 Years

18-24 Years

25-34 Years

35-44 Years

45-54 Years

55+ Years
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Trust:

SACCO vs ROSCA
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69%
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80%

SACCO ROSCA

Attributes:Can Lose Your Money Attributes:Don't Trust Them With Money
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Barriers to access
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Financial literacy

37%

19%

52%

45%

35% 34%

27%
25%

9%

37%

18%

34% 35%
34% 33% 33%
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18%

Interest On

Savings

Upatu/Kibati Current

Account

Shares Interest On

Loans

Micro-Finance

Institutions

Savings

Account

Insurance Loans

Fin.Services:Never Heard Fin.Services:Heard But Do Not Understand
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Financial education needs 

84%

84%

83%

82%

82%

81%

81%

80%

79%

How interest rates work/calculated

How to save more money

How much of a loan you can afford to apply for

Understand the services/products provided by financial service

providers

How to open an account in a bank

Insuring/covering your life

Understanding banks, MFIs or Saccos charges/fees

How to manage your money effectively

Insuring/covering your assets
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Reasons for not using a bank 

account

63%

33%

28%

21%

20%

20%

17%

17%

11%

9%

0% 10% 20% 30% 40% 50% 60% 70%

Don't Have A Regular Income

Don't Have Money To Save

Do Not Have A Job

Don't Know How To Open Account

Bank Charges Are Too High

Bank Is Too Far From Home

Expensive To Have Bank Account

Have Too Little, not worthwhile

Prefer Dealing In Cash

Don't Qualify To Open Account

Presenter Notes
Presentation Notes
John:
Multiple replies possible
Cluster and put different colors for bars related to cost and to financial literacy

The reasons why people don’t have a  bank account are financial literacy and availability of money.
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Physical access barriers

47%

51%

34%

18%

23%

13%

0% 10% 20% 30% 40% 50% 60%

Formal Bank

Post Office

NGO Office

Banked Unbanked
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Credit and Loans
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Sources of borrowing

38%

33%

23%

9%

6%

6%

4%

4%

3%

Loan From Family/Friend

Credit From A Kiosk

Loans In Kind-Eg. Livestock

Loan From A SACCO

Loan From ASCA

Loan From Microfinance Instit.

Business Loan

Personal Loan From A Bank

Loan From Informal Lender

Presenter Notes
Presentation Notes
John:
20% of the population stated that they currently have a loan
Loans from a bank or from a SACCO, 4% and 9%, are very low compared to loans from family,friends and kiosk, 38% and 33%
Almost a quarter of the people who have a loan do borrow in kind
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Sources of borrowing split by

urban/rural

35%

13%

11%

13%

7%
8%

39%

27%

3% 3% 2%

8%

Loan From

Family/Friend

Loans In Kind-Eg.

Livestock

Loan From A SACCO Loan From

Microfinance Instit.

Business Loan Personal Loan From A

Bank

Urban Rural

Presenter Notes
Presentation Notes
John:

MFIs and SACCOs are financing more urban population than rural population
27% of rural population currently have an in kind loan compared with 13% urban population
2% of rural people currently have a loan from a bank compared with 8% of urban people
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Savings and investment
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Where people put their savings in 

rural/urban areas 

28%

28%

9%

12%

3%

1%

6%

45%

32%

8%

5%

3%

2%

2%

in-kind

kept in a secret hiding place

given to a family or friend to keep

with a merry -go- round 

account at SACCO 

with a businessman for safekeeping

Complusory savings ex NSSF/ZSSF

Urban Rural

Presenter Notes
Presentation Notes
John:
Merry-go-rounds are used by 12% of urban savers but only 5% in rural areas. Understandably more rural dwellers chose to invest in livestock than urban counterparts.
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Non-monetary services
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Non monetary services 

urban/rural

20%

80%

16%

84%

30%

70%

Urban Rural

Saving in Kind Loans in Kind Remittances in Kind

Presenter Notes
Presentation Notes
Put percentages on bars and remove gridlines and frame

John:
As to be seen in the urban/rural access strand, more rural population is using non-monetary transactions instead of financial transactions.
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Form of in-kind saving 

24%

16%
14% 13%

10%
9%

8%

5%

Livestock -

Eg.Goats And

Cows

Agricultural

Produce

Food Entertainment

Items-Eg.

Radio

Means Of

Transport -Eg.

Bicycle

Household

Items - Eg. Salt

Agricultural

Inputs - Eg.

Seeds

Clothing

Presenter Notes
Presentation Notes
John:
1 in four who are saving in kind are saving in livestock
2. In agriculture produce
3. Stocking food
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Remittances
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Remittances urban/rural

6%

11%

19%

2%
4%

11%

using an financial institution using a courier company Through a personal contact 

Urban Rural

Presenter Notes
Presentation Notes
John:
There is an obvious money transfer trend from urban to rural areas by all means chosen for remitting



3 April 2007 Launch of FinScope findings

The use of technology
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Access to mobile phone 

services 

41%

29%

25%

22%

6%

Access 2 Mobile S/Prov. Payph.

No C/Phone, use someone else's

Have own cell Phone-Prepaid

No C/Phone, don't use others

Have Own Cell Phone-Contract

Presenter Notes
Presentation Notes
John:
The majority of people 41% who have access to a mobile phone us Public payphones followed by those who use someone else’s phone 29.
22% percent report to not have access but do not use any mobile phone.
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Access to technology

49%

12%

9%

74%

26%

23%

39%

6%

4%

A Phone Facility  For

Public

Computer At

Home/Work/Elsew here

Internet At

Home/Work/Elsew here

Total Urban Rural
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The dissemination strategy

Annette Altvater

FinScope Coordinator

FSDT
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FSDT dissemination 

objectives

Users benefit by:

• evaluating existing policies

• evaluating existing market segments and services

• making informed decisions

• targeting support or initiatives

• product improvements and innovations

• improved staff training

• developing appropriate communication platforms and tools

• developing corporate strategy

• expanding markets and market shares
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Access to FinScope 

findings

The FinScope dataset:

– contains the universe of information
• To be used by institutions and individuals able 

to analyze market research information

FinScope key findings:

– analysis which makes sense of the data
• Users need particular information tailored to 

their specific interests
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Immediate dissemination

Key findings:

• initial analysis presented at the FinScope Tanzania 
launch today

• later, research institutions to mine the dataset and 
present further analysis

• publish the launch brochure and presentations on 
the FSDT dgroup website.
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Intermediate dissemination 

between now and June 2007

In-depth analysis and workshops. 

The FSDT will:

• workshops for different market segments

• facilitate local market research capacity

• develop means, including possible subsidies, 
for users to buy market research services
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Workshop schedule

Date Market segment Subject of analysis Institutions 

invited

25 April 2007 Donors and 

development partners

Support and promotion of ‘pro 

poor’ financial services

Donor agencies

26 April 2007 Government Policy and regulatory issues Government agencies

16 May 2007 Insurance industry Client profiles and preferences, 

useful information for financial 

sector deepening

Insurance companies 

and Insurance 

authorities

17 May 2007 Banking industry Client profiles and preferences, 

useful information for financial 

sector deepening

Commercial Banks 

and Community 

Banks, TIOB 
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Workshop schedule

Date Market segment Subject of analysis Institutions invited

6 June 2007 Cooperative 

movement 

Client profiles and preferences, 

useful information for financial 

sector deepening

Savings- and Credit 

Co-operative Societies

7 June 2007 Microfinance Client profiles and preferences, 

useful information for financial 

sector deepening

MicroFinance 

Institutions

27 June 2007 Research FinScope data and the potential of 

FinScope market research 

services

Market research 

service providers

28 June 2007 Mobile telephone  

industry

Usage of mobile telephone 

services and the potential of 

mobile payment systems

Mobile telephone 

service providers and 

regulators

Presenter Notes
Presentation Notes
Please note that the schedule of the workshop already changed:
We run the first workshop for donor agencies and development partners
The second for government agencies
The third one for the insurance industry 
The forth one for the banking industry 
Therefore the workshop for 
 for mobile telephone service providers has been postponed to the 28 of June
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Users preparations for the 

workshop

• Those interested please register for the 
workshop 

• Submit questions related to your particular 
areas of interest

• Attendees should have sufficient authority 
and a mandate to participate fully in the 
workshop, including follow up actions.
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How to get FinScope data 

analysis

Register for the workshop with the FSDT

Submit questions to:

1. the FSDT dgroup website 

(http://dgroups.org/groups/FSDT-Tanzania). 

2. Juliana, FSDT office manager,  (juliana@fsdt.or.tz) 

or 022 212 9060-63

Presenter Notes
Presentation Notes
Registration on the dgroup website will allow you to review resource material related to FinScope, follow up on the dissemination process and to exchange views with other stakeholders, the implementing agents and the FSDT

http://dgroups.org/groups/FSDT-Tanzania
mailto:juliana@fsdt.or.tz
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Long term dissemination 
from June until the next FinScope survey in 

2008

Demand-driven, tailored market research:

• Market research institutions to offer services to users

• Feedback from users of information for the next 
FinScope survey

• The next FinScope survey may reflect any market 
innovation implemented in the meantime
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Questions and answers

Sosthenes Kewe, Technical Manager 
FSDT, Moderator

&

Panel
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