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“Opportunity 

have made 

a 

commitment 

to extend 

financial 

services to 

the rural 

population in 

Africa.” 

Africa Coverage 

2 



3 

Production Finance within the Value Chain 

• Input Dealer 

• Producer 

• Trader / Transporter 

• Warehouse keeper 

• Processor 

• Exporter 

Production 
Finance  

can have the 
greatest impact 
on annual rural 
household 
income. 

Most farmers are 
40% productive 
 

 



    Strategic Links 

 

The Rural Model 

OUTPUT MARKET 
Contract / Auction / Trader 

Market  

Information 

Systems 

 

Infrastructure 
•Communications 

•Power 

•Roads 

•Water 
Extension Services 

•Technical Support 

•Research & Development 

Input  Supplier/s 
Seeds/Tools/Ferts/ Chems 

Microfinance 
Savings / Loans / Transfer 

Insurance products 

Farmer 

Farmers Groups 
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Production Finance – captured in CRM 

Informed 
Lending 

Crop Profile 

Household 
Profile 

Mapping 



Cost of Production – Paddy Rice - Ghana 

» In-house 

details that 

form the 

basis of 

objective 

financing 

decisions 
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Mapping 
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» Position of 

house 

» Plot 

boundaries 

» Altitude 

» Access to 

Water 



x 
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Household Profile – KYC plus 
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» Number of Family members 

» Demographics of the Family 

» Breakdown of the current Farm enterprises 

– crops / land used 

» Other sources of income / activity 

» Access to Water / Roads / Bank etc. 

» Use of Mobile phone 



Combination of  

Extension Sevrvices & Access to Finance 



Maize 



This is the impact ! 



Draft Tea Graph - Malawi 
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LOANS 
 

SAVINGS 
 

Household 

Expenses 
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Client Access in Rural Areas 

» Branches 

» Kiosk Banks 

» Container Banks 

» ATMs 

» Point of Sales 

» Mobile Banks 

» Mobile Phone 

» Village Mobilisers 



ESPs 
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1. Two main types 

– Donor / Govt Funded – normally termed-life 

– Linked to an Output Market buyer 

 

2. Aligning Aims & Objectives of ESP – MFI 

– Targets set by Donors 

– Targets set by Private Companies 

 

3. Sharing Data and Access to Clients reduces cost and 

strengthens the commitment to the Group and Loan  

 

 

 



Output Markets 
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1. Ease of Recovery of Finance through the Output Buyer 

– Tobacco Auction floors in Malawi 

– Contract crop production – chillies in Malawi 

– Zonal buyers – cotton in Uganda 

– Regulated buyers – cocoa in Ghana 

– Maize Markets 

 

2. Side Selling 

– Avoid MFI repayment 

– Access to Advance cash 

– Repay money lending 



Govt / Donor Intervention 

18 

1. Free inputs 

2. Free credit 

3. Regulated output markets 

4. Minimum prices without ability to intervene 

5. Reduction of commercial buyer activity 

 



Multi Crop Finance 
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1. Identified in Malawi as important to avoid diversion of inputs 

from cash crop and release land from household food 

security. 

 

2. Benefits recognised in other programmes and countries, 

however will take several loan cycles to identify the viability of 

the cash crop financing to support the non-cash crop finance. 



Strength of Groups 
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1. ESPs will often develop structured groups with constitutions 

and Aims and Objective. 

2. Members are happy to work together for training and 

marketing 

3. Groups less than 10 may not be large enough for a Trust 

group / cross-guarantee 

4. Groups greater than 20-25 often loose Trust group 

cohesiveness 



Strength of Markets 
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1. Key to income is Yield and Price, failure in either will effect 

viability of the loan portfolio. 

 

2. Most African markets do not have strong output markets. We 

look at:- 

• Export Crops 

• Import Substitution 

• Contract grown crops including Seed 



Data Management 
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1. OI had to develop the CRM to manage the data collected 

outside the Accounting system (Emerge).  

 

2. Importance of managing outside Accounting system is loan 

approval process and staff / client relationship. 

 

3. Ability to capture data electronically is being tested in Malawi 

to link to the CRM 



 

touch screen 

 

Android operating system 

 

GPS enabled  

 

over the air data transfer (GPRS) 

 

image capture (network dependant) 

 

 

Device 



 Integration 

Data gathered in 

field 

Data sent to Server Custom programming script 

arranges data into a format 

compatible with the clients 

system 

Data is provided in compatible 

format for upload to OI 

customized salesforce.com 

CRM 
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CRM - Dashboard 

 



Mapping 
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1. Most farmers are taught how to measure which works if plots 

are square. However errors in relatively small land areas are 

dramatic. 

 

2. Value of Mapping land is clear 

– Sizing loan 

– Monitoring productivity / yield 

– Identifying labour needs 

– Location of group members 

 

 However the information can effect Strength & Cohesiveness of 

groups 



Weather Index / Crop Insurance 
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1. Weather Index Insurance is available in Malawi and Rwanda  

 

2. Protection is more for OI rather than client 

 

3. Expensive and low perceived benefit to client 

 

– Malawi 

 Not widely used despite up to 65% Ag area coverage 

 

- Rwanda 

      COMESA paid premium in 2011 – no client perseption of cost and 

benefit 
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Financial Literacy Training 

 OI recognise that the majority of rural clients have had no 
experience of banks and banking services. 

 

 Rural clients, to a varying degree across the region, have low 
levels of reading and writing skills. 

 

 OI is developing a series of multi-media training products for 
Financial Literacy including methods to deliver the DVDs and 
training in the villages. 

 

 FTL will be an important part of our Rural Programme 
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Financial Literacy Training – DVD / Multi media 

 



Targets – Loans 2011 
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Rural Finance in Africa 

 

It’s Our Opportunity 
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