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SMME Small Medium & Micro Enterprise 

SNL Swazi National Land 

SNPF  Swaziland National Provident Fund  

SPTC Swaziland Post and Telecommunication Corporation 

SRIC Swazi Royal Insurance Corporation  

SSA Sub Saharan Africa 

STVA Swaziland Television Authority  

SWADE Swaziland Water and Agricultural Development Enterprise 

SWCS Swaziland Water Corporations Services 

SWIPSS Swaziland Inter-bank Payment and Settlement System  

TDL Title deed Land 

UNCDF United Nations Capital Development Fund      

UNCTAD United Nations conference on Trade and Development 

USA United States Of America 

VAT  Value Added Tax 

VCT Voluntary Counselling Testing 

WTO World Trade Organization 

 
¦{5κ9ƭŀƴƎŜƴƛ 9ȄŎƘŀƴƎŜ wŀǘŜ 
 
Foreign exchange. The local currency in Swaziland is the Elangeni (E). The United Stated Dollar (USD) 

equivalent shown throughout this document was calculated using a 12 month average exchange rate 

(between 1 March 2013 to 28 February 2014) of Elangeni 9.95/USD.  
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Key facts 

 

Swaziland has a GDP of USD 3.7 million. 

46% of Swazi land is designated as Swazi Nation Land and therefore not 

owned by private individuals. 

$3.30 per day average income 

7ÉÔÈ ΧȢΨ ÍÉÌÌÉÏÎ ÐÅÏÐÌÅȟ 3×ÁÚÉÌÁÎÄȭÓ ÐÏÐÕÌÁÔÉÏÎ ÉÓ ÔÈÅ ÓÍÁÌÌÅÓÔ ÉÎ 3!$#Ȣ 

9% of adults have a tertiary education 

63.2% of adults are rural 

82% of adults have access to a mobile phone. 

The average income of government employees is 4 times higher than the 

overall average income. 

 
 

Financial Inclusion Priorities 
 

Priority Areas 1: E-MONEY TO TRANSACT AND SAVE 

200, 000 Swazis registered for MTN Mobile Money 

Priority Area 2: FORMAL DOMESTIC AND CROSS BORDER REMITTANCE 

PRODUCTS TO SUPPORT VULNERABLE DEPENDENT GROUPS 

Almost half of adults receive income from others. 

Priority Area 3: DEEPENING BANK REACH TO BETTER MEET NEEDS 

44% of adults have a bank account 

Priority Area 4: INSURANCE TO BETTER MANAGE RISKS 

Only 15% of Swazis have non-funeral insurance 

Priority 5: REDUCING CREDIT COSTS AND PROTECTING 

CONSUMERS 

Bank credit is only provided to 7% of adults 

Overview of Financial Access in Swaziland 
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50% of adults reported to use at least one financial service from a formal 

financial service provider 
 

13% of adults make use of informal services only 

 
 

Breakdown of Financial Access in Swaziland by Product Market 

 
6.7% of adults borrow from a formal institution 

19.4%  of adults borrow from an informal institution 

40% of non-cash transactions are made through e-money 

38.6%  of adults save with a formal financial service provider  

24.9% adults save in informal savings groups. 

30.2%  of adults save in cash at home. 

17.2% of adults have formal insurance 

85%  of all those with insurance, have funeral insurance 

44% of adults have bank accounts but only 24%  of adults use bank 

accounts for saving  
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9ȄŜŎǳǘƛǾŜ ǎǳƳƳŀǊȅ 

This report summarises the findings from the MAP Swaziland diagnostic, a comprehensive study of 

the scope for financial inclusion in Swaziland across four product markets: credit, payments, savings 

and insurance. The global Making Access to Financial Services Possible (MAP) programme is a 

partnership between the United Nations Capital Development Programme (UNCDF), FinMark Trust 

and the Centre for Financial Regulation and Inclusion (Cenfri). MAP Swaziland is funded by FinMark 

Trust and was carried out by Cenfri. 

MAP Swaziland was requested by the Government of Swaziland as input towards the development 

of a financial inclusion strategy for Swaziland. The Ministry of Finance has set up a Financial Inclusion 

Task Team comprising representatives from the Microfinance Unit, the Central Bank and the 

Financial Services Regulatory Authority. The Financial Inclusion Task Team serves as steering 

committee for the MAP project and is mandated to develop a financial inclusion strategy for 

Swaziland. 

MAP does not pursue financial inclusion merely for its own sake, but explores the linkages between 

financial inclusion and the reaƭ ŜŎƻƴƻƳȅ ǎƻ ŀǎ ǘƻ ƛƳǇŀŎǘ ǇŜƻǇƭŜΩǎ ǿŜƭŦŀǊŜΦ Lǘ ƛǎ ǎŜǘ ŀǇŀǊǘ ŦǊƻƳ ƻǘƘŜǊ 

diagnostic exercises in that: (i) it sets a detailed understanding of the target market and their needs 

at the core of the analysis; and (ii) is fundamentally linked to a multi-stakeholder process towards 

the implementation of a roadmap for financial inclusion. The findings in the rest of this report form 

the evidence base for such a roadmap, which in turn will inform the Financial Inclusion Task team as 

it develops a financial inclusion strategy for Swaziland.  

The analysis is structured to first provide an overview of the country context and regulatory 

framework, which will shape the nature of the opportunities and constraints for financial inclusion. 

Based on quantitative as well as qualitative demand-side research, it then takes a closer look at the 

target market for financial inclusion: their realities, needs and current usage profile. With the target 

market needs and enabling environment in mind, the analysis then turns to the supply of financial 

services in Swaziland, unpacking the dynamics of the market for credit, payments, savings and 

insurance, respectively. Finally, it concludes on the cross-cutting factors driving financial inclusion in 

Swaziland, outlines five key priorities for extending financial inclusion and, for each, suggests 

potential actions to unlock the opportunities and overcome the barriers. 

Below, we summarise the salient features of the market emerging from the analysis, before outlining 

the key financial inclusion opportunities in Swaziland. 

Context drives scope for market development 

Small country, poor population. Swaziland has a population of only 531,813 adults. Of them, more 

than 80% either earn below E2,000 a month or have no regular income. Low incomes indicate 

vulnerability to financial shocks and have implications for the demand for financial services. Where 

the provision of financial services is concerned, the small population size constrains scope for growth 

and economies of scale.  

Poor health and high mortality rates. The fact that Swaziland has among the highest HIV/AIDS 

infection rates in the world and a life expectancy of only 49 years of age compounds the vulnerability 

and survivalist outlook generally caused by poverty. The qualitative research suggests that many 
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households look after children of deceased relatives and that funerals are a regular occurrence in 

the community. Poor health undermines productivity and makes it difficult to get ahead in life. 

CƛƴŀƴŎƛŀƭ ǊŜǎǇƻƴǎƛōƛƭƛǘƛŜǎ άƛƴƘŜǊƛǘŜŘέ ŦƻǊ ŜȄǘŜƴŘŜŘ ŦŀƳƛƭȅ ƳŜƳōŜǊǎ ŎǊŜŀǘŜ ŀŘŘƛǘƛƻƴŀƭ ŦƛƴŀƴŎƛŀƭ ǎǘǊŀƛƴΦ 

The health situation thus constrains demand for financial services on the one hand, but enhances 

the imperative for risk protection and income smoothing on the other hand. 

Small economic base, high regional integration. Swaziland has a small, regionally integrated 

economy. Southern African Customs Union (SACU) receipts historically account for up to 60% of 

ƎƻǾŜǊƴƳŜƴǘΩǎ ōǳŘƎŜǘ ŀƴŘ Ƴŀƴȅ ƭŀǊƎŜ ŎƻƳǇŀƴƛŜǎ ŀǊŜ ǇŀǊǘ ƻŦ {ƻǳǘƘ !ŦǊƛŎŀƴ ƎǊƻǳǇǎΦ ун҈ ƻŦ ǎƳŀƭƭΣ 

medium and micro enterprises (SMMEs) are classified as micro businesses and commercial 

agriculture accounts for only 6% of land use. The public sector is a key driver of economic activity 

and the single biggest employer. The combined effect of a small private sector, large public sector 

and reliance on external revenue is vulnerability to fiscal shocks. The small economic base also 

implies a small formal employment market. Thus the need for economic diversification to reduce 

reliance on SACU receipts is the greatest macroeconomic imperative towards achieving sustainable 

ƎǊƻǿǘƘΦ ²ƘƛƭŜ ŦƛƴŀƴŎƛŀƭ ƛƴŎƭǳǎƛƻƴ Ŏŀƴ άƻƛƭ ǘƘŜ ǿƘŜŜƭǎέ ƻŦ ǘƘŜ ŜŎƻƴƻƳȅΣ ƛǘ ƛǎ ǳƴƭƛƪŜƭȅ ǘƻ ōŜ ǘƘŜ ƪŜȅ 

driver of growth.  

Regulatory framework largely facilitates innovation, but uncertainties and gaps can challenge 

financial inclusion at scale 

Regulatory environment in transition. The financial services landscape is governed by two 

authorities: the Central Bank and the Financial Services Regulatory Authority (FSRA)1. Broadly, the 

Central Bank governs banks and FSRA governs non-bank institutions. Due to insufficient transitional 

arrangements and consequential amendments2, there is uncertainty in the market regarding the 

jurisdiction of the two authorities where certain entities are concerned, such as credit institutions3 

and the Swaziland Building Society. 

A number of elements in the regulatory framework facilitate financial inclusion, including: 

¶ The elegant definition of banking business facilitates non-bank provision of savings and 

payments, thereby supporting innovation for financial inclusion. 

¶ The facilitation of innovative products, notably branchless and mobile banking, without the 

system operator necessarily requiring a bank licence, increases the scope of financial 

inclusion.  

¶ AML/CFT know-your-customer (KYC) threshold exemptions for Mobile Money and bank 

accounts facilitate financial inclusion, but impact on store of value. Such exemptions are not 

extended to insurance. 

¶ Microinsurance regulations are underway to improve access to insurance. 

However, a number of elements also constrain access, notably: 

                                                
1
 FSRA was established by the FSRA Act in 2010. 

2
 This refers not only to the strict legal definition but also encompasses the lack of clarity regarding the de facto supervision of certain 

institutions. For example,  regarding the supervision of the Swazi Building Society. It remains unclear whether the de facto will be 
legislated in time or if the institutions will move to the de jure regulator.  
3
 Credit institutions are defined by legislation. Credit institutions currently offer personal loans through payroll lending. 
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¶ Lack of clarity on the application of the credit interest rate cap creates uncertainty and the 

level of the cap constrains formal provision to higher-risk categories4. 

¶ Lack of sufficient transitional arrangements for the implementation of the FSRA Act 

challenge a smooth and predictable handover once the requisite regulatory structures are 

bedded down.  

¶ The absence of consequential amendments to repeal laws and provide for the interpretation 

of references to the repealed legislation or regulation leads to confusion and 

misinterpretation of financial legislation among market players. 

¶ SACCOs and medical schemes are currently unregulated. However, regulations are underway 

ǘƻ ƛƴŎƻǊǇƻǊŀǘŜ ǘƘŜƳ ǳƴŘŜǊ C{w!Ωǎ ŀǳǘƘƻǊƛǘȅ ŀƴŘ ŜƴƘŀƴŎŜ ǇǊǳŘŜƴǘƛŀƭ ƻǾŜǊǎƛƎƘǘΦ 

Target market realities set the parameters for financial inclusion 

Struggling to make ends meet. Qualitative and quantitative demand-side research suggests that the 

Swazi adult population on the whole faces severe budget constraints. A household often makes a 

living through more than one means and only a minority of adults have consistent, formal income 

sources. 

Many excluded from formal financial services. Around half of Swazi adults are formally served ς a 

number that is relatively high in regional terms. A further 13% use informal services only and 37% 

are totally excluded. Usage is spread as follows across product markets: 

¶ Only 7% of adults use formal credit. 17% solely make use of informal credit and a further 9% 

only borrow from family or friends. Two thirds of Swazi adults do not use any credit.  

¶ 12% of adults use formal remittance products and a further 4% use informal products only 

and. Most remitters (22% of all adults) send money through unintermediated means, that is, 

by taking cash in person or asking a travelling friend or family member to carry cash to the 

recipient. 64% of adults do not send or receive remittances. 

¶ Savings accounts are the formal products that reach deepest into the adult population. 39% 

of adults save in formal institutions. A further 11% of adults save only in informal savings 

groups and yet another 18% save only at home or in kind. Only a third of adults do not save 

in any way. 

¶ Formal insurance reaches 17% of adults. This number is fairly high compared to many other 

developing countries. The reach of community-based risk pooling in the form of burial 

societies is, however, low by regional standards. 5% of adults belong to a burial society 

without having formal insurance cover. 78% of adults are without any risk cover. 

A number of usage and access barriers. Low usage is indicative of a number of barriers to uptake. 

Though people trust financial institutions to keep their money safe, there is a perception that 

financial institutions are not transparent, charge high fees and are not targeted at the ordinary man 

                                                
4
 Although the interest rate cap is not strictly enforced and the caps are sometimes exceeded in practice, consultations with market 

participants indicated varying levels of understanding and compliance with the interest cap. The behaviour of the different types of credit 
providers furthermore suggests that even though not enforced, the interest rate cap does influence behaviour and serves as an anchoring 
point for providers when setting interest rates.  
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on the street. Even should they choose to use formal financial services, many consumers face 

substantial access barriers, notably low affordability, inaccessible documentation requirements, lack 

of flexibility and longer turnaround times vis-à-vis informal alternatives. 

Eight distinct target market segments 

Not all Swazis face the same realities or have the same needs. In order to generate a more nuanced 

understanding of the target market, the analysis segments the adult population into eight discrete 

target market groups based on main source of income. The members of each group share a number 

of similar traits and are likely to have similar constraints and needs where financial inclusion is 

concerned. The profile of each is summarised below: 

Segment Profile and current usage summary Main financial service needs 

Civil 

servants 

Economically empowered, best served financially 

Swaziland has an estimated 45,640 public sector 

employees according to FinScope (2011), reducing to 

37,000 when considering more recent ITQNet data. 

They are the most urban, highest income and most 

well-educated segment: 56% live in urban areas, 

almost half have a tertiary education and at E4,300 

per month, their average income is about four times 

more than the average for all adults. Compared to 

the other segments they are older (with 63% being 

older than 35) and more likely to be male (55% male 

compared to the population average of 63%). At 96% 

formally included, civil servants are the best served 

segment across product markets. Yet 31% of civil 

servants use only unintermediated remittances and 

24% use only informal credit. 

Not the primary target 

market for financial inclusion 

as they are already relatively 

well-served. However, they 

play a significant role in 

supporting others, a role 

which can be facilitated 

through effective remittance 

channels. Furthermore, given 

their stable position and 

access to credit, these 

segments have scope to 

leverage asset-based and 

other finance for productive 

purposes in a way that can 

also benefit those in other 

segments. 
Company 

employees 

Younger, less wealthy than civil servants, but still 

well-served  

/ƻƳǇŀƴȅ ŜƳǇƭƻȅŜŜǎΩ ŀǾŜǊŀƎŜ ƳƻƴǘƘƭȅ ƛƴŎƻƳŜ ƛǎ 

substantially lower than that of civil servants. They 

are slightly younger, with 25-34 being the single 

biggest age band. With only 34% living in rural areas, 

they are even more urban than civil servants. They 

also outnumber civil servants: about 61,500 people 

work for private businesses or companies.  

After civil servants, company employees have the 

second highest use of formal financial products at 

82%. High formal penetration however does not 

preclude informal usage: they have the highest use of 

informal credit, informal insurance and un-

intermediated informal remittances of all the 

segments. This may suggest a need for greater formal 

penetration, but can also be indicative of the fact that 

informal systems (including savings societies) in their 
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Segment Profile and current usage summary Main financial service needs 

current guise work best for those with regular, 

relatively high incomes. 

Informal 

employees 

Still in good position relative to most other segments 

At just more than 5% of adults, informal employees 

are the smallest group. Though not the poorest 

segment, their low average monthly income of only 

E791 constrains their ability to improve their 

economic situation. They are not well educated and 

are about equally split between urban and rural 

areas.  

Informal employees have below average usage of 

formal financial products. 43% of them, compared to 

50% of all adults, are formally included. They have 

the highest usage of informal savings and significant 

usage of informal credit. The fact that they earn a 

regular income offers access to financial services, but 

the low level of their income and their more rural 

location pose barriers. 

Need for credit or savings 

vehicles to purchase assets or 

make home improvements, 

as well as for education. Like 

most other segments, they 

would benefit from more 

efficient ways to transact, as 

well as from insurance or 

other mechanisms protecting 

them against the cost of 

funeral expenses and other 

emergencies. 

Self-

employed 

Pave their own way to make ends meet  

The self-employed include both business owners 

(about 36,500 individuals) and those who are street 

vendors or hawkers (about 31,700). By working for 

themselves, they manage to earn on average just less 

than the informal employees (E719 per month). They 

are disproportionately female and many of them 

have a secondary education. Almost two out of every 

three self-employed individuals live in rural areas.  

Though their irregular and low level of income is a 

significant constraint to access, they have the third 

highest use of formal financial products and the 

highest usage of informal remittances. 

They are likely to have a need 

for access to finance for 

assets and education, but the 

nature of their livelihoods 

suggests that a way to 

efficiently and cost-

effectively transact as well as 

targeted savings may be even 

more pertinent needs. 

Irregular 

earners 

Largely excluded 

At just below 100,000 individuals, the irregular 

earners are a substantial group. About 28% of them 

are farmers, with the rest being piece job workers or 

making ends meet through other means. They are 

more likely to be male than the population average 

and are largely based in rural areas, with only a 

primary education. Irregular earners are economically 

in the weakest position, with an even lower average 

monthly income (just E234) than the private and 

state dependents. However, their non-monetised 

income may be significantly higher, as access to land 

provides food and housing for many.  

Their economic profile 

suggests that their strongest 

financial service needs are to 

mitigate risks and to store 

irregular earnings safely. 
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Segment Profile and current usage summary Main financial service needs 

Only one in three irregular earners uses formal 

financial products: 28% are banked/use a formal 

savings product and another 6% use other formal 

financial products. Only 2% use formal credit and a 

mere 3% use formal insurance. Just more than half 

are excluded from any type of formal or informal 

financial service. 

Private 

dependents 

Better served than would be expected 

At 154,424 individuals, this is the single largest 

segment. People in this segment rely on others for 

their livelihood and have an average monthly income 

of only E334, with 58% indicating that they do not get 

an income every month. Furthermore, 47% are 

younger than 25 years old. This would seem to 

suggest that the private dependents include a large 

number of unemployed youth, though the gender 

profile suggests that this segment also comprises a 

significant number of females dependent on their 

spouses or other household members.  

At 36% formal usage, private dependents are slightly 

more formally included than irregular earners. 

Interestingly, they have the highest use of other 

formal financial products across all segments, but the 

lowest level of savings. 

The irregularity of their 

income means that, along 

with the irregular earners and 

self-employed, they have a 

particular need for flexible 

product features. 

They need an efficient and 

accessible way to receive 

their money from others and 

store it. They are unlikely to 

be viable as main insurance 

policyholders, but could be 

covered on the policies of 

those that provide for them. 

State 

dependents 

Least served 

State dependents (34,641 individuals) are an 

interesting category from a financial inclusion point 

of view because, though at an average of E529 per 

month their income is very low, the three-monthly 

state grant means that they have a consistent income 

at predictable intervals. As expected, they are the 

oldest segment. They are also by far the most rural 

(94%) and least well educated. They furthermore 

stand out in being the segment with the lowest cell 

phone penetration.  

They are least well served financially: only 23% are 

formally included and 54% are excluded from any 

formal or informal financial service. They take up 

virtually no formal credit, insurance or remittances 

services. 

They do not need asset or 

productive finance, but as 

many elderly are responsible 

for grandchildren, they are 

likely to value savings and 

credit products aimed at 

financing education. Likewise, 

funeral insurance or financial 

services enabling home 

improvements may be of 

value. 

Expat 

Swazis 

Potential enablers 

Expat Swazis are likely to have relatively high income 

compared to their family and friends in Swaziland. 

Approximately 160,000 Swazis live in South Africa of 

Need for low-cost cross-

border remittance options 

that are accessible both in 

the sending country and for 

recipients in Swaziland. They 
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Segment Profile and current usage summary Main financial service needs 

whom 10% are legally and formally employed. They 

can play a significant role as remittance providers and 

can potentially become investors in small businesses 

or in the upliftment of family members.  

may find a financial service 

(such as a savings 

endowment or insurance 

policy) that allows them to 

make contributions on behalf 

of family members attractive. 

This would require an 

accessible, low-cost cross-

border payment mechanism. 

Table 1: Segment profile and financial needs summary 

{ƻǳǊŎŜΥ !ǳǘƘƻǊǎΩ own, based on FinScope 2011 and qualitative research insights  

Small but diverse provider landscape 

The small population and low average income limits the number of financial institutions that can 

sustainably offer formal financial services. Most financial institutions are at least part foreign-owned. 

The financial services landscape is comprised of the following institutions: 

¶ Banking sector and Building Society. The formal financial services sector in Swaziland is 

dominated by the four large banks: Standard Bank, FNB, Nedbank and SwaziBank; three of 

which are subsidiaries of major South African banks. Although the Swazi Building Society 

(SBS) does not have a banking license it offers many of the services offered by the banks and 

hence can be considered as a direct competitor to the banks from a consumer perspective. 

Between them, these five institutions account for 84.5% of total formal credit and 93.5% of 

formal deposits (excluding pension fund deposits).  

¶ Insurance. The liberalisation of the insurance market in 2005 saw a number of new entrants. 

The most recent insurance licence was awarded in January 2014. There are now six long-

term and three short-term insurers alongside one composite insurer, the former state-

owned monopoly Swazi Royal Insurance Company. There are also two medical aid providers 

that are currently unregulated. 

¶ Development credit providers (DCPs) offer subsidised credit to SMMEs. The only DCPs of 

substantial scale is FINCORP and the Inhlanyelo Fund. Others include the Youth Fund, Credit 

Guarantee Scheme and Community Poverty Reduction Fund. 

¶ Credit institutions. There are four registered credit institutions: First Finance, Select5, 

Letshego and Blue. 

¶ SACCOs. Savings and Credit Cooperatives (SACCOs) serve largely the formally employed 

market. There are 74 registered SACCOs. 

¶ Retailers. There are six furniture and clothing retailers providing credit. Together, they 

account for 7.5% of consumer credit in Swaziland.  

                                                
5
 The everyday, common names are used for the financial service providers, with their full legal identities introduced in the body of the 

document. 
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¶ Informal providers. The primary informal organisations offering financial services are savings 

groups, including Accumulating Savings and Credit Associations (ASCAs) and Rotating Savings 

and Credit Associations (ROSCAs), and informal moneylenders, called shylocks in Swaziland. 

Savings groups accept deposits and many also offer credit to both members and non-

members. In addition, burial societies provide community-based risk pooling. They reach a 

limited number of people. Lastly, minibus taxis provide informal remittance services. This 

channel is once again not widely used. 

¶ MNO. The mobile network operator, MTN entered the financial services market in 2011 as 

an e-money provider through its Mobile Money product. 

¶ Post Office. Lastly, the Post Office provides remittance and bill payment services.6 

The following diagram summarises the financial service provider landscape across the four product 

markets, namely credit (top left), savings (top right), payments (bottom right) and insurance (bottom 

left). It differentiates between formal and informal providers, with informal providers situated on 

the outside: 

Figure 1: Provider landscape overview 

{ƻǳǊŎŜΥ !ǳǘƘƻǊǎΩ own representation based on various sources 

Provision of financial services clusters at the top end of the market 

The small size of the market constrains the scope for economies of scale, thereby impacting on cost 

structures. Most formal sector providers primarily target the formally employed segments. Savings 

and transaction accounts are the only formal financial products to significantly reach into the 

remaining target markets. Access to formal credit, insurance and remittances are below 15% for all 

target markets that are not formally employed. Group-based structures such as SACCOs and savings 

groups also reach mostly those with a regular and relatively higher income, although savings groups 

                                                
6
 Post offices offer a broad distribution footprint as a distributor of financial services, however, the current strategic uncertainty regarding 

SPTC limits short term potential for post offices as a major distribution point, but may represent a medium to longer-term alternative 
distribution channel  
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do have some rural reach. While burial societies reach across all target market segments, 

penetration is low.  

¢Ƙǳǎ ƛǘ ƛǎ ŀ ƳŀǘǘŜǊ ƻŦ ŀƭƭ ǇǊƻǾƛŘŜǊǎ άŦƛǎƘƛƴƎ ƛƴ ǘƘŜ ǎŀƳŜ ǇƻƴŘέ ŦƻǊ the upper end of the market, with 

very few options for the rest but to resort to informal and unintermediated channels.  

Distribution challenged by absence of economies of scale 

Swaziland is already relatively well served in terms of physical banking infrastructure. The small 

country size means that even rural dwellers live relatively close to urban areas where most financial 

services infrastructure is situated. Yet the cost of travelling even short distances to access financial 

services infrastructure can be significant given low incomes and small transaction values. Alternative 

distributors of financial services present an important opportunity to increase access to financial 

services. However, the small number of consumers allows few channels to reach the economies of 

scale needed to sufficiently reduce costs. The two most significant distribution opportunities lie with 

retailers and MTN Mobile Money, which is already gaining popularity as an affordable, alternative 

transaction platform with a wide distribution reach. 

Five financial inclusion priorities 

The target market needs and supply-side dynamics suggest the following five priorities for a financial 

inclusion roadmap in Swaziland: 

¶ E-money to transact and save 

¶ Formal domestic and cross border remittance products to support vulnerable dependent 

groups  Deepening bank reach to better meet needs  

¶ Insurance to better manage risk 

Reducing credit costs and protecting consumers The nature and size of the opportunity, the 

challenges faced and potential actions for realising each opportunity are set out below. 

1. E-money to transact and save 

Largely cash-based society. Swazi consumers still have a strong preference for cash and there are 

limited affordable alternatives to cash. The cost of cash is not currently measured, but is likely to be 

expensive due to the nature of cash management processes and the risk of theft. Despite high 

uptake of transactional accounts, there is very limited use of cards for transacting. Most domestic 

and cross border remittances are sent through informal channels. 

Many save at home. The majority of Swazi adults do save in some way, but savings are largely 

consumptive and short-term in nature for all but the formally employed groups. 18% of adults only 

save at home or in kind and a further 11% save in informal savings institutions rather than the 

banking sector. 

Significant barriers to electronic banking and formal savings. The predominance of cash suggests a 

need for payments products, while the fact that many people save at home means that a secure 

store of value can add value. However, it is expensive to transact and save through banks for small 

amounts. Mystery shopping suggests that the same basic monthly transaction profile that costs E59 

in Swaziland would cost about R32 in South Africa and LSL48 in Lesotho. Furthermore, a number of 



 

 
 

xxiii 

eligibility requirements mean that the poor struggle to qualify for formal products: banks often 

require proof of income for entry-level accounts, SBS savings accounts require a high minimum 

balance, SACCO membership requires regular contributions and high joining fees and is restricted to 

defined groups. Lastly, the need to travel to access current financial sector infrastructure, even if 

short distances, is expensive for people transacting or saving small amounts. 

Mobile Money provides solution. Mobile money overcomes these challenges on all fronts. It charges 

no deposit or monthly service fees, has a wider footprint than the banking sector (41% of agents are 

distributed in rural areas) and there are currently no documentation requirements to sign up (as 

accounts are capped at E4,000, an AML/CFT KYC exemption applies). It furthermore meets the need 

for small value, frequent transactions or savings ς average transaction values on MTN Mobile Money 

and eWallet are a fraction of that of electronic fund transfers. Saving E50 per month with mobile 

money retains 90% of savings at the end of the year compared to 45% through the average entry 

level bank account. Increasing use demonstrates demand: there are now more than 500,000 MTN 

Mobile Money transactions per quarter, making it the single largest payments channel (besides cash) 

by volume in Swaziland. 

A number of challenges to fulfilling potential. Nevertheless, it faces a number of challenges to fulfil 

its full potential as a transaction and savings vehicle. Only about 15% of registered Mobile Money 

customers are active clients. There is still an aversion to technology among some parts of the 

population and inconsistency in network connectivity as well as the fact that agents may not be 

liquid enough (and therefore not always have cash available for users to withdraw) and are not 

available at all hours may discourage some potential clients. Furthermore, the E4,000 cap limits 

functionality for those who wish to use Mobile Money to build up savings over time, or who wish to 

send or receive less frequent, larger amounts. 

Potential actions to realise opportunity 

The following strategies can be considered for overcoming the challenges to Mobile Money 

uptake: 

¶ Address ƭƛǉǳƛŘƛǘȅ ŎƻƴǎǘǊŀƛƴǘǎ ƻŦ ŀƎŜƴǘǎΣ ŦƻǊ ŜȄŀƳǇƭŜ ōȅ ƛƴǘǊƻŘǳŎƛƴƎ ǊƻŀƳƛƴƎ ΨǎǳǇŜǊ 

ŀƎŜƴǘǎΩ ǘƻ ƘŜƭǇ ǊŜōŀƭŀƴŎŜ ƳƻōƛƭŜ ƳƻƴŜȅ ŀƎŜƴǘǎ 

¶ Train agents to familiarise people with the service when signing them up, thereby 

overcoming aversion to technology  

¶ Consider a tiered account offering based on KYC thresholds to overcome the 

restrictive E4,000 cap. 

¶ Consider ways of ensuring consistency of access to the service, such as providing 

access to funds through ATMs 

A number of further actions can be considered to boost the role of Mobile Money in 

financial inclusion: 

¶ Create an ecosystem of goods and services that can be purchased with mobile 

money 

¶ Explore potential for distribution of grants via mobile money 

¶ Allow interest payments on the mobile money float and on mobile money accounts 
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¶ Develop products appropriate to the needs of informal savings groups 

¶ Conduct further targeted research to better understand the key barriers and 

opportunities to extend E-money usage. 

¶ 9ƴŀōƭŜ ǘƘŜ ǘǊŀƴǎŀŎǘƛƻƴ ƘƛǎǘƻǊȅ ŦǊƻƳ ƛƴŘƛǾƛŘǳŀƭǎΩ ƳƻōƛƭŜ ƳƻƴŜȅ ŀŎŎounts to be used 

as a a basis for credit extension by other providers 

¶ Explore the potential to transfer funds from bank accounts into mobile money 

accounts  

 

2. Formal domestic and cross border remittance products to support vulnerable dependent 

groups  

Most remittances not formally intermediated. Almost half of Swazi adults rely on each other for 

income: about 154,000 adults (the private dependent segment) depend on others for their main 

source of income and a further 71,400 receive income from others as a secondary income source. At 

least 100, 000 of these adults receive this income via remittances. Yet only about 19,000 adults 

receive remittances via formal channels. The main barriers to formal remittances emerging from the 

demand-side research are perceived high costs and limited awareness of alternatives. 65% of 

remitters who self-ŘŜƭƛǾŜǊ ƛƴŘƛŎŀǘŜŘ ǘƘŀǘ ǘƘŜȅ Řƻ ǎƻ ōŜŎŀǳǎŜ ǘƘŜȅ άƘŀǾŜ ƴƻ ƻǘƘŜǊ ƻǇǘƛƻƴέΦ LƴŎǊŜŀǎŜŘ 

formal use can improve security for both senders and receivers and regularity of income for 

recipients. 

Regulatory barriers to broader playing field. Alternative providers such as retailers and mobile 

money could play a significant role where they have reach and enjoy the trust of consumers. 

Regional retailer groups such as Shoprite and PEP already play a role in remittances elsewhere in the 

region. Regulation is the main barrier to be overcome in this regard. Only 5% of Mobile Money 

transactions are currently to rural areas, suggesting that it does not yet optimise its role as domestic 

remittance channel. Regulation prevents both categories from engaging in cross-border remittances. 

Untapped potential in banking market. Banks also have significant untapped potential as remittance 

providers: only a small proportion of their existing clients use their bank account to send 

remittances. High charges, as well as limited awareness, are the main constraints to greater bank 

reach in the remittances market. 

Potential actions to realise opportunity 

Regulators can improve the enabling environment for remittances in two ways: 

¶ By allowing a broader range of domestic remittance service providers, notably 

retailers 

¶ By engaging peer regulators at the regional level regarding the opening up of the 

cross-border remittances market. 

¶ Engage in a communication campaign to provide special status to non-resident 

Swazis and facilitate their inward investment. 
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Recommendations for banks: 

¶ Consider ways of reducing the costs of formal remittances, including access through 

bank agents or through mobile products launched by banks such ŀǎ Cb.Ωǎ Ŝ²ŀƭƭŜǘΦ  

¶ Expand product options specifically targeted at remittance senders and receivers 

and then marketing it as such.  

¶ Explore partnerships with retailers and other agents to extend reach and overcome 

doorstep barriers.  

 

3. Deepening bank reach to better meet needs  

Broad reach already. Banks have a client base of some 230,000 adults. They have the deepest reach 

across target market segments, significantly more so than any other financial service. 67% of adults 

indicate that the greatest advantage of banks is that your money is safe from theft and 88% say that 

if they were to receive a large amount of money they would put it in a bank. 

Yet many bank clients do not use banks to transact and save. More than 50,000 adults have bank 

accounts but not savings accounts. Whereas 28% of adults have an ATM card, only 5.3% report 

having a debit card. Furthermore, the average ATM withdrawal is E740, which is high relative to the 

average income of most Swazi adults. This suggests that many bank clients use their accounts as a 

άƳŀƛƭōƻȄέ ǘƻ ǊŜŎŜƛǾŜ ŘŜǇƻǎƛǘǎΣ ǿƘƛŎƘ ŀǊŜ ǘƘŜƴ ǿƛǘƘŘǊŀǿƴ ƛƴ Ŧǳƭƭ ǿƛǘƘƻǳǘ ǳǎƛƴƎ ǘƘŜ ŀŎŎƻǳƴǘ ŦƻǊ 

transaction purposes. Bank reach is also very limited in the credit market. Only 9% of bank clients 

use credit and many bank clients have informal credit. 

Improved disclosure critical to better protect consumers and deepen bank reach. Consumer 

awareness should be improved, particularly within the lower income brackets, both in terms of what 

is available and of the fees and terms and conditions applicable to different products. The relatively 

ǿƛŘŜǎǇǊŜŀŘ ǇŜǊŎŜǇǘƛƻƴ ǿƛǘƘƛƴ CD5ǎ ǘƘŀǘ ōŀƴƪǎ άǘŀƪŜ ȅƻǳǊ ƳƻƴŜȅέ ƛǎ ǇŀǊǘƭȅ ŀǘǘǊƛōǳǘŀōƭŜ ǘƻ ƘƛƎƘ ōŀƴƪ 

fees but is also likely due to a lack of understanding by clients of how bank fees are applied and that 

many low income consumers have accounts inappropriate to their needs. Therefore a combination 

of greater disclosure by the banks of their costs and terms and conditions, and improved consumer 

education is important to deepening bank reach.  

5ŜŜǇŜǊ ōŀƴƪ ǊŜŀŎƘ ŀ άǿƛƴ-ǿƛƴέΦ There is therefore significant scope for deepening bank reach. For 

clients, deeper bank reach can enhance security, discipline and privacy of savings and facilitate 

lower-cost loans7. For banks, reducing dormant accounts and increasing transaction revenues can 

boost profitability. To do so, a number of barriers however need to be overcome. 30% of Swazi 

adults think that formal employment is needed to open a bank account. There is also a general - and 

well-founded - perception that banks are expensive and that charges erode savings balances over 

time. Furthermore, qualitative market research confirms that people find bank charges, terms and 

conditions confusing.  

Potential actions to realise opportunity 

                                                
7
 As discussed in sections 2.1 and 7.1 the small size of the economy is a major constraint to the growth of financial services and enhancing 

the productivity in the economy would increase the demand for financial services. While enhanced productivity would improve demand 
for financial services, even with limited productivity improved access can improve welfare. 
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Documented international experience on deepening bank reach suggests a number of 

recommendations for Swaziland: 

¶ Improve consumer awareness and disclosure of terms and conditions for bank 

related products. 

¶ Leverage non-bank infrastructure to overcome doorstep barriers, increase use and 

reduce costs 

¶ Consider second tier banking licenses to encourage entry and innovation. 

 

¶ Consider regulation to enable agency, such as partnerships with retailers for 

remittances 

¶ Mine data to understand low income clients 

¶ Expand technology/mobile offerings 

¶ Employ SMS communication as confirmation and encouragement 

At least five product-related opportunities can be explored given the features of the target 

market in Swaziland: 

¶ Product design and incentives to encourage goal-oriented, committed savings 

¶ Extending credit to a larger group of the employed, especially through revolving 

facilities such as low balance credit cards 

¶ Playing a larger role in insurance, both as a distribution channel as well as by using 

embedded insurance as an incentive to increase savings balances or transaction 

volumes 

¶ Targeting non-resident Swazi citizens for local bank accounts. Designing low cost, 

easy to access remittance products, and creating awareness around the product 

¶ Consider scope for migrating grant payments to banking system 

 

4. Insurance to better manage risk  

Strong in-principle need. The economic vulnerability, often fragile health and lack of collective 

financial functioning deriving from the country context suggest a need for insurance, especially 

funeral and simple life cover, but also affordable cover towards ancillary expenses when illness 

strikes or loss of income. 

Low reach beyond formally employed. Insurance uptake is fairly high among the formally employed 

(64% of civil servants and 35% of company employees have insurance), but dwindles down the 

income spectrum and in total only 17% of adults have formal insurance. A further 5% are served only 

by burial societies. 

Savings and credit substitute for insurance. Instead, people find other ways to cope with the impact 

of risks, such as saving or borrowing. 16% of savers save towards medical expenses and 22% of those 

who save do so to allow for non-medical emergencies. A modelling exercise finds that funeral 

insurance provides better value than informal credit for any claims ratio above 30% (in Swaziland, 
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long-term insurance claims ratios are close to 100%). Yet almost 8% of those with credit borrow to 

cover medical expenses and 5.2% borrow because of non-medical emergencies. 

Greatest opportunity at upper end of market. The fact that people use saving or credit in lieu of 

insurance is symptomatic of substantial barriers to uptake in the insurance market. Distribution and 

premium collection challenges, as well as lack of regular incomes, may put a large part of the 

population beyond the reach of insurers. Furthermore lack of awareness, trust and negative 

perceptions pose significant usage barriers. Yet there is still room for growth among those currently 

best served (the civil servants and company employees, notably in terms of health and asset cover) 

or who could be reached by leveraging existing touch points. For example: the 123,330 individuals 

with a bank account do not have insurance, 47,847 formal employees are uninsured and 34,428 

SACCO savers are not covered by formal insurance yet.  

Potential actions to realise opportunity 

The following can be done to reap the insurance market opportunities: 

¶ Understand specific target market needs for different products and what 

perceptions drive behaviour 

¶ Consider how product features can speak to target market realities such as extended 

families and irregular incomes 

¶ Expand suitable product suite to include small-value sum assured cover towards 

expenses triggered by a health event, income protection and low-cost asset cover 

¶ Build on the current broker and agent distribution channels to increasingly reach out 

via group structures and aggregators like banks and SACCOs 

¶ Explore the potential of distributing insurance through agricultural value chains 

¶ Explore alternative premium collection methods to payroll or debit orders 

Where the regulatory framework is concerned, the main priorities are to finalise and 

implement microinsurance regulations; reconsider KYC requirements for insurance, building 

on the threshold exemption precedent set in the banking environment; to develop a 

streamlined, facilitative framework for medical schemes; as well as to consider allowing a 

policy initiation fee as part of the commission structure.  

 

5. Reducing credit costs and protecting consumers  

Limited incentive for formal providers to go down-market. Uptake of formal credit is mostly limited 

to the formally employed segments (civil servants and company employees) and in aggregate only 

about 7% of adults have formal credit. The current interest rate cap means that banks have limited 

incentive to provide loans to riskier target markets. Credit institutions and SACCOs also serve largely 

the payroll market.  

Informal players fill the gap. The target market analysis shows that consumers tend to borrow from 

informal moneylenders rather than banks or credit institutions either because they are not eligible 

for formal loans (mostly due to not having a payslip), or because they need faster turnaround times 

and more flexibility (such as the ability to roll over loans and only pay interest). Access and flexibility 
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come at a price though: informal market interest rates are several multiples of that charged by 

formal players. 

Most SMMEs survivalist. The analysis showed that an estimated 90% of Swazi entrepreneurs are 

survivalist in nature, employ only the owner and have limited growth potential. Development credit 

providers such as FINCORP and Inhlanyelo are the only institutions with substantial exposure to 

SMME loans. For the most part, development credit providers suffer from high non-performing loans 

and undercapitalisation. The analysis suggests that broader development policies may play a larger 

role than credit to develop the SMME and agricultural sectors. This is confirmed by the experience of 

Malawi, Zimbabwe and Mozambique8. In all three countries, savings is a much larger source of 

finance for SMMEs than credit.  

Thus, a broader SMME development strategy is required beyond credit to include addressing 

challenges in the business environment, education and health, as well as extending the range of 

savings and insurance products serving this market. While there are a number of SMME support 

initiatives, coordination and scale is lacking.  

Where finance is concerned, development credit providers can go further downmarket to serve 

SMMEs than most formal providers with subsidised credit, but even they would require a threshold 

level of viability to extend credit. Furthermore, state-funded SMME development credit is 

undercapitalised and uncoordinated. The government has provided funding to at least four different 

organisations providing SMME credit, in each case to a value of less than E20 million, resulting in an 

inability for most of these to achieve economies of scale and the associated efficiencies and resulting 

a number of small, undercapitalised, inefficient developmental credit providers.  Coordination of 

loan administration, collection and funding activities could improve efficiencies to achieve 

sustainability of credit provision and make additional capital available to SMMEs.    

Improved customer information can aid growth in credit provision. Improved access to reliable and 

detailed information regarding the credit worthiness and financial services history of clients and 

potential clients allows credit providers a more accurate picture of their clients, allowing them to 

price products appropriately. The greater information also reduces the risk induced through 

asymmetric information. A credit bureau fulfils this role, and the introduction of such an institution 

in Swaziland, provided all providers share comprehensive client information, should reduce the risk 

to providers, thereby theoretically allowing them to extend loans to clients that would otherwise 

have been deemed too risky, including SMMEs. 

Consumer protection imperative. Despite credit not necessarily being the panacea for financial 

inclusion in Swaziland, particularly for SMMEs, there is still some scope for the expansion of credit 

market reach and a number of consumer protection concerns can be overcome to improve the 

quality of financial inclusion in credit. Notably, limited information is available on terms and costs 

when taking out credit. The actual cost of credit is therefore often higher than consumers 

anticipated. Lƴ ǘƘŜ ƛƴŦƻǊƳŀƭ ŎǊŜŘƛǘ ǎŜŎǘƻǊΣ ŀōǳǎƛǾŜ ǇǊŀŎǘƛŎŜǎ ǎǳŎƘ ŀǎ ŎƻƴŦƛǎŎŀǘƛƴƎ ŀ ŎǳǎǘƻƳŜǊΩǎ ōŀƴƪ 

card and pin are rampant.  

Potential actions to realise opportunity 

Market conduct regulation to improve transparency in the formal sector and protect 

consumers against abuses in the informal sector is likely to be the most important 

                                                
8
 Based on FinScope Small Business Surveys conducted in these three countries.  
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intervention in the credit market. Further recommendations are: 

¶ Apply an inclusion lens to the finalisation of the credit bill:  

¶ Increase and clarify the interest rate cap, informed by market research 

¶ Promote the establishment of a credit bureau and the submission of positive and 

negative credit information by credit providers 

¶ Collect appropriate data to monitor credit markets 

¶ Coordination between FSRA and CBS 

¶ Strengthen, recapitalise and coordinate state-supported development credit providers, 

allow the credit guarantee scheme to earn interest and encourage Expat investment 

¶ Consumer protection measures: 

¶ Improve transparency of full costs and T &Cs  

¶ Reduce consumer abuses in the informal credit sector 

¶ Explore alternative credit evaluation methods including mobile money transaction 

history 

¶ Support donor initiatives to promote savings groups as alternative to informal 

moneylenders 

¶ A broader policy intervention is needed that focuses on the fundamentals of SMME 

development 

¶ Target civil servants to start businesses 

 

Who is best placed to unlock the opportunities and how? 

This question can be answered by assessing the current provider landscape in Swaziland in terms of 

the incentive of various types of institutions to go down-market, the extent to which they are 

trusted by the target market as suggested by the demand-side research, as well as the current 

footprint and potential reach of various players. Such an exercise suggests the following institutional 

priorities for the roadmap: 

¶ Prioritise mobile money solutions, development credit providers and retailers (including agro-

dealers). These institutions are best placed to facilitate financial inclusion at scale as they are 

trusted by the target market, plus have an incentive to reach down-market and an existing 

presence beyond urban areas. Some of them, such as retailers and agro-dealers, however 

currently have limited exposure to financial services provision or distribution and others, 

including the development credit providers, face severe operational challenges. From the 

roadmap perspective, overcoming barriers to uptake and enabling these institutions as providers 

and channels is therefore a first-order priority.  

¶ Incentivise banks, SBS and insurers. These institutions are trusted by the target market to keep 

their money safe (though the qualitative research suggests that consumers are often suspicious 

ƻŦ ƭŀǊƎŜ ŦƛƴŀƴŎƛŀƭ ƛƴǎǘƛǘǳǘƛƻƴǎΩ ƳƻǘƛǾŜǎύΣ ōǳǘ ƘŀǾŜ ŀ ƳƻǊŜ ƭƛƳƛǘŜŘ ƛƴŎŜƴǘƛǾŜ ǘƻ Ǝƻ Řƻǿƴ-market, or 

encompass product features such as a minimum balance, service fees or regular premiums that 

may make it difficult for consumers to access. The primary roadmap imperative for these 

institutions is to improve the enabling environment, build efficiency and convince them of the 

business case for inclusion-relevant products and channels so as to incentivise greater focus on 

the underserved market. 

The following cross-cutting imperatives emerge for these institutions to reach their full financial 

inclusion potential: 
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¶ Build the financial inclusion business case. Given the small size of the Swaziland market and the 

role of head office strategy, it cannot be taken for granted that financial institutions will 

automatically prioritise financial inclusion. 

¶ Better understand clients. The target market analysis shows the value of informing product 

design and distribution strategies with an understanding of target market needs. 

¶ Improve transparency and market conduct. There is a cross cutting need for better 

communication with clients to ensure sustainable use of products and trust in financial services. 

¶ Encourage partnerships with alternative distribution channels. The roadmap should equip banks 

and insurers to partner with retailers, mobile money operators and other aggregators, including 

informal savings groups, as distribution channels to reduce costs and increase the footprint 

Informal money lenders, savings clubs, burial societies and SACCOs are not covered in the above two 

categories, yet should not be disregarded in the roadmap. For them, the following imperatives arise: 

¶ Protect informal credit consumers. Shylocks are least trusted, yet fairly widely used. The 

imperative where they are concerned is to ensure consumer protection and devise ways to 

migrate clients to the formal credit market by reducing barriers and reconsidering the interest 

rate cap.  

¶ Acknowledge role of collective mechanisms, but place roadmap priorities elsewhere. The 

qualitative research suggest that word of mouth regarding negative experiences of fraud or theft 

in savings clubs or burial societies erodes trust in these institutions. Though they play an 

important role for those that they do reach, usage figures suggest that such collective 

mechanisms do not provide the answer for the majority of the population. Likewise SACCOs, 

while trusted and providing a viable credit and savings channel for members, are generally only 

available to the formally employed market. Collective financial institutions should therefore not 

be the primary target for the financial inclusion roadmap. Nevertheless, donor activities to 

improve governance in savings groups and burial societies are useful, as they fulfil an important 

role for those without feasible alternatives. 

Regulatory imperatives 

The analysis suggests a number of cross-cutting actions for the state: 

Improve measurement to understand inclusion. Develop a framework to obtain targeted information 

ŀŎǊƻǎǎ ǇǊƻǾƛŘŜǊǎ ǘƘŀǘ ōŀƭŀƴŎŜǎ ǊŜƎǳƭŀǘƻǊǎΩ ƴŜŜŘ ŦƻǊ ƛƴŦƻǊƳŀǘƛƻƴ ŀƴŘ ǘƘŜ Ŏƻǎǘ ƛƳǇŀŎǘ ƻƴ ǇǊƻǾƛŘŜǊǎΦ 

This includes revisiting reporting requirements by various types of institutions to include financial 

inclusion indicators and product and channel information (for example number of customers of 

different types of products or served through particular channels, number of discontinued/lapsed 

clients, number of complaints, fees and commissions, and claims ratios by product and channel 

where insurance is concerned). To avoid disproportionate compliance cost, the reporting framework 

can be risk-based and incorporate varying frequency of reporting. 

Implement market conduct regulation and consumer empowerment mechanisms. Product terms and 

related costs should be published and prominently displayed to improve decision making. Regulators 

can also publish a table of products and related costs on a regular basis. Furthermore, recourse 

mechanisms should be strengthened. A pragmatic approach should be sought for creating the 

Financial Services Ombudsman allowed for under the FSRA Act or broadening the scope of the 

Insurance and Retirement Funds Adjudicator to fulfil such role. The potential role of an Ombudsman 

in the banking sector should be investigated. Institutions can also be required to create and disclose 
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internal complaints mechanisms. To ensure a coherent market conduct framework across financial 

institutions, coordination will be required between FSRA and the Central Bank. Targeted financial 

education initiatives should also be explored. 

Coordinate between regulators and implement transitional arrangements to smooth implementation 

of regulation. Coordination is needed between FSRA and the Central Bank to clarify who regulates 

whom, to ensure that all consequential amendments are brought about to remove uncertainty, to 

put appropriate transitional arrangements in place, and then to clearly communicate the outcome to 

the market. A first step could be to appoint a coordination panel between regulators to suggest 

appropriate transition mechanisms and evaluate the impact of the FSRA Act on other legislation to 

determine the need for consequential amendments. As part of the coordination effort, FSRA can 

consider delegation of authority for SBS to the Central Bank. 

Support SMME development beyond finance. A broader policy intervention is needed that focuses on 

the fundamentals of SMME development such as capacity building and the business environment 

within which they operate. Recommendations on strategies in this regard fall beyond the ambit of 

the MAP study. Where SMME finance is concerned, the imperative is to improve and coordinate 

current vehicles, rather than to pursue new avenues. This can be done by coordinating systems 

among state-run development credit providers to harness and combine resources. For example, the 

same IT platforms or the same teams can be used to monitor and collect loans rather than each fund 

developing and managing these resources themselves.  

Leverage grant payment system to promote financial inclusion. Consider options for converting the 

current cash system for payment of state grants into electronic channels such as mobile money or 

banks partnered with retailers. 

Develop policy to target non-resident Swazi citizens. Develop a policy to facilitate non-resident Swazi 

citizens (the expat target market) to support local dependents in terms of remittances, to fund 

educational/health products for dependents, save for their retirement and invest in the SMMEs of 

friends and families. This could entail a number of actions, including: lobbying of the South African 

authorities to enhance access to the financial system for undocumented migrants in South Africa; 

the facilitation of alternative cross-border remittance channels, for example through retailers; and a 

communication campaign to provide special status to non-resident Swazis and facilitate their inward 

investment. 

Finally, the Central Bank and FSRA can each promote financial inclusion within their specific 

mandate. 

Recommendations for Central Bank 

Enable low cost, savings and payments products. Improved access to low cost savings and payment 

products should be a key focus area for regulators given target market needs. Two Central Bank 

actions can promote such an outcome: 

¶ Develop a strategy to enable Mobile Money as transaction and saving product. 

¶ Enable innovation in distribution by developing a framework that explicitly encourages agency 

relationships between banks and non-banks, most notably retailers and MTN 

¶ Encourage and enforce consumer protection and disclosure/ transparency of product 

information 
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Encourage use of formal domestic and cross border remittance products. Facilitate formal 

remittances by allowing non-banks to play in the remittance space. Retailers and mobile money 

providers are well positioned to offer domestic and cross border remittances. They can do so more 

cheaply than banks and offer convenience in terms of functional proximity and speed of transfer to 

customers. People are also often more comfortable to transact in these institutions than in banks. 

Recommendations for FSRA 

Ensure clarity by finalising regulatory frameworks. The regulations for entities currently operating 

without prudential supervision, namely SACCOs, medical schemes (see below) and collective 

investment schemes should be finalised. Further investigation is needed of governance concerns 

with informal savings groups to inform whether it would be desirable and viable to regulate groups 

beyond a certain size. 

Tweak insurance framework to facilitate opportunities. After addressing microinsurance, which is 

currently on the FSRA agenda, two further areas to consider are commission regulation and health 

insurance demarcation. Where commission regulation is concerned, the recommendation is to allow 

a policy initiation commission or fee. In terms of medical scheme regulation, the recommendation is 

to take care that the demarcation between health insurance and medical schemes does not curtail 

insurance innovation. Furthermore, the regulatory framework and the corresponding supervision 

and compliance burden should be proportionate to the small size of the market. Lastly, there is 

ǎŎƻǇŜ ǘƻ ƛƴǘǊƻŘǳŎŜ ŀƴ ŜȄŜƳǇǘƛƻƴ ǘƘǊŜǎƘƻƭŘ ŦƻǊ !a[κ/C¢ άƪƴƻǿ ȅƻǳǊ ŎǳǎǘƻƳŜǊέ όY¸/ύ ǊŜǉǳƛǊŜƳŜƴǘǎ 

for insurance. KYC requirements are currently not strictly enforced in the insurance market but, if 

enforced, would serve as substantial access barrier. 

Apply inclusion lens when finalising credit framework. Where the credit market is concerned, the 

new Consumer Credit Bill introduces the role of a credit regulator to regulate credit across 

institutions. The key regulatory imperatives in the credit sphere are: 

¶ Strengthen market conduct by requiring disclosure of terms and full cost of credit inclusive of 

any fees 

¶ Increase and clarify the interest rate cap, informed by market research, or introduce exemptions 

below certain thresholds 

¶ Promote the establishment of a credit bureau for credit information sharing 

¶ Strengthen development credit providers through consolidation of systems and allow the credit 

guarantee scheme to earn interest 

In conclusion 

Swaziland is already fairly well served, financially, compared to many peer countries. However, the 

analysis shows that there is still significant opportunity for improved access to support welfare and 

growth policy objectives. The recommendations set out in this report can form the basis for the 

development of a roadmap towards realising the priority opportunities. 
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1. LƴǘǊƻŘǳŎǘƛƻƴ 

1.1. What is MAP? 

Making Access to Financial Services Possible (MAP) is a multi-country initiative to support financial 

inclusion through a process of evidence-based country analysis. It is a partnership between the 

United Nations Capital Development Fund9 (UNCDF), FinMark Trust10 and the Centre for Financial 

Regulation and Inclusion11 (Cenfri). In each country, it brings together a broad range of stakeholders 

from within government, private sector and the donor community to create a set of practical actions 

aimed at extending financial inclusion tailored to that country12. Financial inclusion is achieved when 

consumers across the income spectrum in a country can access and sustainably use financial services 

that are affordable and appropriate to their needs.  

MAP incorporates a comprehensive analysis of the country context as well as of the demand and 

supply of financial services and the regulatory environment in order to identify key barriers and 

opportunities to increased financial inclusion across four core product markets:  

 Credit 

 Payments  

 Savings 

 Insurance 

Table 2: Four core product markets 

{ƻǳǊŎŜΥ !ǳǘƘƻǊǎΩ own 

Why focus on financial inclusion? The MAP approach sees financial inclusion as a means to an end ς 

the end being improved welfare and an impact on the real economy, namely those activities that 

contribute to GDP and economic growth13. Economic theory suggests that financial intermediation 

can fuel real economy impacts at the macroeconomic level by mobilising savings for investment 

purposes (including capital allocation for business development), reducing transaction costs and 

increasing efficiency, thereby contributing to employment generation and growth. At the 

ƳƛŎǊƻŜŎƻƴƻƳƛŎ ƻǊ ƘƻǳǎŜƘƻƭŘ ƭŜǾŜƭΣ ŦƛƴŀƴŎƛŀƭ ƛƴŎƭǳǎƛƻƴ Ŏŀƴ ƛƳǇŀŎǘ ǇŜƻǇƭŜΩǎ ǿŜƭŦŀǊŜ ŘƛǊŜŎǘƭȅ ōȅ 

reducing their transaction costs, enabling them to more efficiently manage risks, allocating capital 

                                                
9
 UNCDF (www.uncdf.org) ƛǎ ǘƘŜ ¦bΩǎ ŎŀǇƛǘŀƭ ƛƴǾŜǎǘƳŜƴǘ ŀƎŜƴŎȅ ŦƻǊ ǘƘŜ ǿƻǊƭŘΩǎ ƭŜŀǎǘ ŘŜǾŜƭƻǇŜŘ ŎƻǳƴǘǊƛŜǎΦ Lǘ ŎǊŜŀǘŜǎ ƴŜǿ ƻǇǇƻǊǘǳƴƛǘƛŜǎ ŦƻǊ 

poor people and their communities by increasing access to microfinance and investment capital.  UNCDF focuses on Africa and the poorest 
countries of Asia, with a special commitment to countries emerging from conflict or crisis. It provides seed capital ς grants and loans ς and 
technical support to help microfinance institutions reach more poor households and small businesses, and local governments finance the 
capital investments ς water systems, feeder roads, schools, irrigation schemes ς ǘƘŀǘ ǿƛƭƭ ƛƳǇǊƻǾŜ ǇƻƻǊ ǇŜƻǇƭŜǎΩ ƭƛǾŜǎΦ 
10

 FinMark Trust (www.finmark.org.za) is an independent non-ǇǊƻŦƛǘ ǘǊǳǎǘ ǿƘƻǎŜ ǇǳǊǇƻǎŜ ƛǎ ΨaŀƪƛƴƎ ŦƛƴŀƴŎƛŀƭ ƳŀǊƪŜǘǎ ǿƻǊƪ ŦƻǊ ǘƘŜ ǇƻƻǊ ōȅ 
ǇǊƻƳƻǘƛƴƎ ŦƛƴŀƴŎƛŀƭ ƛƴŎƭǳǎƛƻƴ ŀƴŘ ǊŜƎƛƻƴŀƭ ŦƛƴŀƴŎƛŀƭ ƛƴǘŜƎǊŀǘƛƻƴΩΦ The trust waǎ ŜǎǘŀōƭƛǎƘŜŘ ƛƴ aŀǊŎƘ нллн ǿƛǘƘ ŦǳƴŘƛƴƎ ŦǊƻƳ ǘƘŜ ¦YΩǎ 
Department for International Development (DFID). 
11 Cenfri (www.cenfri.org) is a non-profit think-tank based in Cape Town. Cenfri's mission is to support financial sector development and 
financial inclusion through facilitating better regulation and market provision of financial services. They do this by conducting research, 
providing advice and developing capacity building programmes for regulators, market players and other parties operating in the low-
income market. 
12

 For more information on MAP visit any of the partner websites listed in the footnotes above. 
13

 It goes both ways, however. As the discussion in Section 2 will show, the real economy and broader country context also impact the 
scope for financial inclusion by determining the realities within which the target market functions. 

http://www.uncdf.org/
http://www.finmark.org.za/
http://www.cenfri.org/
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for productive use and supporting the accumulation of wealth over time. Financial services can also 

facilitate access to core services, such as health or education. This can impact growth directly, by 

triggering service sectors, as well as indirectly, by enhancing productivity.  

Figure 2 below summarises the direct and indirect channels through which financial inclusion can 

impact welfare: 

Figure 2: Financial inclusion real economy impact channels 

Source: AǳǘƘƻǊǎΩ ƻǿƴΣ ōŀǎŜŘ ƻƴ Calderón & Liu (2002), King & Levine(1993), and Levine (1997). 

The customer at the core. What sets MAP apart from other diagnostic exercises is the fact that the 

demand-side perspective ς the customer and his/her needs ς is the point of departure for the 

analysis and recommendations. Figure 3 illustrates the MAP logic: 

Financial sector 
development

Direct

Transaction costs

Risk mitigation
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and opportunities

DƻǾΩǘ wŜǾŜƴǳŜ
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Figure 3: The logic of the MAP process 

Source: AuthorsΩ own 

As the diagram illustrates, the MAP methodology starts by identifying the different needs in the 

target market. The adult population is segmented into groups of individuals with similar profiles and 

needs that could form discrete target markets for financial services. With the target markets in mind, 

the rest of the analysis then seeks to identify which institutions currently serve which parts of the 

market through which services, as well as what the potential and gaps are for enhanced provision. 

The analysis is informed by the realities of the context of the country and ultimately seeks to meet 

the policy objective of financial inclusion as a tool to improve welfare and poverty alleviation. 

1.2. Rationale for MAP in Swaziland 

Strong financial inclusion commitment. The Government of Swaziland recognizes the significant role 

of the financial services sector in contributing to economic growth, as well as the potential for 

financial inclusion to contribute to poverty alleviation. A number of strategic priorities outlined in 

{ǿŀȊƛƭŀƴŘΩǎ bŀǘƛƻƴŀƭ 5ŜǾŜƭƻǇƳŜƴǘ {ǘǊŀǘŜƎȅ όb5{ύ ŀǊŜ ǊŜƭŜǾŀƴǘ ŦǊƻƳ ŀ ŦƛƴŀƴŎƛŀƭ ƛƴŎƭǳǎƛƻƴ Ǉƻƛƴǘ ƻŦ 

view. This includes the need to satisfy the demand for credit among indigenous entrepreneurs, the 

need to achieve efficiency in state-owned financial institutions (most notably SwaziBank), the 

repatriation of pension fund investments to stimulate local investment, the incorporation of Savings 

and Credit Co-operatives (SACCOs) into the formal financial sector, and the empowerment of Swazi 

nationals as professionals, managers and owners in the financial sector. Furthermore, the Poverty 

Reduction Strategy and Action Plan (PRSAP) emphasises the need for savings to support poverty 

alleviation (Government of Swaziland, 1999).  

Government has introduced a number of initiatives to promote financial inclusion:  

¶ A Micro Finance Unit (MFU) has been set up under the authority of the Ministry of Finance. Part 

of its mandate is to drive financial inclusion through the implementation of a Rural Finance and 

Enterprise Development Programme.  

Identify different needs 
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¶ The government is actively collaborating with the International Fund for Agricultural 

Development (IFAD) and several financial institutions to improve linkages to financial services 

and markets to facilitate rural small and medium enterprisesΩ ŀŎŎŜǎǎ to finance. 

¶ The Central Bank Governor has stated that the Central Bank of Swaziland will endeavour to 

complement growth and stability policies with targeted interventions to support broader access 

to financial services. Furthermore, financial inclusion objectives are included in the National 

Payments System Strategic Vision 2016. 

¶ In May 2013, the Ministry of Finance became a member of the global Alliance for Financial 

Inclusion (AFI). The Central Bank of Swaziland (CBS) is an associate member. 

Financial inclusion serves welfare objective. The policy objective implicit in these various initiatives is 

that the provision of financial services, particularly to the excluded, has the potential to reduce 

vulnerability and increase income in the wider economy, thereby impacting on poverty reduction, 

employment and growth and, ultimately, enhancing welfare. 

MAP as vehicle towards a financial inclusion strategy. a!t ǿƛƭƭ ōŜ ǳǎŜŘ ǘƻ ƛƴŦƻǊƳ ƎƻǾŜǊƴƳŜƴǘΩǎ 

approach to financial inclusion. On 12 June 2013, the Ministry of Finance convened a Financial 

Inclusion Forum, attended by more than 65 participants comprising government, the private sector 

and development partners, to present the MAP methodology. In October 2012, the Ministry of 

CƛƴŀƴŎŜ ŦƻǊƳŀƭƭȅ ǊŜǉǳŜǎǘŜŘ CƛƴaŀǊƪ ¢ǊǳǎǘΩǎ ǎǳǇǇƻǊǘ ŦƻǊ ƛǘǎ ƻƴƎƻƛƴƎ ŦƛƴŀƴŎƛŀƭ ƛƴŎƭǳǎƛƻƴ ŀƎŜƴŘŀΦ It was 

agreed that the MAP study will form the basis for the development of a multi-stakeholder roadmap 

for financial inclusion, which in turn will be leveraged as a vehicle towards an integrated financial 

inclusion strategy in Swaziland. Government has constituted a Financial Inclusion Task Team to guide 

the development of the financial inclusion strategy and to serve as steering committee for the MAP 

project. The Task Team comprises representatives of the Ministry of Finance, the MFU, the Central 

Bank and the Financial Services Regulatory Authority (FSRA). 

1.3. Methodology and process 

The MAP Swaziland diagnostic is funded by FinMark Trust. It was carried out by Cenfri with the 

support from the FinMark Trust Swaziland coordinator, Mr Sabelo Mabuza.  

Scope. This document builds an evidence base across various areas of analysis. It considers the 

country context, target market features, regulatory framework, as well as the provision of financial 

services in four product markets: credit, savings, payments and insurance. 

The start of a process. The diagnostic document is the beginning rather than the end of the road, as 

it provides the basis for an ongoing multi-stakeholder process across government and the private 

sector to develop a financial inclusion roadmap and implement it through an action plan. 

Box 1. What is a financial inclusion roadmap? 

The analogy of a map is central to the MAP approach. MAP is about moving into unchartered territories, in the 

process mapping the potential routes to get to the end-goal of welfare gains through financial inclusion. 

The roadmap is a high-level strategy document that details focus areas and recommendations towards 

achieving the end-goal. The roadmap will be the foundation for the development of an action plan, which adds 

further detail to create an implementable and sustainable plan to improve financial inclusion. The action plan 

will specify specific activities stemming from the roadmap and assign a budget, timeline and responsibilities to 
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each. 

The roadmap can be developed into an official Financial Inclusion Strategy adopted by government or simply 

serve as a consensus document for stakeholders on focus areas and action steps. 

 

Methodology. A MAP diagnostic study is based on analysis of five key sources of information: 

¶ Quantitative demand-side research. The analysis draws heavily on the FinScope Consumer 

Survey Swaziland 2011, published by the FinMark Trust in 2012 (henceforth referred to as the 

FinScope survey). FinScope is a nationally representative demand-side survey implemented by 

CƛƴaŀǊƪ ¢Ǌǳǎǘ ƛƴ ŀ ǘƻǘŀƭ ƻŦ му ŎƻǳƴǘǊƛŜǎ ƛƴ !ŦǊƛŎŀ ŀƴŘ !ǎƛŀ ǘƻ ŘŀǘŜΦ Lǘ ƎŀǳƎŜǎ ǇŜƻǇƭŜΩǎ ǳǎŀƎŜΣ 

perceptions and interaction with various financial services, as well as barriers to greater financial 

services penetration. The MAP analysis applies the FinScope survey results to obtain insight into 

the relative size of different financial inclusion opportunities, as well as the realities, needs and 

profiles of various target market segments. Note that, as the survey was conducted in 2011, it 

does not reflect recent trends such as the rise of Mobile Money. Where possible we account for 

recent developments through the supply-side analysis. A new FinScope survey is underway for 

2014.  

¶ Qualitative demand-side research. Market research firm KLA was sub-contracted to design and 

implement qualitative demand-side research as an input to the analysis. Individual interviews 

and focus group discussions were conducted to get insights into the naǘǳǊŜ ƻŦ ǇŜƻǇƭŜΩǎ ŦƛƴŀƴŎƛŀƭ 

lives and their interaction with various financial services. The findings are not representative of 

the population at large, but complement the quantitative survey results to provide a deeper 

level of insight into attitudes and other drivers of financial usage behaviour.  

Fieldwork was conducted in October 2013 in the Matsapha/Manzini area as well as in Mhlume. 

Twelve focus group discussions were conducted across the two regions. Each group comprised 

seven to ten respondents. In addition, four in-depth interviews and six immersions14 were 

conducted, once again split by region. A total of 104 respondents were reached: 49 male and 55 

female. Full details on the methodology followed and findings are available in the separate 

qualitative demand-side research report developed by KLA. 

¶ Stakeholder interviews. In October 2013, the diagnostic team met with a total of 53 

stakeholders, including regulatory authorities, government departments, financial institutions 

and support organisations. The purpose was to understand incentives for and constraints to 

financial inclusion and obtain insights into key market trends and data. Appendix 7 contains a list 

of institutions consulted. 

¶ Secondary research. The stakeholder consultations were accompanied by in-depth analysis of 

data contained in regulatory databases or obtained from suppliers. In addition, we analysed 

ǾŀǊƛƻǳǎ ƛƴǎǘƛǘǳǘƛƻƴǎΩ ŀƴƴǳŀƭ ǊŜǇƻǊǘǎΣ ŎƻƴŘǳŎǘŜŘ ŀ ƭƛǘŜǊŀǊȅ ǊŜǾƛŜǿ ƻƴ ǘƘŜ ŎƻǳƴǘǊȅ ŀƴŘ ŦƛƴŀƴŎƛŀƭ 

sector context and analysed relevant pieces of legislation and other documents pertaining to the 

regulatory framework. 

                                                
14

 Immersions: spending a considerable amount of time interviewing a respondent in his/her own environment 



 

 6 

¶ Mystery shopping. Lastly, a mystery shopping exercise was implemented to understand product 

terms and costs, as well as to experience the process of signing up for a financial service from 

ǘƘŜ ŎǳǎǘƻƳŜǊΩǎ ǇŜǊǎǇŜŎǘƛǾŜΦ 

1.4. Guide to reading this document 

In order to impact on the real economy and improve welfare, a suite of appropriate financial services 

are needed that are accessible and provide value to clients. The scope for financial inclusion is 

conditioned by the country context as well as the regulatory environment within which the financial 

sector operates. After taking stock of the context and regulatory framework, we consider the needs 

and realities of various target market segments, as well as the potential, gaps and barriers for 

financial services across the four product markets to meet those needs. The recommendations are 

then informed by an assessment of the potential of various financial services to meet the key target 

market needs.  

The document from this point is structured as follows: 

¶ Section 2 considers the way in which the country context ς macroeconomic, socioeconomic, as 

well as physical infrastructure ς shapes the scope for financial inclusion. 

¶ Section 3 analyses the relevance of the regulatory framework in Swaziland for financial 

inclusion. 

¶ Section 4 takes a closer look at the target market for financial inclusion in Swaziland It considers 

the economic realities at grassroots level, the profile and needs of different target market 

groups, how the target market currently uses and perceives financial services, as well as what 

stands in the way of greater engagement with formal financial services. 

¶ Mindful of target market needs and the country and regulatory context, Section 5 then provides 

an overview of current financial services provision in Swaziland to set the scene for the rest of 

the analysis. It provides an overview of the landscape of providers across product markets and 

analyses the financial sector infrastructure in terms of the capital market and distribution 

network. 

¶ Sections 6.1 to 6.4 consider each of the four product markets that form the backbone of a MAP 

diagnostic: credit, payments, savings and insurance. For each market, the analysis covers: 

¶ Current usage ς the profile of usage in the particular product market 

¶ Use cases - the nature and extent of various use cases for the product (see Box 2 below) 

¶ Providers ς an overview of the types and performance of providers serving the 

particular product market. 

¶ Products ς an overview of the suite of available products in the market and their key 

features from a financial inclusion point of view. 

¶ Barriers to access ς determining what stands in the way of greater financial inclusion in 

the particular product market, be it factors relating to the nature of the target market 

(such as their perceptions and trust) or the features and accessibility of the product 

suite. 
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¶ Regulatory issues - with a bearing on financial inclusion in the particular market 

¶ Gaps and opportunities ς concluding on the key gaps and opportunities for serving 

target market needs in the particular product market. 

¶ Section 7 concludes by identifying five key financial inclusion priorities stemming from the target 
market needs and supply-side analysis and highlights potential actions to unlock the 
opportunities. 

To facilitate ease of reading, each section starts off with a summary box highlighting the key findings 

or insights from the particular section. 

Box 2. What is a use case? 

! άǳǎŜ ŎŀǎŜέ is simply an identified need or application for a particular service among the target market, the 

reason why a particular product is demanded. For each product market, there will be several use cases. The 

use cases for a particular product will differ across countries, depending on the context and target market 

features. CƻǊ ŜȄŀƳǇƭŜΣ άǘƻ Ǉŀȅ ōƛƭƭǎέ ƻǊ άǘƻ ǎŜƴŘ ƳƻƴŜȅ ǘƻ ǊǳǊŀƭ ŦŀƳƛƭȅ ƳŜƳōŜǊǎέ Ŏŀƴ ōƻǘƘ ōŜ ŀ ǳǎŜ ŎŀǎŜ ŦƻǊ 

payments, while άtƻ ǇǊƻǾƛŘŜ ŦƻǊ ŜŘǳŎŀǘƛƻƴ ŜȄǇŜƴǎŜǎέ Ŏŀƴ ōŜ ŀ ǳǎŜ ŎŀǎŜ ŦƻǊ ŜƛǘƘŜǊ ǎŀǾƛƴƎǎ ƻǊ ŎǊŜŘƛǘΦ  

The use cases identified in Section 6 are intended to focus the discussion on the actual or potential needs 

expressed in the market and the prospective roles that a particular product could fulfil. The use cases for 

each product market are identified based on the qualitative and quantitative demand-side research, along 

with an overview of products on the market and insights from provider interviews. 

 

.  
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2. /ƻƴǘŜȄǘ ŘǊƛǾŜǊǎ ƻŦ ƳŀǊƪŜǘ ŘŜǾŜƭƻǇƳŜƴǘ  

The financial sector forms part of a broader economic and social context that will shape market 

outcomes, demand-side realities and functioning of the financial sector in and of itself. This section 

unpacks the key contextual drivers of financial market development across the macroeconomic 

context, socio-economic and demographic context, as well as relating to infrastructure and to the 

political context. The key context drivers of relevance to the rest of the analysis are summarised 

below. 

Key findings: context drivers 

The key findings from this section are:  

¶ Small country, poor population. Swaziland has an adult population of only 531,813 persons. Of them, more 

than 80% either earn below E2,000 a month or have no regular income (FinScope, 2011). Low incomes 

indicate vulnerability to financial shocks and have implications for demand of financial services. Where the 

provision of financial services is concerned, the small population size constrains scope for growth and 

economies of scale. At the same time, however, the small country may facilitate distribution; even rural 

areas are not that remote in Swaziland. 

¶ Poor health and frequent deaths. The fact that Swaziland has among the highest HIV/AIDS penetration 

rates in the world and a life expectancy of only 49 years of age compounds the vulnerability and survivalist 

outlook generally caused by poverty (Reuters, 2013). The qualitative research suggests that many 

households look after children of deceased relatives and funerals in the community are a regular 

ƻŎŎǳǊǊŜƴŎŜΦ tƻƻǊ ƘŜŀƭǘƘ ǳƴŘŜǊƳƛƴŜǎ ǇǊƻŘǳŎǘƛǾƛǘȅ ŀƴŘ ƳŀƪŜǎ ƛǘ ŘƛŦŦƛŎǳƭǘ ǘƻ άƎŜǘ ŀƘŜŀŘέ ƛƴ ƭƛŦŜΦ aƻǊŜƻǾŜǊΣ 

inherited financial responsibilities create additional financial strain. The health situation thus constrains 

demand for financial services on the one hand, but enhances the imperative for risk protection and 

income smoothing on the other hand. 

¶ Small economic base, high regional integration. Swaziland has a small, regionally integrated economy: 

{ƻǳǘƘŜǊƴ !ŦǊƛŎŀƴ /ǳǎǘƻƳǎ ¦ƴƛƻƴ ό{!/¦ύ ǊŜŎŜƛǇǘǎ ƘƛǎǘƻǊƛŎŀƭƭȅ ŀŎŎƻǳƴǘ ŦƻǊ ǳǇ ǘƻ сл҈ ƻŦ ƎƻǾŜǊƴƳŜƴǘΩǎ 

budget (Southern Africa Regional Resource Centre (SARC), 2013) and the private commercial and small, 

medium and micro enterprise (SMME) sector is limited, with 82% of SMMEs classified as micro and 

commercial agriculture accounting for only 6% of land use (Small Micro Medium Enterprise Unit (SMME) 

Unit, 2010; Hachigonta, et al., 2013). The public sector is a key driver of economic activity and the single 

biggest employer. The combined effect is a vulnerability to fiscal shocks and the need for economic 

diversification to reduce reliance on SACU receipts as the greatest macroeconomic imperative towards 

ŀŎƘƛŜǾƛƴƎ ǎǳǎǘŀƛƴŀōƭŜ ƎǊƻǿǘƘΦ Lǘ ŀƭǎƻ ƳŜŀƴǎ ǘƘŀǘΣ ǿƘƛƭŜ ŦƛƴŀƴŎƛŀƭ ƛƴŎƭǳǎƛƻƴ Ŏŀƴ άƻƛƭ ǘƘŜ ǿƘŜŜƭǎέ ƻŦ ǘƘŜ 

economy, it is unlikely to be the key driver of growth. The small economic base also implies a small 

formally employed market, which is well served by financial services while the bulk of the population are 

relatively unserved. 

2.1. Macroeconomic context 

Small country, about half the land not under title deed. The Kingdom of Swaziland is the smallest 

country in the southern hemisphere. It is bordered by Mozambique to the East and South Africa to 

the North, West and South, as shown in Figure 4 below. Its total land area is about 1.7 million 

hectares and of this, 54% is categorised as Title Deed Land (TDL) and 46% is Swazi National Land 
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(SNL) (Hachigonta, et al., 2013) 15. TDL is land that is privately held through a freehold or concession 

agreement. SNL is customary land held in trust by the King through the chiefs. It may not be sold, 

leased or mortgaged, but chiefs have the authority to allocate usufruct rights to individual Swazi 

families (Global Forum for Rural Advisory Services (GFRAS), 2013; Overseas Development Institute 

(ODI), 1999). 

Figure 4: Map of Swaziland 

Source: Geology.com, 2014; World Rainforest Movement, 2014  

Small economy, declining economic growth. Swaziland has a GDP of USD 3.7 billion, representing the 

smallest Southern African Development Community (SADC) economy after Lesotho and Seychelles.  

{ǿŀȊƛƭŀƴŘΩǎ D5t Ƙŀǎ ŜȄǇŜǊƛŜƴŎŜŘ ǎƭǳƎƎƛǎƘ growth averaging just over 2% per year in the last two 

decades.  In recent years, GDP growth has steadily declined from a high of 3.5% in 2007 to a 

contraction in real GDP of -1.5% in (World Bank, 2013)16, making Swaziland the slowest growing 

country in the region. !ŎŎƻǊŘƛƴƎ ǘƻ ǘƘŜ /ŜƴǘǊŀƭ .ŀƴƪ ƻŦ {ǿŀȊƛƭŀƴŘΣ {ǿŀȊƛƭŀƴŘΩǎ D5t ƎǊŜǿ ōȅ мΦт҈ ƛƴ 

2012, nominally (CBS, 2013).  

Manufacturing and public administration largest contributors to GDP; declining importance of 

agriculture. As at 2012, manufacturing contributed 40% to GDP, virtually doubling its share from 26 

per cent in 1985. Agriculture has been declining in importance over the years from a high of 23 % in 

1980 (World Bank, 2013) to an estimated 8% in 2012. Also notable is that, at 18% of GDP, the public 

sector is the second largest sector (Swaziland Investment Promotion Authority (SIPA), 2012) as 

shown in Figure 5 below: 

                                                
15

 Note that the IFPRI Report draws on data dating back to 1994, which seems to be the latest available data. 
16

 As per the CBS Annual Report, real GDP growth was 0.2% in 2012 (CBS, 2013). 
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Figure 5: Swaziland GDP sector composition 

Source: SIPA, 2012 

Within the manufacturing industry, notable commodities produced include sugar, soft drink 

concentrate, textiles, canned fruit and wood products (Shabalala, 2009). In particular, Coca-Cola 

Swaziland (CONCO Ltd), is the largest supplier of Coca Cola concentrates in Africa, and the largest 

foreign exchange earner for Swaziland, contributing up to 20-35% of GDP (Duncan, et al., 2008; 

Vandome, et al., 2013). In addition, the US African Growth and Opportunity Act (AGOA) passed in 

нллл ƎŀǾŜ {ǿŀȊƛƭŀƴŘΩǎ ŎƭƻǘƘƛƴƎ ŀƴŘ ǘŜȄǘƛƭŜ ƛƴŘǳǎǘǊȅ ǇǊŜŦŜǊŜƴǘƛŀƭ ŀŎŎŜǎǎ ǘƻ ǘƘŜ ¦{ ƳŀǊƪŜǘ, resulting in 

a sharp increase in foreign investment. However, the country struggled to remain internationally 

competitive following increased global competition that resulted from the end of the Agreement on 

Textiles and Clothing (ATC) in 2005 and the continued appreciation of the South African Rand, to 

which the Lilangeni is pegged (Global Edge, 2014; Fontaine, 2007). Several companies disinvested 

from the sector resulting in a loss of over half the jobs in the textile and clothing industry. In 

December 2005 the industry accounted for 11,493 jobs compared to 30,000 in 2004 (Madonsela, 

2006). Currently, it employs approximately 19,000 people (Sibandze, 2014). ¢ƘŜ ŎƻǳƴǘǊȅΩǎ 

competitiveness may be further eroded by the expiry of preferential market access to the EU in 2017  

(Vandome, et al., 2013; Schneidman, 2014). Furthermore, Swaziland failed to meet AGOA conditions 

by a May 2014 deadline, implying that it will lose its AGOA privileges from January 201517. 

The wood and wood products industry suffered a setback in 2010 when a major pulp mill at Usutu 

closed down. Yet consultations suggest that the sector is likely to employ more than 2,500 people, 

with expected growth in the sawmilling industry likely in the medium to longer term. 

Widespread involvement in agriculture disproportionate to its economic contribution. Despite the 

declining role of agriculture in the economy, 65% of all households in Swaziland are involved in 

farming in some way (FinScope, 2011). Yet agricultural production is not able to meet all domestic 

ŎƻƴǎǳƳǇǘƛƻƴ ƴŜŜŘǎΦ CƻƻŘ ŎƻƴǎǘƛǘǳǘŜǎ ŀ ŦƛŦǘƘ ƻŦ {ǿŀȊƛƭŀƴŘΩǎ ƛƳǇƻǊǘǎ ōȅ ǾŀƭǳŜ (Vandome, et al., 2013). 

¢Ƙƛǎ Ƴŀȅ ǇŀǊǘƭȅ ōŜ ŜȄǇƭŀƛƴŜŘ ōȅ ǘƘŜ ŦŀŎǘ ǘƘŀǘ {ǿŀȊƛƭŀƴŘΩǎ ŀƎǊƛcultural sector, which is dominated by 

                                                
17

 See, for example (Dlamini, T., 2014) and (Dlamini, W., 2014) 
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smallholder agriculture, by and large still applies traditional labour intensive techniques rather than 

the practice of mechanized commercial farming. The output of large-scale agriculture is twelve times 

that of smallholder agriculture despite the latter covering a significantly larger share of the cropping 

area (smallholder agriculture covers about 67% and large-scale agriculture about 33% of the total 

cropping area) (World Bank, 2011). The FinScope survey findings suggest that lack of land (34% of 

respondents) and lack of money for inputs (18% of respondents) are the main barriers to 

commercialisation. Furthermore, a relatively low percentage of total farming land is arable. Of 

{ǿŀȊƛƭŀƴŘΩǎ total land area, 71% is agricultural land. Just over 10% of this area is classified as arable 

land and only 0.9% is under permanent crops (FAO, 2013). 

Box 3. Agriculture sector context 

Agriculture accounts for almost 90% of land use. The main land uses in Swaziland are communal grazing (50% 

of the land, mostly on SNL), ranching (19.2%), smallholder agriculture (12.3%), forest plantations (8.1%), 

large-scale agriculture (6%) and others (4.4%) (Hachigonta, et al., 2013). Smallholder agriculture is based on 

SNL, and large-scale farming is based on TDL (World Bank, 2011).  

Sugarcane and cotton the only commercial crops. The main crops cultivated in Swaziland are presented in 

Table 3 below: 

Crop 
Harvest area 

('000 ha) 
Metric ton 
production 

Sugar cane 53 5 000 000 

Maize 47 60 765 

Cotton 15 1 115 

Fruit 12 88 809 

Legumes 12 9 426 

Tubers 11 59 821 

Table 3: Area and production of different crops in Swaziland, 2006-2008 

Source: FAO, 2010 as shown in Hachigonta, et al., 2013 

Sugarcane, which is planted on about 53 ллл ƘŜŎǘŀǊŜǎΣ ƛǎ {ǿŀȊƛƭŀƴŘΩǎ ƭŀǊƎŜǎǘ ŎǊƻǇ. Swaziland is the fourth-

largest sugar producer in Africa. It is predominantly grown under irrigation by large-scale farmers and has an 

average yield of 94 tonnes per hectare. A few small holder farmers opt to grow it without irrigation on plots 

smaller than one hectare, but their yields average only one tonne per hectare. The sugar industry is said to 

account for 60% of agricultural output and 35% of agricultural wage employment (Global Agriculture 

Information Network (GAIN), 2013). The sugar industry is said to directly provide employment to 16,000 

people and another 80,000 indirectly (Swaziland Sugar Association (SSA), 2014). 95% of the sugar produced is 

for export and only 5% is consumed locally (Hachigonta, et al., 2013). ¢ƘŜ 9¦Ωǎ !/t ό!ŦǊƛŎŀƴΣ /ŀǊƛōōŜŀƴ ŀƴŘ 

tŀŎƛŦƛŎ DǊƻǳǇ ƻŦ {ǘŀǘŜǎύ {ǳƎŀǊ tǊƻǘƻŎƻƭ ƎŀǾŜ {ǿŀȊƛƭŀƴŘΩǎ ǎǳƎŀǊ ƛƴŘǳǎǘǊȅ ŀ ƎǳŀǊŀƴǘŜŜŘ ƳŀǊƪŜǘ ŀƴŘ ǎǳōǎƛŘƛǎŜŘ 

prices. However in order to comply with WTO rules the EU began removing the subsidies from 2007. Despite 

this, revenues in the sugar industries have registered growth due to favourable sugar prices (Tibiyo Taka 

Ngwane, 2012). There are three sugar mills: two belonging to the Royal Swazi Sugar Company (RSSC) and one 

belonging to Illovo Sugar. Plans are underway for a fourth mill, Nsoko-Msele Sugar Mill, in the Lubombo 

region (Simelane, 2014). 

Irrigation accounts for 85% of water use in Swaziland. This is driven primarily by sugarcane irrigation, which 

uses 84% of the irrigation water. Other water uses include, domestic (2.3%), industry (1.2%) and livestock 

uses (1.2%). To facilitate the high need for irrigation, Swaziland has ten major water-catchment dams (FAO, 
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2005). A number of dams facilitated by Swaziland Water and Agricultural Development Enterprise (SWADE) 

are specifically aimed at promoting smallholder farmer participation in the sugarcane industry (Hachigonta, 

et al., 2013). 

Maize ƛǎ {ǿŀȊƛƭŀƴŘΩǎ ǎǘŀǇƭŜ ŦƻƻŘΦ ¢ƘŜ ŀǊŜŀ ǇƭŀƴǘŜŘ ƛƴ ƳŀƛȊŜ Ƙŀǎ ǎƛƎƴƛŦƛŎŀƴǘƭȅ ŘŜŎǊŜŀǎŜŘ ŦǊƻƳ ŀōƻǳǘ ру 000 

hectares in 1993 to 47 000 hectares in 2008. Maize is predominantly rainfed and grown by smallholder 

farmers who have an average farm holding of only 1.5 hectares in SNL. The average yield is about one tonne 

per hectare and does not meet domestic demand, which is estimated at around 150 000 tonnes a year 

(Hachigonta, et al., 2013).  

Cotton production, like maize production, has severely declined (from 27 000 hectares in 1993 to 15 000 

hectares in 2008). In areas that register low rainfall, cotton is a substitute for maize.  Its average yield is only 

0.07 tonnes per hectare.  

Fruit and vegetables are mainly produced on a small-scale basis and are often intercropped with maize. 

LƳǇƻǊǘǎ ŀǊŜ ƴŜŎŜǎǎŀǊȅ ŦƻǊ ƳŜŜǘƛƴƎ Ƴƻǎǘ ƻŦ ǘƘŜ ŎƻǳƴǘǊȅΩǎ ŘŜƳŀƴŘΦ  

It should be noted that small scale livestock farming is a significant additional activity for the majority of 

households that rely on agriculture (Hachigonta, et al., 2013).  

 

Large public sector. As noted above, public administration is estimated to account for 18% of GDP. 

The public sector is the largest single employer in Swaziland. In 2010, the public sector absorbed 

21.7% of the labour force (Ministry of Labour and Social Security, 2011), implying a large public 

sector wage bill. At around 15% of GDP, the wage bill is one of the highest in Africa (Badsevant, et 

al., 2013). Ministry of Finance data indicate that, for 2012/13, the wage bill accounted for 43.5% of 

government expenditure, thereby exceeding the sum of other recurrent expenditure (21.1%) such as 

infrastructure, social grants, education and health, as well as capital expenditure (35.3%) (SARC, 

2013). In the Financial Adjustment Roadmap (FAR), the government has committed to restructuring 

and right-sizing public sector expenditure, while improving its efficiency (Government of Swaziland, 

2011).  

Furthermore, a significant part of the private sector is royal-owned. Through Tibiyo Taka Ngwane, 

the monarchy holds full or partial ownership in over 20 major companies involved in agriculture, 

manufacturing, mining, real estate, financial intermediation, tourism, wholesale and retail, 

communications and transport (Tibiyo Taka Ngwane, 2012). 

Small private and SMME sector faces a number of constraints. {ǿŀȊƛƭŀƴŘΩǎ Ǝross fixed capital 

formation by the private sector as a percentage of GDP was only 5.2% in 2012 , making it the 

smallest in the SADC region after Angola (World Bank, 2013). The large role of the public sector 

implies that many private companies, especially SMMEs, are heavily reliant on government 

contracts. This reliance turned out to be detrimental in 2011 when the Swazi government became 

heavily in arrears to the private sectors because of the fiscal crisis. The arrears stood at E400 million 

(about 1% of GDP) as at the end of March 2012 (Mafusire & Leigh, 2014). This led to significant job 

losses and decreased activity in the private sector SARC (2013).  

An enterprise survey conducted by the World Bank in 2006 revealed access to finance and high tax 

rates as some of the most pronounced constraints to doing business (World Bank, 2006). This is 

corroborated by the fact that SwŀȊƛƭŀƴŘΩǎ Řomestic credit to private sector (% of GDP)was only 25% 
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in 2012, compared to the SSA average of 62% in the same period (World Bank, 2013); and that 

Swaziland institutes an SMME tax rate of 27.5%,compared to a rate of  0% in Zimbabwe, 15% in 

Lesotho, and {ƻǳǘƘ !ŦǊƛŎŀΩǎ ǊŀƴƎŜ of 0 to 10% (Sibandze, 2013).  

Box 4. SMME landscape 

In Swaziland, the SMME mandate falls under the Small and Medium Enterprise Unit, a department in the 

Ministry of Commerce, Industry and Trade (henceforth referred to as MCIT). 

Table 4 below shows the classification of SMMEs in Swaziland: 

Table 4: SMME classification in Swaziland 

Source: Small Micro Medium Enterprise Unit, 2010 

SMME sector dominated by micro businesses. Table 5 below, which is based on the SMME census report 

(SMME Unit, 2010), shows that the majority of SMMEs are micro enterprises run by sole proprietors, located in 

the Manzini and Hhohho regions and involved in the wholesale and retail sector: 

Swaziland SMME profile Total number of SMMEs: 4,926 
Total staff employed: 8,381 

Size distribution 82% micro; 17% small; 1% medium 

Regional distribution 35% Manzini; 28% Hhohho; 20% Shiselweni; 17% Lubombo 

Sectoral distribution 58% wholesale & retail; 10% manufacturing; 7% hotels & restaurants; 3% 
real estate; 2% transport, storage & communication; 2% health & social 
work; 1.5% education; 1% financial intermediaries; 1% agriculture, 
hunting & forestry; 13.5% others, including personal services 

Gender distribution 56% female, 44% male 

Registration Total number of registered SMMEs: 3,322 

Registered SMMEs by 
ownership type  

93% sole proprietorship; 5% registered company; 1.5% partnerships; 0.5% 
other 

Table 5: Swaziland SMME profile 

Source: Small Micro Medium Enterprise Unit, 2010 

It should be noted that these figures only consider established businesses and do not reflect the multitude of 

self-employed individuals, such as those engaged in street vending for example (see Section 4). 

Many SMMEs formed out of survivalist needs. Although the main reason for setting up an enterprise is the 

desire to be self-employed or the identification of market gaps, enterprises that are set up out of necessity 

resulting from the high unemployment are on the increase (SMME Unit, 2010)). These can be termed 

ǎǳǊǾƛǾŀƭƛǎǘ ƻǊ άǊŜƭǳŎǘŀƴǘέ ŜƴǘǊŜǇǊŜƴŜǳǊǎΦ The FinScope survey findings, whereby less than 10% of small 

business owners or self-employed individuals earn more than E2,000 per month, confirm that most 

entrepreneurs are survivalist in nature. A case analysis associated with the University of Swaziland revealed 
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that 215 out of 265 SMMEs interviewed mainly used their enterprise proceeds towards maintaining their 

families or paying for miscellaneous expenses, such as education and health. Many of the businesses whose 

main goal was to offer sustenance lacked a clear business strategy and were not innovative (Joubert, 2004).  

Access to finance, skills and infrastructure among main constraints. The 2010 SMME census lists the main 

constraints faced by SMMEs as: (i) stringent collateral requirements; (ii) costly and protracted business 

regulatory processes, which result in many entrepreneurs operating businesses without meeting proper 

statutory requirements; (iii) corrupt practices that allow the mushrooming of foreign traders who drive local 

traders out of business; (iv) poor road infrastructure and services in the remote areas, which increase the cost 

of transporting goods and services; (v) stringent requirements for SMMEs accessing finance as they are 

perceived to be high risk; (vi) lack of business management skills; and (vii) lack of technical skills and 

appropriate experience. 

 

Less favourable investment climate. Despite efforts by the Swaziland Investment Promotion 

Authority (SIPA) to encourage foreign investment18, foreign direct investment (FDI) flows to 

Swaziland have remained relatively constant over the past decade. This was off the base of a sharp 

ŘŜŎƭƛƴŜ ƛƴ ǘƘŜ флǎ ŦƻƭƭƻǿƛƴƎ {ƻǳǘƘ !ŦǊƛŎŀΩǎ ŜƴŘ ƻŦ ǇƻƭƛǘƛŎŀƭ ŀƴŘ ŜŎƻƴƻƳƛŎ ƛǎƻƭŀǘƛƻƴ ǘƘŀǘ ŎƻƴǘǊƛōǳǘŜŘ ƛƴ 

ŜǊƻŘƛƴƎ {ǿŀȊƛƭŀƴŘΩǎ ŀŘǾŀƴǘŀges as an investment destination (SARC, 2013). In the Global 

Competitiveness Index, Swaziland ranks 124 out of 148 countries and last compared to the other 

SACU members (respective ranks: South Africa ς 53; Botswana ς 74; Namibia ς 90; and Lesotho - 

123). The five most problematic barriers to doing business were cited as tax rates, access to finance, 

inflation, government instability and inefficient government bureaucracy (World Economic Forum 

(WEF), 2013).   

Strong regional integration. The Swazi economy is closely integrated with neighbouring South Africa; 

70% of its imports are from South Africa and 79% of its exports are to South Africa19 (SIPA, 2012). 

Swaziland is a member of the Common Monetary Area (CMA) together with Lesotho, Namibia and 

South Africa. The CMA agreement came into place in 1986 and dates back to the Rand Monetary 

Area (RMA) agreement which was signed in 1974 (International Monetary Fund (IMF), 2007). Within 

the CMA, the rand is used as common currency and the Swaziland Lilangeni, together with the other 

memberǎΩ currencies, are pegged to the rand. 

Swaziland also forms part of the Southern African Customs Union (SACU) along with Botswana, 

Lesotho, Namibia and South Africa. The SACU agreement was first effected in 1910 and entails that: 

(i) a common external tariff (CET) is levied on all goods imported into the union from the rest of the 

world, (ii) SACU manufactured products are guaranteed free movement within the union countries, 

without duties or quantitative restrictions; and (iii) a revenue-sharing formula (RSF) is applied for the 

distribution of import duties collected by the union. The RSF was later revised to include excise duty 

in the revenue pool.  

Figure 6 below indicates trends in SACU revenues accruing to Swaziland in recent years, with a 

notable dip in revenues in 2010/11: 

                                                
18

 In 2012, SIPA was runner-up in the United Nations conference on Trade and Development (UNCTAD) Investment Promotion Awards for 
its efforts in facilitating the provision of factory space, necessary licenses, permits and tax concessions (Mafusire & Leigh, 2014). 
19

 The online information portal on the African Growth and Opportunity Act (AGOA) provides a slightly different picture that Swaziland 
receives more than 90% of its imports from South Africa to which it sends 60% of its exports (AGOA.info, 2014).  
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Figure 6: Trends in member statesΩ SACU revenues 

Source: Southern African Customs Union (SACU), 2012 

Furthermore, Swaziland is a member of SADC and the Common Market for Eastern and Southern 

Africa (COMESA). 

Regional integration brings benefits, but creates risks. Regional integration has a number of 

advantages for Swaziland. For instance, the monetary policy implications of the pegged exchange 

rate has ensured largely single-digit inflation since 2000, and the high mobility of goods and 

investments across the CMA region facilitates technology transfer, employment and efficiencies in 

trade (Asonuma, et al., 2012). In addition, the presence of several foreign-owned companies, 

particularly South African telecommunications and financial services firms, has enabled Swaziland to 

benefit from transfer of specialised knowledge and expertise. The biggest downside to regional 

ƛƴǘŜƎǊŀǘƛƻƴΣ ƘƻǿŜǾŜǊΣ Ƙŀǎ ōŜŜƴ ǘƘŜ ƛƳǇŀŎǘ ƻƴ {ǿŀȊƛƭŀƴŘΩǎ ŦƛǎŎŀƭ ǊŜǾŜƴǳŜǎ ŦǊƻƳ ŀ ŘŜŎƭƛƴŜ ƛƴ {!/¦ 

receipts from 2008/9 to 2010/11, as indicated in Figure 6 above. The drop in receipts was largely the 

result of the slowdown of the South African economy, which contributes about 97 per cent towards 

the SACU pool (SARS, 2012; 2008), following the knock-on effects of the global financial crisis, as 

discussed below.  

Reliance on SACU receipts triggers fiscal crisis. Due to the small economic ōŀǎŜΣ {ǿŀȊƛƭŀƴŘΩǎ ǇǳōƭƛŎ 

funding is heavily reliant on SACU receipts, which historically accounted for about 60 % of total 

government revenue (SARC, 2013). A significant (38 per cent) drop in SACU revenue, along with the 

large public wage bill gave rise to a fiscal deficit of 11.3 per cent of GDP in 2011 that plunged 

Swaziland into a fiscal crisis. As government is the single biggest employer and government and 

ǇŀǊŀǎǘŀǘŀƭǎ ŀǊŜ ǎǳŎƘ ŀ ōƛƎ ǇŀǊǘ ƻŦ ǘƘŜ άŜƴƎƛƴŜέ ƻŦ ǘƘŜ ŜŎƻƴƻƳȅΣ that the fiscal crisis had a substantial 

knock-on effect on the economy. For example, the impact on SMMEs of government arrears as 

indicated above.  

Fiscal adjustment emphasises need to diversify revenue. In response to the fiscal crisis and under the 

guidance of the IMF, government developed a Fiscal Adjustment Road Map in 2010 in an effort to 

reduce reliance on SACU receipts by increasing domestic revenue collection and reducing 

expenditure. A major part of the planned expenditure cuts was a reduction in the public sector wage 

bill. An Updated Fiscal Adjustment Roadmap (UFAR) has since been adopted for 2011/12-2015/16. 
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Key successes achieved have been the formation of the Swaziland Revenue Authority (SRA) in 2011 

and the introduction of Value-Added Tax in 2012. Domestic revenue improved by 8% in the first year 

of the establishment of SRA (SARC, 2013). The UFAR however underscores persistent vulnerabilities 

related to a lack of fiscal expenditure controls.  

2.2. Socio-economic and demographic context 

Small, predominantly rural, female and young population. Swaziland has a population of 1.231 

million (World Bank, 2013), of which 531,813 are adults (FinScope, 2011). As shown by Figure 7, 

almost two-thirds (63%) of adults are female, the same percentage resides in rural areas and over 

half (53%) are aged between 18 and 34 years: 

Figure 7: Adult population split across gender, rural-urban distribution and age 

Source: FinScope, 2011 

A significant number of migrants. The number of officially recorded Swazi migrants steadily dropped 

from 15,892 in 1994 to 9,475 in 2001, and finally to 4,800 in 2012.  This is attributed to the decline in 

the South African gold mining industry, the biggest Swazi migrant draw card over the last 20 years 

and, more recently, the South African Immigration Act of 2002 (amended in 2011) and the new 

Mining Charter of 2010, which puts pressure on companies to reduce their reliance on foreign 

workers (Economist Intelligence Unit, 2012). A similar decline in the number of Swazi men employed 

in the mines: 9,360 in 2000 to 6,878 in 2006 corroborate this trend (International Organisation for 

Migration (IOM), n.d.). Other research however suggests that actual numbers of migrants could be 

substantially different to the recorded figures. It is estimated that 160,485 Swazis live outside of 

Swaziland, 85% (135,720) of them in South Africa (World Bank, 2010)20. If these people were 

included in the FinScope survey, it would add 30% to the adult population.  They are furthermore 

likely to earn substantially more than most of their peers living in Swaziland21. World Bank (2010) 

                                                
20

 The most recent estimate is by (Truen & Chisadza, 2012). They estimate there to be 117,525 Swazi citizens living in South Africa. If 
accurate, this would suggest a decrease in migrants to South Africa since the publication of the World Bank estimate in 2010. 
21

 As an indication: the minimum wage for agricultural workers in South Africa effective from 1 March 2014 is R2420.41 per month 
(McCarthey & Associates, 2014). This is more than the average wage of company employees estimated for Swaziland (see Section4) 
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estimates22 suggest that Swazis abroad remit USD 47 million home annually, USD 40 million of which 

originates in South Africa. This amounts to approximately 1.3% of GDP. 

Most Swazi adults outside of formal employment. The 2010 Integrated Labour Force Survey 

estimates there to be 579,000 adults aged 15 and above (Ministry of Labour and Social Security, 

2011). Of them, 61% or 327,000 are economically active (either working or unemployed). The 

employed population is estimated at 194,000, of which 122,000 are employed in the formal sector 

(see Figure 8 below). Thus almost 79% of those aged 15 and above are not formally employed. 

Figure 8: Labour force structure23 

Source: Ministry of Labour and Social Security, 2011; World Bank, 2013  

As the latest Labour Force Survey data dates back to 2010, it is likely that the employment situation 

may have changed since then. ITQNet payroll deduction data suggest there to be around 37,000 

public sector employees, rather than the 42,000 indicated in the 2010 survey. FinScope (2011) 

survey findings estimate there to be in the order of 45,000 public sector employees and a further 

61,455 employees in the private sector. 

Generally low educational attainment. More than 40% of adults have no formal education or only 

primary education. About half have attained secondary (three years junior secondary) or high school 

education (two years senior secondary), but only 10% has some kind of tertiary education. A recent 

study suggests that the average Swazi adult receives seven and a half years of schooling (Khumalo, 

2013) 

Box 5. Education structure 

Primary education in Swaziland involves seven years of schooling. A national examination in grade seven is a 

compulsory requirement for progression to secondary school. Recognising the importance of promoting the 

entry to education, the Education Ministry started implementing the Free Primary Education (FPE) 

programme starting with grades one and two in 2010. It plans to roll out FPE to all the primary grades by 

                                                
22

 The estimates are derived using migrant stocks, host country incomes, and origin country incomes. 
23

 Note that, according to the FinScope survey, 203, 564 Swazi adults are employed and there is a total of 531,813 adults. The employed 
adult population consists of adults that reported earning a wage, salary or were self-employed. In the rest of this document we will adopt 
the FinScope survey figures. 
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2015. Although the programme has resulted in increased enrolment rates (an increase of 15% for both grade 

one and two in 2010), not all school going age children enrol (Ministry of Education & Training, 2014a). 

Furthermore, only 60% of those who enrol for grade one actually complete their primary education. This is 

ƭƻǿŜǊ ǘƘŀƴ ½ŀƳōƛŀΩǎ тн҈Σ ½ƛƳōŀōǿŜΩǎ ум҈ ŀƴŘ .ƻǘǎǿŀƴŀΩǎ ут҈ όYƘǳƳŀƭƻΣ нлмоύΦ Lǘ Ƙŀǎ ōŜŜƴ ƴƻǘŜŘ ǘƘŀǘ 

although the government pays about USD 62 annually for every pupil enrolled in grade one to five, schools 

still charge parents a top up fee of about USD 76 (Phakathi, 2013). 

Secondary education constitutes five years; three years junior secondary and two years senior secondary. 

Once again, national exams mark the end of each level. Vocational education was started as a pilot 

programme and is only offered in selected schools. It aims to equip learners with technical skills or business 

enterprise skills (Ministry of Education & Training, 2014)24. Government does not offer financial assistance for 

ǎŜŎƻƴŘŀǊȅ ŀƴŘ ǾƻŎŀǘƛƻƴŀƭ ŜŘǳŎŀǘƛƻƴ ŜȄŎŜǇǘ ŦƻǊ ǇǳǇƛƭǎ ǊŜƎƛǎǘŜǊŜŘ ŦƻǊ ǘƘŜ hǊǇƘŀƴ ŀƴŘ ±ǳƭƴŜǊŀōƭŜ /ƘƛƭŘǊŜƴΩǎ 

(OVC) grant programme (Phakathi, 2013). 

Within Swaziland, one can obtain tertiary education from a publicly funded university, polytechnics and 

specialised colleges or privately funded accredited universities and colleges. The government provides 

scholarships to students wishing to pursue tertiary studies both locally and abroad (Ministry of Labour & 

Social Security), 2014). 

 

Mismatch between skills supply and demand. The Swaziland services sector has registered higher 

growth than the industry and agricultural sectors each year since 2006 (World Bank, 2013). Growth 

in the services sector and particularly growth in the telecommunications and financial services has 

led to a demand for higher skilled labour (SARC, 2013). Yet, only 10% of adults have vocational 

training and beyond. 

High poverty levels and inequality. Swaziland has a Gini coefficient of 51.5%, making it the 21st most 

unequal country out of 153 countries worldwide (Index Mundi, 2013). As per Figure 9, about 60% of 

{ǿŀȊƛƭŀƴŘΩǎ ŀŘǳƭǘ ǇƻǇǳƭŀǘƛƻƴ ǊŜǇƻǊǘŜŘ ŜƛǘƘŜǊ ŜŀǊƴƛƴƎ ƭŜǎǎ ǘƘŀƴ 9рлл ŀ Ƴonth (which equates to less 

ǘƘŀƴ ¦{5 н ŀ Řŀȅύ ƻǊ ƴƻǘ ŜŀǊƴƛƴƎ ŀ ǊŜƎǳƭŀǊ ƛƴŎƻƳŜΦ ¢Ƙƛǎ ƛǎ ŎƻƴǎƛǎǘŜƴǘ ǿƛǘƘ {ǿŀȊƛƭŀƴŘΩǎ IƻǳǎŜƘƻƭŘ 

LƴŎƻƳŜ ŀƴŘ 9ȄǇŜƴŘƛǘǳǊŜ {ǳǊǾŜȅΩǎ ǇƻǾŜǊǘȅ ǊŀǘŜ ƻŦ со҈Σ ǿƘƛŎƘ ǊŜǇǊŜǎŜƴǘǎ ǘƘƻǎŜ ŜŀǊƴƛƴƎ ƭŜǎǎ ǘƘŀƴ 

E461 per month (CSO, 2011). Of those that earn a regular income, about 24% earn between E500 

and E2, 000 (less than USD 7 a day) and only 12% earn more than E2,000. The average monthly 

income across all adults is only E 1, 018 per month (FinScope, 2011). 

                                                
24

 http://w ww.gov.sz/index.php?option=com_content&id=296&Itemid=409  

http://www.gov.sz/index.php?option=com_content&id=296&Itemid=409
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Figure 9: Monthly income distribution 

Source: FinScope, 2011 

Figure 10 below shows that urban incomes are significantly higher than rural incomes. Though 

females have a slightly higher representation in the lower income bands and males slightly greater in 

the upper income bands, there does not seem to be any real gender disparity. 

Figure 10: Income distribution across rural-urban split and gender 

Source: FinScope, 2011 

Prevalence of HIV/AIDS undermines health, increases dependence rates. An estimated 26.5% of the 

adult population is infected with HIV/AIDS, the highest prevalence in the world (United Nations 

Children's Fund (UNICEF), 2012). About 40% of all mothers are HIV/AIDS positive. The high HIV/AIDS 

prevalence leads to a high dependency ratio and is the main reason behind a significant drop in life 
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expectancy from 60 years in the 1990s to 49 years in 2012 (Reuters, 2013)., In 2010, 80% of orphans 

in Swaziland would have been orphaned as a result of parents dying from HIV/AIDS, according to 

UNICEF (2006) projections. . The high prevalence of HIV/AIDS in Swaziland has led to the elderly 

being the primary care givers of orphaned children, thereby further constraining their limited 

resources (Dlamini, 2007). Average household size ranges between 6 and 8 people.  

Box 6. Health infrastructure 

Set-up of healthcare system consists of formal and informal. {ǿŀȊƛƭŀƴŘΩǎ ƘŜŀƭǘƘŎŀǊŜ ǎȅǎǘŜƳ ƛǎ ƳŀŘŜ ǳǇ ƻŦ ǘƘŜ 

informal and formal sector (Ministry of Health, 2014). The informal sector is comprised of traditional healers 

and other unregulated health practitioners, and the formal sector is comprised of facilities owned by the 

public sector (45%), industries (12%), missions (15%), NGOs (5%), private practitioners (20%), and private 

nurses (3%) (Africa Health Observatory (AHO), 2014). The formal sector is organised through a tier system: at 

the primary level are community based healthcare workers, clinics and outreach services; secondary care is 

provided by health centres that offer both inpatient and outpatient care; while hospitals, specialised 

hospitals and referral hospitals represent the tertiary level. Each level acts as a referral point for the level 

preceding it.  

Provision of healthcare matches ǿƛǘƘ ǊŜƎƛƻƴΩǎ ŀǾŜǊŀƎŜ. For every 1 000 people, there are: 0.17 physicians 

(2009), 1.6 nurses and midwives (2009), 3.7 community health workers (2004), and 2.1 hospital beds (2011). 

These compare to Botswana, Lesotho, Namibia and South Africa as follows:  

  Swaziland Botswana Lesotho Namibia South 
Africa 

Community health workers (per 1,000 
people) 

3.7 
(2004) 

0.5 (2006) n/a n/a 0.2 
(2004) 

Hospital beds (per 1,000 people) 2.1  
(2011) 

1.8 (2010) 1.3  
(2006) 

2.7 
(2009) 

2.8 
(2005) 

Nurses and midwives (per 1,000 
people) 

1.6  
(2009) 

2.8 (2010) 0.6 
 (2003) 

2.8 
(2010) 

4  
(2004) 

Physicians (per 1,000 people) 0.2  
(2009) 

0.3 (2010) 0.04 
(2003) 

0.4 
(2010) 

0.8 
(2011) 

Table 6: Provision of healthcare in Swaziland, Botswana, Lesotho, Namibia and South Africa 

Source: World Bank, 2013 

Healthcare costs are covered from a range of sources. Public facilities are by large free apart from a minimal 

fee that is paid by patients for certain services (AHO, 2014). Based on 2011 figures the government finances 

69% of all health expenditure. Of the 31% financed privately, 42% constitutes out-of-pocket expenditure and 

the remaining 58% is financed by other private means such as insurance, NGOs and through family and 

friends (World Bank, 2013). It is important to note that health-related expenses are not limited to out of 

pocket healthcare costs; it is likely that other ancillary expenses relating to transport costs and foregone 

income due to ill-health are significant cost elements. 

HIV treatment, care and support services are critical. There are 265 health facilities that offer these services in 

Swaziland, divided into three models. 201 (76%) offer HIV Testing and Counselling (HTC) services that are 

integrated into the existing general health care system, 40 are outreach sites and 24 are Voluntary 

Counselling Testing (VCT) facilities. The latter model is client initiated while the prior two are provider 

initiated. Moreover, 110 of the 265 health facilities offer comprehensive Antiretroviral Therapy (ART) 

services. All patients in need of this treatment can obtain free ART services at public centres, outreach sites, 

NGOs and some private health facilities supported by the Ministry of Health to provide these free services. 
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The ART services were initiated in 2003 and by 2011, they had registered an overall treatment service 

coverage rate of 80% (84.3% adults and 53.2% children compared to the targeted 80% adults and 75% 

children) (UNAIDS, 2012)
25

. Life expectancy within this period showed an improvement: from 46 years in 

2003 to 49 years in 2011 (World Bank, 2013). 

 

Small, but relatively widespread social grants. The Department of Social Welfare administers social 

welfare services and transfers in Swaziland. More than 55,000 elderly persons receive a quarterly 

cash transfer of E660, an equivalent of E220 per month (Dlamini, 2013). 

Box 7. Social welfare 

The state funds four social transfers in Swaziland: the Old Age Grant (OAG), the Public Assistance Grant (PAG), 

the /ƘƛƭŘ ²ŜƭŦŀǊŜ DǊŀƴǘ ŀƴŘ ǘƘŜ hǊǇƘŀƴ ŀƴŘ ±ǳƭƴŜǊŀōƭŜ /ƘƛƭŘǊŜƴΩǎ όh±/ύ ƎǊŀƴǘ (Open Society Initiative for 

Southern Africa (OSISA), 2012). The first two are the largest, these are described below: 

¶ OAG was introduced in 2005 to provide assistance to those aged 60 and above (the elderly) and receive a 
monthly pension of less than E 1000 (OCHR, 2013). It is said that the OAG policy was adopted by the 
government as a response to dealing with the indirect impact HIV/AIDS has on the elderly. The grant is 
widely disbursed through community centres in various administrative subdivisions, known as Tinkhundla 
(refer Section 2.4), and social welfare centres. As it is considered a permanent grant, the government is 
obligated to meet the budgetary cost of the OAG for all registered parties despite any shortfalls in state 
funds (OHCHR, 2013 & Dlamini, 2013). 

¶ PAG provides assistance to the vulnerable under the age of 60 who do not receive any other grant or have 
no alternative source of income. The main beneficiaries of this grant are the disabled, the chronically ill, 
the destitute and widows. Similar to the OAG, it is aimed at addressing poverty; however, PAG is 
temporary and is subject to availability of state funds and the transfer involved are smaller compered to 
OAG (Dlamini, 2007).  

 

2.3. Infrastructure context 

Relatively good infrastructure, but low electrification. According to the Global Competitiveness 

report (WEF, 2013), Swaziland ranked 71 out of 148 countries in terms of the overall quality of its 

infrastructure. The quality of roads and the railroad, in particular, ranked highly at 43 and 38 out of 

148 respectively. Quality of port, air and electricity supply ranked 66, 98 and 91 respectively.  

Swaziland has a road network of 3 800km, 60% of which is paved. As Swaziland is landlocked, the 

301km railway network is essential for movement of goods to neighbouring countries (Mnisi, 2007). 

The overall electrification rate is about 27% (40% urban, but only 4% rural coverage). The Swaziland 

Electricity Company (SEC) imports 80% of its electricity from South Africa and 10% from 

Mozambique (Swaziland Energy Regulatory Authority (SERA), 2013).  

High mobile penetration. With regards to telecommunications, Swaziland has one Mobile Network 

Operator (MNO), MTN. The estimated mobile penetration of 86% is above the African average. 

However, lack of competition has meant that the Average Revenue per User (APRU) is one of the 

highest in Africa. Internet penetration is relatively low at 27% and fixed line telephone penetration is 

only 5% (Paul Budde Communication, 2014). 

                                                
25

 UNAIDS, 2012. Swaziland Country Report on Monitoring the Political Declaration on HIV and AIDS, Mbabane - Swaziland: UNAIDS. 
[Online] Available at: 
http://www.unaids.org/en/dataanalysis/knowyourresponse/countryprogressreports/2012countries/ce_SZ_Narrative_Report[1].pdf  

http://www.unaids.org/en/dataanalysis/knowyourresponse/countryprogressreports/2012countries/ce_SZ_Narrative_Report%5b1%5d.pdf
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2.4. Political context 

Monarchial democracy. The King declared the Kingdom of Swaziland a monarchical democracy in 

September 2013 (King Mswati III in News.24 (2013)) to indicate the interplay between elected 

structures and the monarchy in governing the country. The traditional governmental structure 

consists of districts divided into 55 Tinkhundla or administrative sub-districts, which in turn consists 

of 385 Chiefdoms which act as registration points, nomination points and primary voting 

constituencies for National Assembly elections (Ministry of Tinkhundla Administration and 

Development, 2014). 

Figure 11 below indicates the national, regional and local structures of government in Swaziland: 

¶ At the national level, the legislature consists of the Senate and House of Assembly, with 30 and 

65 members respectively. 55 members of the House of Assembly are elected directly from the 

Tinkhundla centres.  Elected candidates are initially nominated and a primary election is held at 

Chiefdom level. The successful candidate from each Chiefdom then stands for parliamentary 

elections at constituency or Tinkhundla level. The remaining ten members of the House of 

Assembly are appointed by the King. Ten senate members are elected by the House of Assembly 

and the other 20 are appointed by the King. The executive is appointed from among the 

legislature. The monarch appoints the prime minister on advice from council and the prime 

minister recommends the cabinet, which is subject to the approval of the King. Political parties 

are permitted but cannot nominate party candidates for elections under the Tinkhundla system. 

¶ Regional government operates through four administrative regions. Each is headed by a regional 

administrator appointed by the King.  

¶ Local government is comprised of an urban council, consisting of 12 municipalities, as well as a 

rural council represented by the 55 Tinkhundla centres. The urban local authorities are 

administered and regulated by the Ministry of Housing and Urban Development, while the 

Ministry of Tinkhundla Administration and Development overseas the Tinkhundla centres. The 

chiefs fulfil an important role in local administration under traditional law and custom 

(Association of Finnish Local and Regional Authorities, 2009).  
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Figure 11: Governance organogram 

Source: Information contained in Commonwealth Local Government Forum, 2012  
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3. wŜƎǳƭŀǘƻǊȅ ŦǊŀƳŜǿƻǊƪ ƛƴ ǊŜƭŀǘƛƻƴ ǘƻ ŦƛƴŀƴŎƛŀƭ ƛƴŎƭǳǎƛƻƴ  

This section outlines the regulatory framework applicable to financial services in Swaziland and the 

key regulatory issues from a financial inclusion point of view. It starts by giving an overview of the 

context and structure of the regulatory framework, before discussing the applicable policy and 

regulatory framework and concluding on key regulatory issues. An overview of each piece of 

legislation is contained in Appendix 1. 

Key issues: regulatory framework 

Regulatory environment in transition. The financial services landscape is governed by two authorities: the 

Central Bank and the Financial services Regulatory Authority (FSRA), which was established by the FSRA Act in 

2010. Due to inadequate transitional arrangements and consequential amendments, there is uncertainty in 

the market regarding the jurisdiction of the two authorities where certain entities are concerned. 

A number of elements of the regulatory framework bode well for financial inclusion, including: 

¶ Elegant definition of banking business facilitates non-bank providers, thereby supporting innovation for 

financial inclusion. 

¶ Facilitation of innovative products, notably mobile transactionality without the system operator 

necessarily requiring a bank licence, increases the scope of financial inclusion.  

¶ AML/CFT know-your-customer (KYC) threshold exemptions for Mobile Money and bank accounts facilitate 

financial inclusion, but impact on store of value. Such exemptions are not extended to insurance. 

¶ SACCO regulations are underway to incorporate S!//h{ ǳƴŘŜǊ C{w!Ωǎ ŀǳǘƘƻǊƛǘȅ ŀƴŘ ŜƴƘŀƴŎŜ ǇǊǳŘŜƴǘƛŀƭ 

oversight 

However, a number of elements also constrain access, notably: 

¶ Lack of clarity on the application of the interest rate cap creates uncertainty and the level of the cap 

constrains formal provision to higher-risk categories. 

¶ Lack of sufficient transitional arrangements for the implementation of the FSRA Act affect a smooth and 

predictable handover once the requisite regulatory structures are bedded down.  

¶ The absence of consequential amendments to repeal laws and provide for the interpretation of references 

to the repealed legislation or regulation leads to confusion and misinterpretation of financial legislation 

among market players. 

 

3.1. Regulatory context and structure 

Dualistic legal system. Swaziland is historically a former British protectorate administered from the 

Union of South Africa. Consequently a dualistic approach has emerged where the adopted common 

law and customary legal system in place had been preserved and developed as opposed to being 

supplanted by English law. The Swaziland common law is therefore Roman-Dutch based and is 

applicable in magistrate courts and the High Court in respect of matters between Swazi citizens and 

between non-citizens, whereas the customary legal system (Swazi law) is recognised and applied in 

Swazi courts predominantly between Swazi people (Bennet, 2004). The socio-political structure of 

Swaziland recognises both legal systems, with the Constitution intermediating based on the 
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independent statute of the Bill of Rights (van Schalkwyk, 2006, p. 20). The important aspects of the 

dualistic legal system in Swaziland in relation to financial inclusion lie in: 

¶ the political and legal convergence of the two legal systems under the Constitution; 

¶ the increasing practical reliance of financial system functions such as money laundering 

measures and credit management on customary legal structures (for e.g. letters from the 

chief to confirm address); and 

¶ Swazi law being the predominant or living law for vast numbers of Swazi people due to the 

structure and values of Swazi society (van Schalkwyk, 2006, p. 19).  

Formal financial services investigated in this study are almost exclusively structured and 

administered according to Roman-Dutch common law principles which do not coincide with the 

predominant customary means of regulating agreements, addressing disputes and administering 

property for vast numbers of Swazi people. As financial services are leveraged to achieve more 

effective integration of people into the Swazi economy, so too does the importance grow of 

integrating aspects of financial services into the core system of values and customary law of the 

Swazi people.  

Regulatory and supervisory landscape. Initiatives affecting the financial regulatory and supervisory 

framework are driven by the Ministry of Finance (MoF) in conjunction with the Central Bank of 

Swaziland (CBS) and the Financial Services Regulatory Authority (FSRA):   

¶ The MoF has the overarching mandate to develop and maintain a sound regulatory environment 

across all financial services. The relevance of financial inclusion as part of such policy objectives 

was outlined in Section 2. 

¶ The CBS is mandated to regulate financial institutions (such as banks and credit institutions). A 

number of these institutions are in the process of migrating to the supervisory ambit of the 

FSRA26. The CBS, with technical assistance from the International Monetary Fund (IMF) is in the 

process of aligning the banking industry with international standards, whilst also maintaining 

supervision over institutions in the process of adjusting supervisory structures. The CBS 

furthermore maintains key regional banking relationships and collaborates with the SADC 

Committee of Central Bank Governors (CCBG), particularly in relation to the regional integration 

of payments and the setting of common payment standards in line with international guidelines.   

¶ The FSRA was established by the Financial Services Regulatory Authority Act of 2010 with the 

goal of regulating specific financial services in Swaziland, including the capital market. The 

emphasis brought in by FSRA is more on market conduct supervision than on prudential 

management. As such, it has authority over a range of non-bank financial institutions. It is 

currently primarily occupied with the critical process of building the specific regulatory bodies 

and competencies to meet the specialised regulatory and supervisory needs of diverse financial 

service types. Under the Credit Bill, a credit regulator will be established within the FSRA that 

will have market conduct oversight of all consumer credit, including in the banking sphere. 

Key other Swaziland government structures and ministries with a direct or indirect impact on 

financial inclusion are:   

¶ The Ministry of Agriculture and Department of Co-operatives: with specific reference to the 

positioning and oversight of co-operatives that provide financial services.   

                                                
26

 See Table 7 for further discussion of de jure and de facto regulation. 
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¶ The Ministry of Information, Communications and Technology: in particular the licensing 

requirements and oversight of mobile networks and the regulatory functions of the 

Communications Commission; with regard to electronic communications, data protection and 

electronic commerce, upon which all electronic and particularly mobile financial services 

depend.  

¶ The Ministry of Commerce, Industry and Trade: chiefly regarding the mandate over trading 

licences, hire purchase agreements, consumer protection and co-operative development.  

¶ The Ministry of Economic Planning and Development: principally in relation to the facilitation 

and co-ordination of external assistance from donors and also in the in the facilitation of the 

Poverty Reduction Strategy and Action Plan (PRSAP).  

¶ The Ministry of Tinkhundla Administration and Development: in regard to the management, 

administration and interaction of financial services within the Tinkhundla system, for instance 

facilitating Anti-Money Laundering (AML) documentation and the selection, origination and 

disbursement process of development funds.  

3.2. Categorisation of financial institutions by regulatory oversight 

The transitional provisions in the Financial Services Regulatory Authority Act envisaged a brisk 

migration of affected financial service institutions to the overarching authority of the FSRA. 

However, this has proved to be impracticable. Currently financial services institutions are in various 

stages of transition and hence there are identifiable differences between the legally mandated and 

actual authority undertaking the regulatory role for various institutions. 

As such, Table 7 below indicates the regulation currently applicable to various types of financial 

institutions in Swaziland. It shows both the de jure supervisory authority, set by law, and the de facto 

authority (that is, the authority regulating the type of institution in practice). The colour coding 

indicates the regulatory authority legally responsible for the particular financial service.  

Institut ion type Formality 
de Jure 

regulatory/supervisory 
authority 

de Facto 
regulatory/supervisory 

authority 
Main legislation 

Commercial Banks Formal Central Bank of Swaziland Central Bank of Swaziland 
Financial Institutions Act 
2005  

Savings and 
Development Bank Formal Central Bank of Swaziland Central Bank of Swaziland 

Financial Institutions Act 
2005  

Building Societies Formal 
Financial Services 
Regulatory Authority  Central Bank of Swaziland 

Building Societies Act 
1962 

Credit institutions 
Under the FI Act Formal Central Bank of Swaziland Central Bank of Swaziland 

Financial Institutions Act 
2004 

Other Credit 
institutions  Formal 

Financial Services 
Regulatory Authority  Moving towards FSRA 

The Money Lending and 
Credit Financing Act, 
1991; FSRA Act, 2010 

Savings and Credit 
Co-operatives 
(SACCOs) Formal 

Financial Services 
Regulatory Authority  

Commissioner of Co-
Operatives and FSRA 

Financial Services 
Regulatory Authority Act 
2010 sec 89, The SACCOS 
Regulations, 2013 
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Institut ion type Formality 
de Jure 

regulatory/supervisory 
authority 

de Facto 
regulatory/supervisory 

authority 
Main legislation 

MFIs Formal 
Financial Services 
Regulatory Authority  Moving towards FSRA 

Financial Institutions Act 
2005  

Co-operatives 
other than SACCOs Formal 

Commissioner of Co-
Operatives 

Commissioner of Co-
Operatives and FSRA 

The Co-operative Societies 
Act, 2003 

Pawn brokers Formal 
Financial Services 
Regulatory Authority  Moving towards FSRA 

The Pawn broking Act, 
1894 

Money lenders Informal 
Financial Services 
Regulatory Authority  

Moving towards FSRA in 
the absence of regulations 

The Money Lending and 
Credit Financing Act, 1991 

Insurers Formal 
Financial Services 
Regulatory Authority  

Transition of RIRF from 
independent authority to 
a structure within the 
Financial Services 
Regulatory Authority  The Insurance Act, 2005 

Retirement Funds Formal 
Financial Services 
Regulatory Authority  

Transition from RIRF to 
Financial Services 
Regulatory Authority  

The Retirement Funds Act, 
2005 

Medical Schemes 
Informal 
/Formal 

Financial Services 
Regulatory Authority  

Moving towards FSRA in 
the absence of regulations No regulatory framework 

Securities 
Exchanges Formal 

Financial Services 
Regulatory Authority  

Moving towards FSRA in 
the absence of regulations Securities Act 2011 

Collective 
Investment 
Schemes  Formal 

Financial Services 
Regulatory Authority  

Moving towards FSRA in 
the absence of regulations 

Financial Institutions Act 
2005 Regulations 

Table 7: Swaziland financial regulatory scheme 

Source: AuthorsΩ own, based on consultations and analysis of legislation  
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3.3. Comparison by institution 

Table 8 below compares certain regulatory requirements across institutions. This is done in order to, 

firstly, gain a high level impression of the different regulatory regimes and environments each type 

of institutions exists within and, secondly, to compare aspects between the different regulators for 

the purpose of gaining insight into factors that potentially promote or impede access to different 

levels of financial services.  The colour coding signifies the regulator currently in control of each 

aspect.  

The regulatory aspects considered were: 

¶ The ability to intermediate deposits: intermediation introduces significant risk into a financial 

service due the potential for a run on capital, but also provides scope for growth and 

diversification of financial services through pooling of assets allocated to productive use. 

Conversely, the restriction of intermediation activities reduces risk, but also the potential for 

diversification in the number, type and pervasiveness of intermediation-based financial 

services available. An overview of prudential requirements provides insight into balanced 

risk appropriate intermediation by regulator and institution type.   

¶ Mandatory investments: mandatory investments can be applied to promote local 

investment. Compelling an institution to invest locally can increase local liquidity, but act as 

a hindrance to achieving sustainable returns for the financial institution itself. The differing 

requirements set down by regulators provide opportunities for arbitrage between 

regulatory regimes. For example investing local funds in a local institution under a different 

regulator to that of the investing institution allows a higher proportion to be invested 

elsewhere (a practice that will become less possible with the full application of FSRA).  

¶ Application of interest rate caps: limits the type of lending and degree to which credit may 

be extended, thereby having a direct bearing on financial inclusion. At present different caps 

apply to different institutions. A comparison has been set out below to show the current 

caps in place. 

¶ Capital adequacy and liquidity requirements: limit the ability of institutions to lend all capital 

resources, thereby directly impeding financial inclusion. Yet, both aspects are also 

determinants of the risk rating of the organisation and therefore directly affect the ability 

and cost of raising capital. Different requirements are set to address the differential risks 

posed by different institutions, but can introduce an un-level playing field. A comparison by 

regulator and institution has been provided below. 
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Institution type 
de Facto 

regulatory/supervisory 
authority 

Intermediation of 
deposits 

Mandatory 
investment 

Interest rate 
cap 

Capital adequacy Liquidity requirement 

Commercial Banks Central Bank of Swaziland Allowed - FI Act 
Up to 5% 
Liabilities in cash 

CBS can 
regulate 8% 19.50% 

Savings and 
Development Bank Central Bank of Swaziland Allowed - FI Act 

Up to 5% 
Liabilities in cash 

CBS can 
regulate Guaranteed by GKOS 19.50% 

Building Societies Central Bank of Swaziland 

Allowed Building 
Society Act, Exempt 
FI Act Local Exempt 8% 

10% Liabilities 
30%Deposits<=1year 
12%Deposit/liab <=5year 

Credit institutions 
Under the FI Act Central Bank of Swaziland Not Allowed-FI Act 

Up to 5% 
Liabilities in cash 

CBS can 
regulate 8% 5.00% 

Other Credit 
institutions  Moving towards FSRA Not Allowed-FI Act Local 

MLCF Act, 
repo +8%/10% N/A N/A 

SACCOS 

Resistance to Licensing 
and supervision under the 
FSRA 

Allowed SACCO 
Regulations, 
Exempt FI Act Local 

MLCF Act, 
repo +8%/10% 

Min E5000, 10% of 
total assets and 8% 
of total deposits min 
inst capital of 8%. 

15% of savings deposits 
plus 30day liabilities 

MFIs Moving towards FSRA Not Allowed-FI Act  N/A 
MLCF Act, 
repo +8%/10% N/A N/A 

Co-operatives 
Commissioner of Co-
Operatives and FSRA Allowed Co-ops Act Local 

MLCF Act, 
repo +8%/10% 

Up to 50% percent of 
the assets plus 5% NP 
thereafter N/A 

Pawn brokers Moving towards FSRA Not Allowed-FI Act  N/A Exempt E1000 N/A 

Money lenders 

Resistance to Licensing 
and supervision under the 
FSRA Not Allowed-FI Act  N/A 

MLCF Act, 
repo +8%/10% N/A N/A 
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Institution type 
de Facto 

regulatory/supervisory 
authority 

Intermediation of 
deposits 

Mandatory 
investment 

Interest rate 
cap 

Capital adequacy Liquidity requirement 

Insurers 

Transition of RIRF from 
independent authority to 
a structure within the 
Financial Services 
Regulatory Authority  Exempt FI Act 30% Local 

MLCF Act, 
repo +8%/10% 

E2 million/ E12 
million  paid up share 
capital 

Shedule3 regulations, up 
to 75% 

Retirement Funds 

Transition from RIRF to 
Financial Services 
Regulatory Authority  Exempt FI Act 30% Local 

MLCF Act, 
repo +8%/10%  N/A 

Shedule1 and 1a up to 
75% 

Medical Schemes 

Moving towards FSRA in 
the absence of 
regulations Not Allowed-FI Act No Regulation N/a No regulation  No regulation  

Securities 
Exchanges Central Bank of Swaziland 

Central Bank 
Authorisation No Regulation N/A N/A Subject to CBS  

Collective 
Investment 
Schemes  

Financial Services 
Regulatory Authority  

Central Bank 
Authorisation No Regulation N/A N/A Subject to FSRA 

Table 8: Main prudential requirements per financial institution 

Source: AuthorsΩ own, based on consultations and analysis of legislation 
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3.4. Regulatory issues for financial inclusion 

Wave of change creates blank slate opportunity. Beginning with the Financial Institutions (FI) Act, 

2005 there have been a number of new enactments and bills that are fundamentally changing the 

financial services landscape. The FSRA Act signified both a consolidation and also a migration to 

more specialised market conduct supervision whilst realigning the CBS as the centre of prudential 

management.  Since the establishment of the FSRA, two significant regulatory drafts have emerged: 

regulations for SAACOs and a Credit Bill. The latter is the first piece of financial legislation, in its 

current draft, to establish a regulatory centre across all institutions and regulatory silos. The waves 

of regulatory change have come with significant transitional pressure, but have also brought 

opportunities to better integrate a wider range of financial services appropriate to act as a catalyst 

of Swazi economic life. 

A number of elements in the regulatory framework are relevant ς be it conducive or constraining ς 

to market development and financial inclusion. Most notably: 

Facilitative banking definition. ¢ƘŜ CL !Ŏǘ ǎŜŎǘƛƻƴ н ŘŜŦƛƴŜǎ ΨōŀƴƪƛƴƎ ōǳǎƛƴŜǎǎΩ ŀǎΥ  

ά(i) the business of receiving funds from the public through the acceptance of money, deposits of 

money payable upon demand or after a fixed period or after notice or any similar operation through 

the periodic sale or placement of bonds, certificates, notes or other securities and the use of such 

funds either in whole or in part for loans, advances, investments or any other operation authorized by 

law or customary banking practice, for the account and at the risk of the person doing such business; 

(ii) any other activity recognized by the Bank as customary banking practice which a financial 
ƛƴǎǘƛǘǳǘƛƻƴ Ƴŀȅ ōŜ ŀǳǘƘƻǊƛȊŜŘ ōȅ ǘƘŜ .ŀƴƪ ǘƻ ŜƴƎŀƎŜ ƛƴέ  

¢ƘŜ ŘŜŦƛƴƛǘƛƻƴ ƻŦ άōŀƴƪƛƴƎ ōǳǎƛƴŜǎǎέ ŜƭŜƎŀƴǘƭȅ ŘŜŦƛƴŜǎ ǘƘŜ ōƻǳƴŘǎ ƻŦ ŎŜƴǘǊŀƭ ōŀƴƪ ǎǳǇŜǊǾƛǎƛƻƴ ƛƴ 

relation to ǘƘŜ Ǌƛǎƪ ǇƻǎŜŘ ōȅ ƛƴǘŜǊƳŜŘƛŀǘƛƻƴ ƻŦ ŘŜǇƻǎƛǘǎΦ ¢ƘŜ ŘŜŦƛƴƛǘƛƻƴǎ ƻŦ άōŀƴƪƛƴƎ ōǳǎƛƴŜǎǎέ ŀƴŘ 

άŘŜǇƻǎƛǘ ǘŀƪƛƴƎ  ōǳǎƛƴŜǎǎέ ŀǊŜ ƛƴ ŎƻƴǘǊŀǎǘ ǘƻ ŀ ŎŀǘŎƘ-ŀƭƭ ŘŜŦƛƴƛǘƛƻƴǎ ƻŦ άŘŜǇƻǎƛǘ ǘŀƪƛƴƎέ ŀƴŘ άōǳǎƛƴŜǎǎ 

ƻŦ ŀ ōŀƴƪέΣ ŜƳǇƭƻȅŜŘ ƛƴ ŎƻǳƴǘǊƛŜǎ ǎǳŎƘ ŀǎ {ƻǳǘƘ !ŦǊƛŎŀΣ ǘƘŀǘ ƛƴǘentionally widens the ambit of 

supervision and thereby reduces participation of non-bank entities in lower risk financial services 

without the co-operation and overhead of registered banks.  The Swaziland FI Act therefore raises 

the possibility of non-banks, with fitting governance structures, offering essential entry level 

financial services which do not involve the intermediation of deposits, particularly in the areas of low 

value remittances and un-intermediated store of value. Combined with the delegated powers of the 

Central bank of Swaziland (CBS), the banking business definition has enabled the development of 

mobile transactionality without the system operator necessarily requiring a banking license. 

e-Money regulations support financial inclusion. The e-Money regulations issued by the CBS indicate 

deep insight into the scope and role of electronic transactionality as a means of bridging the 

exclusionary gap and thereby fulfilling a role neither sought after by nor viable to traditional financial 

institutions.  

AML/CFT KYC threshold exemptions promote inclusion. A new Anti-Money Laundering/ Combatting 

the Financing of Terrorism (AML/CFT) framework in the form of the Money Laundering and 

Financing of Terrorism (Prevention) Act, 2011 (MLFTP Act) was passed with a view to creating a 

separate specialised AML/CFT authority, distinct from the CBS, and consolidate and update AML/CFT 
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regulations in compliance with the prevailing international and regional guidance and 

recommendations. 

Prior to the promulgation of the 2011 act, the previous act provided for the CBS as the AML/CFT 

authority. Under this authority the Mobile Money operator was granted authority to offer virtual 

accounts up to an absolute maximum account value of E4,000, with limited know-your-customer 

(KYC) requirements. The introduction of a threshold exemption has facilitated access. Likewise, in 

the banking sphere a threshold exemption of E2,500 was instituted by The Money Laundering and 

Financing of Terrorism (Prevention) Act of 2011. According to consultations with the Central Bank, 

the threshold has since been raised to E5,000. Such exemptions are not extended to insurance. 

Single KYC threshold exemption impacts scope for Mobile Money to serve as store of value. The 

Mobile Money account limit imposed due to the KYC threshold exemption excludes persons with 

irregular income in singular amounts exceeding the threshold. The threshold also limits the use of 

the Mobile account as a cost effective means of storing value over time in excess of the threshold. 

The Mobile Money cap should be increased to reflect the banking cap. A need exists for an 

additional mobile money account type which is uncapped and available to clients that are compliant 

with KYC requirements. 

New Consumer Credit Bill to protect and empower consumers. The new Consumer Credit Bill (2013) 

creates an explicit and comprehensive legislative framework for the regulation and monitoring of 

the provision of credit in Swaziland. A primary focus of the bill is consumer protection and improved 

market conduct by providers. Key issues include: 

¶ Coordination. FSRA will house the credit regulator once the Credit Consumer Bill is enacted. 

FSRA supervises a significant number of credit providing institutions, but the Central Bank 

will need to input into regulation that affects their supervision of banks as well as setting of 

monetary policy.  

¶ Who can provide credit. All credit providers will need to be registered with the registrar of 

credit. The extent to which this would apply to informal providers is not yet clear. There is a 

need to increase access to formal loans which requires regulation to allow entry by 

additional players in the credit market. 

¶ Which interest rates apply. The bill provides for interest rate caps to be set by regulation. 

Interest rate caps should balance affordability with the need to attract further credit 

providers into the market. 

¶ Consumer protection. The act emphasises the need for appropriate disclosure and an 

ŀǎǎŜǎǎƳŜƴǘ ƻŦ ŀ ŎǳǎǘƻƳŜǊǎΩ ǳƴŘŜǊǎǘŀƴŘƛƴƎ ƻŦ ŀ ǇǊƻŘǳŎǘ ŀƴŘ ǘƘŜƛǊ ŀōƛƭƛǘȅ ǘƻ ǊŜǇŀȅΦ ¢Ƙƛǎ 

assessment may be problematic in the absence of a credit bureau.  

Payroll deductions limited to 33% of income. The Swaziland Employment Act of 1980 stipulates that 

deductions from payroll may not exceed one third of the wages due to an employee in any given pay 

period. This clause covers all payroll deductions directly by the employer or by a third party, but 

excludes tax and contributions to the National Provident Fund. Credit payments are subject to this 

limit, including SACCO payments. Though SACCO payments were previously exempted from this 

clause, there is at present no formal legal basis for such an exemption. In practice, however, the 

exemption is still applied while FSRA clarifies the legal requirements.  
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Limited market conduct regulation and supervision. The Central Bank has recently requested banks 

to improve disclosure to clients. Apart from that, limited explicit market conduct regulation has been 

enforced to date. Market conduct regulation can be expensive for companies to implement and can 

result in consumers being regulated out of the market due to increased costs. However, simple, cost 

effective market conduct regulation can enhance recourse for consumers and provide additional 

transparency and information to clients when buying products.  

Lack of clarity on the application of the interest rate cap. The Money Lending and Credit Financing 

(MLCF) Act, 1991 provides a rudimentary credit regulatory framework and stipulates inter alia 

maximum interest rates based on two loan value tiers. The maximum interest rate is set at: (i) 10% 

above the CBS discount rate for loans below E500; and (ii) at 8% above the CBS discount rate for 

loans above the E500 threshold. The effective capped rate is not consistently calculated in practice 

as the prime lending rate determined by commercial banks is substituted for the CBS discount rate 

ŀǎ ǘƘŜ ōŀǎŜ ǊŀǘŜΦ ¢ƘŜ /.{ ŘƛǎŎƻǳƴǘ ǊŀǘŜ ƛǎ ǎǘƛǇǳƭŀǘŜŘ ƛƴ ǘƘŜ ŀŎǘ ŀƴŘ ǘƘŜǊŜŦƻǊŜ ŀ ŎƻƳƳŜǊŎƛŀƭ ōŀƴƪΩǎ 

prime lending rate is inconsistent with the MLCF Act if used to calculate the maximum possible 

interest rate. It is legally valid and enforceable to stipulate an interest rate in relation to the prime 

lending rate of any commercial bank as long as the rate does not exceed the MLCF Act applicable 

maximum rate calculated in relation to the CBS discount rate at that point in time. 

There are differing views on the applicability of the MLCF Act. The confusion seems to originate from 

a provision in the MLCF Act that exempts institutions licensed under the repealed Financial 

Institutions (Consolidation) Order, 1975. In practice it appears that parties assume that such an 

exemption is no longer valid and that the exempted institutions, being banks and all other 

institutions regulated under the FI Act, therefore fall under the MLCF Act. However, the common law 

rules of statutory interpretation27 would either preserve the exemption and give effect to it in the 

MLCF Act or, as the legislation referred to has been re-enacted in the form of the Financial 

Institutions Act 6, 2005, the applicable replacement provisions may be read into the reference of the 

repealed act. This is unless there is a clear intention that the legislator sought to amend the MLCF 

Act, which is clearly not the case in this situation. The overall impact is that in terms of strict 

interpretation the exemption for banks, financial institutions and credit institutions remains in force, 

yet the confusion encountered in the market place operates as a hurdle to offering less secure 

credit.    

This instance speaks to a broader issue regarding the need for coordination between regulators, the 

absence of consequential amendments, as well as insufficient transitional arrangements 

incorporated in new legislation. 

Insufficient transitional arrangements and consequential amendments. The number, scope and 

impact of regulatory changes on the financial regulatory framework are evident from the number of 

institutions being regulated and supervised by an entity other than the de jure mandated institution 

as indicated in Table 7. It springs from the creation of the FSRA with a very wide scope of institutions 

to be regulated, coupled with insufficient transitional provisions and arrangements to affect a 

smooth and predictable handover once the requisite regulatory structures are bedded down.  

Apart from the absence of effective and predictable transitional provisions, provisions repealing laws 

and thereafter neither amending nor providing for the interpretation of references to the repealed 

legislation or regulation are also problematic. This was evident in the confusion and 

misinterpretation of financial legislation encountered during a number of high level interviews for 

                                                
27

 This refers to the discretion of the courts to interpret the intended application of legislation.  
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the present study. Most incidents trace back to references relating to replaced legislation that had 

not been amended nor provided for in the repealing legislation. 

For example: 

¶ The Financial Institutions (FI) Act of 2005 provides for the CBS to licence, regulate and supervise 

credit institutions and other financial institutions. Section 20(1)b of the FI Act allows the central 

bank to set appropriate prudential requirements in accordance with the type of institution and 

business. These provisions remain in force, but have effectively been reduced in application to 

specific institutions and financial legislation by the Financial Services Regulatory Authority Act, 

2010 (FSRA Act). Therefore the FI Act needs to be read together with the FSRA Act in order to 

determine which non-bank financial and credit institutions are regulated only by the CBS as 

opposed to the Financial Services Regulatory Authority. 

¶ The Credit Bill is very deftly drafted and seeks to balance the detail and complexity required to 

regulate all commercial credit with the requirements of a small market. However, this holds a 

challenge that the bill is a significant departure from the regulation of an institution type by one 

regulator and rather seeks to regulate market conduct topics across all institutions, irrespective 

of the prudential regulator. According to the current provisions in the bill all financial 

institutions, including those regulated by the CBS, would be required to register with the Credit 

Regulator under the FSRA for activities that directly relate to credit provision 

If the South African experience of introducing similar legislation is considered, the proposed 

transitional provisions need to allow for a phasing in of various sections of the act, particularly: 

¶ ¢ƘŜ ǘǊŜŀǘƳŜƴǘ ƻŦ ŜȄƛǎǘƛƴƎ ŎǊŜŘƛǘ ŀƎǊŜŜƳŜƴǘǎ ŀƴŘ ǘƘŜ ƛƳǇŀŎǘ ƻƴ ŎǊŜŘƛǘ ǇǊƻǾƛŘŜǊΩǎ ōŀƭŀƴŎŜ 
sheets and extension of further credit in the short term 

¶ The registration of small scale credit providers and the possible exit of small scale credit 
providers unable to shoulder the administrative burden.  

¶ The establishment of key new role players such as the credit regulators office, licensed credit 
providers, credit bureaus and debt counsellors. 

Unequal playing field. The CBS and FSRA have differential approaches to mandatory local investment 

requirements and to charging fees. This can create an unequal playing field for different types of 

institutions and can result in regulatory arbitrage where for example insurers invest in banks to 

achieve their local investment requirements, but where banks can then invest these funds offshore.  

{!//h ǊŜƎǳƭŀǘƛƻƴǎ ǘƻ ƛƴŎƻǊǇƻǊŀǘŜ {!//h{ ǳƴŘŜǊ C{w!Ωǎ ŀǳǘƘƻǊƛǘȅ, but some uncertainty remaining. 

Section 83(1) of the FSRA Act, 2010 divorced Savings and Credit Co-operatives (SACCOs) from co-

operatives. As there was no separate legislative framework for SACCOs, a set of SACCO regulations in 

similar form to an enactment was published by the Minister of Finance under the delegated 

authority contained Section 89 of the FSRA Act. There appears to be no provision that is inconsistent 

with the delegated authority of the Minister in terms of Section 89 and therefore if the regulations 

are to be duly promulgated, they would in principle be valid and enforceable. In the interim, the 

SACCOs are under the supervision of FSRA, but with no regulations and are not supervised on the 

basis of any set of legislated parameters. 

The prudential and supervisory provisions of the SACCO regulations are much more structured than 

those of cooperatives and are more akin to banking supervision. However, the SACCO regulations 
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present an anomaly in that a requirement contained in Section 4(b) calls for a certified copy of the 

SACCOs registration certificate, issued by the Commissioner of Cooperatives. Yet the FSRA Act 

Section 83 delinks SACCOs from the control of the Commissioner. 

Absence of medical scheme regulatory framework. There is currently no regulatory framework in 

place for medical schemes, which could potentially impact the private funding of healthcare options 

and choices. However, the development of such a framework has been kick-started by FSRA. 

Microinsurance regulations being finalised. The Registrar for Retirement Funds and Insurance within 

FSRA is currently finalising microinsurance regulations. These regulations will aim to improve access 

to insurance through formalisation, but especially by enabling innovative distribution.  
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4. ¢ŀǊƎŜǘ aŀǊƪŜǘ 

Putting the client at the core is a key characteristic of the MAP methodology. This section unpacks 

the nature, needs and realities of the target market for financial services in Swaziland based on 

quantitative information from the FinScope 2011 survey28, as well as qualitative insights from a 

series of focus group discussions and individual interviews conducted as input to this study29.  

It starts off by considering the financial context of the target market: their profile, how they make a 

living, their main expenses and their level of financial capability30. This is followed by an overview of 

usage of formal and informal financial services, as well as the various barriers to greater uptake of 

formal financial services. Lastly, the target market is segmented into distinct groups to allow a more 

granular understanding of financial services usage and needs as basis for the rest of the analysis. 

Below we summarise the key target market features outlined in the rest of the section. 

Key findings: target market 

The key target market findings are:  

¶ Struggling to make ends meet. Qualitative and quantitative demand-side research suggests that on the 

whole the Swazi adult population faces severe budget constraints. A household often makes a living 

through more than one means and only a minority of adults have consistent, formal income sources. 

¶ Many excluded from formal financial services. Though around half of Swazi adults are formally served, a 

significant number are excluded or face various barriers to formal usage. In the credit and remittances 

market, this means that a substantial number of the population makes use of informal financial services. 

However, informal savings groups and insurance risk pooling through community-based groups are 

limited. Thus many people exclusively save at home and most turn to family and friends, cut down on 

expenses or draw on savings or informal credit to cope with the impact of risks. 

¶ A number of usage and access barriers. Though people trust financial institutions to keep their money 

safe, there is a perception that financial institutions are not transparent, charge high fees and are not 

targeted at the ordinary man on the street. Even should they choose to use formal financial services, many 

face substantial access barriers, notably low affordability, inaccessible documentation requirements, lack 

of flexibility and longer turnaround times vis-à-vis informal alternatives. 

¶ Nuanced target market picture. Current and potential financial inclusion can be unpacked by identifying 

categories of people that share a main source of income: 

¶ The best-served segments of the population are those with formal employment in the public or 

private sector. They are also the wealthiest, most educated and most urban groups. 

¶ Those who have a job in the informal sector also have a consistent, though much lower income. 

This counts in their favour as target market for financial inclusion purposes 

¶ aƻǎǘ ŜƴǘǊŜǇǊŜƴŜǳǊǎ ƎŜƴŜǊŀǘŜ ǾŜǊȅ ƭƻǿ ƛƴŎƻƳŜǎ ŀƴŘ ŀǊŜ ǘƘŜǊŜŦƻǊŜ άǎǳǊǾƛǾŀƭƛǎǘέ ǊŀǘƘŜǊ ǘƘŀƴ 

                                                
28

 As the FinScope survey in Swaziland is dated 2011, some of the data may be outdated. Nevertheless, the overall picture should remain 
valid. Notably, Mobile Money is not yet reflected in the usage figures. Statistics on Mobile Money are provided separately in Section 6.2.  
29

 For the full qualitative demand-side research report and an overview of methodology, please see (KLA, 2014a). Please note that the 
qualitative research is only valid for the small sample considered and cannot be generalised to the population at large. The qualitative 
findings are therefore indicative only. 
30

 We apply the definition of financial capability adopted by the Financial Education Fund (www.financialeducationfund.com), namely that 
a financially capable person can be regarded as one who has the knowledge, skills and confidence to be aware of financial opportunities, 
to know where to go for help, to make informed choices, and to take effective action to improve his or her financial well-being. An 
enabling environment for financial capability building would promote the acquisition of those skills. 

http://www.financialeducationfund.com/
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άŀǎǇƛǊŀǘƛƻƴŀƭέ ƛƴ ƴŀǘǳǊŜΦ Those who already have some kind of financial service tend to have 

transactional or savings accounts rather than formal credit or business finance. 

¶ Those doing piece jobs or deriving their main source of income from agriculture have irregular, low 

incomes. This challenges their uptake of any financial services that require regular contributions, 

such as insurance or credit. 

¶ A substantial chunk of Swazi adults are dependent on others for their livelihoods ς either family 

members in Swaziland or those working outside of the country. Most of them rely on informal 

channels (largely taking cash in person) to receive their income. This emphasises the importance of 

cost-effective, accessible remittance channels. There is also potential for including dependants by 

targeting those who provide for others. 

¶ Lastly, the state directly provides a main income source via the old age pension and other grants. 

Grant recipients are least well served by financial services and enhanced access is challenged by 

their largely rural location, low income and lack of engagement with technology. 

 

4.1. Target market context 

This section considers the general and financial context of Swazi adults based on insights from the 

qualitative demand-side research.  

4.1.1. Societal context 

A society facing many challenges. The overall impression gained from the qualitative research31 is 

that of a disheartened society that finds it difficult to trust formal institutions or even community-

based structures. Economic hardship, compounded by the fact that most families are confronted by 

death and sickness largely due to HIV/AIDS, has led to a fatalistic attitude to life with little hope and 

proactive planning for the future. People therefore tend to have a survivalist rather than an 

aspirational outlook. Compounding tƘƛǎΣ Ƴŀƴȅ ƘƻǳǎŜƘƻƭŘǎ άƛƴƘŜǊƛǘέ ǘƘŜ ǊŜǎǇƻƴǎƛōƛƭƛǘȅ ǘƻ ƭƻƻƪ ŀŦǘŜǊ 

the children of the deceased, with the elderly often becoming caregivers rather than being cared for.  

A proper education the biggest aspiration. Across the quantitative and qualitative demand-side 

ǊŜǎŜŀǊŎƘ ƛǘ ƛǎ ŎƭŜŀǊ ǘƘŀǘ ǇŜƻǇƭŜ ǇƭŀŎŜ ƎǊŜŀǘ ǾŀƭǳŜ ƻƴ ǘƘŜƛǊ ŎƘƛƭŘǊŜƴΩǎ ŜŘǳŎŀǘƛƻƴ ŀǎ ŀ ƳŜŀƴǎ ƻŦ ŜƴǎǳǊƛƴƎ 

a better future for the child, but also for the household more broadly. According to FinScope, 

borrowing to cover education expenses constitutes the largest use of credit. Respondents are even 

ǿƛƭƭƛƴƎ ǘƻ ƭƛǉǳƛŘŀǘŜ ǿƘŀǘŜǾŜǊ ōǳǎƛƴŜǎǎŜǎ ǘƘŜȅ ƘŀǾŜ ǘƻ Ǉŀȅ ǘƻǿŀǊŘǎ ǘƘŜƛǊ ŎƘƛƭŘΩǎ ŜŘǳŎŀǘƛƻƴΣ ŀǎ ǘƘŜ 

following quote illustrates: 

άL ǳǎŜŘ ǘƻ ƘŀǾŜ ŀ ōǳǎƛƴŜǎǎΧ L ǳǎŜŘ ǘo sell tomatoes and onions but as things happened, I took that 

ƳƻƴŜȅ ŀƴŘ ǳǎŜŘ ƛǘ ŦƻǊ ǎŎƘƻƻƭ ŦŜŜǎΧ ŀŦǘŜǊ ǘƘŀǘ L ƘŀŘ ƴƻ ƳƻǊŜ ƳƻƴŜȅ ŦƻǊ ǘƘŜ ōǳǎƛƴŜǎǎ ŀƴŘ ƘŀŘ ǘƻ 

ōƻǊǊƻǿ ƳƻƴŜȅΧ L ōƻǊǊƻǿŜŘ ŀōƻǳǘ wмллΦлл ŀƴŘ ƛǘ ǿŀǎ ƴƻǘ ŜƴƻǳƎƘ ŀƴŘ L ƘŀŘ ǘƻ ōƻǊǊƻǿ ƳƻǊŜ ŀŦǘŜǊ 

which I had to pay back the interest and it took me a very long time to pay off the debt. I did some 

ŦŀǊƳƛƴƎ ŀƴŘ L ƳŀŘŜ ŀōƻǳǘ wпллΦлл ŀƴŘ ǘƻƻƪ ŀōƻǳǘ wнллΦлл ŀƴŘ ǇŀƛŘ ŦƻǊ Ƴȅ ŎƘƛƭŘΩǎ ǎŎƘƻƻƭ ŦŜŜǎΦέ  

(Mhlume, Male, Aged 41 ς 55 years (KLA, 2014b)) 

                                                
31

 This general impression is supported by previously published qualitative research. See (Zollman, 2010) and (Corporate Research 
Consultancy (CRC), 2011) 
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Women most entrepreneurial. The qualitative research suggests that while men go out to look for 

piece jobs, women tend to be entrepreneurial; many of them buying and selling goods. They aspire 

to create a stable and profitable self-employment opportunity to provide for their households. 

Limited collective financial functioning. While there are strong egalitarian norms which place an 

obligation on family members and those in the community to help others out, society does not as a 

rule function collectively where financial services are concerned. This is witnessed in the more 

limited role of informal savings groups and especially burial societies compared to neighbouring 

countries (refer to Box 8).  

Box 8. Challenges to community-level collective financial functioning 

As will be apparent from the usage analysis in Section 0, a relatively small proportion of Swazi adults belong to 

a collective savings group or a burial society.  

Savings groups and burial societies. As will be discussed in Section 6.1.3.7, there are two types of savings 

groups: Ϧ!{/!ǎέ όŀŎŎǳƳǳƭŀǘƛƴƎ ǎŀǾƛƴƎǎ ŀƴŘ ŎǊŜŘƛǘ ŀǎǎƻŎƛŀǘƛƻƴǎύ ŀƴŘ άwh{/!ǎέ όwƻǘŀǘƛƴƎ {ŀǾƛƴƎǎ ŀƴŘ /ǊŜŘƛǘ 

Associations). ASCAs and ROSCAs are a relatively small phenomenon in Swaziland. Burial societies are 

another commonly-found community-based financial mechanism32. Burial societies are used by 60% of 

adults in Lesotho and 25% of adults in South Africa (FinScope Lesotho, 2011; FinScope South Africa, 

2013). Yet less than 6% of Swazi adults belong to a burial society.  

Why the limited uptake in Swaziland? The qualitative research suggests two reasons for the limited collective 

financial functioning in the low-income market in Swaziland: 

¶ Low, irregular incomes. As the discussion in Section 4.1.2 will show, many households make a living from 

various sources and do not have a consistent monthly income. The many demands on their budgets make 

a fixed commitment to regular savings or burial society contributions difficult. This is illustrated by the 

following quote: 

άI think you have to have money in order for you join as they said that it is about R100, even though I 

ŎƻǳƭŘ ƘŀǾŜ wмллΣ ŀǎ L ǎŀƛŘ ǘƘŀǘ L Řƻ ǇŜƻǇƭŜΩǎ ƭŀǳƴŘǊȅ ƛƴ ƻǊŘŜǊ ǘƻ ǎǳǊǾƛǾŜΣ ƛŦ L ƘŀǾŜ ƳƻƴŜȅΣ L ƘŀǾŜ ǘƻ ŎŀǘŜǊ 

ŦƻǊ Ƴȅ ŎƘƛƭŘǊŜƴΩǎ ƴŜŜŘǎ ōǳǘ ǿƘŜƴ L ƘŀǾŜ ƳƻƴŜȅΣ L ǘƘƛƴƪ ƻŦ ōǳȅƛƴƎ Ŧood, I tell myself that you have to 

have a job in order for you to join a group so that you do not owe money.έ 

(Mhlume, Females, Aged 21 ς 40 years (KLA, 2014b))  

The barrier presented by regular monthly contributions is confirmed by previous research on ASCAs in 

Swaziland (Zollman, 2010). The study finds that savings groups have not been able to accommodate a 

large range of income levels. Many of these groups set significantly high contributions that are difficult to 

maintain on incomes generated from common livelihoods such as selling snacks and handicrafts. 

¶ Lack of trust. Another often-quoted barrier in the qualitative research is a lack of trust in the collective 

vehicle. Many respondents recount having had their fingers burned by a society: 

άL ǿŀǎ ǇŀǊǘ ƻŦ ŀ ǎƻŎƛŜǘȅ Ŏƭǳō ōǳǘ ǿŜ ǎǘŀǊǘŜŘ ƘŀǾƛƴƎ ƳƻƴŜȅ ǇǊƻōƭŜƳǎΣ ƳƻƴŜȅ ǿŜƴǘ ƳƛǎǎƛƴƎ ŀƴŘ L ŜƴŘŜŘ 

ǳǇ ƎƛǾƛƴƎ ǳǇΦέ 

(Mhlume, Female, Aged 25 ς 40 years (KLA, 2014b)) 

                                                
32

 Burial societies are a risk-pooling mechanism whereby members agree to pay a certain amount each month/week and 
when a member experiences a death in the family they will receive a pay-out subject to the availability of funds. In some 
instances (for example commonly found in Lesotho), burial societies do not rely on ex ante regular contributions, but 
instead entail ex post contributions from all those in the society at the time of the funeral. Burial societies also typically, 
and importantly, provide social support such as helping to prepare the food for the funeral (and related activities) and 
supporting the bereaved family. 
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άL ǿŀǎ ǇŀǊǘ ƻŦ ŀ ǎƻŎƛŜǘȅ Ŏƭǳō ŀƴŘ ǿŜ ƘŀŘ ǎŀǾŜŘ ŀōƻǳǘ wпл 000 but unfortunately there was a lot of 

corruption, we never got our money, instead people bought furniture with our money and we just 

ōŀǎƛŎŀƭƭȅ ƭƻǎǘ ŜǾŜǊȅǘƘƛƴƎΦέ 

(Mhlume, Female, Aged 25 ς 40 years (KLA, 2014b)) 

ά{ƻ ǿƘŜƴ ǎƻƳŜƻƴŜ ǎǘŀǊǘǎ ŀ ǎƻŎƛŜǘȅ ǘƘŜȅ ŀƭǊŜŀŘȅ ƘŀǾŜ Ǉƭŀƴǎ ƻƴ Ƙƻǿ ǘƻ ŜȄǇƭƻƛǘ ǇŜƻǇƭŜΦέ 

(Manzini, Male, Aged 41 ς 55 years (KLA, 2014b)) 

άL ƭŜŦǘ Ƴȅ ǎƻŎƛŜǘȅ ǿƘŜƴ ǿŜ ƘŀŘ ŘƛǎƘƻƴŜǎǘȅ ƛƴ ƻǳǊ ǎƻŎƛŜǘȅΣ ǘƘŜ ƭŀŘȅ ǘƘŀǘ ƪŜǇǘ ƻǳǊ ƳƻƴŜȅ ǳǎŜŘ ǘƻ ǎǇŜƴŘ ƛǘ 

and after crying and complaining I pulled out and realised that societies are not helping me so I 

decided to just save my money under my pillow because societies are for the enrichment of other 

people and not yourself, and they would lie and say they were robbed so I left because it was stressing 

ƳŜΦέ 

(Manzini, Female, Aged 25 ς 40 years (KLA, 2014b)) 

These findings are once again confirmed by the research of Zollman (2005). It found that larger, more 

anonymous groups with lower levels of trust tend to adhere to rules more closely than smaller, more 

familiar groups.   

Quotes by some respondents also point towards an underlying breakdown of trust in communities. For 

example:  

άL ǿƻǳƭŘ ǎŀȅ ǿŜ ƘŀǾŜ ǘƘƛǎ ǘƘƛƴƎ ǘƘŀǘ ǿŜ Řƻ ƴƻǘ ǘǊǳǎǘ ŜŀŎƘ ƻǘƘŜǊ Χ ǿŜ Ƨǳǎǘ ŘƻƴΩǘ ǘǊǳǎǘ ŜŀŎƘ ƻǘƘŜǊ 

ŀƴȅǿŀȅΦέ 

(Manzini, Males, Aged 25 ς 40 years years (KLA, 2014b)) 

άLŦ ǿŜ ŎƻǳƭŘ ǘǊǳǎǘ ŜŀŎƘ ƻǘƘŜǊ ƛŦ ǿŜ ƘŜƭŘ ŜŀŎƘ ƻǘƘŜǊ ǎǘǊƻƴƎ ŀƴŘ ƛŦ ǘƘŜǊŜ ǿŀǎ ǎƻƳŜǘƘƛƴƎ ƻǊ ŀ ǇǊƻōƭŜƳ 

that the next person has we should help each other but as Swati people we just do not help each other 

ƻǳǘ ŀǘ ŀƭƭΦέ 

(Manzini, Males, Aged 25 ς 40 years years (KLA, 2014b)) 

This breakdown of trust may be due to a society over-stretched by economic hardship, poor health and 

high mortality. Whereas before the strong egalitarian norms meant that contributions from others can be 

relied on in times of ƴŜŜŘΣ ǘƘŜǊŜ ƛǎ ƴƻǿ ŀ ǎŜƴǎŜ ŀƳƻƴƎ ǊŜǎǇƻƴŘŜƴǘǎ ƻŦ άōŜƛƴƎ ƻƴ ȅƻǳǊ ƻǿƴέ ƻǳǘǎƛŘŜ ƻŦ 

extended family support structures (a finding also suggested by CRC (2011)).  

The upshot of the above factors is that, though savings and burial societies play a valuable role for some, the 

largest part of the adult population does not belong to collective financial vehicles. This creates an imperative 

for low-cost, accessible individual financial services. 

 

4.1.2. Budget realities  

This sub-section considers the insights from the qualitative research on the financial lives of ordinary 

Swazis: how they make a living, what their main expenditure needs are and how they deal with the 

budget deficits that more often than not arise.  

Livelihoods 

Most make a living in the informal sector. Only one in every five adults earn their main source of 

income in the formal sector ς either as civil servants (9% of adults) or as company employees (12%). 
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A further 5% have a regular job income from a farm or another individual. The rest of the population 

have to find a way to make ends meet either through informal trading and businesses, piece jobs or 

other irregular income sources, or are dependent on family and friends or the state for their living. 

Supplementing main income through other means. Only about 36% of adults indicate that they have 

more than one source of income in the FinScope survey. This may be because the FinScope survey 

focused on the ƛƴŘƛǾƛŘǳŀƭ ǊŜǎǇƻƴŘŜƴǘΩǎ income sources. The qualitative research paints a picture of 

households relying on multiple income sources as a single income stream is insufficient to meet all 

needs. Moreover, some income streams are infrequent while others (for example piece jobs or 

remittances from family members) may be inconsistent in terms of the amounts that they will 

render.  

The following quotes show how households patch together a living from different income sources: 

άL ŀƳ ǎŜƭŦ-employed selling fruits and veggies and the amount is R900 and my husband gets R1000 

monthly from helping people and I stock up sweets for my kids to sell at school and from that we get 

wмнлΦέ 

(Manzini, Female, Aged 25 ς 40 years (KLA, 2014b)) 

άwΥ L ƘŀǾŜ ŦƻǳǊ ǎƻǳǊŎŜǎΦ 

M: Tell us about it, what are they? 

R: The first one is self-employment, they add up to R950. 

M: Part time jobs. 

R: Yes. 

M: Alright. 

R: And my employer, where I stay, he gives me R700 and there is this other part time job that pays 

me R60 per day but I asked them to give it to me monthly, which is R280 and when the guy that runs 

a car wash calls me, it depends on how ofǘŜƴ L ƎƻΣ ƘŜ ƎƛǾŜǎ ƳŜ wплл ǇŜǊ ƳƻƴǘƘΦέ 

(Mhlume, Males, Aged 25 ς 40 years (KLA, 2014b)) 

άL ƘŀǾŜ Ǝƻǘ н ǎƻǳǊŎŜǎ ƻŦ ƛƴŎƻƳŜΣ ƛǘΩǎ ǘƘŜ ƻƴŜ ǘƘŀǘ L ŀƳ ƳŀƪƛƴƎ ƳȅǎŜƭŦ ǿƘƛŎƘ ƛǎ wн ллл ŀƴŘ ǘƘŜƴ Ƴȅ 

wife sells eggs, chickens, biscuits and those sorts of things and when she calculates her profit at the 

ŜƴŘ ƻŦ ǘƘŜ ƳƻƴǘƘ ǎƘŜ ǿƛƭƭ ƘŀǾŜ ƳŀŘŜ wрллΦέ 

(Manzini, Male, Aged 25 ς 40 years (KLA, 2014b)) 

Subsistence agriculture and small businesses important supplementary role. Subsistence farming and 

survivalist small business ventures, which range from selling fruit, vegetables, clothing, airtime, to 

sewing school uniforms, assist in meeting everyday needs. Tracking of profits and business growth is 

uncommon. While those with farming as main income source tend to be male, the qualitative 

research suggests that women are more likely to engage in small businesses. 

άHi ladies, I am *, I like waking up at the crack of dawn, so by 4:00 I am already awake, I then pray, 

then I will start sweeping and cleaning.  I then have to go to the market stall that I am running, I sell 
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ŀƭƭ ƪƛŘŘƛŜǎ ƎƻƻŘƛŜǎ ŀƴŘ ŦǊǳƛǘǎ ŀƴŘ ƴƻ L ŘƻƴΩǘ ƭƛƪŜ ǿƻǊƪƛƴƎ ƛƴ ǘƘŜ ŦƛŜƭŘǎ ǎƻ L ǿƛƭƭ Ƨǳǎǘ Ǉƭŀƴǘ ƳŜŀƭƛŜǎ ŀƴŘ 

sweet potatoes in a small garden patchΦέ 

(Manzini, Females, Aged 41 ς 55 years (KLA, 2014b)) 

άIƛ ŜǾŜǊȅƻƴŜΣ Ƴȅ ƴŀƳŜ ƛǎ ϝΣ L ƭƻǾŜ ŘƻƛƴƎ ƘƻǳǎŜǿƻǊƪΣ L Ƨǳǎǘ ŎŀƴΩǘ ǎƛǘ ǎǘƛƭƭ ōǳǘ ǘƘŜƴ ƻƴ {ǳƴŘŀȅǎ L Ǝƻ ǘƻ 
ŎƘǳǊŎƘΦ  L ŀƳ ŀƭǎƻ ŀ ǎŜŀƳǎǘǊŜǎǎΤ L ƳŀƪŜ ŎƘƛƭŘǊŜƴΩǎ ŎƭƻǘƘŜǎ ǎƻ L Ŏŀƴ ƳŀƪŜ ǳǇ ǎƻƳŜ ƳƻƴŜȅ ǘƻ ōǊƛƴƎ ǳǇ 

Ƴȅ ƻǿƴ ŎƘƛƭŘǊŜƴέ 
 

(Manzini, Female, Aged 41 ς 55 years (KLA, 2014b)) 
 
άL also wake up around 4:00 so I can leave home by 5:00.  What I do for a living I hawk bunny chows, 

airtime, I sit at the station all day long selling these and sometimes I come back around 7 in the 
evening and then I have to cook because the kids I live with are still small, 3 are mine and the rest are 

Ƴȅ ŘŜŎŜŀǎŜŘ ǎƛǎǘŜǊΩǎΣ L ƭƛǾŜ ǿƛǘƘ ǘƘŜƳ ŀƭƭέ 
 

(Manzini, Female, Aged 41 ς 51 years (KLA, 2014b))  

Expenses and deficits 

Women are in charge of household finances. Although men take credit for being the household 

decision makers, the qualitative research finds that in reality women determine how the household 

ƛƴŎƻƳŜ ƛǎ ǎǇŜƴǘ ŀƴŘ ŀǊŜ Ƴƻǎǘ ƛƴ ǘƻǳŎƘ ǿƛǘƘ ǘƘŜ ŦŀƳƛƭȅΩǎ ƴŜŜŘǎΦ 

Explicit budgeting and planning often absent. According to FinScope, many people (only 49.8% of 

ŀŘǳƭǘǎ ƛƴŘƛŎŀǘŜ ǘƘŀǘ ǘƘŜȅ άƪŜŜǇ ǘǊŀŎƪ ƻŦ ƛƴŎƻƳŜ ŀƴŘ ŜȄǇŜƴŘƛǘǳǊŜ ƻƴ ŀ ƳƻƴǘƘƭȅ ōŀǎƛǎέύ do not monitor 

income and expenditure on a monthly basis, especially if they do not have a regular income. The 

qualitative research confirms that, in addition to not knowing how to track finances, the 

ƛƴŎƻƴǎƛǎǘŜƴŎȅ ŀƴŘ ƛƴŦǊŜǉǳŜƴŎȅ ƻŦ ǊŜǎǇƻƴŘŜƴǘǎΩ ƛƴŎƻƳŜǎ ƳŀƪŜ ƛǘ ŘƛŦŦƛŎǳƭǘ ǘƻ ŘŜǘŜǊƳƛƴŜ ǘƘŜ 

ƘƻǳǎŜƘƻƭŘΩǎ ŦƛƴŀƴŎƛŀƭ Ǉƻǎƛǘƛƻƴ ƻƴ ŀ ǊŜƎǳƭŀǊ ōŀǎƛǎΦ  

Groceries and school fees the biggest expenses. The qualitative research allows one to get a sense of 

the main budget priorities. The top expenditures for urban and rural respondents alike were 

groceries and school fees. Buying business stock and transport money also featured prominently for 

urban respondents.  

Expenses often exceed income, with short-term savings and borrowing as stopgap measures. 

According to FinScope, 51% of the adult population spends more than it earns. The qualitative 

research suggests that few respondents are able to save for prolonged periods, as money kept aside 

is needed for household expenses, emergencies such as sickness or death, or lumpy expenses such 

as school fees. Once savings are depleted, people tend to borrow from informal moneylenders 

(called shylocks), societies and each other to make ends meet ς even though they would prefer not 

to borrow. Some also buy goods such as clothing on credit. Thus both rural and urban respondents 

mentioned the need to service loans from a shylock or retailer as a frequent budget need. One 

ǊŜǎǇƻƴŘŜƴǘΩǎ ōǳŘƎŜǘ ƭƻƻƪŜŘ ŀǎ ŦƻƭƭƻǿǎΥ 

άL ŀƳ ǇŀȅƛƴƎ ƎǊƻŎŜǊƛŜǎ wмлллΣ ǎŎƘƻƻƭ ŦŜŜǎ wонлΣ wрлл ŦƻǊ ώǳƴŎƭŜŀǊϐΣ WŜǘ wпллΣ ¢ǊǳǿƻǊǘƘǎ wнрлΣ tŜǇ 

R100, Co-ops R600, bank loan R350, I support my mother with R700, airtime R100, I save Co-ops 

wнллΣ ǎŀƭƻƴ wулΦέ 
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(Mhlume, Females, Aged 25 ς 40 years (KLA, 2014b)) 

Cutting down on expenses. Another way of dealing with budget deficits is to cut down on household 

expenses, most notably visits to hair salons and airtime. If that is not sufficient, respondents 

mentioned cutting back on groceries, cooking fuel/electricity and transport costs. The following 

quotes illustrate: 

άM:   Are we all able to cut down? 
R: Yes! (Chorus) 
R: [ƛƪŜ ǿŜ ǎǘƻǇ ōǳȅƛƴƎ ǇŀǊŀŦŦƛƴ ŀƴŘ ƳŀƪŜ ŦƛǊŜ ŦƻǊ ŎƻƻƪƛƴƎ ŦƻƻŘΩΩ 

 
(Manzini, Female, Aged 41 ς 55 years (KLA, 2014b))  
 

ά¢ƘŜǊŜ ƛǎ ŀ Ǝǳȅ ǘƘŀǘ L ǿƻǊƪ ǿƛǘƘΣ ǿŜ ŀǊŜ ŀƭƭ ƎŜǘǘƛƴƎ ǇŀƛŘ wн ллл ȅŜǘ ƛƴ ф ƳƻƴǘƘǎ ƘŜ ƘŀŘ ŦƛƴƛǎƘŜŘ 
building a two-roomed house, he even has a ramshackle of a car to call his own.  So while we are 

busy thinking about buying clothes, this and that he wears gumboots and he takes his lunch to work 
ǿƘƛƭŜ ǿŜ ŀǊŜ ōǳǎȅ ǎƘƻǿƛƴƎ ƻŦŦ ōȅ ōǳȅƛƴƎ ǘŀƪŜŀǿŀȅǎέ 

 
(Manzini, Male, Aged 25 ς 40 years (KLA, 2014b)) 

4.1.3. Financial capability 

Broad awareness of formal financial institutions. Qualitative research respondents were generally 

aware of banks and to a lesser extent other financial institutions. The degree of awareness varies 

across the different institutions, with local, government-owned entities such as SwaziBank and 

FINCORP taking the lead. 

Limited awareness of formal financial products. Of the formal products, respondents were most 

knowledgeable about Mobile Money and eWallet, both of which will be discussed in Section 6.2. 

They could not explain the functioning of any other formal products in detail. 

Some understanding of financial terminology, but confusion on charges and processes. Respondents 

seemed to understand general financial terminology such as interest and compound interest on 

loans, especially when communicating in the vernacular. However, it was clear that there is 

confusion about bank charges.  

άThey take your money and then when you go and ask they will start telling you about those banking 

ǘŜǊƳǎ ŀƴŘ ȅƻǳ ǿƻƴΩǘ ǳƴŘŜǊǎǘŀƴŘ ǿƘŀǘ ǘƘŜȅ ŀǊŜ ǘŀƭƪƛƴƎ ŀōƻǳǘΧ ȅƻǳ ŜƴŘ ǳǇ Ƨǳǎǘ ƎŜǘǘƛƴƎ ƻǳǘ ƻŦ ǘƘŜǊŜ 

all confusedΦέ 

 (Mhlume, Male, Aged 41 ς 55 years (KLA, 2014b)) 

Furthermore, respondents with bank accounts tended not to keep account details and pin numbers 

confidential, which may indicate a lack of proper understanding. 

No mention of consumer rights or protection. Respondents quietly bore abuses from shylocks and 

where they had grievances with formal financial institutions, never submitted a complaint.  

άYes, the loan sharks want IDs and bank card to keepΦέ 
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(Manzini, Female, Aged 25 ς 40 years (KLA, 2014b)) 

4.2. Take-up of financial services 

Half the adult population formally served, 38% excluded. 50% of the Swazi adult population uses 

formal financial services and 88% of these formal products are accessed via banks, with 43.9% of 

adults being banked. An additional 13% use only informal products, while 38% of adults do not use 

any formal or informal financial services, as shown in Figure 12 below: 

Figure 12: Financial service usage in Swaziland 

Source: FinScope, 2011 

Box 9. The Access Strand explained33 

Breaking down the Access Strand. The Financial Access Strand is used to enable comparison of levels of 

financial inclusion across countries or market segments. In calculating the access strand, a hierarchical 

approach is used in order to depict: 

Á Banked: The percentage of adults that has bank products. This is not necessarily exclusive usage ς 

these individuals could also be using financial products from other formal financial institutions or 

informal products. 

Á Other formal: The percentage of adults that has financial products from non-bank formal financial 

institutions such as microfinance institutions (MFI) or insurance companies, but do not have a bank 

account. These individuals could also be using informal products. 

The banked and other formal segments together form the formally included population. 

Á Informal: The percentage of adults that is not formally served, but use informal financial products or 

mechanisms. This is exclusive informal usage and does not include individuals who are within the 

banked or other formal categories of the access strand that also use informal services. 

Á Excluded: The percentage of adults that does not use any financial products ς formal or informal ς to 

manage their financial lives. 

The access strand does not show overlaps between the various categories. ConsequentlyΣ ǘƘŜ άƻǘƘŜǊ ŦƻǊƳŀƭέ 

                                                
33

 The access strand explanation has been adopted from the access strand definition used by FinScope. 

44%

6%13%

37%

Have / use bank products Have / use other formal products

Have / use informal products Excluded
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ƻǊ άƛƴŦƻǊƳŀƭ ƻƴƭȅέ ǎŜƎƳŜƴǘǎ Řƻ ƴƻǘ ƛƴŘƛŎŀǘŜ ǘƻǘŀƭ ǳǎŀƎŜ ƻŦ ƴƻƴ-bank formal or informal financial services, only 

those individuals who have a non-bank financial service but not a bank account, or an informal financial service 

but no formal financial service. An individual with both a formal and an informal financial product would only 

appear under formal take-up.  

The access strand applied to product markets. The access strand is furthermore used to illustrate take-up 

across particular product markets (i.e. credit, savings, insurance and payments). The product market access 

ǎǘǊŀƴŘǎ ŀƭǎƻ ƛƴŘƛŎŀǘŜ ǘƘƻǎŜ ǊŜŀŎƘŜŘ ƻƴƭȅ ōȅ άǳƴƛƴǘŜǊƳŜŘƛŀǘŜŘέ ŦƛƴŀƴŎƛŀƭ ǎŜǊǾƛŎŜǎΦ ¢ƘŜǎŜ ŀǊŜ ŦƛƴŀƴŎƛŀƭ ǎŜǊǾƛŎŜǎ 

extended between family and friends, without being intermediated through a third party institution or 

collective grouping. Thus, for example, saving at home, borrowing from friends and family or sending a 

remittance with another person would be regarded as unintermediated services. 

Particular financial products, services, mechanisms and activities that have been included for each product 

market access strand are listed below: 

Credit access strand 

Á Formal: Having a loan product or credit account with a Bank, Credit Institution, Swazi Building Society, 

SACCO, Developmental Credit Institution or Retailer. Some of them may also be accessing informal 

credit or borrow from family and friends. 

Á Informal: Those who do not have formal credit, but borrowed money from an employer, savings 

group, informal money lender or shylock. Some of them may also be borrowing from family or 

friends. 

Á Family or friends only: Those who do not have formal or informal credit as above, but borrowed 

money from family or friends. 

Remittance strand34 

Á Formal: Those who have sent or received remittances in the last 12 months via bank transfer (or 

paying into a bank account), ATM, the Post Office, MoneyGram or TEBA/Ubank. Some of them may 

also be sending or receiving money through informal channels or family and friends. 

Á Informal: Those how have not sent or received formal remittances, but have sent or received 

remittances in the last 12 months via a bus or taxi. Some of them may also be sending or receiving 

money through family and friends or in person. 

Á Family & friends or self-delivery only: Those who do not fit into either of the previous two categories, 

but have sent or received remittances in the last 12 months directly via friends or family, or who 

delivered the funds themselves.  

Savings strand 

Á Formal: Those who save with or have a savings account with a bank, Swazi Building Society, SACCO, 

Pension Fund or Unit Trust. Some of them may also be saving in an informal institution or at home. 

Á Informal: Those who do not have a formal savings product as defined above, but who save with a 

savings group. Some of them may also be saving at home or through other unintermediated means. 

Á Saving at home/with household members: Those who do not fall into either category above, but save 

in a secret place at home, in livestock or in kind, within the household or family, or who ask another 

person in the community to keep money safe for them. 

                                                
34

 Only a remittances access strand is shown within the payments section as the other component of payments is access to bank accounts 
which is measured as a dichotomous variable i.e. respondents either have a bank account or do not, and hence it is not meaningful to 
show this in an access strand. 
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Insurance strand 

Á Formal: Those with any formal insurance product (like funeral insurance) with an insurance company. 

Some of them may also belong to a burial society. 

Á Informal: Those who do not have formal insurance, but belong to an informal burial society. 

 

Relatively high inclusion in African terms, but less so compared to SACU peers. As shown by Figure 

13, banked penetration is relatively high in Swaziland compared to other African countries in which a 

FinScope survey has been conducted. However, Swaziland has the lowest level of formal financial 

inclusion in the SACU region: 

Figure 13: Cross-country access strand comparison 

Source: FinScope, 2011 

Urban areas, males better-included than rural and female groups. As shown below, a third of Swazis 

live in urban areas and two thirds of Swazis are female (FinScope, 2011). Comparing these numbers 

to those in Figure 14 indicate that access to formal financial services is skewed towards males and 

those living in urban areas. 
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Figure 14: Location and demographic splits of the Swazi adult population 

Source: FinScope, 2011 

Usage across product markets 

Figure 15 considers the percentage of adults served in each of the four product markets:  

Figure 15: Usage across product markets 

Source: FinScope, 2011 

Saving is the most widely used financial service. The qualitative research discussed in Section 4.1.2 

suggests that many low-income Swazis are not able to accumulate savings over time. Yet FinScope 

shows that 77% of adults do save in some way. 39% of adults have a formal savings account, while 

the rest save through informal or unintermediated channels.  

Unintermediated remittances most common. 36% of adults report using remittance services. Sending 

or receiving money via family, friends or in person is the single biggest channel, at 21% of adults. 

Only 12% and 4% of adults use formal and informal channels respectively. 

17%

7%

39%

12%

5%

17%

11%

4%

9%

18%

21%

78%

67%

33%

64%

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

Insurance

Credit

Savings

Remittance

Formal Informal Unintermediated Excluded

Family/ friends/ self-delivery only

Save at home /with household member

Family & friends only



 

 47 

Most borrowers resort to informal lenders.33% of adults report using credit, but only 7% of adults 

use formal credit. 17% of adults use informal but no formal credit and a further 9% only use credit 

from family and friends. 

Insurance has the second highest formal uptake. Although only 22% of adults report having any type 

of formal or informal insurance policies, the fact that 17% of adults have formal policies means that 

only the savings market is better served, formally. Informal-only penetration through burial societies 

is relatively low compared to credit and saving and the survey does not record any unintermediated 

risk-pooling. 

4.2.1. Barriers to formal usage 

It is clear from the analysis above that most adults do not yet use formal financial services across the 

product markets. What stands in the way of achieving more broad-based formal inclusion? Barriers 

to usage may arise from two angles: 

¶ Access barriers are factors relating to the supply of financial services that preclude certain 

individuals from using such services. Affordability, availability of the service within easy reach, 

the eligibility requirements set and the appropriateness of the available products to prospective 

ŎƭƛŜƴǘǎΩ ǇŀǊǘƛŎǳƭŀǊ ƴŜŜŘǎ ŀǊŜ ǘƘŜ Ƴŀƛƴ ŀŎŎŜǎǎ ōŀǊǊƛŜǊǎΦ 

¶ Usage barriers refer to factors that cause people not to use financial services even if they 

technically have access to it. Usage barriers are internal to the individual or society and include 

perceptions, trust, financial capability and the fear of officialdom. 

The qualitative research suggests that the following access and usage barriers may help to explain 

low usage levels: 

Access barriers 

Eligibility. Eligibility requirements are one of the biggest barriers to financial services experienced by 

respondents, especially so for formal credit. For instance, banks often require confirmation of 

employment. Yet, according to FinScope, only 21% of the adult population is formally employed. 

Other documentation requirements may include proof of address and, for some financial services, a 

title deed. Four out of every five Swazi adults are not able to prove their address and only one in ten 

has a title deed (FinScope, 2011).  

Appropriate features. Turnaround time and flexibility regarding administrative processes and 

repayment terms were cited in the qualitative research as an important reason why the target 

market resorts to informal credit. The fact that insurance requires regular premium payments was 

raised as another feature-related barrier. 

Affordability. The generally low incomes of respondents mean that affordability is an important 

consideration. In the qualitative research affordability was mentioned especially with regards to 

insurance. Respondents felt that they could not justify paying premiums for a risk event that is not 

guaranteed. Furthermore, high bank charges were mentioned as a barrier for savings and 

transaction products. Theoretically, affordability should also be a main consideration for credit. 

However, affordability would seem to be trumped by eligibility and flexibility in the case of credit, as 

respondents tend to borrow informally at much higher interest rates than would apply in the formal 

sector. 
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Proximity. Financial institutions and financial service access points such as ATMs are mainly located 

in business and shopping hubs. This requires one to incur transport costs or lose time having to walk 

to service points. 

Usage barriers 

Financial capability. The lack of understanding of formal financial products and processes, 

highlighted in Section 0, serves as a usage barrier. Respondents do not seem to realise or take 

advantage of the benefits offered by formal financial products.  

Formal financial institutions regarded with suspicion, though trusted to keep money safe. Many of 

ǘƘŜ ǊŜǎǇƻƴŘŜƴǘǎ Řƻ ƴƻǘ ǘǊǳǎǘ ŦƻǊƳŀƭ ŦƛƴŀƴŎƛŀƭ ƛƴǎǘƛǘǳǘƛƻƴǎ ǘƻ ŀŎǘ ƛƴ ŎƻƴǎǳƳŜǊǎΩ ōest interests, 

particularly where bank charges are concerned. They feel that banks are not honest and steal from 

customers under the pretext of service charges. 

άThey rip you off. Yes, they say you pay until you die..Φέ 

(Mhlume, Females, Aged 25 ς 40 years (KLA, 2014b)) 

άThere will be too much charges and by the time you get that R100 it will be R50 or even R35. Their 

charges are too high. They take too much money from us and they become richΦέ 

(Manzini, Female, Aged 25 ς 40 years (KLA, 2014b)) 

Despite the mistrust with regard to bank charges, FinScope shows that consumers tend to trust 

banks more than any alternative to keep their money safe. When asked what they would do if they 

were to receive a large sum of money that they did not spend immediately, 88.3% of all adults 

replied that they would place it in a bank.  

Perceptions. The mistrust referred to above is based largely on perceptions. Qualitative evidence 

ǊŜǾŜŀƭǎ ǘǿƻ ǘȅǇŜǎ ƻŦ ǇŜǊŎŜǇǘƛƻƴǎΤ ǘƘƻǎŜ ǘƘŀǘ ŀǊŜ ŦƻǊƳŜŘ ƻǾŜǊ ǘƛƳŜ ǘƘǊƻǳƎƘ ƻƴŜΩǎ ƻǿƴ ŜȄǇŜǊƛŜƴŎŜǎ 

with financial services and those that are merely propagated based the experiences of others. It was 

clear that respondents based their decisions on both types without investigating the validity of the 

latter.  

ά.ŀƴƪǎ ŀǊŜ ƴƻǘ ŦƻǊ ƳŜέΦ Lastly, most respondents felt that they were not the target market for 

formal financial institutions. They perceive financial institutions to serve mainly the affluent or those 

with a formal job. 

4.3. Segmenting the target market 

In order to better understand and unpack demand-side behaviour, assess the nature of take-up and 

identify key priority areas for future extension of financial services, it is useful to segment the adult 

population into distinct groups that can be targeted for financial inclusion purposes. These groups, 

called target market segments, were determined based on main individual income source as 

reported by FinScope, but also taking into account geographic, demographic and other parameters. 

Main income source is used as a proxy for the level and regularity of income, both of which are key 

predictors to whether a person would be a viable financial service client. The intention was to create 

clusters of people who are sufficiently different from other groups and yet have enough shared 
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characteristics to form a common target market for financial institutions. FinScope 2011 survey data 

was then used to profile each of the segments and assess their current interaction with financial 

services and potential needs. 

In the rest of the study the target market segments will form the basis for assessing gaps and 

opportunities in the various product markets. 

4.3.1. Introducing the segments 

The segmentation exercise renders seven distinct target market groups for Swaziland: 

¶ Civil servants (44,924 individuals) ς are adults whose main source of income is salaries or wages 

from the public sector. They tend to be better educated, with higher income levels than the rest 

of the formally employed market. Thus they warrant analysis as a standalone category. 

¶ Company employees (61,455 individuals) ς are adults whose main source of income is salaries 

or wages from a private business or company. Together with civil servants, they make up the 

formally employed market. 

¶ Informal employees (27,904 individuals) ς are adults whose main source of income is salaries or 

wages from an individual or a farm.  

¶ Self-employed (67,917 individuals) ς are adults who make their own living such as business 

owners, hawkers and street vendors. One would expect business owners and street vendors to 

be in different economic groups. However, their income and other profiles are very similar. 

Hence it was decided to group them together for the purpose of the segmentation analysis. 

¶ Irregular earners (97,490 individuals) ς are adults who derive their main source of income from 

inconsistent sources such as piece jobs, farming, fishing, or selling handicrafts or something 

collected from nature. Just short of 28,000 individuals indicate money from farming as their 

main source of income, while about 58,800 derive their main income from piece jobs.  

¶ Private dependants (154,524 individuals) ς are adults whose main source of income is derived 

from friends and family. This segment includes people who stated that their main source of 

income is remittances or money received from a member of the household, as well as those for 

whom a household member pays their expenses. The profile in terms of gender, age and urban-

rural split is similar enough across these three sub-groups to classify them as one segment.  

¶ State dependants (34,641 individuals) ς are adults whose main source of income is a grant from 

the government, notably old age pensions.  

Figure 16 below shows the size of each segment in relation to the adult population:  
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Figure 16: Target market segments as percentage of adult population 

Source:  FinScope, 2011 

άhǘƘŜǊǎέ ŜȄŎƭǳŘŜŘ. ¢ƘŜ ǎŜƎƳŜƴǘ ΨhǘƘŜǊǎΩΣ ǿƘƛŎƘ ŎƻƳǇǊƛǎŜǎ рΦ7% of the adult population, consists of 

adults who do not belong to any of the segments described above. It includes people earning rental 

income, maintenance income, estate money or private pensions. None of these income sources are 

big enough to warrant analysis as a standalone target market for financial inclusion. Aǎ ǘƘŜ άƻǘƘŜǊǎέ 

category is not a cohesive segment based on the common parameters required for making 

assessments related to financial service provision (such as income), it will be excluded going forward. 

Non-resident Swazis as eighth segment. As indicated in Section 2, the World Bank estimates there to 

be about 160,000 Swazi citizens living outside of the country, 85% of them in South Africa. While this 

number will include children and adult dependents, it is likely that a substantial proportion will be 

income generating individuals remitting money back to Swaziland. Non-resident Swazis are likely to 

earn a relatively higher income than their family and friends at home. Though not directly the target 

market for financial inclusion in Swaziland and not part of the adult population analysed by 

FinScope, they are important enablers for those that they support and must therefore be taken into 

account when devising strategic imperatives for inclusion in Swaziland. 

Box 10. What about the farmers? 

In a largely rural society such as Swaziland where, according to FinScope, 65% of adults are in some way 

involved in agriculture, one would have expected farming to warrant a segment of its own. Yet agriculture 

does not emerge as a strong main income source in the FinScope survey. In-line with the analysis in Section 2 it 

would seem that most households involved in agriculture actually derive their main income from another 

source. These situations are explored below: 

¶ Farm workers are captured in the informal employees segment, but only around 7,100 adults indicated a 

wage or salary from a farm as their main income source.  

¶ Some of the segments are more likely to only be involved in farming than others. Notably, 48% of state 

dependents indicated that their household is only involved in farming, whereas 21% of private 

dependents indicated the same. For these segments, their main income source comes from outside the 



 

 51 

household and the household farming activities are therefore for subsistence purposes. The proportion 

only involved in agriculture reduces for the irregular or self-employed. For those segments with a regular 

job (civil servants, company employees and informal employees), the percentage is, as would be expected, 

zero.  

¶ Across all segments a large proportion of people indicated that their household is involved in farming as 

well as other work. For example, 45% of civil servants are also involved in farming and the proportion rises 

to as high as 70% for irregular earners and 64% for informal employees. 

On this basis, farming is not separated out as a standalone segment as it will be best to regard the target 

markets from the perspective of their main income source. 

 

Table 9 summarises the key features of the various segments at the hand of a number of indicators.  

  
Civil servants 

Company 
employees  

Informal 
employees  

Self-
employed  

Irregular 
earners 

Private 
dependants  

State 
dependants  

Total 
adult 
pop. 

Number and 
% of adults  

37 000  (7%) 
(ITQNet) or 
44 924 
(9%) 
(FinScope)35 

61 455 
(12%)  

27 904 
(5%)  

67 917 
(13%)  

97 490 
(19%)  

154 424 
(30%)   

34 641 
(7%)  

518 383 
(100%)  

% female 55% 55% 67% 72% 45% 74% 62% 63% 

% rural 43.5%  34.3% 49.3% 63.7% 79.8% 65% 94% 63.2% 

Avg. monthly 
income (E) 36 

4 284  2 172  791  719  234  334  529  1 018  

% with >1 
income 
source 

33% 30% 35% 34% 32% 41% 39% 36% 

Most 
common age 
group 

29% are aged 
35-44  
(63% are aged 
35-plus) 

34% are 
aged 25-
34 

52% are 
aged 25-
34  
(79% are 
aged 34 
and under) 

33% are 
aged 25-
34 

31% are 
aged 25-
34 

46% are 
aged 18-24 
(67% are 
aged 34 
and under) 

62% are 
aged 65 
plus  
(94% are 
aged 55 
plus) 

27% are 
aged 25-
34 

Most 
common 
level of 
education 

49% have 
tertiary 
education 

42% have 
high 
school 
education 

36% have 
primary 
education 

32% have 
secondary 
education 

44% have 
primary 
education 

29% have 
secondary 
education  

48% have 
primary 
education 
(45% no 
formal 
education) 

30% have 
primary 
education 

                                                
35

 Note that we quote two figures for the number of public employees: the number of civil servants on the ITQNet payroll system is only 
37,000 (ITQNET, 2013). However, about 45,000 individuals self-report as being public employees in the FinScope  survey. This may be 
because not all those working in public institutions are paid through ITQNet, or because some respondents in the FinScope survey may 
regard themselves as public employees whereas in actual fact they work for sub-contractors. 
36

 Note that this is the average income calculated based on the FinScope survey responses. FinScope only captures in which income 
bracket a person falls, not their actual income. The average was therefore calculated based on the median income for the bracket and 
should be regarded as indicative only.   
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Civil servants 

Company 
employees  

Informal 
employees  

Self-
employed  

Irregular 
earners 

Private 
dependants  

State 
dependants  

Total 
adult 
pop. 

% that owns 
a car 

41% 21% 20% 15% 9% 17% 13% 18% 

% that owns 
ID 

98% 94% 65% 85% 69% 72% 94% 80% 

% with proof 
of address 

48% 30% 6% 23% 12% 17% 9% 21% 

% with 
cellphone 
access 

96% 96% 85% 88% 75% 79% 50% 82% 

% that has a 
title deed 

18% 20% 4% 9% 7% 11% 2% 10% 

Table 9: Summary indicators across segments 

Source: FinScope, 2011 

4.3.2. Usage by segment 

Usage of financial services is spread as follows across the segments: 

Figure 17: Access strand by segment 

Source: FinScope, 2011 

Usage decreases down the income spectrum. Figure 17 indicates that civil servants are best served, 

state dependents least served, and that usage tends to decrease across the spectrum from civil 

servants to state dependents, with the self-employed being the only outlier in the trend. This would 

suggest that the level of income, whether a person is employed and the regularity of income (all of 
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which reduce moving up the spectrum from civil servants on the one end to state dependents on the 

other end) are important predictors of the level of formal access. 

4.3.3. Target market profiles 

Below we unpack the profile for each segment based on the summary indicators provided in the 

previous two sub-sections. This allows us to conclude on the likely financial service needs for each. 

Civil servants 

Wealthiest, most urban and well educated. Swaziland has an estimated 45,640 public sector 

employees according to the FinScope survey, reducing to 37,000 when only considering ITQNet data. 

They are the most urban, highest income and most well-educated segment: 56% live in urban areas, 

almost half have a tertiary education and at E4,300 per month, their average income is about four 

times more than the average for all adults. Compared to the other segments they are older (with 

63% being older than 35) and more likely to be male (55% male compared to the population average 

of 63%). 

Best served. At 96% formally included, civil servants are the best served segment. They have the 

highest financial services penetration across all product markets, as shown in Figure 18:  

Figure 18Υ /ƛǾƛƭ ǎŜǊǾŀƴǘǎΩ ǳǎŀƎŜ ŀŎǊƻǎǎ ǇǊƻŘǳŎǘ ƳŀǊƪŜǘǎ 

Source: FinScope, 2011 

Despite being well served by the formal sector, a significant percentage of civil servants still use 

unintermediated remittances as well as informal and unintermediated credit. 




















































































































































































































































































































































































































































