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What is the impact of “plus”-
activities on the group's lending 
and saving operations?
Key findings about the impact of SG+ 
activities on savings

Economies of scale: reaching all members at 
once, groups meet weekly at known locations

Economies of scope: complementary 
between access to financial tools and 
programs with training in business, 
agricultural productivity, etc.

Group setting



Savings per member ++ 

Meeting attendance 

Average loan size +

Fund utilization rate

Return on savings -
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Microsavings. Maximum Impact. 

◼ 1.3 million women, youth, farmers reached

◼ work with financial service providers in six 
countries in Africa

◼ to improve people’s financial resilience & 
wellbeing

◼ with products & services offered through 
agric value chains, shared agent networks, 
remote doorstep services

◼ supported by customer centric approaches, 
change management coaching, data mining 
& onsite technical support, tool development 
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STATUS

TARGET MARKET

CLIENT BASE

STAFF STRENGTH

BRANCH NETWORK

AGENT NETWORK

AWARDS 

DISBURSEMENT 

RECOGNITION    

MILESTONE 

A Regulated National Microfinance Bank in Nigeria

Low-income Households - Micro, Small & Medium Enterprise

Over 6 Million 

Over 7k – 5th largest employer of labor

Over 530 Branches in 34 States including FCT Abuja

1,900+ agents across the country

Best Microfinance Bank in Nigeria – BAFI (8th times)

Over N1 trillion disbursed since inception 

MfB with the highest disbursement counts to women and youth 2021 - DBN 

Listed its 6.2BN Bonds on the NSE & FMDQ Exchanges

Since 1987
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A unique savings product with attractive and impactful 
benefits for savers

◼ Objectives
 Reduce entry-barrier of the low-income segment especially 

women participation in the formal financial system.

 Increase proximity to financial services

 Create a savings culture amongst this target audience

 Promote financial literacy, security and independence

 Improve resilience within the low income segment

1. Free Health Insurance 
(Hospital Cash back) for 
the first year.

2. Express access to the 
LAPO Education 
scholarship scheme.

3. Additional 2% interest 
rate on savings

◼ Outcomes 
 Facilitated doors step savings 

 Over $15m mobilized with $1.8m balance across accounts

 Over 200 full scholarships won

 13,000+ health insurance policies activated
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The customer  segmentation tool: a market & research led 
approach to customer data to better understanding 

customers financial and non-financial needs

Click & watch video –

also on https://www.wsbi-esbg.org/persona-segmentation-toolkit/

◼ Produce use cases to help 
FSPs and other market players 
to make better use of large 
representative national data 
sets

◼ For informed FSP decision 
making to better serve 
specific customer segments

@scale2save @WSBI_ESBG

https://www.wsbi-esbg.org/persona-segmentation-toolkit/
https://www.youtube.com/watch?v=pyYGAJgceJM


• Research company

• Started 2015

• Fintech/Data company

• Development started 2018

• Incorporated in 2021
• Focused on financial 

& livelihoods 
research in 
developing countries

• Team have over 60+ years 

experience collectively in 

development, technology & 

research

• Conducted 
research in 
more than 15 
countries( SSA & 
Asia)

• Personal and business 

finance management, 

monitoring and evaluation, 

financial inclusion
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A female persona from the Scale2Save segmentation tool
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◼ Understand the local context and goals

◼ Select the indicators that can objectively assess 
if customers’ purposes are being met

◼ Trade-off data-request against what is possible 
for the FSP to provide

◼ Request data and apply to recommended 
calculations of indicators

◼ Compare FSP data against benchmarks, goals, 
targets, demand-side data, across segments

The customer outcome framework: a customer-led 
approach to supply-side data using quantitative indicators 
to assess the impact financial services have on customers

Lives with family

First-time earner

Contributes to 

household

Tuition & 

Transport

Needs books 

Adella, 

25, part-

time 

worker-

student

Aggrey, 

28, 

boda

boda & 

DJ

Wife & baby

Unpredictable 

income

Extra income from 

gigs

Tried to save 

before

Bike repairs & fuel

1

Did the product 

contribute to Financial 

Inclusion and 

Involvement?

2
Did customers migrate 

to lower-cost channels?

3
Are the fees customers 

pay fair? 

4
Did customers receive 

the promised benefits?

5
Are customers saving 

more than spending?

6
Are customer penalized 

if they no longer want 

the product?

Suitability

Choice

Fairness

& Respect

Suitability

Fairness 

& Respect

Choice

1

Good

Bad

2

Good

3

G

B

G
B

4 5

G B Bad

6

Adella, Woman <30 Aggrey, Man <30 Total customer ratio



◼ Q&A
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Thank you for 
joining us today!

Please pick up related 
resources from the desk, 
else reach out to us if 
you haven't been able to 
grab a publication.

https://www.wsbi-esbg.org/scale2save/

https://www.wsbi-esbg.org/scale2save/

