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ABSTRACT 

South Africa still has a high level of financial exclusion despite its well-developed 

financial services sector, with financial education being widely acknowledged as 

instrumental driver towards improved levels of financial protection and ultimately 

financial inclusion. However, despite numerous efforts remain financial education 

initiatives still mostly ineffective due to low levels of coordination and information 

sharing, especially when considering specifically the informal entrepreneur target 

group.    

Informal businesses have a very important role to play in the South African economy 

and by improving their likelihood to graduate into the formal economy through financial 

education, could significantly contribute towards job creation, economic growth and a 

strong injection into the government fiscus. The purpose of this research was therefore 

to investigate whether current financial education and consumer protection efforts 

effectively contribute towards enhancing financial inclusion of entrepreneurs operating 

businesses in the informal sector of the South African economy, as well as to make 

possible recommendations to potentially strengthen existing efforts with the 

assistance of financial technology solutions (Fintech).  

To enhance the probability of arriving at a comprehensive understanding of the 

research problem in question, a qualitative research methodology was chosen and the 

data collection was done in 2 phases. Phase 1 mainly comprised a literature review 

and phase 2 consisted of a cross-sectional research design conducted through semi-

structured interviews that focused on the informal entrepreneur and key institutional 

stakeholders involved in financial education initiatives targeted at informal businesses. 

The study found evidence that fully supports the research problem statement in that 

the effective delivery of financial and consumer protection initiatives will promote the 

financial inclusion of informal businesses in South Africa. Based on these findings, it 

was concluded that South Africa is in need of a Fintech financial education solution 

that is delivered in an affordable and standardised manner, are upscaled for enhanced 

reach and has impact assessment tools for accurate outcome measures and reporting 

purposes. Ultimately, this study has yielded such a solution.  
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CHAPTER 1: INTRODUCTION AND SCOPE 
 

1.1 Introduction to the promotion of financial inclusion of informal businesses through 

effective financial education and consumer protection delivery in South Africa 
 

Despite having a well-developed financial services sector, South Africa in general has a high level 

of financial exclusion, in that only a quarter of low-income households actively use their bank 

accounts and one third of the population withdraws their total balance from their account once 

available (Van Rensburg, 2017). Van Rensburg (2017) highlights unemployment, a lack of 

education, a distrust of financial institutions, expensive banking fees and lack of everyday banking 

facilities and products as reasons for the country’s high level of general financial exclusion. 

Financial education has been identified as an instrumental driver towards improved levels of 

financial inclusion with various public and private sector stakeholders attempting to implement 

financial education initiatives across South Africa, however thus far in a scattered manner with 

low levels of coordination and information sharing (Sibanda and Sibanda, 2016). The findings of 

a recent local study indicate that the financial literacy levels of small- and micro-enterprise owners 

specifically, remain very low, with the actual enterprise owners considering themselves as 

financially illiterate (Derbyshire, 2016). Needless to say, individuals with low to no levels of 

financial education will also experience low to no levels of consumer protection in that they don’t 

have a clear understanding of their business’ unique financial requirements, their rights as 

financial consumers and financial products and services available to optimise production. 

The purpose of this research paper is therefore to investigate whether current financial education 

and consumer protection efforts effectively contribute towards enhancing financial inclusion of 

entrepreneurs operating businesses in the informal sector of the South Africa economy, as well 

as to make possible recommendations to potentially strengthen existing efforts with the 

assistance of financial technology solutions (Fintech). 

The researchers’ premise is that some entrepreneurs in the informal economy aspire to expand 

their current operations or to operate in a formal economy, however are experiencing restrained 

economic development due to various barriers to financial inclusion preventing them from 

realising these aspirations.  
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Key questions that this research will explore therefore include: 

 Whether the current financial education programmes and consumer protection regimes 

enhance the financial inclusion of entrepreneurs operating informal businesses in South 

Africa. 

 Whether there is a difference between South African rural and urban informal business 

entrepreneurs in terms of the impact of current financial education programmes and consumer 

protection regimes in enhancing their financial inclusion. 

 Whether financial products/services currently available are fit to address informal 

entrepreneurs’ needs in order to increase their financial inclusion. 

 Whether Fintech solutions could enhance the facilitation of financial education for 

entrepreneurs operating informal businesses in order to increase their financial inclusion. 

 Whether Fintech solutions could enhance the access to financial products/services specifically 

targeted at entrepreneurs operating informal businesses in order to enable or increase their 

financial inclusion. 

 Whether insights and learnings can be drawn from comparable economies like Ghana, 

Tanzania and Brazil based on their financial inclusion successes via digital financial services 

and regulatory environment. 

Although statistics and information regarding financial education programmes targeted at all sub-

segments (i.e. Workers, In-School Youth, Farmers, General Consumers, Bank or Insurance 

Clients) will be referred to during this research, the informal entrepreneur/business will be the 

subject of investigation for the purpose of this research project.  

Furthermore, whilst this study will aim to determine whether there is a difference between rural 

and urban informal entrepreneurs in terms of impact of current financial education programmes 

and consumer protection efforts; geographical and business-type (i.e. tavern versus bakery 

versus tailor) comparisons will be excluded. 

 

1.2 Understanding the role of informal businesses in the South African economy 
 

The need to promote the development of small businesses in South Africa was identified very 

early following the advent of democratic South Africa, resulting in the enactment of the National 

Small Business Development Act No. 102 of 1996, as amended in 2004 (National Small Business 

Amendment Act, 2003). Whereas various instruments and institutions have been established to 

promote small businesses as categorised in Schedule 1 of the Act, many more entrepreneurs 
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remain as survivalist entrepreneurs and these mainly operate informal businesses. The newly 

established Department of Small Business Development has developed a strategy “to 

systematically support the informal business sector, the intention being that such support will 

eventually allow for the graduation of many informal businesses into the mainstream of South 

Africa’s formal economy” (The DSBD, 2016, p.7). However, since its establishment in 2014, the 

impact of the Department of Small Business Development remains to be seen as the Portfolio 

Committee of the Department of Small Business Development recently criticised its performance 

to date and stated that drastic changes are required to achieve the initial objectives set for new 

job creation through SMMEs by 2030 (Parliament, 2018). 

During SONA (State of the Nation Address) 2018 President Cyril Ramaphosa accentuated the 

important role that small businesses and co-operatives play in the sustainable development of 

South African communities in saying that “Government will honour its undertaking to set aside at 

least 30 percent of public procurement to SMMEs, co-operatives and township and rural 

enterprises” (Timeslive, 2018, p.1). FinMark Trust (2017) reports that attendees at its South 

African Financial Inclusion Workshop highlighted the need to segment the SME sector and 

suggested that one segment should include survivalist SMEs, precisely because this segment is 

naturally cut off from most SME support programmes and formal credit. This therefore calls upon 

the designers of policy and programme solutions to “craft innovative ways of incentivising 

formalisation of these businesses without burdening them with cumbersome red tape and tax 

liabilities” (FinMark Trust, 2017, p. 6). 

Drawing from the evidence obtained during this research study, the researchers’ assertion is that 

successful financial education efforts, among other factors, will enhance the financial inclusion 

and protection of more informal businesses into the formal economy and lead to their contribution 

to employment creation, economic growth and government fiscus. The researchers further 

believe that this could be one mechanism to more effectively address poverty and inequality in 

South Africa. 
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1.3 Definition of terms 
 

 

*For the purpose of this research paper informal entrepreneur and informal business are used interchangeably.    

 

 

 

Financial 

Inclusion 

A state in which all people, including both the unbanked and underbanked, of working age have access to a full 

range of quality financial services (lending, savings, insurance and payment services) provided at affordable 

prices, in a convenient manner, and with dignity for the clients (Zinz & Weill, 2016; van Rensburg, 2017; Accion 

International, 2009). 

 

Financial 

Education 

A formal attempt to enable the working poor to make responsible and informed financial decisions at both 

household and business level through strengthened behaviour towards better budgeting and planning, increased 

savings, more prudent spending, better-informed borrowing and an augmented understanding of the consumer 

protection options available to them (Sibanda and Sibanda, 2016). 
 

Financial 

Consumer 

Protection 

A proactive approach whereby the consumer has a healthy understanding of their rights when obtaining and using 

a financial product/service from a financial service provider regarding information, advice, service and related 

product/service features received (The Banking Association South Africa, 2018a; The Banking Association South 

Africa, 2018b). 

Fintech 

Solution 

An end-to-end internet-based technology aimed to replace or improve traditional methods in the delivery of 

financial and financial-related services in a manner that is more accessible to the general public (Schueffel, 2016). 

 

*Informal 
Entrepreneurs 

Those individuals starting a business or are the owner/manager of a business who engage in monetary 

transactions not declared to the state for tax, benefit and/or labour law purposes, but which are legal in all respects. 

(Williams, 2015).   
 

*Informal 

Businesses 

Survivalist self-employed individuals from the poorest layers of the population operating businesses in the informal 

sector that lack formal documentation and formality in terms of registration for income tax or VAT (The DTI, 2008; 

Bureau for Economic Research, 2016; The DSBD, 2016; StatsSA, 2014).   
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CHAPTER 2: BUSINESS CASE 

 

At a high-level summary basis, the researchers are of the premise that the topic under discussion 

provides a wide array of opportunities, including but not limited to: 

 The designing and implementation of financial education programmes focusing on the needs 

of entrepreneurs operating informal businesses will enhance their financial inclusion and 

protection; 

 Improved financial education and protection will result in the growth of informal businesses 

and as such their potential to graduate into the formal economy will improve accordingly; 

 The possibility of job creation and contribution towards economic growth as a result of the 

multiplier effects; 

 Contribution to the government fiscus as informal businesses grow and register to formalise 

themselves and ultimately pay tax and contribute to VAT collection even before they reach the 

threshold, as well as through the employment of additional staff.  

 

The researchers formulated a working financial model to illustrate the potential monetary impact 

that successful financial education programmes could have on the informal entrepreneurial 

market, and subsequently the total South African economy. The fine-tuned financial model is 

accessible by double-clicking on the Excel document inserted below and the research and 

calculation findings are summarised underneath. 

IEDP Business 

Case_Final.xlsx
 

The South African GDP was calculated to be $349 Bn US in 2017 (Tradingeconomics, 2018a). 

The South African employment rate averaged 43.21% between 2000 and 2017 

(Tradingeconomics, 2018b). In 2018 Q2, 37.8 million people were aged between the age of 15 

and 64. This represents the employable market. 27.2% of this official figure were unemployed, 

with youth unemployment at a staggering 38.2%. According to StatsSA (Q2 QLFS, 2018,b) 16.3 

million South Africans were employed, of which 2.8 million or 17.2% were employed in the 

informal sector (non-agricultural). If they contribute 5.2% (Skinner, 2016) to the total economy, it 

means that they contribute $18.1 Bn US at a contribution of $6,481 US per head per year. 

(R84,259 at a conversion rate of R13/USD) 
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To illustrate the profound impact that growth in the informal economy can have on the total 

economy of South Africa, the researchers made the following assumptions: 

 If effective financial education programmes and protection efforts can increase the number 

of informally employed people by 10%, that will add an additional 280,000 people to the 

informal workforce. Should they each earn the average of R84,259 per annum, a total of 

R23.6 Bn will be added to the economy. 

 If 5% of the informal businesses manage to migrate to the formal sector, it will mean that 

more than 140,000 businesses will be added to the formal economy. 

 Should the said additional 140,000 businesses generate an average profit of R250,000 

each, that will add at least R35 Bn to the formal economy and R4,3 Bn in income tax to the 

government fiscus annually. These numbers exclude the potential impact that these 

businesses will have on the VAT coffers of government and possible multiplier effects to 

the economy. 

 

The costs associated with the implementation of a coordinated, standardised financial 

education programme, supported by Fintech solutions, at national scale will be significant. 

However, given the potential for mass financial inclusion, a significant contribution towards job 

creation and likelihood of strong injection into the government fiscus makes this topic one that 

deserves thorough investigation to determine its feasibility from a cost versus gain point of 

view. 
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CHAPTER 3: LITERATURE REVIEW 

 

The literature review strategy is based on the following objectives and will be discussed as such: 
 

 To understand the real needs that informal entrepreneurs have in terms of financial inclusion 

efforts in these areas: 

o The need for consumer protection; 

o The need for financial education; 

o The need for financial products and services, looked at in a traditional and non-traditional 

manner. 

 Identify and investigate the most significant financial education programmes currently 

available in the South African market. 

 Identify possible Fintech solutions that can enhance and/or facilitate the delivery of financial 

education to the informal entrepreneurial segment.   

 To obtain a high level understanding of what is happening in other comparable economies 

such as Ghana, Tanzania and Brazil from a digital financial and regulatory environment 

perspective. 

 

3.1  The real needs informal entrepreneurs have for enhanced financial inclusion 
       

3.1.1 The need for consumer protection: 

There is a general consensus that the 2008 global financial crisis highlighted the importance of 

financial consumer protection, and in subsequent years there have been concerted efforts to 

promote financial education and consumer protection in order to enhance financial inclusion 

(Denise, 2013). Consumer protection is important in that it aims to ensure that consumers are 

protected from abusive practises and are empowered to make well-inform decisions regarding 

the utilisation of the various types of financial products and services to populations with little or 

no previous formal financial experience (Word Bank, 2017a; Collins, Jentzsch & Mazer, 2011).  

As efforts are being made to expand formal financial services to also reach vast parts of previously 

unserved or underserved consumers, new risks associated with Digital Financial Services (DFS) 

have emerged - thus further increasing the importance of financial consumer protection (World 

Bank, 2017b & OECD, 2017).  
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The researchers found that consumer protection challenges specific and unique to financial 

services have been identified and discussed by various authors and institutions. These include, 

among other things, a legal and regulatory framework for financial consumer protection; 

institutional arrangements for financial consumer protection; supervision and enforcement; 

disclosure and pricing transparency; fair treatment of customers and business conduct; recourse 

and dispute resolution; financial education; and credit counselling (AFI, 2010; Collins, Jentzsch & 

Mazer 2011; World Bank 2017a; World Bank 2017b). 

 

Legal and Regulatory Framework for Financial Consumer Protection in South Africa: 
 

Two key pieces of legislation have been enacted in South Africa to address consumer protection: 

The National Credit Act No. 34 of 2005 (NCA) and the Consumer Protection Act No. 68 of 2008 

(CPA). The NCA’s purpose is to promote and advance the social and economic wellbeing of South 

Africans, promote a fair, transparent, competitive, sustainable, responsible, efficient, effective and 

accessible credit market and industry, and to protect consumers by use of various means listed 

in the Act (National Credit Act, 2005). The CPA’s purpose is in the main similar to that of the NCA, 

however goes beyond a specific industry as it covers every transaction happening in South Africa, 

with an exception of those specifically exempted in the Act (Consumer Protection Act, 2008).  

 

Another important Act pertaining to consumer protection was the Financial Advisory and 

Intermediary Services Act, 37 of 2002, which gave mandate to the Financial Services Board 

(Financial Advisory and Intermediary Services Act, 2002). However, the regime in terms of this 

Act changed with effect from 1 April 2018 when South Africa implemented the Financial Sector 

Act No. 9 of 2017. This new Act introduced the Twin Peaks model of financial sector regulation 

with the purpose of achieving a stable financial system that works in the interest of financial 

customers and supports balanced and sustainable economic growth (Financial Sector Act, 2017). 

The Act establishes various regulatory bodies including The Prudential Authority under the 

Reserve Bank; Financial Sector Conduct Authority (replacing the Financial Services Board); The 

Financial Services Tribunal and Ombud Council (Financial Sector Act, 2017). In addition, the Act 

also requires various financial sector regulators to co-operate and collaborate when performing 

their functions (Nagan, 2017). Another key piece of legislation in consumer protection is the 

Protection of Personal Information Act, Act. No. 4 of 2013, which is in the process of being fully 

implemented. This Act seeks to promote the protection of personal information processed by 

public and private bodies; to introduce certain conditions so as to establish minimum requirements 

for the processing of personal information; to provide for the establishment of an Information 



 

9 
 

Regulator to exercise certain powers and to perform certain duties and functions in terms of this 

Act and the Promotion of Access to Information Act, 2000; to provide for the issuing of codes of 

conduct; to provide for the rights of persons regarding unsolicited electronic communications and 

automated decision making; to regulate the flow of personal information across the borders of the 

Republic; and to provide for matters connected therewith (Protection of Personal Information Act, 

2013). 

 

The literature review on the topic of consumer protection depicts that the financial services sector 

is very complex and therefore a real need exists for financial consumers to be educated and 

empowered to make well-informed decisions in accessing and using various financial products. 

The researchers are of the premise that this is possible by designing and implementing effective 

financial education programmes targeted at the unserved and underserved segments of the 

population, including informal entrepreneurs. However, the researchers remain cognisant of the 

fact that a better functioning redress mechanism and market conduct oversight, as well as 

effective enforcement are prerequisite for effective consumer protection. 

  

3.1.2 The need for financial education: 

According to the South African National Consumer Financial Education Committee (NCFEC, 

2012; Sibanda & Sibanda, 2016) the average South African financial services consumer faces 

the following struggles which can possibly be addressed through financial education:  the inability 

to evaluate appropriateness of financial products; predatory lending vulnerability; over-

indebtedness; low savings rates; pyramid scheme and financial scam proliferation; and limited 

knowledge of recourse mechanisms. FinMark Trust (2016), argues that financial education is key 

to improving an individual’s financial behaviour, preventing over-indebtedness, protecting 

consumers, contributing to market development and ensuring financial stability.  

The literature review thus reveals that there is general consensus about the importance of 

financial education as a driver to accelerate economic inclusion (NCFEC, 2012; Sibanda & 

Sibanda, 2016; FinMark Trust, 2016; BusinessTech, 2016). However, in a recent poll of 30 

countries and economies drawn from Africa, Asia, Europe, Australasia, North America and South 

America, South Africa came last when measuring financial knowledge (BusinessTech, 2016).  

Further to this Sibanda and Sibanda (2016) and Derbyshire (2016) confirm that the financial 

literacy levels of informal entrepreneurs are very low, with some even considering themselves as 
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financially illiterate. It is thus evident that the financial education situation in South Africa is in dire 

straits and that radical intervention is required on this front.  

3.1.3 The need for financial products and services – both traditional and non-traditional: 

Financial inclusion encompasses the range, quality, and availability of financial products and 

services to the underserved and the financially excluded (Van Rensburg, 2017). For the purpose 

of this research the following range of products and services was investigated: transactional 

accounts; access to credit; savings vehicles and insurance related products. 

Transactional accounts: 

Traditional bank accounts – due to limited access to affordable and tailor-made bank accounts, 

most informal entrepreneurs default back to using personal bank accounts for business purposes 

(Kessler, 2017). This is, amongst other things, attributable to the fact that although all major South 

African banks offer transactional accounts with an average monthly fee of around R5, the cost of 

transacting is not necessarily affordable (BusinessTech, 2017). Refer to Appendix A for a 

summary of entry-level bank accounts in South Africa with associated fees. 

Mobile money - despite its success in other African countries such as Kenya, Tanzania and 

Ghana, both Vodacom and MTN terminated their mobile money initiatives in 2016 (Prinsloo, 2016; 

Chutel, 2016). As such, no active on scale mobile money option is currently available to informal 

business owners in South Africa.  

Supermarkets - Although retail outlets like Shoprite/Checkers and Pick n Pay offer transactional 

financial services over the counter, these are currently not seen as a viable solution for informal 

business owners as a traditional bank account is still required to utilise the facility. 

Access to credit: 

Despite many attempts, the accurate credit risk assessment potential of informal businesses has 

until now made it very difficult for financing institutions to really be able to provide credit in a 

responsible and sustainable manner to this sub-segment of the market (International Association 

for Management of Technology, 2015). For these informal entrepreneurs, access to finance 

products enhances business operations that can foster business growth and the potential for job 

creation. However, as a result of access to credit that remain very limited, the informal 

entrepreneur is forced to rely on the informal credit market to meet their finance and credit needs. 

FinMark Trust (2017) confirms this by stating that South Africans are increasingly using informal 
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products, with an estimated 21.7 million adults using a portfolio of informal financial products to 

meet their financial needs and goals. 

The informal credit market is mostly made up by Mashonisas and Stokvels. 

Mashonisas – these unregulated financial service providers prey on financially underserved and 

excluded low-income individuals, such as informal entrepreneurs, in that they are often these 

people’s only source of access to finance. Mashonisas exploit the situation by granting credit to 

these individuals at exorbitant interest rates and unlawful risk mitigating methods as they for 

example keep ID documents and bank cards with PINs as form of security for loans granted. 

According to the 2018 Wonga commissioned report on informal lending it is estimated that there 

are as many as 40,000 of these informal lenders charging interest rates between 30% and 50% 

per month (Wonga, 2018). 

Stokvels – this phenomenon, operating mainly in the South African population group for survival 

and community belonging purposes, is one of the main sources of informal access to affordable 

credit in that often no interest is charged, money is obtained at very low transactional cost and 

repayment is scheduled according to the borrower’s unique situation (Finscope, 2017).  

Savings vehicles: 

As a result of the informal nature of the informal business market this research is investigating, 

very limited business savings opportunities are available. Over and above the fact that South 

Africans already have a very poor savings culture (Fin24, 2017), most savings accounts targeted 

at the SME market once again focusses on the upper, more formal part of the sector and caters 

more specifically for small companies and closed corporations. Once again are informal 

entrepreneurs required to use products targeted at individuals to fulfil their business needs.  

 

Savings accounts – referring back to the entry-level transactional/savings accounts discussed 

earlier under traditional bank accounts, on average the best interest rates to be earned on these 

accounts vary between 4 and 7.25% per annum (Moneybags, 2017 & Capitec Bank, 2018). 

Taking into account the fees charged to deposit (especially cash) and withdraw funds, these 

formal savings products are struggling to compete with what is available in the informal financial 

services market. Geographical location of banks further adds to challenges the informal 

entrepreneur experiences in terms of the associated transport cost and security risks. 
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Stokvels – once again more and more people operating in the informal business sector in South 

Africa opt to save through stokvels in that it is much easier to access, more cost effective and 

easy-to-use. Finscope (2017) confirms that informal savings are increasing in that of the 37% 

South African adults that save, 10% is saving through stokvels and another 11% is saving at 

home. 

 

 

Insurance products: 

The discussion of insurance products will, for the purpose of this research paper be broken down 

into 3 sections, namely life insurance; short-term personal and business insurance; and funeral 

insurance, including burial societies. 

Life insurance - Life insurance service providers mainly focus on permanently employed people 

with access to bank accounts that enable insurers to collect premiums via debit orders and as a 

result only 14% of the adult South African population has life cover (Finscope, 2017).  

Despite a real need for this product in the informal entrepreneur market, due to them very often 

being the breadwinner of an extended family, very few products are available where premiums 

can be paid in cash, and these cash options again pose the challenges of geographical location 

to make premium payments in terms of the associated transport cost and security risks. 

Short-term personal and business insurance – These are yet again financial services products 

where very limited access exists for the informal entrepreneur target market, mainly due to the 

high risks associated with the areas they generally live and do business in, and main stream 

products providers’ heavy reliance on bank accounts and debit orders as collection methods.  

The informal entrepreneur however has a very real need for these products, specifically the option 

to insure production assets that their business needs and uses on a daily basis as the lifeblood 

of their survivalist enterprises. 

Funeral insurance – Products related to funeral insurance enjoys the highest penetration in the 

informal entrepreneurial market, as a result of specific cultural believes and traditions. Despite its 

market penetration, this financial product also largely depends on bank accounts and the debit 

order collection methodology. This again creates the opportunity for an informal product to fulfil 

the need in the form of funeral or burial stokvels (Kessler, 2017). 
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3.2 The most significant financial education programmes currently available in South 

Africa 
 

The foregoing sections of this research paper already made mention that there is a general 

consensus that financial education is a significant driver in fostering financial inclusion and that 

various public and private sector institutions are attempting to implement financial education 

programmes across the country (Atkinson, 2017; Van Rensburg, 2017; Sibanda and Sibanda, 

2016).  

However, it was also determined that, despite these efforts, a recent study found that the financial 

competence of informal entrepreneurs remains at very low levels (Derbyshire, 2016). This is 

alarming when taking into account that SMMEs, co-operatives and township and rural enterprises 

are recognised by Government as a significant contributor to job creation and the sustainable 

growth of the South African economy and fiscus (TimesLive, 2018). More alarming is that a recent 

study done by Sibanda and Sibanda (2016) found that current South African financial education 

initiatives are mostly focused on the general public or on clients of banks and insurance 

companies. Initiatives targeted at particular sub-segments mostly concentrate on in-school youth 

and, to a lesser extent, workers. Only three initiatives targeted at specifically entrepreneurs, could 

be identified with an additional four where entrepreneurs are specified as one of the groups 

targeted. Refer to Appendix B for a summary of the most significant financial education initiatives 

in South Africa. 

Derbyshire (2016) and Sibanda and Sibanda (2016) believe that the situation is, however, not 

hopeless and that the South African government can play a fundamental role in subsidising 

financial education programmes for informal entrepreneurs that:  a) Have a standardised financial 

education curriculum to enhance capacity among implementing partners; b) Have a developed 

database of financial education stakeholders; c) Are upscaled for enhanced outreach; and d) 

Have impact assessment tools for accurate outcome measurement and reporting purposes. 

 

It is the researchers’ premise that the successful implementation of coordinated and standardised 

financial education programmes for informal entrepreneurs will not only enhance their financial 

inclusion, but also build a pipeline for the funding institutions in that, as informal businesses 

graduate into the formal economic sector, they have more capacity and appetite to absorb even 

bigger business loan amounts. 
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3.3  Possible Fintech solutions to enhance/facilitate the delivery of financial  

education to the informal entrepreneurial segment 
 

Literature was reviewed on how digital technology can enhance basic education in rural areas 

and black townships with the aim of applying the learnings when making recommendations 

towards Fintech solutions for financial education programmes targeted at informal entrepreneurs. 

A study by the French Development Agency (AFD), the Agence Universitaire de la Francophonie 

(AUF), Orange and Unesco indicated that “ICT in education in general, and mobile learning in 

particular, offers various possible educational benefits, namely low-cost teaching resources, 

added value compared to traditional teaching, and a complementary solution for teacher training” 

(City Press, 2017, p. 1). The OECD (2018) also states that digital delivery makes financial 

education easier to access with the potential to be tailored to the specific target audience; is 

interactive and agile in nature; is user-friendly and has tremendous power in that it appeals to 

younger audiences. FinMark Trust (2016) highlights the existence of downloadable Apps as a 

channel to distribute digital financial education in a scaled manner. Apart from Apps, FinMark 

(2016) further emphasises the importance of mobile SMS in financial education in that information 

can be sent as voice-based content to reach low-literacy population groups, as well as the option 

to send information in multi-language format to achieve scale. 

Access to communication devices is now a key part of everyday life with an estimated 20.3 million 

smartphone users in South Africa today, with the number expected to reach over 25 million by 

2022 (Statistica, 2018). Internet usage in South Africa is estimated at 22.5 million users currently 

and takes place predominantly by using mobile devices (Forbes, 2017). Thus, “with data cost 

falling and the fact that rural areas will soon be reachable as a result of various developments 

which include undersea cables connecting Africa to other continents; connectively within the 

continent through fibre-optic cables; and recent satellite connection initiatives; together with the 

features of mobile smartphones (reading texts and documents, MP3, images and video) and their 

wide availability – the potential for improving access and quality of educational services will be 

boundless” (City Press, 2017, p.1).   

While digital tools present an opportunity to promote financial inclusion and deliver financial 

education to remote audiences, it is important to note that some segments of the vulnerable 

populations display low levels of trust in technology as shown in the SaveAct research (Lakheni, 

2017). However, the research also found that those older members “who had previous positive 



 

15 
 

experiences with transactions on their mobile phones, such as transferring airtime, were open to 

hearing more about other possibilities around technology” (Lakheni 2017, p. 10).   

The importance of financial education and consumer protection is well highlighted in literature as 

discussed in the relevant sections above. The literature review on Fintech in this section confirms 

that there is also recognition of the potential for digital technologies to scale up the delivery of 

financial education to vulnerable populations such as informal entrepreneurs who are the target 

of this research study.   

3.4  Financial inclusion in other comparable economies such as Ghana, Tanzania and   

 Brazil from a digital financial services and regulatory environment perspective 
 

The financial inclusion sectors in Ghana, Tanzania and Brazil are quite different from that of South 

Africa. For this reason, the researchers decided not to utilise these countries for primary research 

data collection as the objective of this research project is to identify a possible solution that is 

relevant to South Africa specifically and which could be implemented with a reasonable chance 

of success. The researchers’ premise is however that valuable insights should be taken from both 

Ghana and Tanzania based on their successes over the last decade in creating affordable and 

efficient mobile money infrastructures, the important role MFIs play in providing access to micro-

credit and micro-savings products and the symbiotic relationship between the formal and informal 

financial services markets – all which lead to the financial inclusion of a significant percentage of 

both countries’ adult populations. A further learning comes from that of the Brazilian policy to 

incentivise its informal entrepreneurs to formalise their businesses in that tax cuts and pension 

fund contributions are offered (InterMedia CGap, 2015; FinScope Tanzania, 2017; IEDP Study 

Tour Guide, 2018). 
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CHAPTER 4: RESEARCH METHODOLOGY 

 

For the purpose of this project, research was conducted in a 2-phased approach consisting of 

secondary research as a phase 1, followed by primary research as the second phase. 

 

4.1 Phase 1: Secondary research 
 

The secondary research conducted mainly comprises literature review aimed to shed light on, 

and answer the following objectives: 

 To understand the real needs that informal entrepreneurs have in terms of financial inclusion 

efforts in these areas: 

o The need for consumer protection; 

o The need for financial education; 

o The need for financial products and services, looked at in a traditional and non-traditional 

manner. 

 Identify and investigate the most significant financial education programmes currently 

available in the South African market. 

 Identify possible Fintech solutions that can enhance and/or facilitate the delivery of financial 

education to the informal entrepreneur segment.   

 Whether insights and learnings can be drawn from comparable economies like Ghana, 

Tanzania and Brazil based on their financial inclusion successes via digital financial services 

and regulatory environment. 

 

Knowledge, assumptions and conclusions derived from the literature review were used as 

guidelines during the formulation of the research instrument.  

 

4.2 Phase 2: Primary research 
 

4.2.1 Research strategy and design: 

Given the topic under discussion, a research strategy that can provide a snapshot of the 

informal entrepreneurial segment at one point in time was required. For this reason, a 

qualitative cross-sectional research design was chosen which were conducted through 

semi-structured interviews as research instrument. 
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A qualitative research strategy is concerned with words in the absence of numerical 

measurement. Its inductive approach provides an in-depth understanding of the how, who 

and why of individual and collective behaviour as it unfolds over time (Doz, 2011; Bryman, 

2012). A cross-sectional research design can be described as a survey that collects data to 

make findings about a specific population of interest at one point in time (Lavrakas, 2008). 

 

The research instrument comprised two sets of semi-structured interviews. The first set 

targeted informal entrepreneurs located in urban and rural areas in Gauteng and the Eastern 

Cape, respectively. Please refer to Appendix C to view this section of the final research 

instrument used. 

The second set of the research instrument targeted key institutional stakeholders involved in 

the rollout and implementation of financial education initiatives in South Africa. The 

researchers’ used the feedback received from the key institutional stakeholders as guidelines 

during the recommendation phase of this research project. This section of the final research 

instrument can be viewed under Appendix D. 

4.2.2 Credibility: 

In contrast to quantitative research where instrument construction determines study 

credibility, the researcher’s efforts determine the credibility of a qualitative study (Golafshani 

2003). For this reason, the instrument was tested by a pre-testing panel consisting of two 

independent subjects prior to the start of the survey and amended according to the feedback 

received. Furthermore, only credible financial education programme service providers were 

invited to partake in the key institutional section of the research instrument.  

 

4.2.3 Challenges/constraints experienced during data collection: 

Informal entrepreneur fieldwork - The researchers had planned to interview informal 

entrepreneurs in the Gauteng townships of Olievenhoutbosch, Mamelodi and Soshanguve 

(all located under the Tshwane Metro Municipality) and in the Eastern Cape. However, in 

Olievenhoutbosch township the identified entrepreneurs displayed resistance, with only one 

agreeing to be interviewed. The identified respondents refused to believe that the researchers 

were conducting interviews for the purpose of a research project through Wits Business 

School. This was despite the official disclosure on the front page of the questionnaire. It was 

further mentioned that they (the identified respondents) have been interviewed many times 

before about their circumstances and plight without ever seeing any positive changes 

afterwards. They believed the researchers to be consultants pretending to be student 
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interviewers who would receive a monetary incentive for conducting the interviews. As a 

result, five potential respondents in Olievenhoutbosch were not interviewed. To overcome the 

challenge, the researchers’ obtained official student cards from the university and no 

problems were encountered in Mamelodi, Soshanguve or in the Eastern Cape. 

 

Key institutional stakeholders – the researchers found it challenging to get cooperation 

from some key institutional stakeholders, despite a thorough explanation of the purpose and 

importance of the study as well as the potential impact their input could have had on the final 

findings and outcome of this research study. While six institutions responded, it would appear 

that other institutions did not appreciate the importance of the study despite the topic of 

financial education programmes with the aim to foster financial inclusion being at the core of 

what they do. 

 

Future recommendations – based on experience the researchers suggest that programme 

participants obtain student identification cards as proof of them being students from the 

University. Secondly, it is advised that BankSETA and Wits Business School provide an 

introductory letter to each participant confirming participation in the programme and the 

purpose of the research. Perhaps, then some institutions will be more open to attach 

importance to the research and appreciate the potential benefits to the greater industry.   
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CHAPTER 5: PRESENTATION AND DISCUSSION OF RESULTS 

 

5.1  Introduction 
 

This chapter presents the results obtained during the data collection, accompanied by an in-depth 

analysis of what it means in context of the proposed research questions. As previously mentioned, 

data was collected in two phases and the results, with accompanied discussions, are presented 

as follows: 

 Phase 1: Secondary research through literature review  

 Demographic profile of respondent groups 

 Phase 2: Qualitative semi-structured interviews  

 

The results are presented using tables, graphs, bullet point and summarised findings where 

applicable. 

 

5.2  Phase 1: Secondary research through literature review 
 

The secondary research conducted, mainly comprised literature review aimed to answer the 

objectives of this research report and acted as guideline during the research instrument 

formulation. As the findings are already comprehensively covered in Chapter 3: Literature Review, 

it will not be included again in this chapter, however cross-reference will be made to the said 

findings when discussing the results of Phase 2: Qualitative semi-structured interviews, where 

relevant. 

 

5.3  Demographic profile of respondent groups 
 

5.3.1 Informal Entrepreneurs:  

A total of 21 responses from informal entrepreneurs in Gauteng (Tshwane Metro) and the Eastern 

Cape were received, and the split between urban and rural was almost equal (57% urban and 

43% rural). Virtually all respondents were females, except for one male from Gauteng. The 

majority of respondents (71%) are married. The majority (71%) of respondents have reached high 

school education and two entrepreneurs from the Eastern Cape (10%) had attained a tertiary 

qualification.  

 

5.3.2 Key institutional stakeholders: 

A total of 6 responses across 4 institution types were received. Table 1 below provides a high-

level summary of these institutions, including a description of each institution.      
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Table 1: Respondent institutions by type and description 

 

Institution type 
 

Description of institution 

 

Retail Bank 
 

One of the 5 largest retail banks in SA. 

 

 

NPO (I) 

One of the most successful institutions operating in the microfinance industry with 

the objective to foster financial literacy and education under informal 

entrepreneurial women. 

 

NPO (II) 

A very successful institution in the Eastern Cape, which focusses on fostering group 

savings under marginalised women. 

 
NPO (III) 

An association that aims to ensure that the nation’s savings, development and 

transformation initiatives are valued and recognised. 

 

 

State-owned 

An agency of the Department of Small Business Development, mandated to 

implement government’s small business strategy; design and implement a standard 

and common national delivery network for small enterprise development; and 

integrate government-funded small enterprise support agencies across all tiers of 

government.  

 

Company 

A social enterprise that is committed to giving grassroots communities the skills and 

financial education to support themselves and their families in a sustainable 

manner. 

 

5.4  Phase 2: Qualitative semi-structured interviews  

5.4.1 Informal Entrepreneurs:  

The data collected from the informal entrepreneur respondent group in both Gauteng and the 

Eastern Cape, will be presented according to the categories used in the final research instrument, 

namely: Business information; Financial inclusion; Financial consumer protection; Financial 

education; and FinTech/Digital financial services exposure. 

 

5.4.1.1 Business information: 

Number of years in business:  The youngest business was started in 2018 and the oldest 22 

years ago. On average, the respondents have been in business for 6.7 years. 

Reason for starting the business: Fourteen (67%) respondents started their business in order 

to survive while four (19%) saw a business opportunity. Three (14%) mentioned that they started 

the business to create self-employment as an extra income in case of unemployment or to help 

the community (captured as “other” in the Table 2 below). This finding is in line with that of the 

literature review in that the informal sector businesses can be classified in two categories, namely 

opportunity businesses - which entrepreneurs started because they saw a business opportunity; 

and survivalist businesses - which were started because entrepreneurs had to find survival means 
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(IFC, 2013; FinMark Trust, 2017). Survivalist SMEs is naturally cut off from most SME support 

programmes and formal credit (FinMark Trust, 2017). 

Table 2: Informal entrepreneurs' reason for starting business 

Reason for starting business Total % Eastern Cape Gauteng 

Saw business opportunity 4 19% 1 3 

Started business to survive 14 67% 8 6 

Other 3 14% 0 3 

Total 21 100% 9 12 

 

Number of employees in business: Twelve (57%) of the respondents have no employees while 

nine (43%) has one or more employees. The total number of employees in the businesses, other 

than the entrepreneurs (owners), are 19. The evidence supports the literature review finding in 

that SMME businesses are recognised as a significant contributor to job creation and the 

sustainable growth of the South African economy and fiscus (TimesLive, 2018) and currently 

provide an income to an estimated 1.5 million adults in South Africa (FinScope South Africa, 

2017). Table 3 provides a summary of the number of jobs created by the respondent group. 

Table 3: Informal entrepreneurs job creation 

Number of Employees Informal Businesses Eastern Cape Gauteng 

0 12 0 0 

1 3 1 2 

2 3 0 6 

3 2 3 3 

4 1 0 4 

Total 21 4 15 

 

Registration with the Companies and Intellectual Property Commission (CIPC):  The 

majority of the interviewed businesses are not registered with CIPC. Only two are registered, one 

in Gauteng and one in Eastern Cape. 

Of those not registered, eight (42%) indicated an intention to register, while twelve (63%) have 

no intention to register in the near future. The latter cited reasons such as “the business being too 

small” or that they “sell too little stock” for them to consider registering. Those that want to register 

believe it will “help to grow the business”. 
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5.4.1.2 Financial inclusion: 

This section of the research instrument included questions to determine the extent of use of 

different financial products and services by the respondent group. 
  

Transactional account: Eleven (52%) respondents don’t have a transactional account, even in 

their personal names. The high costs associated with this type of bank account was mentioned 

as reason for not using it. This finding is in line with the researchers’ finding during the secondary 

literature review, which states that high banking fees is one of the main barriers to financial 

inclusion (Van Rensburg, 2017). Noteworthy is the observation that geographical location was 

not a factor in terms of which of the respondents had bank accounts in that the split between 

Gauteng and the Eastern Cape was almost equal as can be seen in Table 4: 

Table 4: Informal entrepreneurs' access to transactional and savings accounts 

 

Savings account:  Twelve (57%) respondents have a savings account with a bank in their name. 

During the literature review it was discovered that over and above the fact that South Africans in 

general already have a very poor savings culture, very limited business savings opportunities for 

the informal business market exist forcing them to use products targeted at individuals to fulfil 

their business requirements (Fin24, 2017). 

Interestingly here geographical location is a factor in that of those respondents with savings 

accounts, 75% are situated in Gauteng and 25% in the Eastern Cape, as can be seen in Table 4 

above.  

Saving with stokvels:  Fourteen (67%) of all respondents save with a stokvel, with equal number 

of entrepreneurs indicating so in each province. This is not surprising because stokvels are 

common vehicles of saving for low income people in both urban townships and rural areas. This 

is testament to the literature review findings in that Finscope (2017) states that the informal 

savings in South Africa are increasing where of the 37% South African adults that save, 10% is 

saving through stokvels and another 11% is saving at home. Table 5 below provides a summary 

of stokvels as preferred savings vehicle under the respondent group. 

Transactional Accounts Savings Accounts 

Response Total % Eastern 
Cape 

Gauteng Response Total % Eastern 
Cape 

Gauteng 

Yes 10 48% 4 6 Yes 12 57% 3 9 

No 11 52% 5 6 No 9 43% 6 3 

Total 21 100% 9 12 Total 21 100% 9 12 
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Table 5: Informal entrepreneurs' preference for stokvels as savings vehicles 

Response Total % Eastern Cape Gauteng 

Yes 14 67% 7 7 

No 7 33% 2 5 

Total 21 100% 9 12 
 

Business Account: Only four (19%) of respondents indicated to have a business account with a 

bank and all of them are located in Gauteng. Of these four, three have savings accounts whilst 

one has a transactional account. The literature review confirmed this as Kessler (2017) states 

that limited access to affordable and tailor-made bank accounts results in most informal 

entrepreneurs defaulting back to using personal bank accounts for business purposes. 

How is the income from the business saved: Twelve (57%) of respondents save money from 

their businesses with a stokvel, with an equal split between the two provinces. Four (19%) in a 

personal bank account and three (14%) in a business account. Two (10%) respondent indicated 

not to save at all. A summary of the respondent group’s business savings habits can be seen in 

Table 6 below: 

 Table 6: Informal entrepreneurs’ business savings habits 

How is business income saved Total % Eastern 

Cape 

Gauteng 

Save in business account 3 14% 0 3 

Save in personal bank account 4 19% 1 3 

Save with stokvel 12 57% 6 6 

Business does not make enough money to save 2 10% 2 0 

Total 21 100% 9 12 

  

Interest earned on savings: Fifteen (71%) of respondents did not know whether they do receive 

interest and if so what percentage. Only six (29%) stated to know how much interest they get. 

This emphasises the findings in the literature review that South African informal entrepreneurs 

are in dire need of basic financial education (Derbyshire, 2016; BusinessTech, 2016). 

Source of capital to start business:  Respondents were asked where they obtained money to 

start their businesses. None obtained a loan from a commercial bank. Own savings (33% or 7), 

borrowing from relative/friend (24% or 5) and using retrenchment/work pension money (19% or 

4) were mentioned as main capital sources as depicted in Table 7 below. 

 



 

24 
 

Table 7: Informal entrepreneurs' source of capital to start business 

Start-up capital Total % Eastern 

Cape 

Gauteng 

Loan from microlender (MFI) 1 5% 0 1 

Loan from stokvel 3 14% 2 1 

Borrowed from friend of relative 5 24% 0 5 

Used own savings 7 33% 5 2 

Used retrenchment money/work pension money 4 19% 1 3 

Other (pension grant) 1 5% 1 0 

Total 21 100% 9 12 

  

Loan from a bank:  Eighteen (86%) respondents are not accessing credit from a bank as 

indicated in Table 8 below. This finding is supported by the literature review finding that survivalist 

SMEs are naturally cut off from access to formal credit (FinMark Trust, 2017) due to various 

reasons, e.g. difficulties of accurate credit assessment potential, lack of documentation etc. (The 

DTI, 2008; Bureau for Economic Research, 2016; The DSBD, 2016; StatsSA, 2014).  

Table 8: Informal entrepreneurs’ access to credit from banks and from moneylenders 

Access to credit from banks Access to credit from moneylenders 

Response Total % Eastern 
Cape 

Gauteng Response Total % Eastern 
Cape 

Gauteng 

Yes 3 14% 1 2 Yes 9 43% 1 8 

No 18 86% 8 10 No 12 57% 8 4 

Total 21 100% 9 12 Total 21 100 9 12 

  

Loan from a microlender: As can be seen in Table 8 above, twelve (57%) entrepreneurs has 

not taken a loan from a moneylender. Of the nine (43%) who have, eight (89%) are in Gauteng 

and one (11%) in the Eastern Cape. When comparing the respondents’ credit uptake, it is 

concerning to find that only 14% obtained credit from a formal institution whilst 43% opted for a 

moneylender to access credit. This phenomenon was confirmed during the literature review in 

that unregulated financial service providers, Mashonisas, prey on the underserved low-income 

individuals in that they are often these people’s only source to access finance. It is estimated that 

there are as many as 40,000 of these informal lenders operating in South African, charging 

exorbitant interests of up to 50% per month (Wonga, 2018). 

Funeral insurance:  All respondents indicated to have some form of funeral insurance. This is 

confirming the literature review statement that funeral insurance enjoys the highest penetration in 

the informal entrepreneurial market as a result of specific cultural believes and traditions. 
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Short-term personal and business insurance: Twenty (95%) of respondents did not have 

access to either short-term personal and/or business insurance. The need for micro-insurance 

products for low-income South Africa remains a big priority as informal entrepreneurs require a 

solution to at least insure production assets that their business needs and uses on a daily basis 

as the lifeblood of their survivalist enterprises (IOL, 2018). 

Methodology of payment of insurance premiums: Nineteen (90%) respondents indicated to 

make cash payments, with 2 (10%), both in Gauteng, using debit orders. The insurance premium 

payments refer mostly to funeral cover and the fact that most premiums are paid in cash indicates 

that the majority of respondents are making use of informal funeral and burial stokvels (Kessler, 

2017). 

Access to pension products: Ten (48%) respondents have access to a pension product in the 

form of social grants. Social grant pension has been a big enabler of financial inclusion for many 

people in South Africa who have reached qualifying criteria. 

Suitability of financial products and services to respondents’ needs:  Twelve (57%) 

respondents indicated that the products they currently access are suitable for their needs. 

However, a significant difference between the two provinces were observed in that the majority 

of Gauteng respondents indicated that the products they currently access are not suitable, whilst 

Eastern Cape indicated that it was as can be seen in Table 9 below.   

Table 9: Suitability of current financial products/services 

Are products suitable? Total % Eastern Cape Gauteng 

Yes 12 57% 7 5 

No 9 43% 2 7 

Total 21 100% 9 12 
 

The common reason stated for products not being suitable was “helpful, but doesn't cover all 

needs”. When asked which additional financial products and services were required “capital to 

grow/expand existing infrastructure”; “start-up capital for new venture” and “a big enough loan to 

buy a vehicle for use in the business” were stated as the most prevalent requirements.  

Thus, there is a gap between what existing microenterprise finance products and even 

government support initiatives offer ((SEFA loans are capped at R50,000) (SEFA, 2018)), and 

what informal entrepreneurs need to expand their businesses with the potential of increased job 
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creation and even possible graduation into the mainstream of South Africa’s formal economy (The 

DSBD, 2016).  

Those who had borrowed money to start a business, know and mentioned the interest they were 

charged. The most used method to repay the loans is cash. 

 

In conclusion, the overall findings obtained from the data collected depict a concerning picture of 

informal entrepreneurs who remain financially excluded in so far as accessing suitable products 

that address their needs, despite the potential this segment has in terms of job creation and 

economical contribution. Whilst some respondents indicated to have some level of access to 

financial products, it is clear that these products are not tailor-made for their needs and as a result, 

personal products are often applied for business use. The degree of financial exclusion 

specifically pertaining to insurance is cumbersome. It is thus clear that there is an urgent need to 

expand financial services to reach many people currently not adequately served by the financial 

services sector such as informal entrepreneurs.  

 

5.4.1.3 Financial consumer protection: 

The financial services sector is complex and points to a need for financial consumers to be 

educated and empowered to make well informed decisions in accessing and using various 

financial products (Word Bank, 2017a; Collins, Jentzsch & Mazer, 2011). This section presents 

findings regarding the extent to which the group of respondents are currently protected. 

How decisions are made when choosing a financial product or service provider - opening 

a bank account:  As indicated in below Table 10 below, sixteen (76%) of respondents has 

opened or tried to open a bank account before. Five (24%) have not done so before. 

Table 10: Informal entrepreneurs who tried/opened a bank account 

  

 

 

The respondents indicated different criteria for deciding on a specific service provider, however 

accessibility seems to be the most important factor in that ten (46%) respondents based their 

decision on the closest services provider and the one with the most branches/ATM’s in the area 

as summarised in Table 11 below: 

 

Response Total % Eastern Cape Gauteng 

Yes 16 76% 4 12 

No 5 24% 5 0 

Total 21 100% 9 12 
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This finding is supported by the secondary literature review, which found that the lack of access 

to everyday banking facilities is one of the main reasons why people remain financially excluded 

(Van Rensburg, 2017). 

Table 11: Informal entrepreneurs' criteria for choosing a bank account service provider 
 

 

 

 

 

How decisions are made when choosing a financial product or service provider – applying 

for a loan from an informal moneylender or savings club/stokvel: Eleven (52%) of 

respondents had either borrowed from an informal moneylender or stokvel; with the majority (8 or 

38%) from a stokvel. Eight (73%) of the respondents are from the Eastern Cape and three (14%) 

from Gauteng. 

To obtain the loan, respondents had to ask between one to three different people before 

successfully obtaining credit. Since the majority borrowed from a savings club/stokvel, it is 

plausible that they would have had to ask more than one person, as a guarantor would be required 

for the loan. The amount borrowed ranged between R500 to R3,000. The interest paid on the 

loans ranged from 10% to 60% per month, which is very high for informal entrepreneurs and 

testament to the literature review finding that informal entrepreneurs require financial education 

as that will improve their augmented understanding of consumer protection (Sibanda and 

Sibanda, 2016). The loan repayment terms ranged between 1 and 4 months. 

When asked about the concept of declining balance, only three (27%) of the respondents 

indicated that their interest is reduced if a loan is paid back sooner, while the rest (73%) still pay 

the same amount of interest because it is fixed and “paying early does not count”. Unfortunately, 

as found during the secondary literature review, limited access to formal financial services 

products, difficulty to determine credit worthiness and lack of documentation often subject 

informal entrepreneurs to only being able to obtain credit from informal credit providers such as 

mashonisas, at exorbitant interest rates (The DTI, 2008; Bureau for Economic Research, 2016; 

The DSBD, 2016; StatsSA, 2014; Wonga, 2018).  

Decision on service provider Total % Eastern Cape Gauteng 

Opt for the first/best option 3 14% 2 1 

Best deposit fees 4 18% 1 3 

Best withdrawal charges 3 14% 1 2 

Who has the most 
branches/ATM’s in my area? 

5 23% 5 2 

Picked the closet provider 5 23% 0 5 

Other 2 9% 0 2 
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Criteria used when deciding on a financial product or service provider – applying for a loan 

from a formal institution (bank or NCR registered Microfinance Institution (MFI)): Eleven 

(52%) respondents had previously accessed a loan from a formal lender. Only two took a loan 

from a bank and nine from a registered MFI. It is worth noting that all respondents who had 

borrowed from a formal institution, are Gauteng-based. 

Six of the nine respondents (66%) managed to identify the MFI to be NCR registered. This was 

done in various ways e.g. they saw it on the application form, the consultant told them, they saw 

a sticker, they saw the registration number etc. However, three (33%) didn’t confirm the MFI to 

be registered, they just assumed that it was. When further probed as to why it was important for 

the MFI to be NCR registered all nine respondents said to confirm that the lender is not a “fly-by-

night” and the “interest charged is within legal limits”.  

When choosing a loan provider, the respondents identified 3 areas of consideration namely: 

1.) The interest rate charged, for the main reasons being “to know if I can afford the loan” and 

“to know that I’m not being robbed”;  

2.) The repayment term because “I want to know when to finish the loan” and “to try and pay the 

loan sooner to save on interest”; and 

3.) The loan amount available because “I want to check if I can meet my needs” and “it must be 

affordable to repay”. 

Another mechanism for improved consumer protection is to make the loan agreement available 

in a language that the consumer understands. Of the eleven respondents who had accessed a 

loan from a formal institution, six (55%) indicated that the loan agreement was in a language that 

they could understand, while the other five (45%) said that although it was not in a language they 

understood, the agreement was explained to them. All eleven respondents felt that the loan 

product, amount and terms were fair at the time.  

A concerning finding though, is that nine (82%) of the 11 respondents do not know how and where 

to lodge a complaint should they have experienced any problems/concerns with the loan product. 

The remaining two (18%) respondents indicated that they would speak to the lender’s consultant. 

No knowledge could be established regarding the existence of the Credit Ombud or of institutions 

such as the NCR that can be approached when consumers have issues with their loans – a finding 

that is aptly supported by the literature review as to the importance of financial education for 

informal entrepreneurs for enhanced financial inclusion and consumer protection (Sibanda and 

Sibanda, 2016). 
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Understanding the implications of late, short or non-payment of credit with a registered 

service provider? Fifteen (71%) of the 21 respondents indicated to understand the implications 

of late, short or non-payment of credit with a registered service provider. Consequences such as 

“it will take long to finish paying the loan”; “unable to get another loan”; “blacklisting”; and “will be 

charged penalties” were mentioned.    

 

In conclusion, the respondents interviewed do shop around for financial service providers that 

best meet their situations and needs. However, difficulties in accessing products from the formal 

financial services sector subject them to informal lenders such as mashonisas. Lastly, informal 

entrepreneurs need financial education specifically focused on raising awareness regarding the 

platforms available to financial consumers to deal with financial related disputes with service 

providers. 

 

5.4.1.4 Financial education programmes 

This section of the research instrument included questions intended to determine whether the 

respondents have been exposed to financial education programmes as well as to determine their 

general financial literacy skills. 

Awareness of government/ other institutions that offer support programmes for small 

enterprises: Seventeen (81%) respondents did not know that there are support programmes 

available for small enterprises, which is in line with FinMark Trust (2017) statement that especially 

survivalist SMEs are naturally cut off from most SME support programmes. “The National 

Empowerment Fund” and “SaveAct” were support mechanisms mentioned by the other three 

(14%) respondents. 

Twenty (95%) respondents indicated that they feel financial education will assist them in growing 

their businesses and highlighted the areas depicted in Figure 1 below as specific areas of 

education that could benefit them: 
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Figure 1: Areas of financial education assistance required 

 

The most listed areas were financial planning/education, budgeting, business management, 

business support and business planning. It is thus clear that informal businesses are yearning for 

financial education, which is supported by the findings of Derbyshire (2016) who identified that 

informal entrepreneurs’ areas of weaknesses include the understanding of interest and inflation, 

decision making, basic numeracy skills, business planning and goal-setting. Derbyshire (2016) 

also determined that a high number of these informal entrepreneurs consider themselves to be 

financially illiterate.  

Record keeping:  Only twelve (57%) respondents indicated that they keep some business 

records, mostly by recording it in a book. One stated that she keeps receipts and the function is 

outsourced. The other nine (43%) confirmed that they don’t keep any records. This finding serves 

as a further example of why informal business operators so desperately need basic financial 

education. 

The following question topics were presented to determine the respondents’ basic 

financial literacy skills: 
  

a.) Understanding the relationship between interest rate and inflation: Twelve (57%) respondents 

got the answer right with the rest either wrong or did not know as depicted in Table 12 below. 

When probed for a reason for response given, only eight (67%) of the twelve correctly 

indicated the adverse impact of inflation on savings.  
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Table 12: Relationship between interest rate and inflation: Gauteng vs Eastern Cape 

Response No. % Eastern Cape Gauteng 

Agree 2 10% 1 1 

Disagree 12 57% 2 10 

Don't Know 7 33% 6 1 

Total 21 100% 9 12 

 

Total percentage correct answers received in Gauteng: 83% 

Total percentage correct answers received in Eastern Cape: 22% 

 

b.) Impact of interest rate on savings calculations 

Thirteen (62%) respondents answered correctly (disagree) as shown in Table 13 below. When 

probed for a reason for the response only 4 (31%) of the 13 correct respondents provided a 

correct reasoning in that the total amount will be higher than R102.00 after five years.  

Table 123: Calculation of interest rate on savings-Gauteng vs Eastern Cape 

Response No. % Eastern Cape Gauteng 

Agree 3 14% 1 2 

Disagree 13 62% 3 10 

Don't Know 5 24% 5 0 

Total 21 100% 9 12 

 

Total percentage correct answers received in Gauteng: 83% 

Total percentage correct answers received in Eastern Cape: 33% 
 

c.) Profit calculation 

Respondents were given a statement to determine if they could calculate profit.  As shown in 

Table 14 below, eighteen (86%) respondents answered correctly. 12 (67%) of the 18 correct 

respondents could provide the correct reasoning by subtracting cost price from selling price, while 

6 were not sure of the reasoning behind their answers.   
 

Table 14: Calculation of profit-Gauteng vs Eastern Cape 

Response Total % Eastern Cape Gauteng 

Agree 18 86% 7 11 

Disagree 1 5% 0 1 

Don't Know 2 10% 2 0 

Total 21 100% 9 12 

 

Total percentage correct answers received in Gauteng: 92% 

Total percentage correct answers received in Eastern Cape: 78% 
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5.4.1.5 Fintech/Digital financial services exposure 

Digital Financial Services (DFS) and Fintech are considered to be key drivers of financial inclusion 

in countries such as Kenya, Tanzania and Ghana as highlighted in the literature review 

(InterMedia CGap, 2015; FinScope Tanzania, 2017; IEDP Study Tour Guide, 2018). In these 

countries, mobile money for example has enabled financial inclusion of people in remote and rural 

areas. However, what remains to be extensively explored in South Africa is how Fintech can be 

used as a medium to deliver financial education to the market segments that are currently 

financially excluded or underserved such as informal entrepreneurs. This section of the research 

instrument therefore included questions intended to determine informal entrepreneurs’ attitude 

towards, and exposure to Fintech and DFS. 

Access to mobile phone or tablet:  As depicted in the Table 15 below, access to normal mobile 

phones is relatively high with 14 (67%) respondents stating to own such a device. Access to 

smartphones however, was found to be more limited than expected with only five (23%) 

respondents, all Gauteng-based, stating to own such a device. 
 

Table 15: Access to mobile device normal phone vs smartphone 

Mobile device type Total % Eastern Cape Gauteng 

Normal Mobile phone 14 67% 7 7 

Smart phone 5 24% 0 5 

None 2 9% 2 0 

Total 21 100% 9 12 
 

Access to computer:  Only two (10%) of the 21 respondents have a computer and both are 

based in Gauteng.  

Access to internet and use of internet banking facilities: Only three (14%) of the 21 

respondents have internet and use it for internet banking purposes. All three respondents are 

based in Gauteng with two stating to “use it daily” and one “only sometimes”. 

Preference to receive monthly statement via SMS for loan:  15 (71%) respondents, of which 

12 (57%) are Gauteng-based, indicated that if they had a loan they would have preferred to 

receive the monthly statement via SMS because “the phone is in my hand all the time”. 

Noteworthy is most respondents based in the Eastern Cape were reluctant to receive their 

statements via a mobile device and mentioned reasons like “I do not trust these things”, “to 

maintain my financial privacy” and “I do not follow these things”. 
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Receipt of unsolicited marketing communications of financial products via mobile device: 

17 (81%) of the 21 respondents indicated to be receiving unsolicited marketing of financial 

products via their mobile devices. However, all indicated that they do not apply or even consider 

accessing some of these marketed products for these mentioned reasons: “prefer face to face 

marketing”, “scared to entertain people I do not know”, “I want to do things on paper” and “I am 

not educated, I do not want to be tricked”. 

Fears/concerns about the use of mobile devices, including the internet for financial 

transactions:  18 (86%) of all respondents indicated to have fears and concerns about using 

mobile devices and the internet for financial transactions. Respondents’ main fears and concerns 

are illustrated in Figure 2 below. 

Figure 2: Fears/concerns about mobile and internet transactions 

 
 

In conclusion, there is high penetration of standard mobile devices in the informal entrepreneurial 

market segment. However, informal entrepreneurs display fear and discomfort when it comes to 

using digital platforms for financial purposes.   

A significant majority confirmed to be receiving unsolicited marketing communications via mobile 

phones, indicating that they read digital messages sent via mobile devices. Further would the 

majority prefer to receive monthly statements via their mobile devices. This could be an indicator 

that financial education communication targeting entrepreneurs could be delivered through mobile 

devices.    
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5.4.2 Key institutional stakeholders:  

The complete data collected from the six key institutional stakeholders located across South 

Africa can be found in Appendix E. A high-level summary of the findings is presented below, 

according to the categories used in the final research instrument: 

 Programme time period/duration and mechanics – varied, with longest programme running 

for 10 years. 

 Cost of programme and how was it funded vs estimated number of consumers reached 

– overall feedback was that the cost is difficult to quantify, however the most expensive 

programme was offered at R84million and reached 1,633 entrepreneurs at a cost of 

R51,439.00 per individual, funded by government’s National Skills Fund. 

 Programme challenges and learnings – limited scalability potential due to face to face 

training methodology, language barrier, high attrition, shortage of training and facilitation skills, 

especially in remote areas to only mention a few. 

 Will programme be repeated and is there scope for collaboration? Mostly yes, including 

a repeat of the programme funded by government’s National Skills Fund. 

 The institutions’ viewpoint on the statement that there is a need to standardise the 

financial curriculum of financial education initiatives for enhanced capacity and reach 

– Mostly yes. 

 The institutions’ viewpoint on the statement that there is a need to develop a database 

of financial education stakeholders for enhanced capacity and reach – All six respondent 

organisations agreed with this statement. 

 The institutions’ viewpoint on the statement that FinTech and DFS are required to 

upscale existing financial education initiatives – Mostly yes. 

 The institutions’ viewpoint on the statement that improved and upscaled financial 

consumer education will result in improved financial consumer protection – Mostly yes, 

however more than just upscaled consumer education efforts are needed. 

 The institutions’ viewpoint on the statement that there is a need to develop 

standardised impact assessment tools and to document success factors of different 

financial education models accordingly – mostly yes. 
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5.5  Conclusion 
 

Based on the data findings and accompanied analysis of results the researchers came to the 

following conclusions when answering the initial research questions: 
 

5.5.1 Whether the current financial education programmes and consumer protection 

regimes enhance the financial inclusion of entrepreneurs operating informal 

businesses in South Africa? 

The programmes that were rolled out achieved its goal of financially including the beneficiaries 

involved to a certain extent, however the challenge is that the volume of entrepreneurs reached 

by these programmes is very low. Many of these programmes also only focus on a single aspect 

of financial literacy such as savings or insurance. Although helpful, these do not equip the 

entrepreneur to run his business more effectively. Only a few of these programmes that 

specifically targeted informal SMEs could be identified. The penetration of these programmes 

was very limited with the reach calculated at approximately 1% of the total informal SME market. 

The researchers therefore came to the conclusion that the current financial education 

programmes are failing the South African informal entrepreneur. If one looks at the impact of the 

NCR and CPA on this, the bottom of the pyramid, together with the limited impact that the FSCA 

has at this level, (penetration of FSCA governed products into this market is very low) the 

researchers conclude that the consumer protection regime in South Africa is not supporting the 

informal entrepreneurial sector and as such a great opportunity to accelerate economic and 

financial inclusion is missed. 

 

5.5.2 Whether there is a difference between South African rural and urban informal 

business entrepreneurs in terms of the impact of current financial education 

programmes and consumer protection regimes in enhancing their financial 

inclusion? 

The research highlighted that a significant difference exists in terms of financial inclusion and 

literacy between rural and urban entrepreneurs. The research findings highlight that 

entrepreneurs in urban areas are significantly more financially included, especially from a formal 

financial services point of view, than their rural counterparts. The adoption of formal savings 

accounts specifically, is much lower in the surveyed rural areas than in the urban areas. The 

entrepreneurs in the rural areas are however more likely to make use of informal financial services 

like stokvels, with 78% accessing stokvels/savings clubs as a savings mechanism. The 

respondents in urban areas also fared noticeably better in the questions regarding basic financial 
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literacy, with some of the answers from the rural respondents clearly indicating that there is a 

severe lack of basic understanding regarding certain fundamental financial concepts.  

 

5.5.3 Which financial products/services currently available, if any, are fit to address 

informal entrepreneurs’ needs in order to increase their financial inclusion? 

From the literature review, it is clear that there are many products available, especially from the 

formal sector, but that none of them are targeted specifically on micro entrepreneurs. The primary 

research findings further clearly highlight the fact that informal entrepreneurs don’t find these 

products specifically appealing with a very low percentage actually using these formal products. 

Less than 20% of the respondents in this research study actually use a business bank account, 

despite being business owners for example. Informal lenders such as mashonisas and stokvels 

are much more appealing to the informal entrepreneurs even though these lenders offer loan 

products to the entrepreneur as an individual, and are not by nature designed for a business. The 

researchers’ premise is therefore that the financial products and services currently available, do 

not promote financial inclusion of informal entrepreneurs. A hybrid model that incorporates a 

digital platform (think MPesa adjusted for the South African market), combined with an agent 

model (similar to the wakalas of Tanzania, close to the entrepreneur to address access and trust 

issues) and that takes service to the people ((like the susu collectors in Ghana (access, trust and 

client centricity)); will, in the researchers’ opinion, be able to revolutionise financial inclusion for 

these informal market entrepreneurs. 

 

5.5.4 Whether Fintech solutions could enhance the access to financial products/services 

specifically targeted at entrepreneurs operating informal businesses in order to 

enable or increase their financial inclusion? 

The researchers’ premise is that Fintech and DFS have a very important role to play in enhancing 

the access to financial products and services to informal entrepreneurs in South Africa. In fact, 

based on the findings of this research that despite the various national attempts to implement 

financial education initiatives, it remains scattered with low levels of coordination and information 

sharing (Sibanda and Sibanda, 2016) – Fintech and DFS could be the one big catalyst to take 

access to financial services and products and financial inclusion to the next level. Ghana and 

Tanzania are two sterling examples of the impact a successful roll out of especially mobile money 

on the back of an agent network can have. The urban respondents interviewed as part of this 

study were much more prone to using technology, while the rural respondents highlighted very 

important barriers to adoption that will have to be overcome in order to make such a programme 

successful though. The researchers are of the premise that the key to success will depend on 
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finding a solution to digitise the social capital and trust that exist in these communities and the 

ability to deliver user friendly, client centric, sector specific products on the back of such a 

platform. The potential of such an initiative is however highly plausible through public/private 

partnerships. 

 

5.5.5 Whether Fintech solutions could enhance the facilitation of financial education for 

entrepreneurs operating informal businesses in order to increase their financial 

inclusion? 

The importance and potential of Fintech in the quest for enhanced financial education, and 

ultimately financial inclusion of the current ‘hard-to-reach’ South African population is 

unquestionable. Research confirms that digital delivery through downloadable Apps and SMS 

learning can enable easier access to focused financial education initiatives as a result of its 

interactive and agile nature, its adaptability to consumer’s learning needs, its user-friendliness, 

the ability to use multi-language and voice-based content and its power to appeal to younger 

audiences (OECD, 2018; FinMark Trust, 2016, City Press, 2017).   

 

The researchers remain cognisant of the fact that the research findings indicate that face to face 

education has a role to play. However, in order to reach the large number of geographically 

dispersed informal entrepreneurs at stake, a digital solution will be the only viable option for a 

successfully scaled and focused financial education and inclusion programme. 
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CHAPTER 6: RECOMMENDATIONS 
 

6.1 Introduction 
  

This research study found that current financial education programmes and consumer protection 

regimes do not successfully enhance financial inclusion of entrepreneurs operating informal 

businesses in South Africa. It was also established that the financial products and services 

currently available do not address informal entrepreneurs’ needs to increase their financial 

inclusion. Lastly was it determined that Fintech and DFS are key in finding a solution for enhanced 

financial inclusion of South Africa’s entrepreneurs operating in the informal market. 
 

Taking into account these findings, various possible solutions were investigated and considered. 

One such a possibility was to conduct financial education in a phased approached to overcome 

technological fears that may exist amongst the targeted informal entrepreneurs in that the 

initiative initially starts with a face to face delivery of a standardised financial education 

programme and that these sessions are then used as an entry point to educate the target market 

on digital technology, thus addressing fears they have of mobile devices and introducing them to 

a digitised educational solution. Although having the advantage of allowing informal 

entrepreneurs to gradually bridge fears they may have in terms of digital technology, more 

pressing disadvantages were identified to deem this an impractical solution. The said 

disadvantages included that the initiative would be costly to implement at scale, thereby reaching 

many targeted informal entrepreneurs. Secondly, it would be too costly to implement as training 

centres and training service providers will have additional financial implications. In addition, 

informal entrepreneurs may demand financial rewards to compensate for daily loss of income 

during training sessions.   

 

As such, the researchers are recommending the following as a solution to overcome the barriers 

and obstacles currently hindering the successful financial education, protection and ultimately 

inclusion of informal entrepreneurs: 

- A solution that is digitally delivered through a downloadable App, supported by SMS learning; 

- A solution that is interactive and agile; 

- A solution that can easily be adapted according to the informal entrepreneurs’ changing 

learning needs; 

- A solution that is user-friendly and affordable; 
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- A solution which has the ability to use multi-language and voice/audio-based content to 

overcome illiteracy and language constrains; 

- A solution that appeals to younger audiences; and 

- Ultimately, a solution that will enhance informal entrepreneurs’ financial education and 

protection; and provide them with the opportunity to become financially included in a 

responsible manner by having access to financial products and services that is answering their 

specific financial needs. 

 

A high-level description of the researchers’ proposed digital solution: 

An App that can be downloaded free of charge. The App’s primary focus will be to provide general, 

but focused financial education to informal entrepreneurs during phase one and, after 

successfully mastering the specific financial education modules, access to certain financial 

products and services as a second phase. Usage of the App will be positioned and driven on the 

premise that the entrepreneur receives incentives (e.g. sponsored data, airtime) on successful 

completion of financial training modules and can access financial products/services via the App, 

as well as by the opportunity that entrepreneurs and financial service providers can utilise the 

App to market and sell their products. Training on how to use this App will be done via video 

content, directly accessible via the App. The training is then re-enforced by having to complete 

an on-App assessment about the content of the video. The results are available in real time, and 

the user are only allowed to start using the App upon passing the assessment. After watching a 

number of these financial training videos (e.g. modules that focus on savings, budgeting, 

insurance, credit etc.) and passing the corresponding assessments, the user then becomes 

eligible as a marketing lead to whom the products that he has done training on can be marketed 

to.  

 

The App solution will also provide the user the option to qualify as an agent. The App will teach 

the user via video-content about the product and how to sell it. Upon successful completion of the 

agent training, assistance will be provided with required registrations/certifications for the user to 

become a registered agent who can then start selling specific financial products via the App. The 

person the product is sold to will connect to these product agents via the App (e.g. via geo-tagging 

a user can locate the agent closest to him), and they will in some cases also have some face to 

face goals that the buyer will have to confirm before the agent can earn his commission. The 

buyer will be required to watch, via the App, a product-based introductory and training video, 

affirmed by a short assessment before the product can be accessed etc.  
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Continuous training can be pushed to the App regarding new products and features available 

and/or products that the user is accessing for the first time. Users will be incentivised via the App 

for completing training stages through rewards such as sponsored airtime, data, etc. SMSes will 

be used as an alternative to prompt continuous learning, enticing the user as to how close he is 

to earn his next training reward (e.g. sponsored airtime, data). Users will access and use taken 

up financial products and services via the same App.  

 

The user uptake and usage of this solution will be enhanced by making sponsored devices 

available that meet the minimum hardware requirements, with the App pre-loaded. Although a 

high-level cost estimation is explained in detail under point 6.2.3 of this research report, it is 

important to mention that thorough investigation conducted by the researchers revealed that 

smartphone devices suitable for the purpose of this initiative can be acquired at R300 per handset. 

 

The ideal model for launching this venture will be in partnership with a financial institution and a 

telco. This will enable the full spectrum of financial services to be delivered through the App, while 

the selling of data and airtime on the platform will help making it economically viable in the long 

run. Constraints such as illiteracy and language barriers will be overcome by keeping to video 

content in local languages with easy to use prompts.  

 

6.2 Recommendation: Development of an Educational App Solution for the Digitally 

Ready Young Informal Entrepreneur 
 

6.2.1 Educational App solution’s vision: 

The proposed App solution is intended to provide a digital platform which informal entrepreneurs 

can use to access financial education material at a time and place that is convenient for them. 

Through improved financial education, the informal entrepreneur will achieve improved financial 

protection, and thus have the knowledge and decision-making ability to make better informed 

decisions when accessing financial products and services. This cycle will ultimately result in 

enhanced financial inclusion and financial capability. Knowledgeable, protected and financially 

included informal entrepreneurs are more likely to grow their businesses resulting in more informal 

jobs created and the informal economy to grow. Furthermore, some can opt to register/formalise 

their businesses - leading to a significant contribution to fiscus ((e.g. VAT, income tax (personal 

and corporate)). 
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The App’s key to success will be user adoption and continuous usage, therefore the solution will 

have to be free of charge, practical and easy to use, offer value-added services and rewards to 

keep it in the entrepreneurs’ hands. 

6.2.2 Target market and positioning: 

The App solution is primarily targeted at the youth (age 18-35 years) who forms a large proportion 

of the unemployed in South Africa, and should therefore be positioned as a contributor in 

addressing the high youth unemployment rate in this market segment. In particular, the youth in 

rural areas and black townships are disproportionately affected by high unemployment and the 

proposed App solution should therefore be seen as an intervention to contribute to the economic 

development of these localities. 

 

As technology appeals to the youth, the researchers are of the premise that targeting the youth 

as a primary target market will ensure higher user adoption and usage. The App solution is thus 

positioned to leverage on youth aspiration to improve themselves and enable their participation 

in the mainstream economy. However, is it anticipated that, after user adoption, the youth will 

introduce the App solution to their parents and elders, including the older informal entrepreneurs. 

Thus, subsequently creating a secondary target market for the App solution.  

 

Although the proposed roll-out strategy is explained in detail under point 6.2.5 below, it is 

important to mention here that the researchers intend to target informal spaza owners and telco 

agents as initial distribution agents to market and distribute the App.  

6.2.3 Key features of the App solution and high-level cost estimation 

The App solution will be developed for smartphones. It is envisaged that targeted entrepreneurs 

will use either their own devices or a sponsored economical smartphone.  

 

The proposed App solution will include the following key features: 

 Initial take-up and continuous use of the App will be guaranteed by: 

o Receiving a sponsored smartphone positioned on the aspiration of a brighter future through 

financial education; 

o Receiving rewards/incentives (i.e. airtime, data) as part of the rewards programme upon 

successful completion of a training module; 

o Providing access to certain financial products upon successful completion of certain 

training modules and levels; 
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o Having access to everything via one App, including training material, products and other 

value-added services offered; 

o The option to become a registered product agent with potential of earning additional 

commission. 

 Will aim to enhance user’s financial literacy and knowledge through financial education and 

improve user’s access to financial products; 

 Will deliver financial education programmes through videos with audio in all 11 languages. 

The specific use of video and audio is intended to overcome illiteracy and language barrier 

challenges. The user chooses his preferred language. The audio/visual approach will be 

supplemented by text and illustrations where applicable. 

 To motivate participation and engagement, the App solution will integrate game mechanics - 

a process generally known in the industry as gamification.  

 Financial education will be done in levels/stages, i.e. user will have to complete level one 

successfully before being able to access level two, and so on up to the highest desired level, 

or for the level in line with the user’s intended use of the App solution. 

 

 Summarised education process:  

o Step by step learning through educational levels that consist of audio, video, illustrations 

and text; 

o User accesses material to learn/study; 

o User completes the assessment online once they feel ready; 

o User passes assessment and move to the next training level and receives reward. Where 

applicable user gains access to the desired product or service; 

o User can only move to the next level/get access to product upon successful completion of 

current training module; 

o User continues to next the level up to a certain level where they can also begin to access 

a product under discussion i.e. loan, insurance etc.  

o The App solution will be used as platform to provide access to different types of financial 

products/services targeted at informal entrepreneurs. Thus, will contracted third party 

financial product and service providers be able to sell their products via the App to those 

users who have successfully reached the desired level of financial literacy, specifically 

regarding the product on offer;  
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o The users will be able to ‘shop around’ digitally and select a product that best meet their 

needs. They will only be able to access the selected product if they have completed the 

desired level of training.  

 The App will have an integrated and easy to use loyalty and rewards programme engine; 

 The App will have a document repository function (one-time Know-Your-Customer, e.g. FICA 

/ RICA) 

 The App will have back-end reporting and tracking functionalities, as well as user’s 

activity/progress database. This database can over time be used to generate an in-house 

credit behaviour scoring model, as well as used for user behaviour insights for the 

development of more focused products and marketing strategies; 

 The App will have geo-tagging functionalities in order to connect the user to the agent and/or 

financial services provider(s) nearest to him. 

 

Figure 3 below provides a schematic illustration of the App solution's learning flow possibilities. 

Figure 3: A schematic illustration of the App solution's learning flow possibilities 

 

 

 

 

 

 

 

 

 

 

 

 

A high-level cost estimation of initiating and implementing the App solution initiative: 

Accurate costing of the development and implementation of the proposed App solution will be 

dependent on various variables (i.e. geographic roll-out locations, final number of brand 

ambassadors required; actual advertising rates of final identified above-the-line media etc.). 

However, based on the information currently available the researchers are proposing a high-level 
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cost estimation of R85.5 million for a fully developed financial education App solution, installed 

on a sponsored smartphone handset rolled out to 100,000 young informal entrepreneurs based 

in townships and rural areas throughout South Africa. Thus, at a total all-inclusive cost of R856.00 

per entrepreneur. When taking into account that the National Skills Fund funded a financial 

education initiative that reached 1,633 informal entrepreneurs over a four-year period at a total 

cost of R84million, or R51,439.00 per individual, the App solution’s estimate cost versus projected 

reach is insignificant. Especially when taking into account that once the App solution has been 

developed it will be even more cost effective to replicate the solution in other target areas where 

financial education is needed (i.e. in-school youth, farm workers etc.) 

A detailed breakdown of the high-level cost estimation is accessible by double-clicking on the 

Excel document inserted below:  

High Level Costing 

of App Solution.xlsx
     

6.2.4 App solution ecosystem required: 
 

For the App solution to become a reality, the researchers identified the various role players that 

will be required to successfully address low financial literacy among informal entrepreneurs in 

order to enhance financial inclusion in South Africa. The said role players are categorised as 

follows: 

a) Clients: The proposed App solution’s main target market will be young informal entrepreneurs 

based in townships and rural areas throughout South Africa. 

b) Partners: Identified industry partners required include: Telecommunication Companies; 

Microfinance Institutions; Department of Small Business Development; Small Enterprise 

Development Agency; BankSETA; Financial Sector Conduct Authority; National Credit 

Regulator; National Youth Development Agency, Small Enterprise Finance Agency, SaveAct, 

and Educational curriculum providers/content creators. 

c) Potential Funders/Donors: World Bank; Google; Bill and Melinda Gates Foundation; 

Rockefeller Foundation; Mastercard Foundation; Global Innovation Fund; Omidyar Network; 

Digital Impact Alliance; Warren Buffett; Patrice Motsepe Foundation; Telecommunication 

Companies (CSI Programmes); BankSETA; National Skills Fund; South African Government 

/ Department of Small Business Development and other impact investment agency options. 
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Soliciting sponsorship - The App solution inventors will write and submit funding proposals 

to each of the identified sponsors / funders / donors.  It will be critical that the requirements of 

each funder or donor is known, and those whose agenda has a fit with the proposed 

recommendation will be approached. In essence, the proposal will clarify the following aspects 

of the App solution: 

 The need that the App solution seeks to address; 

 Detailed description of the App solution and how it addresses the identified need; 

 Description of cost implications of realising implementation of the App solution; 

 Highlighting quantifiable in monetary terms benefits of successful implementation of the 

App; 

 Cost/benefit and breakeven analysis to indicate feasibility and sustainability of the App 

solution business. 

d) Developer: The services of a suitable App developer, including rewards programme and 

required backend functionality, will need to be procured. The researchers’ premise is to draw 

from the funder(s)’ expertise and recommendations. 

e) Agents: Spaza shop owners and Telco agents will be targeted as distribution agents. 

f) Financial education and consumer protection curricula – Language is one of the most 

critical considerations in delivering effective financial education content hence it is envisaged 

that the App will allow the selection of preferred language from all South African official 

languages. That on its own, fosters uptake and inclusiveness, generates interest to engage 

with materials as one can successfully follow what is covered in each module. The modules 

will embed a strong emphasis on consumer rights and dispute mechanisms in every step so 

as to build trust towards the financial services provided as well as to overcome the current 

limitations from a redress mechanism perspective. 

 

6.2.5 Rollout strategy 

At the initial stage, key individuals in specific communities will be appointed as ambassadors for 

endorsement to show authenticity of the App as an appropriate platform to deliver financial 

education and consumer protection content to informal entrepreneurs. Appointed key individuals 

will appeal to the primary target market which is the young informal entrepreneur. 

Reach will be enhanced by incorporating a “sharing-is-caring” programme where a user will get 

incentivised (via rewards system in place on the App solution) for referring another user that start 
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using the app successfully. Gamification aspects appealing to the youth will be incorporated. As 

previously mentioned, it is anticipated that, after user adoption, the youth will introduce the App 

solution to their parents and elders, including the older informal entrepreneurs. Thus, 

subsequently creating a secondary target market for the App solution.  

The rollout action steps will entail the following:  

1. Create centres where face-to-face distribution agent training with targeted spaza owners/telco 

agents will take place; this training will be done by dedicated Mobile Master Trainers who will 

form the backbone of the initial roll out; 

2. Distribution agents must complete and pass distribution agent training assessment; 

3. Once an agent passes the assessment, he receives smartphone stock with App solution pre-

installed; 

4. Using a predefined criterion set, the distribution agent identifies trainees and do initial “how-

to” face to face training which will require for the new user to successfully complete the training 

video and accompanying assessment, and grant phone to user; 

5. A new user can either choose to remain a normal user in which case, they access training and 

products according to the level they are on. They will receive pushed advertising from 

registered product agents of suitable financial services, within their specific geo-location; OR  

6. The user can choose to become a distribution agent after successfully completing the agent 

training. However, he will still access normal user training and products according to his level 

and receive pushed advertising from registered product agents of suitable financial services 

within his specific geo-location. 

 

Figure 4 provides a schematic illustration of the proposed roll-out strategy access flow: 
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Figure 4: A schematic illustration of the proposed roll-out strategy access flow 

 

 

 

 

 

 

 

 

 

 

6.2.6 Next phases/scaling potential: 

 

While the App solution is geared towards delivering financial education and consumer protection 

programmes to youth informal entrepreneurs, as well as access to suitable financial products, it 

also holds a potential to deliver functionality in other areas such as: 

a) Integrating informal lenders (Mashonisas): The NCR can use the App to deliver 

messages/information to mashonisas regarding the benefits of registering as a credit provider. 

As a follow-up phase, the App solution can serve as an integrated operating platform for these 

lenders; 

b) Integrating stokvel/savings groups: These community-based organisations can use the 

App solution to access products that can benefit their members which they themselves may 

not be offering; 

c) Peer to peer funding: The App solution can serve as a platform for peer to peer funding, 

based on the individuals’ insights drawn from the in-house credit behaviour scoring model;  

d) Assistance/training to register formally: The App solution can provide information of the 

registration process to formalise informal business and such information could include 

registration with CIPC and SARS (PAYE, VAT, Skills levels and so on). 
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e) Additional value-added services: To be integrated via the App solution include: 

a. An easy to use accounting functionality 

b. Tax solutions integrated with SARS 

c. Assistance with CIPC registrations 

d. A designed-for-purpose payment solution specifically for informal entrepreneurs 

e. Facilitation of prepaid water and electricity, both from a user, as well as an agent point 

of view (additional business and income generating opportunity) 

f. Bill payment portal 

 

6.2.7 App solution initiative’s planned lifecycle: 

The researchers envisage that a Non-Profit Company (NPC) will be the best platform to use as a 

start-up when initiating the project to enable fundraising, especially donor funding. As the project 

grows and becomes self-sustainable, it is planned to transform into a for profit company in order 

to enable participation of private shareholders. This transformation will be achieved by forming a 

for profit company in which the NPC will hold equity together with private shareholders. This will 

be critical in further growing the company to deliver financial education and consumer protection 

materials at a much bigger scale. The NPC will remain in order to continuously ensure that the 

project continues to deliver on its initial mandate. 

6.2.8 Comparative advantages/obstacles of the recommended App solution aimed at  

           enhancing financial education and protection of informal entrepreneurs: 

The realisation of the proposed App solution will present a vast number of advantages; some of 

which are discussed below:   

 It will contribute to scaling up the delivery of more affordable and coordinated financial 

education programmes designed for informal entrepreneurs compared to the current face-

to-face medium of financial education delivery.   

 The App can be accessed by entrepreneurs at any time and place that suit them, at their 

own convenience and without having to travel to training venues that face-to-face methods 

entail. Thus, saving costs both for training sponsors and entrepreneurs.   

 Most informal entrepreneurs cannot afford to be away from their businesses as this result 

in them compromising their daily income. Asking them to take time off from their 

businesses, usually result in them asking for monetary compensation because of loss of 
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income incurred when attending training sessions - money that further contributes to the 

significant cost of face-to-face training.  

 The App solution is therefore likely to increase uptake of financial education programmes 

because of its convenience and the accommodative nature of the informal entrepreneurs’ 

schedule. 

 The App solution creates opportunities for participation of the youth in the economy as 

some will either become distribution agents, distributing and/or marketing the App, while 

others will continue to run their various types of businesses with better financial 

management skills and higher levels of education and protection after going through the 

training modules delivered through the App solutions.   

 The App provides genuine, non-manipulative access to financial services and information 

to anchor transparency as once the information is on the App it is accessible to anyone 

and can be tested and challenged to ensure consumer protection even during dispute, 

whereas sometimes in face to face/one on one sessions a consumer can be told one thing 

whilst they end up appending signature or signing up for something else. Also, the recourse 

departments can be linked directly to consumer complaints without the interference of the 

service provider concerned if their complaints are not resolved within indicated internal 

processes within that service provider. Because of the App’s link to local service providers 

per geo-tagged location, it assures the consumer which service providers are legitimate 

and which ones are operating dodgy businesses which in turn should encourage all service 

providers to consider registering their businesses as the App also becomes their marketing 

platform. Thus, the App solution can be used to monitor market conduct.  

Although the App solution has huge potential, there are a number of hurdles that need to be 

crossed before it can become a reality: 

 The App solution development is dependent on donor funding which may pose challenges 

to access. However, the researchers will attempt to address this by presenting a 

compelling value proposition of what the App solution can do in enhancing financial 

inclusion of informal entrepreneurs and ultimately contribute to broader economic inclusion 

and development goals of the country.  

 Projects entailing various stakeholders may present coordination challenges, especially 

when their interests become divergent. It will therefore be important to identify an institution 

with authentic authority to take the leadership role and drive coordination, working in close 

proximity with the initiator of the App solution initiative. 
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 The App is mainly targeting the youth, as per official definition, who live in townships and 

rural areas because this market segment is digitally ready and is also disproportionately 

affected by unemployment. However, the researchers remain cognisant of the fact that the 

need for financial consumer education and protection and financial inclusion go beyond 

youth informal entrepreneurs. Therefore, the App solution strategy is to utilise the youth to 

influence and recruit those informal entrepreneurs who are digitally ready in order for them 

not to be excluded from participation in the digital delivery of financial education and 

consumer protection. 

Furthermore, should the proposed youth informal entrepreneur App solution model prove 

to be successful, the possibility exists to duplicate to model to also reach other target 

markets in need of financial education and inclusion such as in-school youth, general 

consumers, women groups etc.  

6.3 Conclusion  

The App targets digitally ready youth entrepreneurs from townships and rural areas to promote 

their financial inclusion, through financial education, as youth is one of the identified segments 

disproportionately affected by unemployment. This study reveals that despite various efforts used 

to conduct financial education in South Africa, there is limited reach to the informal businesses, 

both rural and urban informal entrepreneurs suffer significant financial exclusion, although those 

from the townships had a better understanding of basic financial concepts than their rural 

counterparts. Awareness raising regarding the services and platforms available to financial 

consumers including detail on how to deal with financial related disputes is a big gap to be bridged 

for informal entrepreneurs. Digital technologies offer an avenue for the development of consumer 

financial education programmes and advantages of digital delivery need to be exploited (FinMark 

Trust 2016; OECD (2018).  

After considering and investigating multiple options, the App solution was identified as the best 

solution to counter various face to face training costs, as a much more inclusive tool to host 

consumer education, informed content, provide easy access and usage of financial services, 

transparency and recourse built in and by that the platform will provide a one stop efficient, 

effective solution.  
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APPENDIX A: Summary of entry-level bank accounts in South Africa with associated 

fees: 

 

 

Source: BusinessTech (2017) 
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APPENDIX B: Summary of the most significant financial education initiatives in South 

Africa 

 

Institution 

Name of 
programme 
and type of 

material Target Group Delivery Channel Reach 
Potential for 
collaboration 

    IY W E F B/IC G       

Financial 
Services Board 

Financial 
Education 
awareness and 
special 
programmes x x   x x x 

TV screens in public 
places; radio at train 
stations, taxis, web-
based material, training 
workshops, training 
teachers.   

Critical in 
expanding 
services to 
workers and 
MSMEs 

The National 
Consumer 
Financial 
Education 
Committee 
(NCFEC) 

Develop, 
implement and 
monitor national 
consumer 
financial 
strategy x           

Working on embedding 
financial literacy in the 
school curriculum     

National Credit 
Regulator 

Credit 
consumer 
protection           x 

Awareness campaigns, 
training workshops, TV 
and radio interviews 

25 million 
(2013/14)   

KZN Financial 
Literacy 
Association 

High school 
annual 
competition x   x       

Research and 
presentations by 
students. Training 
workshops   

Potential to 
expand to reach 
MSMEs as well 

BANKSETA 

Consumer 
education 
focused on 
credit through 
consumer 
education 
material         x x 

Financing and training 
service provision     

BASA 

In school teach 
children to save 
initiative x           

Incorporated in the 
Economic Management 
Science subject, 
celebrity ambassadors 
and competition 

1,2 million 
learners   

South Africa 
Insurance 
Association 
(SAIA) 

Teacher 
development, 
promotion of 
savings culture x       x x 

Community radio, 
industrial theatre   

Might have 
resources to 
extent 
programme to 
other sectors 

Association for 
Savings and 
Investments 
South Africa 
(ASISA) 

Saver Waya-
Waya (save all 
the time) and 
various other 
projects    x x      x 

Workshops, industrial 
theatre, community 
radio 

25,000 
across all 
projects 

 Potential, 
especially to 
overcome 
funding 
challenges and 
to increase 
reach 

Savings 
Association of 
South Africa 
(SASI) 

July - National 
savings month           x 

Educational material 
and media campaign 
during annual national 
savings month     

Old Mutual 

Fin360 and on 
the money 
programmes   x     x x Modular based training   

Potential for 
accessing funds 
for supporting 
workers and 
consumers of 
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microfinance 
institutions  
 

Institution 

Name of 
programme 
and type of 

material Target Group Delivery Channel Reach 
Potential for 
collaboration 

    IY W E F B/IC G       

Stanlib 

Movie on 
financial 
education x       x   

Movie screens in 
theatre 45,000 

In partnering to 
develop material 
and outreach for 
entrepreneurs 

ABSA 
Bubomi (it is 
life) initiative   x     x x Classroom training 500,000  

Partnering to 
develop a 
programme for 
workers and 
trade union 
members 

Standard Bank 

Workshop for 
low income 
consumers x       x x 

Classroom training and 
radio for awareness  800,000   

FNB 

Money smart 
concept 
packaged in 10 
unit courses         x x 

Retired bankers 
volunteer to do training 
in communities 59,300   

Nedbank 

My financial life 
and my money 
map and pre-
retirement 
preparations x x      x x 

Online courses and 
face to face workshops 

 2,700 for 
the pre-
retirement 
initiative 

 Collaboration 
with wellness 
practitioners, 
financial 
planners 

FinMark Trust 

Institutional and 
organisational 
development, 
have developed 
a financial 
education tool 
kit             

Research training 
workshops and online 
training   

Collaborating in 
developing 
interventions 
that complement 
their efforts such 
as material 
development, 
training trainers 
and 
development of 
a reporting 
framework 

Avocado 
Vision 

Various 
financial 
education 
programmes  x x x  x  x  x 

Face to face training 
workshops; story 
telling, card games, 
role play, calculation 
exercises 320,000 

Currently in 
collaboration 
with Coronation 
for school 
project 

World Bank and 
International 
Finance 
Corporation 
(IFC) SME tool kit     x       Online SME tool kit     

Small 
Enterprise 
Development 
Agency (SEDA) 

Basic 
Entrepreneurial 
Development 
Programme 
(BESD)   x    

One on one skills 
development 
programme for weekly 
over 15 month period 1,633 

 
BESD is an 
integral 
component of 
NIBUS strategy 
and lends itself 
for collaboration 
with 
BANKSETA, 
Service SETA, 
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Wholesale and 
Retail SETA 

 
 
 
 
 
 
           

Institution 

Name of 
programme 
and type of 

material Target Group Delivery Channel Reach 
Potential for 
collaboration 

    IY W E F B/IC G       

SaveAct 

Masongeni, 
sandise 
ingeniso – 
Savings 
together, 
growing 
together  x x x   

Group-based dialogue, 
case studies and 
stories 15,000 

Pilot Saving 
Groups linked to 
banks for digital 
adoption, 
member profiling 
and tracking. 
Also to pilot 
cash-in and 
cash-out 
vendors in 
remote 
locations. 

Small 
Enterprise 
Foundation 
(SEF) 

Technical 
learning 
conversations 
and Financial 
Education   x    

Face to face 
interactions during SEF 
client centre meetings 45,000 

Not according to 
SEF 

Hollard 
Training 
courses         x x Training workshops     

           
 

Key: W-Workers | E-Entrepreneurs | IY-In-school Youth | F-Farmers | G-General Consumers | B/IC-Bank or 

Insurance Client
Source: Sibanda and Sibanda (2016) and Research project primary research findings (). 
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APPENDIX C: Informal business owner research instrument 
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APPENDIX D: Institution research instrument 

 

QUESTIONNAIRE INTRUMENT FOR INSTITUTIONS   
 

PROMOTING FINANCIAL INCLUSION OF INFORMAL BUSINESSES THROUGH EFFECTIVE DELIVERY OF FINANCIAL 
EDUCATION AND CONSUMER PROTECTION IN SOUTH AFRICA 

 

 

The following questions are to assist the Wits Business School | BANKSETA students in completing a research 
project, which is examining how financial consumer education and consumer protection can promote financial 
inclusion in South Africa. The outcome of this study, including recommendations, will be presented to the University 
and the BANKSETA.  
 
 
Interviewer:      _______________________________________________ 
 
Date of interview:   ______________________________________________________ 
 

 

 
INSTITUTION THAT CONDUCTED THE FINANCIAL EDUCATION PROGRAMME/ INITIATIVE: 
 
1) Name of institution: _____________________________________________________________________ 
 
2) Location of institution: __________________________________________________________________ 
 
3) Type of institution: _____________________________________________________________________ 
 
4) Industry in which it operates: _____________________________________________________________ 
 
 
EDUCATION PROGRAMME/ INITIATIVE: 
 
5) What is/was the name of the programme/ initiative: __________________________________________ 

 
__________________________________________________________________________________________ 
 
6) When was it implemented; when did it end: _________________________________________________ 
 
__________________________________________________________________________________________ 
 
7) How many people were in the project team: _________________________________________________ 
 
8) Who managed the project: _______________________________________________________________ 
 
9) How was the project funded: _____________________________________________________________ 
 
__________________________________________________________________________________________ 
 
10) How much did the project cost: ___________________________________________________________ 
 
__________________________________________________________________________________________ 
 
11) What were the objectives of the project: ____________________________________________________ 
 
__________________________________________________________________________________________ 
 
__________________________________________________________________________________________ 
 
__________________________________________________________________________________________ 
 
__________________________________________________________________________________________ 

 
__________________________________________________________________________________________ 
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12) Who was the target market(s) of the project: 
 

 
a. Population groups 

 

 
 

 
b. Gender 

 

 
 
 

 
c. Age groups 

 

 

 
d. Geographical area (province; 

town; urban/rural) 
 

 

 
e. Industry target group 
 
 
 
 
 

 
Workers 

 

 

 
Entrepreneurs 

 

(formal/informal sector) 
 

 

 

 
In-school Youth 

 

 

 
Farmers 

 

 

 
General Consumer 

 

 

 
Bank or Insurance 

Client 
 

 

 

 
Other 

 

 

 
 
13) Give summary of project mechanics: ______________________________________________________ 
 
__________________________________________________________________________________________ 
 
__________________________________________________________________________________________ 
 
__________________________________________________________________________________________ 
 
__________________________________________________________________________________________ 
 
__________________________________________________________________________________________ 
 
14) Type of materials used (e.g. video):  _______________________________________________________ 
 
__________________________________________________________________________________________ 
 
__________________________________________________________________________________________ 
 
__________________________________________________________________________________________ 
 
15) Delivery channels used (e.g. radio): _______________________________________________________ 
 
__________________________________________________________________________________________ 
 
__________________________________________________________________________________________ 
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16) Which tools were used to determine the outcome/success/failure of this specific initiative: 
 
__________________________________________________________________________________________ 
 
__________________________________________________________________________________________ 
 
__________________________________________________________________________________________ 
 
__________________________________________________________________________________________ 
 
 
17) What were the project outcomes: _________________________________________________________ 
 
__________________________________________________________________________________________ 
 
__________________________________________________________________________________________ 
 
__________________________________________________________________________________________ 
 
18) How many people (target audience) were reached: ___________________________________________ 
 
__________________________________________________________________________________________ 
 
__________________________________________________________________________________________ 
 
19) Summarise the challenges experienced during project: _______________________________________ 
 
__________________________________________________________________________________________ 
 
__________________________________________________________________________________________ 
 
__________________________________________________________________________________________ 
 
__________________________________________________________________________________________ 
 
20) Will the project be repeated in future (when/how): ___________________________________________ 
 
__________________________________________________________________________________________ 
 
__________________________________________________________________________________________ 
 
__________________________________________________________________________________________ 
 
21) What will/must be done differently when repeating the project, kindly elaborate on statements:  

 
__________________________________________________________________________________________ 
 
__________________________________________________________________________________________ 
 
__________________________________________________________________________________________ 
 
__________________________________________________________________________________________ 
 
__________________________________________________________________________________________ 
 
 
22) Is there scope for collaboration with other financial education initiatives/implementing partners, kindly elaborate 

on statement (e.g. bank and telcos): 
 
__________________________________________________________________________________________ 
 
__________________________________________________________________________________________ 
 
__________________________________________________________________________________________ 
 
__________________________________________________________________________________________ 
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23) How do you feel about the following statements, please elaborate as comprehensively as possible: 
 

23.1) There is a need to standardise the financial curriculum of these types of financial education  
          initiatives as it will enhance the capacity and reach among implementation partners: 

 
 
 
 
 
 
 
 
 

23.2) There is a need to develop a database of financial education stakeholders as that will enhance  
         the capacity and success rate of these types of financial education initiatives:  

 
 
 
 
 
 
 
 
 
 

23.3) Financial education initiatives should be upscaled to increase outreach. FinTech and Digital  
         Financial Services are two areas that could assist in reaching increased outreach: 

 
 
 
 
 
 
 
 
 
 

23.4) Improved and upscaled financial consumer education will result in improved and more  
         comprehensive financial consumer protection: 

 
 
 
 
 
 
 
 
 
 

23.5) There is a need to develop standarised impact assessment tools and to document the success  
          factors of the various financial education models accordingly. 
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24) Any additional comments/information/recommendations you would like to add that can benefit the outcome of this 
study: 

 
__________________________________________________________________________________________ 
 
__________________________________________________________________________________________ 
 
__________________________________________________________________________________________ 
 
__________________________________________________________________________________________ 
 
__________________________________________________________________________________________ 
 
__________________________________________________________________________________________ 
 
__________________________________________________________________________________________ 
 
__________________________________________________________________________________________ 
 
__________________________________________________________________________________________ 
 
 
 
 
 
THANK YOUR FOR YOUR PARTICIPATION AND TIME 
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Appendix E: Data collected from the six key institutional stakeholders 
 

Institution 
 

Programme time period/duration and mechanics 

 

Retail Bank February 2017 to November 2017. Face to face workshop engagement on lifestyle after retirement, suitable banking products 

and options for retirees. 

NPO (I) 2012 to date. Face to face educational sessions with rural women entrepreneurs delivered via development facilitators.  

NPO (II) 2008 to date. Face to face educational sessions with rural women entrepreneurs delivered via facilitators. 

NPO (III) 2014 to date. Interactive face to face workshops with edutainment aimed to transfer financial knowledge and change consumer 

behaviour of mainly peri-urban community members and TVET final year students. 

State-owned 2014 to January 2018. One-on-one coaching methodology over 15 months aimed on skills development of informal emerging 

entrepreneurs. 

Company 2008 to date. Each project is different, however face-to-face financial skills training is used most often to reach and empower 

consumers across all target markets. 
  

 

Institution Cost of programme and how was it funded vs estimated number of consumers reached 

 
 

Retail Bank R1,5 million | funded by the bank’s consumer financial education fund | Reach: 2,700. 

 

NPO (I) 
In excess of R2 million | funded through grants and self-funding | Reach: 45,000 

 

NPO (II) 
Difficult to quantify cost| funded by donors | Reach: 15,000 

 

NPO (III) 
Unknown as respondent did not disclose | donations |  Reach: 25,000 

 

State-owned 
R84 million | funded by the National Skills Fund (NSF) | Reach: 1,633 

 

Company 
Difficult to say as each project is costed differently | funding from financial institutions | Reach: 320,000 
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Institution 
 

Programme challenges and learnings 

 

Retail Bank The programme is not scalable given the demand and a new delivery method is required – possible via digital and other 

electronic means. 
 

NPO (I) 
Language barriers and delivering the training to large groups at a time due to demand, however making it difficult to monitor 

and manage. 

 

NPO (II) 
Effective training operating across a large region, demands good training and facilitation skills, however is often in short supply. 

 
NPO (III) 

Attrition remains a challenge in that many consumers start the programme, however get lost along the way. Employers are 

also sometimes reluctant to release workers for a 6-hour workshop. Community radio turned out not to be effective for this 

specific initiative.  

 
 

State-owned 

Attrition was very high 18% as training candidates displayed an anticipation of being financially rewarded for participating in 

the programme. Coach staff-turnover was another challenge. 

 

Company 

Funders are ignorant to the realities of the lives of targeted consumers and expect financial education programmes to have a 

level of sophistication, technology, communication standards and responsiveness that is just not realistic if a consumer is 

living under the breadline. Funders further want to target higher income consumers for the benefit of turning them into business 

prospects, which is not in line with the objective of financial education aimed to foster financial inclusion. 
  

 

Institution 
 

Will programme be repeated and is there scope for collaboration? 

 

Retail Bank No, not in its current format. 

 

NPO (I) 
Yes, the programme is ongoing with 6 more branches to be added in February 2019. 

 

NPO (II) 
Yes, the programme is ongoing. 

 

NPO (III) 
Yes, some of the programmes are ongoing and some will be repeated in future 

 

State-owned 

Yes, is currently in the process of appointing suppliers as the NSF approved for the reanimation of sites in Soweto, Kimberley 

and Bloemfontein. 350 informal emerging entrepreneurs will be targeted. 
 

Company 
Yes, 15 consumer education programmes are currently running simultaneously in nine provinces.  
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Institution 
 

The institutions’ viewpoint on the statement that there is a need to standardise the financial curriculum of financial 

education initiatives as it will enhance the capacity and reach among implementation partners 
 

 

Retail Bank 
Yes, to reach the required impact the curriculum needs uniformity. 

 

NPO (I) 

Yes, it may work. However, the level of financial literacy varies across the country and from context to context which might be 

a challenge. 
 

NPO (II) 
No, standardisation will lead to stagnation. 

 

NPO (III) 

No, stakeholders must align with the framework already put in place by the National Consumer Education Committee, which 

is chaired by National Treasury. 

 

State-owned 

Yes, as it will ensure that all training initiatives are done at the same level of quality. However, the standardised curriculum will 

have to match the level of the intended target audience. 

 

Company 

Yes. However, the body developing the said standardised curriculum must understand on-the-ground classroom challenges 

experienced such as literacy levels and language limitations. 
 

 

Institution 
 

The institutions’ viewpoint on the statement that there is a need to develop a database of financial education 

stakeholders as it will enhance the capacity and success rate of these types of financial education initiatives 
 

 

Retail Bank 

Yes as it will ensure that institutions don’t all focus on the same target market. A database will make tracking of who, when 

and which areas were covered very easy. 
 

 

 

NPO (I) 

Yes, a database will allow stakeholders to share success stories which may improve financial inclusion nationally. This will 

only work if the database is managed in a timeous and accurate manner. Database recording keeping supported by 

communities of practice around financial education and financial education index date made available through publications 

and central repositories may work. 

 

NPO (II) 

Yes, if done as part of a bigger initiative to relook how financial education is done in South Africa in totality. 

 

NPO (III) 

Yes, the National Consumer Education Committee, National Treasury and the Financial Sector Conduct Authority (FSCA) are 

already planning to this. 

 

State-owned 

Yes, but the database should include both financial education and other education stakeholders. This will allow for better 

collaboration between parties and avoid duplication of efforts. 

 

 

Company 

Yes, however the management thereof should be done in a timeous and accurate manner and by a neutral party. It would be 

beneficial to include additional information there as well like cost-to-benefit ratios to allow for the sharing of success stories 

amongst parties. 
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Institution 
 

The institutions’ viewpoint on the statement that financial education initiatives should be upscaled to increase 

outreach. FinTech and DFS are two areas that could assist in reaching increased outreach. 
 

Retail Bank Yes, these two areas are needed. 

 

 

NPO (I) 

Yes, but for the purposes of reducing administrative workload and to assist with monitoring process. It is however unlikely that 

outreach will be increased as clients are illiterate women in rural areas who are not familiar with digital platforms. 

 

NPO (II) 

Yes, as it can possible address the major gap where government provide social grants without addressing recipients’ capability 

to use and manage the grant money responsibly. 

 

NPO (III) 

Yes, the National Consumer Education Committee, National Treasury and the Financial Sector Conduct Authority (FSCA) are 

already planning to this. However, it must be remembered that Fintech is not suited for all South African audiences. 

 

State-owned 
Institution couldn’t provide an opinion on this statement. 
 

 

Company 

No, the target population don’t have access to and can’t afford the connectivity to make digital financial education solutions 

viable. 
 

 

Institution 
 

The institutions’ viewpoint on the statement that improved and upscaled financial consumer education will result in 

improved and more comprehensive financial consumer protection 
 

Retail Bank Yes, but more than awareness is required. Financial capability is a personal decision and therefore requires the market 

changing their behaviour to achieve the required results. 
 

NPO (III) 

Only if the curriculum specifically addresses key elements of consumer protection. As it stands consumer education should 

be viewed as a contributing factor to consumer protection, however not a sole player in bridging the niche. 
 

NPO (II) 
Not likely to make a big difference unless practical opportunities to immediately apply what was learned are made available. 

 

 

NPO (III) 

Yes, if the content specifically focusses on this. However, human behaviour needs to be taken into account here as well. 

“Advising consumers of fraudulent schemes has been ongoing for ages and yet consumers across the board still get 

scammed.” 

 

State-owned 

Institution couldn’t provide an opinion on this statement. 

 

Company 

Yes, but access to more funders is the key as more funds will enable us to reach thousands more consumers and to create 

new training enterprises. “That is the kind of up-scaling that we would be interested in supporting.” 
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Institution 
 

The institutions’ viewpoint on the statement that there is a need to develop standardised impact assessment tools 

and to document success factors of the various financial education models accordingly 
 

Retail Bank Yes, it will assist in tracking impact of initiatives. 

 

 

NPO (I) 

No, it may be possible to establish general guidelines for feasibility and relevance purposes, but not to standardize tools and 

methods. 

 

NPO (II) 

Yes, there is some need. However, more research is required. 

 

NPO (III) 

Yes, the National Consumer Education Committee, National Treasury and the Financial Sector Conduct Authority (FSCA) are 

already planning to this. 

 

State-owned 

It is a great idea, however the practicality of it is in question as each education initiative has a different set of objectives and 

therefore different success factors. 

 

Company 

Yes, however the potential impact that such an assessment tools/reporting method will ultimately have is in question.  

 

 

 


