

















Making financial

markets work for

Uganda’s landscape of Access

The FinScope survey provides a measure and understanding of consumer demand with regard to four categories of financial
products namely: transacting, savings, credit and insurance products.

The Landscape of Access serves as an indicator to describe:

B Transactions: the proportion of the adult population with a secure mechanism in which funds can be deposited, transmitted
and withdrawn to meet regular transactions needs

B Savings:the proportion of the adult population with a means of accumulating money, whether on a contractual or discretional
basis

B Credit: the proportion of the adult population with funds/services having been provided in advance against a committed
repayment stream

B Insurance: the proportion of the adult population with a product/products covering a defined risk event in return for a
premium (includes life, burial, health and short-term insurance)
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B The 2009 Landscape of Access for Uganda clearly illustrates a savings and credit oriented consumer demand. It further
illustrates the role the informal sector plays in pushing out the restrictions of financial access




FinScope footprint

FinScope surveys create an understanding of consumer perceptions and behaviours by exploring either individuals” or small business
owners' interactions with the financial sector as a whole.

Since its development, a nationally representative FinScope survey has been implemented in Africa, while repeats have been
implemented in eight countries.

The survey covers in relative detalil inter alia the following aspects:

The landscape of financial access in terms of the four basic transaction categories of: credit and loans, transacting, savings and
investments as well as insurance (long- and short term)

Formal and informal financial activities and services utilized as well as the rationale for choosing the services used

Experiences with and perception of financial service providers — formal and informal

Drivers and processes of financial decision-making

Barriers to access of financial products and services
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Contact

The FinScope Uganda database offers a wealth of information that could be mined in more depth — for more information contact:

Jabulani (Sizwe) Khumalo Uganda Samuel Sentumbwe
jabulanik@finmark.org.za @ Insure_rs. samuel.sentumbwe@uia.co.u
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