
FinScope Ghana 2010

Launch Presentation

25 November 2010

Irma Grundling, Trevor Kaseke

Making financial markets work for the poor



REPUBLIC OF GHANA

Ministry of  Finance and 

Economic Planning

FinScope Ghana 2010



FinScope Ghana 2010 objectives

• To determine levels of access to financial services nationally, urban-

rural, and provincial

• To describe the current landscape of access

• To identify barriers to financial inclusion

• To facilitate debate around the demand for financial services and 

barriers to access

• To stimulate financial sector intervention:

• By policy makers and regulators to address barriers to access

• By financial services providers to develop innovative products and 

services to meet the demand

• To serve as a benchmark to assess the impact of interventions over 

time



Survey Methodology

• Sample by Ghana Statistical Service

• Multistage random sampling procedure 

• Geographical (enumerator areas)

• Household

• Individuals (15 years and older)• Individuals (15 years and older)

• Sample representative at:

• National

• Urban-rural

• Regional level 

• Total sample achieved of 3,643



Realities of People’s Lives:

Financial inclusion in context
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11.1

7.6

No formal education

Pre-school/some primary

Primary complete

Highest Level of Education

40.2
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2.5

3.1

Some secondary

Secondary complete

Some university

Technical/teacher training
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Western

10.7

Central

7.8

Brong Ahafo

9.4

Northern

9.4

Upper East

4.2

Upper West

2.7

Geographical Distribution

Greater Accra

18.2

Volta

7.8Eastern

9.6

Ashanti

20.2

Urban

41.4

Rural

58.6



8.1%

33.0%

5.2%

18.0%

12.7%

21.6%

2.7%
10.5%

80% of adults have to fetch water …

38.9%

7.6%

20.6%

26.2%

21.1%

23.2%

50.6%

Urban Rural Total

Own tap Public tap Protected natural source Unprotected natural source Other



12.4%

25.3%

.9%

.1%

.4%

14.2%

35.8%

26.9%

Almost 30% of adults have no 

sanitation facilities

35.6%

3.2%

16.6%

36.9%

26.5%

30.8%

34.4%

Urban Rural Total

Flush toilet Ventilated improved pit (VIP) latrine Traditional pit toilet Bucket / pan No facility



11.2%
7.5%

27.0% 28.3%

1.1% .3%
4.8% 3.8%

22.4%

10.0%

36.4%

43.5%

7.7%
1.3%

15.7%

25.0%

Access to Facilities

87.7%
92.2%

68.2% 67.9%

Market Primary school Health 

clinic/hospital

Post office

Less than 30 minutes 30 minutes to 1 hour

More than 1 hour

70.0%

88.7%

47.9%

31.5%

Market Primary school Health 

clinic/hospital

Post office

Less than 30 minutes 30 minutes to 1 hour

More than 1 hour

% of Urban adults % of Rural adults



16.8%

25.8%

20.2%

8.2%

23.3%

14.0%

Distance to Banks (Those  who use banks)

75.0%

50.9%

65.8%

Urban Rural Total

Less than 30 minutes 30 minutes to 1 hour More than 1 hour



Income Generation
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6.3%

32.7%

14.7%

38.5%

24.1%

Depend on a household member to pay for your expenses (paren

Income from farming (includes selling crop produce, selling

Income from own business (such as trading, providing service

Income generation activities

(% of total adult population)

5.3%

8.4%

20.8%

19.7%

6.3%

4.8%

6.3%

14.7%

Piece jobs

Depend on a household member to give you money or goods to u

Receive wages or salary

Depend on a household member to pay for your expenses (paren

Rural Urban



Financial Inclusion

Financial inclusion estimates and indicators calculated for 

individuals 18 years and older only
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The FinScope methodology uses financial product usage to 
segment the adult population

Financially Excluded = adults who do 
not have/use any financial products 
and /or services – if borrowing, they 

rely only on friends/family; and if 
saving, they save at home

Defining Financial Inclusion

Total Adult Population –
minimum age defined by the 
age at which individuals can 

enter into a legal financial 
transaction in their own 

capacity

saving, they save at home

Financially Included = adults who 
have/use financial products and/or 

services - formal and/or informal



Financially Included = 
adults who have/use 

Formally served = adults who 
have/use financial products and/or 

services provided by a regulated 
financial institution (bank and/or non-

Defining Financial Inclusion

adults who have/use 
financial products and/or 
services - formal and/or 

informal Informally served = adults who 
have/use financial products and/or 

services which are not regulated, e.g. 
cooperatives, farmers associations, 

savings clubs/groups, private 
moneylenders

financial institution (bank and/or non-
bank)



Formally served

Banked = adults who have/use 
financial products and/or services 

provided by a commercial bank 
regulated by the central bank 

Defining Financial Inclusion

Served by Other Formal financial 
institutions = adults who have/use financial 
products and/or services provided by 
regulated non-bank formal financial 
institutions (e.g. regulated microfinance 
institutions, insurance companies, retail 
credit providers, remittance service 
providers)



Formally served Have/use bank 
AND non-bank 

Have/use only 
bank products Have/use only 

non-bank formal 

Financial Inclusion

Defining Financial Inclusion

Informally served
Have/use bank 
products AND 
informal products

AND non-bank 
formal products

non-bank formal 
products

Have/use bank AND 
non-bank formal 

products AND 
informal products

Have/use 
only informal 
products

Have/use non-bank 
formal products 

AND informal 
products



40.7%

33.9%

Formal

Banked

% Usage of Financial Products

Total adult population

19.8%

29.4%

Other Formal

Informal



60.6%

51.7%

Formal

Banked

Usage of Financial Products 

% of urban adult population

32.8%

31.9%

Other Formal

Informal



26.5%

21.1%

Formal

Banked

Usage of Financial Products 

% of rural adult population 

21.1%

10.4%

27.5%

Banked

Other Formal

Informal



82.9

72.7

Transactional 

products

Savings products

What is driving ‘banking’?

23.4

12.9

Remittances

Credit products

% of banked population



17.1

68.9

The banked population – product ‘fit’

82.9

31.1

Have transactional product Carried out 'transactional activities'

Yes No



39.6

50.0

Savings products

Remittances

What is driving ‘Other Formal’?

5.4

14.3

22.3

E-zwich

Credit products

Insurance products

% of population with non-bank formal products



71.6

20.2

Informal savings products

Informal credit products

What is driving ‘informal’?

15.9

4.7

Informal remittances

Informal insurance

% of population informal products



15.2
7.9

3.6

Banked (34%)

Other formal 

(20%)

Overlaps in Product Usage

(% of total adult  population)

5.8

5.1

15.3

3.2

Informal (29%)

Excluded 
(44%)

81%55%

48%



Financial Access Strand
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33.9 6.8 15.3 44.0

Financially served (56%)

Formally served (40.7%)

Access Strand – Ghana 2010

Have/use a commercial bank product

Have/use other formal products (non-bank) but have/use no commercial bank products

Have/use informal products only

Have/use no financial products

Informally served ONLY (15.3%)



47.9%

36.2%

36.8%

35.5%

37.1%

26.0%

9.7%

8.9%

6.0%

2.5%

6.4%

3.6%

12.4%

14.3%

13.2%

17.8%

12.4%

24.7%

30.1%

40.7%

44.0%

44.2%

44.2%

45.7%

Greater Accra

Ashanti

Western

Central

Eastern

Upper East

Comparing Access by Region

26.0%

28.1%

17.3%

16.1%

23.2%

33.9%

3.6%

7.2%

7.1%

2.9%

3.1%

6.8%

24.7%

16.5%

22.6%

21.6%

10.5%

15.3%

45.7%

48.2%

53.0%

59.5%

63.2%

44.0%

Upper East

Brong Ahafo

Northern

Upper West

Volta

Total

Have/use a commercial bank product Have/use other formal products (non-bank)

Have/use informal products only Have/use no financial products



51.7% 8.9% 11.0% 28.5%Urban

Comparing Access - Urban-Rural

21.1%

33.9%

5.4%

6.8%

18.4%

15.3%

55.1%

44.0%

Rural

Total

Have/use a commercial bank product Have/use other formal products (non-bank)

Have/use informal products only Have/use no financial products
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45

41

34
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23

4

2

18

7

6

18

10

1

8

15

17

26

26

52

33

44

46

33

RSA '09

Namibia '07

Botswana '09

Ghana '10

Nigeria '10

Kenya '09

Comparing Access across Countries

23

21

19

14

14

12

12

18

7

7

7

9

4

1

26

42

19

27

14

28

9

33

30

55

52

63

56

78

Kenya '09

Uganda '09

Malawi '08

Rwanda '08

Zambia '09

Tanzania '09

Mozambique '09

Have/use a commercial bank product Have/use other formal products (non-bank) NOT a bank product

Have/use informal products only - no formal product Have/use no financial products



37.5%

77.1%

7.1%

5.2%

21.6%

6.3%

33.9%

11.3%

Income from own business (28% of adults)

Receive wages or salary (12% of adultts)

Comparing Access – Income generating activities

17.3%

37.5%

5.2%

7.1%

16.8%

21.6%

60.7%

33.9%

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

Income from farming (25% of adults)

Income from own business (28% of adults)

Have/use a commercial bank product Have/use other formal products (non-bank) NOT a bank product

Have/use informal products only - no formal product Have/use no financial products



Landscape 0f Financial Access
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Landscape of Access

• The FinScope Landscape of Access describes the percentage of the 

adult population:

• who have/use TRANSACTIONAL products  formal or informal

• who have/use CREDIT products - formal or informal• who have/use CREDIT products - formal or informal

• who have/use SAVINGS products - formal or informal

• who have/use INSURANCE products - formal or informal

• who use REMITTANCE products – formal or informal



37.2

45.5
15

20
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Transactional

SavingsRemittance

Landscape of Access – Ghana 2010
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CreditInsurance



37.2

19.9

34.2

15

20

25

30

35

40

45

50

Transactional

SavingsRemittance

Informal sector pushing out the 
boundaries of access

Total

Role of the Informal sector

45.5

14.3

5.4

19.9

32.5

7.7

4.1

16.2

0

5

10

15 Savings

CreditInsurance

Remittance

Formal TotalTotal Formal
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24.7
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30
Transactional

SavingsRemittance

7.8

2.8
4.1

9.9

0

2

4

6

8

10
Transactional

SavingsRemittance

Roles of the Different Sectors

Other formal 

institutions

24.7

4.4

7.9
0

5

CreditInsurance

CreditInsurance

21

5.9

1.4

4.7
0

5

10

15

20

25
Transactional

Savings

CreditInsurance

Remittance
Banks

Informal 

sector



Financial Behaviour: Saving
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Not saving/putting 

moneyaway, 36%

Claimed savings

Saving/putting money 

away, 64%
•no difference between male and female

•no difference between urban & rural

•45.5% have savings products

•32.5% have FORMAL savings 

products

•21% have INFORMAL savings 

products



56.7%

31.7%

25.4%

62.9%

Bank

At home/secret hiding place

Saving mechanisms – Rural vs. Urban

% of those who save

3.9%

4.1%

18.8%

2.1%

7.2%

19.1%

Savings and Loans Company

With a family / household member / friend

Susu collector / group

Rural Urban



17.6%

22.7%

39.3%

37.3%

51.1%

13.2%

13.6%

19.4%

35.9%

37.3%

59.5%

For old age

For expanding business /buy business stock

For emergency (funeral, medical)

For education 

For meeting household needs 

Reasons for saving

% of those who save

8.2%

5.4%

9.3%

8.8%

2.2%

12.2%

12.5%

3.5%

6.0%

7.5%

8.6%

9.2%

9.4%

11.0%

12.6%

13.2%

To acquire household assets or property

To pay off debts

For social reasons

For purchasing or building a house

For agricultural implements 

For improving a house

For starting a business

For agricultural inputs 

Rural Urban



Financial Behaviour: Borrowing
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Claimed borrowing

19%

Claimed borrowing

Claimed not to have 

borrowed

81%

•no difference between male and female

•no difference between urban & rural

•14.3% have CREDIT products

•7.7% have FORMAL credit products

•8% have INFORMAL credit products



7.6%

28.9%

55.1%

3.2%

17.5%

74.3%

Credit unio

Bank

Friends & Fam

Borrowing sources

1.9%

3.6%

3.9%

6.0%

1.3%

7.7%

1.6%

3.8%

Employer

Susu

MFI

Savings & Loans co

Rural

Urban

% of those who borrowed



14.7%

28.6%

21.4%

33.1%

16.9%

18.5%

19.6%

21.9%

33.4%

For agricultural inputs

For emergency (burial, medical)

For expanding business / buy business stock

For education 

For meeting day to day expenses 

Reasons for borrowing

% of those who borrowed

4.8%

5.8%

6.4%

0.6%

5.1%

1.1%

10.1%

3.4%

2.3%

2.4%

7.5%

7.6%

8.1%

8.8%

8.8%

16.9%

For social reasons 

For purchasing or building a house

To pay off debts

For agricultural improvements

For house improvements

For agricultural implements 

For starting a business

For agricultural inputs

Rural Urban



Financial Behaviour:

Risk MitigationRisk Mitigation
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Insurance product

5%

MAIN PERCEIVED RISKS

•Illness in household/family

•Loss of business

•Drought/Access to water (rural)/

•Theft (urban)

COPING MECHANISMS

•Borrow from family/friends

•Savings

•Cut sown on household expenses

•Sell assets/crop/livestock

Risks and risk mitigation

(% of adults)

No insurance product

95%

•Sell assets/crop/livestock



9.3

10.0

10.6

12.8

14.9

18.2

Funeral 

Education

Life (employer)

Personal vehicle 

Medical (Private)

Life( self)

Insurance products 

% of those who are insured 

1.3

1.7

1.7

1.7

2.2

2.5

2.9

4.6

5.8

9.3

Equipment insurance (eg. outboard motors

Other 

Endowment/Investment saving plan

Household contents 

Property 

Livestock

Travel 

Retirement Annuity/plan

Commercial/ business vehicle 

Funeral 

National Health Insurance  43.6%

•No difference between urban and rural

•Significant difference between males and females(47 vs 40)



Financial Behaviour:

RemittancesRemittances
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16.1

55.7

Informal

Friends/family

Remittances

% of those who send money use …

25.1

22.0

Bank transfer

Other formal

Sent/received money

28%

Did not send/receive

72%



Barriers to 

Financial InclusionFinancial Inclusion
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64.3

1.2

89.6

Income

Perceived eligibility
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13.6
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Service

Affordability
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% of the unbanked



7.6%

13.2%

13.3%

64.4%

Don't know what insurance is

Don't need it

Don't know how insurance works

Can't afford it

Barriers to Insurance

4.2%

5.6%

5.9%

6.7%

7.6%

Some insurance companies con people out of their money

Have no assets valuable enough to be insured

Do not believe in it - as such things are destined by providence

Don't know how to go about buying insurance

Don't know what insurance is

% of the uninsured



Key Take-Outs

• Financial inclusion inextricably linked to people’s livelihoods

• The priority they give to usage of financial products and services must be viewed in the 

context of the realities of their lives:

• Coping with lack of basic amenities, especially in rural areas 

• Income in small amounts, irregular,  inconsistent 

• Striving to make ends meet

• Impact of these realities:

• More than half of those who save, one in three of those who borrow, do so to meet daily needs

• Most of the financial excluded cite income-related reasons as barriers

• Addressing basic needs would be the priority of most of the excluded. Whether or not a 

financial product or service would improve their lives might be something they have ever 

thought about.



Key Take-Outs

• High level financial inclusion – 56% of individuals 18 years and older – 7,5 million

• High level of formal inclusion – 41% of individuals 18 years and older – 5,5 million

• High level of banking – 34% of individuals 18 years and older - 4,5million 

• Appropriate Bank Products??

• High level of usage of “other formal” products – 20% of individuals 18 years and older - 2,7 million

• Remittance products drive “other formal” rather than microfinance

• Informal sector plays an important role – 30% of individuals 18 years and older use informal products – 4 million

• Insurance penetration low – 5% of individuals 18 years and older -700000  

• BUT NHI membership high – 45% of individuals 18 years and older – 6 million

• NHI - a successful social intervention with financial benefits

• Barriers to inclusion:

• Geographical access not perceived as main barrier to access

• Personal income perceived as most significant barrier

• Financial Literacy identified throughout as underlying barrier



Thank you
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