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EDITOR’S NOTE

I

t won’t harm, a few months
into the New Year, to wish you
dear readers and advertisers
a prosperous 2014! This first
edition for the year brings forth
more interesting features to
enrich our knowledge. Again,
just like previous editions, we
demonstrate our resolve by
providing a quality product
that has news useful to our
everyday living.
In this edition, we have taken
the initiative to discuss aspects
revolving around Small &
Medium Enterprises (SMEs). It
is our considered conviction that
the SME sector, if extensively
supported, can avail lasting
solution to the long-standing
economic problems that often
affect economic growth.
Further, we have tackled issues
of bank security, just as we
have carried a final article in a
series on Basal II. In this edition
you will also read a story about
the Kidney, one of vital organs
of the body. Further, it cannot
be denied that technological
advancement is amazingly
baffling the many of us. Just
imagine an ATM machine
accepting cash deposits? Isn’t
that outstanding? And that’s
exactly what you will find
absolutely fascinating to read
inside this magazine.
Again, when you hear about
Banks, the first instinct is
about a profiteering institution.
Not that you could be wrong,
not at all. However, banks
have their way of reaching
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We also continue to motivate
girls and young ladies pursuing
a career in banking. In this
edition, we publish an extraordinary story of success of
one of the rising stars in the
banking industry. Who is she?
What has she done? How? Just
flip the pages and you will read
this amazing story of a woman
banker!

out to their customers. Yes,
they plough back into society
part of their profits. This is
the more reason we found
it compelling to discuss the
concept of Corporate Social
Responsibility.
In recent times we have seen
a variety of innovations aimed
at increasing accessibility to
banking services particularly
for the unbanked. So much has
been said and written about
a mobile product, Mpamba,
which allows, particularly the
rural masses, to enjoy banking
services right within their
communities using a mobile
phone.

I believe that these and many
more
captivating
stories
will make your reading this
magazine
worthwhile
and
enriching. Our profound resolve
is to ensure that we continuously
make our magazine, a choice
publication for you dear readers
and advertisers.
Relax and enjoy reading
Malawi Banker, your choice
Magazine!

Muuso Kaunda
EDITOR

How is this possible?
Well, we have answers as
we have engaged the service
provider to explain more about
Mpamba.
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PRESIDENT’S MESSAGE

I

facilities, yet without risking
high default rate.

must confess that I was
overwhelmed with feedback
from the last edition of the
Banker Magazine. I was thrilled.
The reason is that it confirmed
my absolute resolve that this
magazine remains a powerful
communication tool of relating
with the people we think are a
distant away. The people we
think are not accustomed to
reading about the economy!
Our customers! Apparently,
that’s where insightful feedback
came from.
That kind of feedback is what
has marshaled us to have
confidence in producing yet
another edition of the magazine,
laden with thought-provoking
stories about the economy. We
have endeavored to delve into
a wide-range of socio-economic
issues. The very critical issues,
which to others, may seem
less important, but to many
valuable. For instance issues
of Mpamba have touched
hearts of numerous lives, yes,
banking been made simple!
This is a story that pierces the
inner feelings of people. And
so is the story about ATM cash
deposits.
Many people complain about
snaking queues in banking halls
of our banks. Last minute frantic
rush to the bank before banking
time just to make a deposit.
Therefore the technology that
affords customers to make cash
deposits at their convenience is
so amazing!!
We need no reminder that
Malawi’s economy remains
fragile. We require ‘out of the box’
innovations to prompt it. There
is need to excite every sector

MALAWI BANKER

In conclusion, let me assure
you that the Banker Magazine
will continue to bring you
exciting news relevant to your
life, particularly focusing on the
banking sector! I wish you a
happy reading. Your feedback
remains valuable!

WILLIAM CHATSALA
President

of society with new thinking
of making money; saving the
money or accessing services
within their proximity. The ATM
cash-deposits and Mpamba
are amongst innovations so
rare and designed to jerk the
economy into an over-drive
growth path. I am proud that
this magazine is able to provide
such kind of information to you
our readers. It will help you
to make informed choices on
valuable issues like banking,
and that is our core objective!
I hope that as a nation,
we shall all profoundly join
hands in pursuing economic
growth agenda. The agenda
that will support the spirit of
entrepreneurship to spur further
Malawi’s economic growth
projected at about 6 % for the
year 2014. The banks must
also respond to such professed
excitement by relaxing loan

VOLUME 15. FIRST QUARTER 2014

06

MALAWI BANKER

VOLUME 15

FIRST QUARTER 2014

05

TNM MPAMBA MOBILE MONEY
subscriptions for GOtv and
Insurance services.
To wrap it up, Mpamba provides
a CONVENIENT way of
transacting business, often in
the comfort of your homes.

Which Customer segment
derives the most benefit from
Mpamba – Individual vs
Corporate?

W

hen you talk of TNM
Mpamba, what exactly
is it all about?
TNM launched Mpamba in May
2013 specifically focusing on
financial
inclusion.
TNM
Mpamba is a mobile money
service. Mpamba is a service
that allows TNM subscribers
to;
i.
Send and receive
money
ii.
Pay utility Bills
iii.
Pay for goods and 		
services in merchant
		shops
iv.
Buy airtime
In bill payment, for instance,
Mpamba has interfaced with all
the utility providers in Malawi
so customers can pay or buy
electricity units at ESCOM
(both prepaid and post paid);
pay water bills at Blantyre
Water Board, Southern Region
Water Board, Central Region
Water Board, Lilongwe Water
Board and Northern Region
Water Board. Mpamba also
allows a customer to pay

MALAWI BANKER

Each segment draws its own
benefits from the service so it
is difficult to rate who benefits
more. Much as the products on
Mpamba may appear to be
more for the individual than the
corporate, you will appreciate
that the services the individual
is accessing through Mpamba
are provided by the corporate.
How
do you differentiate
between TNM Mpamba from
normal Banking transactions
and is there any duplication in
terms of services, are you not
taking away banks market
share?
We are not taking away market
share from the banks. If
anything, we are complementing
what the banks do. Mpamba is
a wallet on the phone – a
mobile wallet. The same way
you would put cash in

a conventional wallet is the
same way you put money in
this mobile wallet. With
Mpamba we are focusing
mainly on the unbanked and
under banked populations. We
are also focusing on rural areas
where banks ordinarily do not
reach.
We are only offering payment
services and this covers a very
small percentage of banking
services compared to the widerange of financial services that
banks offer.
Since TNM Mpamba was
launched how has the market
responded? Has TNM started
reaping from the investment?
The market response has been
overwhelming and this gives
us encouragement as TNM
about the product. Mpamba is
not a promotion, it is a product.
This product’s goal is to benefit
both TNM and the customer
and the future looks promising.
As a company, our intentions
are not profiteering but to excel
beyond what others, for
instance in Kenya, have done
in transforming the lives of
people
through
Mobile
Banking.
>> Turn to page 8
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We desire to be the agents of
positive change.
What other innovations should
the market expect from TNM
Mpamba and will those
innovations in any way
contribute to the general living
conditions?
The sky is the limit, so goes the
adage! As I said earlier, as long
as there is a payment to be
made or received, Mpamba is
there to facilitate that. Mpamba
promises more innovations as
we endevour to see our
customers use Mpamba with
virtually anything they do with
conventional cash.
The Malawi economy at the
moment is going through harsh
times.

Is TNM Mpamba helping in any
way improve the Malawi‘s
economy?
Mpamba is about convenience
in the payments and remittances
sector. Mpamba saves users
time and money. Further
Mpamba provides business
opportunities to Agents. So
Mpamba is helping in improving
Malawi’s economy by creating
employment, among others.
How is the competition at the
moment on Mobile money
business?
I would say the main competition
is really not another operator
but rather traditional means of
doing things. People are still
stuck with traditional means of
sending money, paying bills,

buying airtime and more.
Influencing behavior change to
enable people embrace modern
mobile money way of doing
things is the real competition.
Tell us more about yourself?
My name is Webster Chidze
Mbekeani. I am a 4th born in a
family of 6. I am married and
have 2 children, a girl and a
boy. I went to several primary
schools around Malawi. I did
my secondary education at St.
Patrick’s in Blantyre. Thereafter,
I was selected to Chancellor
College, a constituent college
of the University of Malawi
where I graduated with a
Bachelor of Science degree
with a double major in
Mathematics and Physics

One of the invited guests cutting a ribbon during the launch of MSB ATM cash deposit

CASH DEPOSIT FREEDOM
AS MSB LEADS IN ATM CASH DEPOSIT INNOVATION

I

n a drive to deliver modern,
convenient, and superior banking
services to its customers,
Malawi Savings Bank Limited
has introduced an ATM CASH
DEPOSIT FACILITY. This
is an exceptionally modern,
secure, innovative, unique
and intelligent cash depositing
system that gives customers
more freedom to do banking
transactions anytime, every
day.
The introduction of the ATM
Cash Deposit facility is a direct
response to the findings of a
recent survey which identified
the risks of the current limited
banking hours to customers.

MALAWI BANKER

It was revealed in the survey
that customers who fail to meet
the banking time, keep cash in
unsafe places.

an ATM, the process
incredibly simple:

Through the ATM Cash deposit
facility, Malawi Savings Bank
Limited is providing a unique
banking experience where a
customer cannot only withdraw
but also deposit cash at the
ATM. The facility is user friendly,
faster, convenient and secure.
It is a modern personalized
banking
experience
of
depositing money which does
not require any paper work or
getting into the banking hall.

•

As a self-bank teller before

>>Turn to page 12

•

•
•

is

Insert the ATM card and
enter pin
Select cash deposit option
on the ATM screen and
follow instructions
Insert cash directly into the
deposit slot
Verify the amount
deposited on the ATM
screen

The question though could
be how secure the facility is?
There is no reason for concern.
After making the deposit,
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a receipt will be printed to
verify the amount successfully
deposited. That receipt is proof
enough of the legitimacy of the
transaction. The account will
be updated immediately and a
new balance after the deposit
will be shown on the receipt.
It is imperative to note that
the ATM cash deposit facility
accepts 4 biggest notes of
K1000, K500, K200 and K100.
These are the same notes that
the ATM dispenses when a
customer is withdrawing on the
ATM machines.
It is envisaged that the new
innovation of ATM Cash deposit
facility would help the bank in
reducing banking hall queues
as more people have an option
of using the Cash Deposit ATM
at their convenient time.

The satisfaction derived from
using the facility is enormous
to both the customer and the
bank. The cash deposit ATMs
help migrate quick exchanges
of customers to ATMs and free
up the bank tellers to provide
superior customer service and
engage new clients.
The deposit ATMs offer
customers and non-customers
transactions. Further, not only
will bank customers enjoy
more choice, availability and
convenience, but the bank will
also spend more time recruiting
new clients thereby growing its
customer-base.
Malawi Savings Bank Limited
therefore
encourages
its
existing customers who are
yet to acquire ATM cards to
visit their nearest MSB branch/

agency and register for iCash
ATM cards. For non-customers
of the Malawi Savings Bank
Limited, this is the opportunity
to open accounts and become
part of a progressive society
that does not keep hard-cash
because the bank is closed,
the queue is long, or it is a
weekend.
The cash deposit facility is
currently available at Blantyre
Branch, Limbe Branch, Lilongwe
Branch, Lilongwe Mall agency
and Mzuzu Branch. The Bank
is installing the facility to all of
its branches and agencies in a
phased approach.
The ATM CASH DEPOSIT
FACILITY is more than just
ATM!

One of the MSB Official showing ATM and cash deposited receipt on the launch day

MALAWI BANKER
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In the last quarter we have seen some movements in the top management
Excutive of some banks.

We thank Mrs. Rachel
Kawawa for keeping the
fire burning while Nedbank
was in search of MD.

Ecobank Managing Director,
Mr. Olufemi Salu left for other
duties and Mr. Charles Asiedu
is now the Acting Managing
Director.

Mr. Charles Mudiwa left
Standard
Bank
Limited
and was replaced with Mr.
Andrew Mashanda.

Mr. Paul Guta is the new
Managing
Director
at
NEDBANK

Mr. Charles Asiedu at the
helm of ECOBANK

Mr. Andrew Mashanda is
now Managing Director for
STANDARD BANK LIMITED.

the Association. We wish them
luck in their daily endevours.

all effort will be made to stir
their different ships in the right
directions. Welcome to the
family of BAM.

W

e thank the outgoing
managers for their
efforts to put the
banking industry in Malawi on
the map and also for supporting

MALAWI BANKER

We welcome the incoming
managers and we believe that
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WOMAN BANKER
Sylivia Mataka

“what does CNN 33 stand
for?”

American vs Southern African
perspective).

It is actually a tribute to my
Mom, a great woman who
never lived long enough to see
what I’ve become. Even though
she passed on when I was only
13 years old, she was such a
great influence in ‘moulding
me’ into the woman I am today;
CNN are her initials and 33 is
the year she was born (1933).

Was it your childhood
ambition to work in the
banking sector? If not, what
did you grow up wanting to
be?

Give us a brief on your
academic journey.

o

bviously some people just know you by
name or the driver of
CNN 33 or one of those faces
they see regularly on MBC TV
and would want to know more
about you; firstly, what is
your personal background?
I am the fifth of six children born
to Ignatius Augusto James &
Clemencia Nancy Nankwenya;
both my parents are deceased
and we also lost the last born
in our family, my young brother
James Arthur years ago which
reduced my family to five
people; my two brothers Sylvan
& Godfrey, two sisters Clara &
Jane and myself. I am married
to my wonderful husband
Wesley and between us have
two sons, Jeremy and Mwai.
Speaking of CNN 33, now
is a good time to answer a
question that I’m asked very
often;

MALAWI BANKER

I did my primary education
mostly in Blantyre at Catholic
Institute (CI) and Dharap (now
Namiwawa ) with a brief stint
in Zomba at Osman Gani (now
Mponda) where I did Standard
3 & 4.
I went to Providence Secondary
School
and
thereafter
Chancellor College where
I graduated with a Social
Science Degree. Immediately
upon graduation, I picked up a
job in the financial industry and
worked for close to six years
before getting a scholarship
to go study at Mt. Allison
University in New Brunswick,
Canada where I obtained a
Bachelor of Commerce (with
a major in Marketing and a
minor in Economics); I went
ahead to do my post graduate
studies at the same university
under the same scholarship;
my thesis was a comparative
study of retail banking /
customer service operations
in the banking industry (North

The banking sector was
nowhere in the radar as I grew
up, my mother always said I had
a compassionate streak and
would make a good nurse and
that’s what was in my mind as I
went through primary school; I
‘elevated’ that to a doctor while
I was in secondary school.
In college though I ended
up doing social sciences but
one thing was clear in my
mind, whatever I was to do
had to incorporate an aspect
of interacting with people;
ironically as a child even with
five siblings, I was quite a loner;
content with my toys and books
so you can say I wasn’t a ‘people
person’ in my early years. My
sister Jane teases me she says
I didn’t do enough talking as a
child, so I had to make up for it
by picking up a job where I’d do
a lot of talking!
Anyway, the banking sector
sort of landed on my laps; in my
final year at Chancellor College,
banks had started recruiting
graduates straight from college
for their management trainee
programs; I interviewed with both
National Bank and Commercial
Bank (now Standard Bank) and
ended up with job offers from
both banks;
>> Turn to page 17
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I picked the National Bank offer
and embarked on my banking
career at that point.
How, when and where did
you start your professional
career?
My professional career then
started in 1985 when I was
recruited by National Bank as
a management trainee; I went
through a two-year training
programme at the end of which
one would automatically end up
in a supervisory role. I worked in
all departments of core banking
during my training period at
the end of which I was posted
to Customs Road Branch to
head the Exchange Control
Department; a year later I was
transferred to Victoria Avenue
Branch to head the LCs
Department which covered
Bills of Exchange, Letters of
Credit, Exchange Control and
Foreign Exchange. I worked in
this role for a year and a half
before being posted to head
office, Inspection Department
in a mid-management position.
I worked in this position for
close to a year before I picked
the scholarship to go study in
Canada.
Besides First Merchant Bank
and National Bank, I’ve worked
for Malawi Savings Bank
in Malawi, Wachovia Bank
(now Wells Fargo) in Atlanta,
Georgia and Chevy Chase
Bank in Silver Spring, Maryland
USA; while I was pursuing my
postgraduate studies in Canada
I was attached to Royal Bank
of Canada in Nova Scotia. So
in a nutshell, I have worked for
banks for pretty much most of
my working life!
Having worked for all these
banks in core banking, how did

MALAWI BANKER

you end up heading Marketing
at FMB;

ourselves as the bank of first
choice.

Can you share with us your
day to day roles?

What do you see as possible
challenges to your job or
indeed your position?

You can say the Marketing role
was inevitable for me, not just
because I majored in marketing
but because my positions when
I worked in the banks in USA had
that ‘marketing flair’ to them; I
predominantly held personal
banking roles which entailed not
just managing portfolios for high
net worth clients but essentially
‘packaging’ a portfolio to make
it attractive and worthwhile
for the client, one therefore
had to do a lot of ‘selling’ of
the different packages to the
clients to get them attracted to
what we had to offer; you had
to give the client reason to stay
with you and not go to another
financial institution.
When I came back to Malawi
I joined Malawi Savings
Bank in 2007 as Business
Development & Marketing
Manager, I practically set up
the department creating the
different functions of it that
required to be in place.
I joined FMB in July 2010 as
Head of Marketing and my role
in brief entails spearheading
the tasks involved in the
advertising, branding, public
relations and corporate affairs
functions of FMB as well as
advancing its corporate social
relations agenda based on the
corporate goals and market
characteristics. Guided by
executive management, my
team works with both the retail
and corporate teams and
other internal stakeholders to
plan and implement marketing
strategies aimed at executing
value propositions that meet our
customers’ needs to position

Although the tasks involved in
the day to day activities are in
themselves not complex, I deal
with a vast array of individuals
both internally and externally,
and dealing with people
with varied expectations can
sometimes ‘get complex’; you
cannot please everyone so you
have to always do your best to
create a good balance . You
can have lots of ‘hits’ and a few
‘misses’ and sometimes you
are made never to forget the
latter!
More often than not you find
yourself in a position where
you have to say “no” to some
requests be they internal or
external, and it is not always
easy to get understanding from
the other end on why you have
to say no; you just have to hold
your ground and move on to
the next thing.
We would like you to share
your success secret or motto
that has seen you rising on
the professional ladder?
First I have to say my faith is my
anchor, my rock, my fortress
and my strength in everything I
do and it keeps me ‘grounded’.
I was born and raised a Catholic
and have kept my faith; I believe
in divine intervention and I know
that there is a higher power
that has guided me through
every aspect of my life to this
day; I turn to the same higher
power everyday to sustain me
in everything that I go through.
>> Turn to Page 18
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I also believe that life is a
process of learning everyday
and therefore have to look
to others for answers and
guidance where need be; it’s
an old adage but it still remains
true today that “no man is an
island”, and being part of the
different teams that I work with
makes me much more ‘wellrounded’.
I am also blessed with a
wonderful
husband
who’s
such an inspiration and tower
of strength for me. I admire
his great work ethic which
has made him achieve what
he has, leading one of the
most successful insurance
brokerage firms in the country,
I therefore cannot afford to be a
‘slacker’, his energy and drive
are quite infectious! He pushes
me to give what I do the best of
myself; he is very objective with
his feedback when I bounce
anything off him and doesn’t
pull any punches; he tells me
the way it is and not what I want
to hear. Together with my sister
Jane and the boys, they are
all my avid cheer leaders and
form a large part of the support
system that I need to get
through some of stresses of my
job, always urging me to keep
doing what I do, only better! I
also have a small closely knit
circle of friends whose wisdom
I tap on to from time to time.
Overtime
I
have
learnt
to
differentiate
between
constructive and ‘toxic’ criticism;
I only take constructive
criticism because it gives me
an opportunity to create a
better version of myself. What
I call ‘toxic’ criticism usually
comes from people who just
never have anything positive
to say about you whether at a
personal or professional level;
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they make it their mission to
bring you down, and that, I
have no time for!
As a woman working in a
largely
male
dominated
environment how do you
manage to handle yourself
ensuring that no one looks
down upon you?

the banks working hard on
the ‘financial inclusion’ quest;
there are so many potential
customers out there who we
need to bring into our fold.
The statistics are there that
over 70% of the population is
still non-banked; these people
remain an untapped potential
customer base.

To be honest, I have never
looked at the industry I work
in as being ‘male-dominated’;
when I joined National Bank,
most of the people I learnt
the ropes of the job from were
women, with quite a few of them
holding high ranking positions
at that time. So that in itself
was very reassuring for me; I
figured out it was up to oneself
to get noticed and prove ‘you
are worth the salt’.
In my current role, I do
interact with both male and
female stakeholders at multidisciplinary levels and for me
it’s just ‘business as usual’; a
few egos here and there just
have to be managed. At the
end of the day no one can look
down upon you unless you let
them, this is something that
was instilled in me by my father
a long time ago and it turns out
to be true in my experience.

my passions as well; and on
a night when we are feeling
energetic, my husband and I
will go out to dance; we love to
dance!
I do practice my faith as best
I can, so Sundays are always
reserved for church in the
morning and family lunch
afterwards.

Some people have argued
that Malawi has too many
banks for its small economy,
what is your take on this?

If it’s a traditional meal, I
enjoy chargrilled fresh fish
(Chambo), fresh beans and
okra accompanied by nsima

I believe when it comes to the
banking sector or any sector
for that matter, competition
is the best catalyst for better
services; so as you can see no
bank these days is ‘sitting on its
laurels’ now knowing customers
have so many other choices.
Personally I don’t think it’s about
a small economy, it’s about

Sylivia Mataka in her relaxed mood

I’m always touched when I see
all these street kids roaming
and begging in the streets and
by sheer coincidence happened
to be talking to a colleague
who feels the same way and
together we are looking at
forming a grouping that will help
in one way or another to make
a difference in their lives. This
is high level ‘agenda item’.
If you were to visit one of our
readers, what meal should
they prepare for you?
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BASEL II AND THE ROLE OF IN-HOUSE
COUNSEL IN RISK MANAGEMENT
risk was covered in the second
article published in Volume
14, 4th Quarter 2013. The
present article partially covers
operational risk and then takes
a detailed review of legal risk.
Scope of legal risk under
Basel II

T

By Elton Jangale

his is the last article
in a series on Basel II
contributed by this author
in three consecutive issues
ofthis magazine. The first article
looked at Basel II in the context
of PPP. The second article
made a critical review of PPP,
Basel II and RBM’s Credit Risk
Guidelines. The present article
analyses the role of in-house
counsel in risk management.
As discussed in the first article
published in Volume 13, 2nd
Quarter 2013, Basel II sets the
best international standards for
risk management by prescribing
measurement and minimum
standards for capital adequacy
for banks. Basel II consists
of three Pillars: Pillar 1; Pillar
2, which covers supervisory
review processes; and Pillar 3,
which covers market discipline
and disclosure. Pillar 1 covers
the measurement of capital
calculated for three major
categories of risk that banks
face, namely: credit risk, market
risk and operational risk. Credit

MALAWI BANKER

Basel II defines operational
risk as the risk of loss resulting
from inadequate or failed
internal processes, people
and systems or from external
events . In March 2013, the
Reserve Bank of Malawi (RBM)
issued out Operational Risk
Guidelines which adopts the
definition of operational risk set
out in Basel II. This definition of
operational risk includes legal
risk, but expressly excludes
strategic and reputational risk.
Legal risk is not defined under
Basel II or under the RBM’s
Operational Risk Guidelines.
However, a footnote to the
Basel II Framework states that
legal risk includes, but is not
limited to, exposure to fines,
penalties, or punitive damages
resulting from supervisory
actions, as well as private
settlements. For example, a
bank risks being fined and
losing its business licence if it
fails to report any suspicious
transactions to the Financial
Intelligence Unit pursuant to the
Money Laundering, Proceeds
of Serious Crime and Terrorist
Financing Act [Cap. 8:07 of the
Laws of Malawi].
In March 2013, RBM again

issued
the
Credit
Risk
Guidelines and the Market
Risk Guidelines which closely
mirrored the provisions in the
Basel II Framework. Both the
definitions of credit risk in Basel
II or the RBM’s Credit Risk
Guidelines and the definition
of market risk in Basel II or the
RBM’s Market Risk Guidelines
do not expressly include legal
risk. The omissions of legal risk
from the definitions of credit risk
and market risk respectively
and the inclusion of legal risk in
the definition of operational risk
give the impression that legal
risk only pervades through
operational risk but not through
credit risk or market risk.
Although this could be the
impression given, it is clear from
the calculation method for credit
risk prescribed under Basel II
and under the RBM’s Credit
Risk Guidelines that credit
risk impliedly includes legal
risk. This becomes clear if one
considers that the prescribed
calculation method requires
that banks carry out satisfactory
legal reviews to ensure that
all bank documents used in
guarantees,
collateralised
transactions and documenting
netting arrangements, etc are
binding on all parties and legally
enforceable in all relevant
jurisdictions. For example,
legal risk in a form of credit risk
materialised into a loss by a
bank when a court upheld that
a bill of sale was invalid
>> Turn to page 21
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because it failed to comply with
the form prescribed under the
Bill of Sale Act .
On the other hand, the definitions
of market risk under Basel II or
under the RBM’s Credit Risk
Guidelines do not explicitly
include legal risk. Market risk is
defined as only relating to risk
of losses due to movement in
market prices. Notwithstanding
such a restricted definition,
legal risk, in practice, pervades
through market risk. For
example, repeated changes
in policy by RBM on retention
levels or ratios of foreign
currency denominated reserves
which banks can hoard for
their customers create legal
uncertainty and have the
potential of creating legal risk
to the banks which may result
into exchange losses.
From the foregoing, it is clear
that legal risk is pervasive in all
the three categories of risk. As
such, reference to legal risk in
this article relates to any legal
risk which a bank stand to be at
risk of without being categorised
as operational risk, credit risk
or market risk. This is the case
because categorisation of
legal risk into operational risk,
credit risk or market risk may
not necessarily be a role for
in-house counsel. The role of
in-house counsel is to manage
legal risk effectively at all levels
and in all transactions of a bank
regardless of the risk category.
Risk Management Guidelines
for Banks in Malawi
In 2007, RBM issued out Risk
Management Guidelines for
Banking Institutions which
prescribed
minimum
risk
management standards which
banks in Malawi are required
to comply with. The Guidelines,
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which contain many risk
management
aspects,
include a section on legal risk
management. The section
makes a good reference
point for in-house counsel in
carrying out the role of legal
risk management.
The RBM’s Risk Management
Guidelines define legal risk as
the risk that a bank will carry out
activities or transactions in which
they are insufficiently protected
or are left exposed to potential
litigation . This definition is
practical as it includes instances in
which a bank omits or fails to take
proper action to avoid or mitigate
potential risks. Nonetheless, the
definition is not all-encompassing
as it does not include all potential
sources of risk; for example, risk of
loss resulting from change of law
that affects financial transactions
or contracts already entered into
(such legal risk resulting from
change of law should not be
confused with compliance risk
which also results from change
of law). It is therefore the duty
of in-house counsel to take a
proactive role in ensuring that all
potential legal risk concerns are
covered within a bank’s entire
risk management framework. As
such, in-house counsel should
refrain from being reactive. For
example, in-house counsel should
avoid waiting to be consulted on
a legal issue in circumstances
where counsel could have taken a
proactive approach to manage a
potential risk before it materialises
into a liability or a loss.
The RBM’s Risk Management
Guidelines require each bank’s
legal risk management framework
to give a synopsis of the risk
concerns which the board and
management of the bank may
take into account in ensuring due
diligence in the operation of the

bank. This should also include
giving a synopsis of liability
exposure against such risk. It is
the role of in-house counsel to
provide advice to the rest of the
risk management team on the
potential risk concerns. Such
advice may be obtained by using
either internal resources or expert
advice from external counsel. Inhouse counsel should also ensure
that such advice is acted upon
by the bank’s risk management
team as there is an intrinsic
threat that such advice may
not be acted upon. If there are
any deviations from counsel’s
advice, it is recommended
that such deviations and the
reasons for the deviations are
documented and safeguarded.
The RBM’s Risk Management
Guidelines recognise that it
may not be possible to avoid
all the risk in a banking set-up.
The Guidelines recommend
that each bank’s legal risk
management framework should
at least give a general synopsis
of potential risk concerns to
the board and management
to alert them so that they
effectively prepared to identify
and manage any potential legal
risk. It is suggested that it is
the role of in-house counsel
to
continuously
conduct
comprehensive analyses of the
bank, its legal risk management
framework
and
also
its
operationability. This will help
to identify the risk concerns
and provide their synopses
as well as those for proposed
recommendations. The RBM’s
Risk Management Guidelines
states that effective legal risk
management requires a proper
organizational structure and
reporting lines that accord the
>> Turn to page 23
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legal function adequate powers
to maximize coordination and
the flow of legal information to
all business units of a bank.
The legal function should be
managed in an integrated
manner
with
compliance
to promote efficiency and
effectiveness. To achieve this,
it is recommended that each
bank should review its
whole organisational structure,
hierarchy and decision-making
processes to decide the role
which its in-house counsel
should play within the bank.
This may involve deciding
whether in-house counsel
will be confined to act as the
bank’s legal advisor in risk
management or counsel will
be mandated as one of the
bank’s decision-makers to be
engaged in the formulation and
implementation of policy and
strategy.
The RBM’s Risk Management
Guidelines provide that the
board should approve the
policies and procedures for
managing legal risk. These
should include:
(i)

a framework for dealing
with legal matters of
varying complexity;
(ii) maintenance of a central
inventory of key documents
such as contracts, licences,
policy statements and
others;
(iii) regular
review
and
assessment of legal risk
in the bank’s activities
including new products;
(iv) adequate documentation
on
all
significant
transactions
including
security
administration;
(v) record maintenance in
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line with relevant statutory
requirements; and
(vi) maintenance
of
confidentiality provisions.
To effectively achieve a
framework for dealing with legal
matters of varying complexity,
the board should come up with
clear policies on how its inhouse counsel should handle
complex matters. As a matter
of illustration, where in-house
counsel is allowed to engage
external counsel to assist
in complex matters, it may
be necessary for the board
to come up a policy which
requires that external counsel
be engaged based on expertise
or specialised competence in
the required field of law and not
merely based on the number
of years of legal practice at the
bar in non-specialised style.
For example, a bank’s policy
which sets a minimum number
of years at 10 as one of the
qualifications for engagement
may not successfully lead to the
bank engaging external counsel
with the requisite expertise, skill
and experience.
To effectively maintain a central
inventory of key documents
such as contracts, licences,
policy statements and others,
it is necessary that a sound
system is put in place which
ensures
that
documents
are
properly
designed,
developed, documented and
safeguarded by following the
prescribed procedures and
practices. Most importantly,
standard documents should
be professionally drafted and
reviewed to ensure that they
are faultless since any fault can
prove to be costly to the bank.
As a matter of illustration, a

small defect in a standard
document which is repeated
in several transactions or
agreements can prove to be
costly. For instance, a standard
lease agreement document
which attempts to novate the
rights and obligations granted
under the lease from a borrower
to a third party, but fails to do so
and only achieves to assign the
rights because of poor drafting,
may end up being costly to the
bank if the defect is discovered
after use of the defective
standard document in several
transactions or agreements.
Conclusion
The role of in-house counsel
in the banking sector is
changing rapidly and is on the
increase. Although the Basel
II Framework has only been
made applicable in Malawi
effective 1st January 2014,
the role of in-house counsel
in risk management evolved
and became more demanding
in 2007 when the RBM’s Risk
Management Guidelines were
operationized. This rapidly
evolving role demands that
in-house counsel should be
vigilant and remain proactive.
This role also demands inhouse counsel to take a
multidisciplinary approach and
work with other executives at
different levels of management
not only as a mere legal advisor
but also as a decision-maker.
This role challenges in-house
counsel to have recourse to
external counsel where the
complexity of a matter demands
the expertise and specialised
competences of the external
counsel
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CORPORATE SOCIAL RESPONSIBILITY
A Bank’s Key to Success?

I

n recent years, the corporate
world has come to embrace the
concept of Corporate Social
Responsibility in an effort to
market both the organization and
its products to consumers.
Now that we a few months into 2014,
commercial banks have evaluated
their strategies by examining
exactly how effective their branding
has been in the past year and
how they wish to be perceived by
their customers and the general
public. Ideally, banks that tend to
take an active role in promoting
their corporate social responsibility
programs are generally viewed as
more bonded to communities than
those that merely make ‘noise’
through massive advertisements.
A bank that appears to have a
vision beyond its products and
profits attracts attention of people,
most of whom would be keen to
engage with it. Consequently,
such engagement has a long term
positive impact on bank’s clientele
base and profitability.
It ought to be appreciated, though,
that commercial banks exist to
make profits and that the concept
of corporate social responsibility
is not meant to change that core
goal. The idea behind Corporate
Social Responsibility (CSR) is
mirrored on the expression ‘giving
back to the society’. Although CSR
is philanthropic in nature, it brings
mutual benefits to both parties.
For the bank CSR is a catalyst for
creating a loyal customer base.
For the community, CSP helps the
people to embrace and enhance
the bank’s brand in the minds of
the people, for coming to their aid
through provision, in most cases, of
basic social amenities.
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By Vitumbiko Oswell Mfune
Apparently, society has tagged
the notion of Corporate Social
Responsibility to two perspectives.
The first consists of banks providing
financial or material support to
needy communities. For instance,
last year FDH Bank donated tuition
fees to some of the needy students
of Malawi College of Medicine,
while the National Bank of Malawi
provided 300 tablet chairs and
another 120 set of chairs and
desks worth MK9.2 million to the
Chancellor College. The second
CSR perspective involves setting
up and implementing plans which
will produce products or provide
services that are in the best interests
of customers. The products or
services in this case must be those
attuned to the levels of economic
positions of relatively less privileged
customers.
Much
as
people
associate
Corporate Social Responsibility as
only qualifying to poor communities
and other non-profit making
organizations such as educational
institutions, it is imperative to
realize that even employees
of the banks can be supported

through the same concept. This
is done through the employees’
welfare department. The bank
ought to consider the social-ethical
effects of its activities on its staff
members. Incorporating CSR into
an organization helps to humanize
the organization. Consequently,
three things are likely to be
achieved, thus social inclusiveness;
the sharing of responsibilities; and
the expansion of opportunities
for staff advancement. The social
composition of a bank should
embrace everyone irrespective of
gender, race, ethnicity, religion,
disability, political or religious
affiliation, or any other personal
trait.
The ripple effect of the bank’s
application of corporate social
responsibility in the spirit of
inclusiveness is enormous. The
result is the performance of
employees improves and the bank
eventually registers tremendous
financial growth. Does it end there?
Absolutely Not!
The
social
responsibility
on
staff brings even more returns
particularly when superiors are open
to suggestions from junior members
of staff. That kind of environment
encourages employees to be
creative, innovative and attain job
satisfaction. In the long term, the
bank registers incredible growth.
It is therefore imperative to
effectively strategize on how the
CSR concept is to be implemented
by our bank. The reason is it has
the potential of building a positive
perception of the bank. Conversely,
it can disparage the reputation of the
bank if poorly managed. Corporate
Social Responsibility must used
to build bridges with the bank’s
customers and its employees

VOLUME 15. FIRST QUARTER 2014

24

MALAWI BANKER

VOLUME 15

FIRST QUARTER 2014

24.

COLIN STANLEY AT THE HELM
OF G4S

I

banks.

am the Managing Director
for G4S Malawi. I came to
Malawi in February 2013.
I joined G4S in 2007. I moved
to Kenya in 2010 as Cash
Director running 130 vehicles
and 5 Cash Centres.
In
2012, I completed a 4 month
continuous
Improvement
project in Tanzania before
moving to Malawi a year later.
I am here in Malawi with my
wife and 3 children. I enjoy golf,
rugby and cycling during my
leisure time.

What kind of innovations
G4S currently offers to the
Banking Industry?

G4S is one of the leading
and successful security
companies in the world, what
is the
secret of such great
success?
G4S is the largest private
security services provider in the
world with 620,000 employees,
and operates in more than 120
countries. Its success is derived
from its focus on its core products,
specialising
in
outsourced
business processes and facilities
in sectors where security and
safety risks are considered a
strategic threat. Here in Malawi,
G4S has been in existence for 44
years and we have over 10,000
employees. Its success has been
driven by listening to customers’
needs for outsourced services
and bringing innovations and best
practice to our clients.
One of the most notable Sectors
of the Economy to which G4S is
well known for offering security
services to the Banking Industry,
can you explain some of the
G4S positive contribution
to
the Banks?
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Colin Stanley
We have a complete suite of
products for the Banking Industry
across a range of product
lines:
Our Integrated Security Solutions
business is focused on CCTV
and Access Control Systems
and Rapid Response. Our
Cash Division offers Cash in
Transit and Cash Processing
Capability. Our Secure Logistics
(Courier) division offers a wide
variety of Courier products
including dedicated Courier
services.
Our Manned Guarding division
includes
Commissionaires,
Receptionists, day and night
guards; we also provide Secure
Data Storage and Vehicle
tracking services.
These
services are fundamental and
crucial in the operations of the

G4S realizes there is a need
for appropriate technology in
Malawi and is working to ensure
that G4S offers the layers of
security that is required to
ensure the Bank branches are
secure.
This includes physical security
vibration sensors, investing in
robust CCTV and biometrics,
Access control systems. G4S
Secure solutions ( Courier) is
now providing management of
internal mail rooms , dedicated
dispatch riders, and packaging
and removals for our customers
in the Banking Sector.
As for our Cash solutions, we
will be introducing complete
ATM management solutions
which will include ATM cleaning
and replenishments of cash.
It is undisputable that security
in Banking is diverse. So how
capable is G4S in providing
maximum banking security?
G4S has a wide variety of
expertise and experience in
its 10,000 strong workforce
to ensure each G4S division
focuses on reducing risk for the
Banking sector. Two dedicated
stand alone units are key to
this, the Training department
and the Risk and Investigations
department.
>> Turn to page 27
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We also have a lot of shared
learning’s with the other 26
African countries where G4S
is operating. G4S Malawi is
currently focused on ensuring
our current product mix
consistently delivers what the
Banking sectors require.
Our strength is enhanced
by the fact that we have 6
major product lines under one
roof, namely: Man Guarding,
Integrated Security Systems,
Cash Solutions, Courier, Event
Management, Archiving and
Record Management. Through
the above services G4S Malawi
offers a one stop shop for all
security services in the country
which compliments the needs
of the Banking Sector.

Any future plans to help
improve security in Banks?
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G4S has embarked on branch
risk and security audits in
conjunction with its Banking
customers. This will ensure
that all the components of
a robust security plan are in
place and working with the
proper controls, including,
access control systems, CCTV,
Physical Security, and Standard
Operating Procedures. This
year G4S will be offering clients
full Systems maintenance
outsource contracts to its
Banking customers

I would like to thank all those I
have met over the past twelve
months for welcoming me
warmly to Malawi. Your candid
advice and the expectations
of our service delivery are
appreciated. G4S will continue
strive to consistently deliver
what the Banking sectors and
the general public expect of
us. I would like to thank all
our valued Banking customers
for their loyalty for which we
don’t take for granted. We will
be meeting all the banks this
year to ensure G4S services
are aligned to their security
requirements

Any last words to share
with our Banker Magazine
readers.
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YOUR KIDNEYS
ANATOMY
T
he kidney is a pair of vital
organs that performs
many functions to keep
the blood clean and chemically
balanced. They are beanshaped organs, each about the
size of a fist and are located
in the back of the abdomen,
near the middle of the back,
just below the rib cage, one on
each side of the spine.
Each kidney has around one
million
microscopic
filters
(nephrons) through which all
the blood passes several times
a day and thereby gets filtered,
removing all the waste products
and excess fluids to produce
urine.
The diagram below shows the
basic structure of the kidney
and how it works
Functions
The kidneys perform the
following essential functions in
the body:
• Control the volume of water
in the body.
• Maintain the balance of
important electrolytes in
the blood, like sodium,
potassium, chloride, calcium,
and magnesium.
• Excretion of waste products
resulting from protein/Drug
metabolism. These wastes
include creatinine, urea,
uric acid, ammonia, drug
metabolites and excess
water.
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(MBBS, General/Pracktioner Mwayi Wathu Hospital)

• Maintain Acid/Base Balance
of the blood. The kidneys
regulate the pH level of
the blood by controlling the
excretion of bicarbonate
ions (HCO3-)
• Production of Hormones
and Enzymes- The kidneys
maintain a small but
important endocrine function
by producing the hormones
erythropoietin, vitamin D,
and the enzyme renin. These
hormones and the enzyme
are important in production
of red blood cells, absorption
of calcium and maintenance
of bone integrity as well as
regulating blood pressure.
Life can give surprises, one
of them is renal failure
Kidney damage may occur
abruptly or gradually over a
period of time leading to what
we call Kidney Failure or Kidney
Disease. In Kidney Failure the

above mentioned functions
are deranged resulting in
accumulation
of
wastes,
electrolyte and acid/ base
imbalances, as well as fluid
build- up in the body.
This will cause swelling of
the body (either your legs,
ankles, feet, face or abdomen),
vomiting,
general
body
weakness, lethargy, passing
no or small volumes of urine,
convulsion, and shortness of
breath.
Kidney Failure can be due to
several causes which include
infections, body fluid loss (from
vomiting, diarrhea or bleeding),
persistent high blood pressure,
diabetes mellitus, drugs & toxins
including traditional medicines,
and many other causes.
The diagnosis of kidney failure
usually is made by a doctor after
taking a history, examining the
patient and doing blood tests.
How Can I Prevent Kidney
Failure?
Kidney failure is often difficult
to predict or prevent. But you
may reduce your risk by taking
care of your kidneys. Below
are some tips:
Follow instructions on over-thecounter (OTC) medications.
Follow the instructions on OTC
pain medications such as Aspirin,
Diclofenac, and Ibuprofen and
other Non-Steroidal
>>Turn to page 31
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Anti-inflammatory Drugs.
Taking doses that are too
high may increase your risk of
kidney failure. This is especially
true if you have pre-existing
kidney disease, diabetes or
high blood pressure.
Seek your doctor’s advice
before taking any Traditional/
Herbal Medicines.
Have routine medical checkups. These check -ups would
include;
•
•
•
•
•
•

Blood Pressure,
Blood sugar,
Full Blood Count,
Kidney Function Test,
Liver Function Tests
Urine microscopy,
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• HIV status.
• Lipid Profile

Management
Disease

This could be done once or
twice a year

There are numerous causes of
Kidney Failure, and treatment
of the underlying cause may
be the first step in correcting
the kidney abnormality. If the
underlying cause is treated
promptly and optimally, the
kidney function may return to
normal.
Unfortunately, kidney damage
may be progressive in other
conditions
and
may
be
irreversible. .If the kidneys fail
completely, the only treatment
options available may be
dialysis or transplant.
The next article in the
subsequent edition will explain
the principles of Dialysis

• Get prompt and optimal
treatment from your doctor
for any condition that may
predispose you to kidney
Disease. These conditions
include Hypertension,
Diabetes Mellitus, infections
such as malaria, HIV and
sepsis, and dehydration
from whatever cause.
• Make a healthy lifestyle
a priority. Do physical
exercises regularly, eat a
sensible balanced diet and
drink plenty of fluids. Take
alcohol in moderation.

of
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THE SME SECTOR:
CAN IT SAVALGE THE ECONOMIC MALAISE

Continued from previous edition

I

n the previous edition, we
looked at how the SMEs have
grown and developed over
the years (especially from
1994). We also analyzed the
banking sector’s response to
this growth and development.
We equally considered the
misunderstandings that have
characterized the relationship
between Banks as financiers
of Capital and SME customers.
In this edition, we desire to
explore as to whether this
sector is worth supporting with
the hope it can salvage the
economic slow-down we are
experiencing.
We can best understand the
role of SMEs by looking at
the crucial drivers of every
economy. A detailed in-depth
scrutiny of most economies will
likely identify the following as
primary drivers: Job creation,
Growth of GDP, Lowering of
Inflation, Reduced deficits
(Trade deficits/government’s net
lending against net borrowing)
and Trade
Diversification.
Indisputably we can relate to
these drivers especially when
explaining the struggles our
economy has been facing in
the recent past. Let us consider
these economic drivers and
unravel how SMEs can assist
in filling some of the existing
gaps:
Job Creation: In 2013, the
Malawi
Government
and
the Republic of Korea had
reportedly engaged in a labour
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export project that would have
see about 100,000 Malawian
youth in the age range 18-25
years, taking up jobs in factories
and farms in South Korea. The
fact that authorities are busy
seeking to export labour entails
the severity of unemployment
in Malawi. It is suggested that
over 80% of secondary school
graduates every year never
find employment. Further,
even the ‘lucky ones’ who gets
employed in the informal sector
are unable to make successful
transitions into stable and
decent employment.
It is conventionally agreed that
a well supported SME sector
has a significant impact on
employment. What is required
is for authorities to set up
strategies that would favour
growth of small business, which
in turn will provide employment
to young people. An ‘African
Guarantee Fund for Small and
Medium-sized
Enterprises,’
an African Development Bank
project
launched in 2011,
set increased employment
opportunities as one of its
expected outcomes.
Inflation: In December 2010,
inflation stood at a record low
6.3 % and in January 2014 it
was recorded at 23.5 %. The
instability of the Kwacha, which
forces rise in import costs has
been a major cause for concern
as the country relies heavily
on imports. There is need to
develop lasting measures that
would see the Kwacha stabilize

By Limbani Chakhoma
throughout the year and not
just during the tobacco season.
A robust export-oriented and
well diversified SME sector that
could export products all year
round would radically bring
inflation down forever.
Growth of GDP: The past
five years have seen a steady
decline in GDP growth with 9%
in 2009, 6.5% in 2010, 5.5% in
2011 and 4.3% in 2012. There
are four main factors that
determine a country’s GDP.
These are Natural Resources,
Human Capital, Capital goods
and Entrepreneurship. Suffice
to say that promotion of local
SMEs will mean boosting
Entrepreneurship. This in turn
provides ground for job creation
and overall improvement of the
economy through the concept
of multiplier effect. Therefore,
increased SME growth has a
direct effect on GDP growth
due to increased output, value
addition and profits.
Reduced Deficit: As at June
2013, Malawi’s trade balance
>> Turn to page 33
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(the difference in value
between the total exports
and total imports of a nation
during a specific period of
time) was at -48,241.92 MWK
million. To turn this deficit into
surplus, imports must fall and
exports must rise. SMEs can
be of great help if they receive
enough boost that will see
them trade on global markets.
This calls for capacity building
to increase their supply ability,
quality, competitiveness and
conformity with the importermandated product standards.
Improved access to finances
to the sector could turn-around
the fortunes of SMEs.
Trade Diversification: Malawi
has a historic heavy reliance
on tobacco as a major foreign
exchange earner. The leaf,
christened ‘green gold’, forms
up to 55% of all annual exports.
Persistent
anti-smoking
campaigns continue to pose
a huge threat to the country’s
economy as its pulse could
be severely be affected. A
strong SME sector particularly
in agriculture, manufacturing,
etc could bolster the country’s
economic resilience. It could
provide platform for the
reduction in vulnerability to
tobacco’s
specific
shocks

and fluctuations on the global
market.

growth and development is to
be achieved.

It cannot be disputed, in respect
of the above explanation,
that as a country, Malawi
needs to bring forth deliberate
policies to support and grow
the SME sector. This will help
to overcome the persistent
economic slow-down.

It is also worthy applauding
COMESA for launching the
“COMESA MSME fund” in
February 2014. Zambia, for
example, has approved the
setting up of an SME credit
bank. The core objective of
this bank is to increase easy
access to loans by SMEs, by
among other things, waiving
some
requirements
by
traditional commercial banks
such as collateral, record of
bank accounts, contributions,
business record, business
plan, bank deposits, history
and such other restrictive
demands. In Bangladesh, the
Garneen Bank offers in excess
of 100 million dollars worth of
non-collateral loans to MSMEs
every month. Some of these
decisions on supporting SMEs
could be perceived to be too
risky. However, evidence from
countries where these have
been implemented, entail a
viable ripple effect to economic
growth.
It is imperative that the country
should support the growth
of SMEs and unless that is
done, the country will remain
perpetually
in
economic
doldrums!

Why fund SMEs?
SMEs need funding for capital
expenditure such as the
procurement of production
equipment, raw materials,
and also for salaries. The
SMEs need to grow customer
base, for instance, business
development and marketing, to
increase sales, to obtain/ secure
new contracts domestically and
internationally, among other
critical areas.
Sporadic donations or project
funding from Microfinance
institutions,
NGOs
and
some International Financial
Institutions are not enough
to bolster the growth and
development of the SME
sector. By all means it has to
establish a win-win platform
with the private Financial Sector
if meaningful and sustainable
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CORPORATE LEADERSHIP:
NOBODY MAKES IT ALONE

side of the fence. Being at the top has
its own set of problems and challenges;
a leader needs support otherwise
alone he will not make it. Who gets the
blame when things go wrong and who
gets the credit when things go right?
Answering this question will tell us how
the corporation is lead. As a corporate
leader you may look at others to place
the blame, or you can look at yourself to
discover your opportunity.

Handsome M’bwana is the Head of Research and
Consulting at Fletcher & Evance ConsultingLimited]For
feedback: handsomembwana@gmail.com

I

have been shocked in many occasions
when I hear the outgoing CEOs,
Presidents, Chairpersons or managers
making a farewell speech to fellow
managers and staff of the company
that they have been working for. The
content of their speech is mostly filled
with the “I”s as if they were working
alone or nobody provided help or
advise for them to excel in their
leadership
position. I have always
believed that nobody makes it alone;
we need people around us to help us
fulfill our goals and reach our visions.

Each one of us has a value and that
same value we need to see it in others,
help them discover it and encourage
them to reach their potential. In the
17 Essential Qualities of a Team Player,
John C. Maxwell writes, “You can lose
with good players, but you cannot
win without them” This means that if
you have won in your management of
the corporation you have been or you
leading, it means you had a good team,
a winning team with good players. You
are not alone.
Good leadership is not as a result
of study or ordination, position,
notoriety,fame, family name or power.
It is a product of inspiration, passion,
initiative,
teamwork,
innovation,
persistence, discipline, focus, time
management, confidence, patience,
peace, compassion and list goes on and
on. Corporate leadership is a privilege
given by managers, a one hundred
percent influence through inspiration
and not manipulation. It is having good
team around you. Nobody is self-made;I
believe that there is always someone
who has helped you reach your current
successful position.
Moral defects; abuses of power,
privilege and trust, misuse of resources,
corruption and hypocrisy have become
associated with corporate leadership
today more than any other time in
history. This type of environment needs
high quality of corporate leadership.
This culture has placed most leaders
away from their team members. Most
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By: Handsome M’bwana
leaders think they are doing it alone,
what a fallacy. People need people, at
any position we still need one another
to help us fulfill our goals and show that
we are performing to our immediate
bosses because ultimately we are all
employees at any other level.
The attitude towards our followers
determines whether their services are
valued or not. As Denis Witley said in
The Winner’s Edge, “The winner’s edge is
not in a gifted birth, a high IQ, or talent.
The winner’s edge is all in the attitude,
not aptitude. Attitude is the criterion for
success. But you can’t buy an attitude
for a million dollars. Attitudes are not
for sale” this is why as a leader your
attitude is the greatest asset or liability.
It makes a leader or breaks a leader. It
lifts the leader up or it brings the leader
down. All successful corporate leaders
work well with others, they value the
contribution from other leaders around
them. They know they cannot make it
alone. That is why Theodore Roosevelt
said, “The most important single
ingredient in the formula for success
is knowing how well to get along with
others” It is too quite at the top, and if
the leader does not know how well to
get along with his subordinates he will
always think he is alone and he will not
value the efforts of his team members.
To think that life “at the top” is easier is to
think the grass is greener on the other

The complex, uncertain, uncharted
waters of the twenty-first century have
plunged us in to a world of corporate
compromises and scandals. We have
heard corporate scandals where leaders
have sacrificed their morals on the
altar of compromise. These conditions
demand the highest quality of corporate
leadership which is supported by the
lower level managers who will also get
the credit at the end of the day because
nobody can make it alone. Great leaders
realize that they need people for them
to succeed and excel in their leadership,
not the other way round.
No matter how successful you are, no
matter how important or accomplished,
you do need people. President Woodrow
Wilson said, “We should not only use
all the brains we have – but all that we
can borrow.” There are no problems we
cannot solve together, and very few
that we can solve by ourselves added
Lyndon Johnson. This indicates how
valuable and important are the people’s
contributions in the organizations we
lead and let the people know that as
a leader you value their contributions.
When working with people, leaders
should make everybody feel important,
compliments and affirmations are
critical to enjoying success with others.
As a corporate leader, one should
believe that every person desires to be
good or to do his best. That matters,
because if you don’t believe the best in
others, you will never believe that their
intentions are good. Leaders need to
ask for help not because they are weak
but because we want to remain strong
and that shows that no leader will make
it alone, people might not need you
but as a leader you will definitely need
people
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HIGH CUSTOMER CHURN
IN INSURANCE COMPANIES

the marketing communications
strategies and service delivery
and most of the clients have
been frustrated and seize
buying your products.

Why is it that most of the
insurance companies are
experiencing high customer
churn? Is it because the
companies are charging high
premiums or is it to do with
service delivery or is it to do
with product composition?

PRODUCT COMPOSITION:

T

here are several factors that
our clients will seize buying
our products/services, and
most of them are to do with
service
delivery,
product
composition and high premiums
(in the case of insurance
companies).
Marketing is a new concept
in the insurance industry. “I
remember in one on my articles
I also stressed this point”...as
such, most of the companies
have failed to synchronize
marketing with other key
departments in order to address
these three key challenges,
which mostly contributes to
high customer churn (service
delivery, premium rates and
product composition).
SERVICE DELIVERY:
Service delivery is one of the
crucial elements that most of
the insurance companies tend
to ignore when doing strategic
plans. Most of the companies
will concentrate their plans on
financial i.e. Net underwriting
profits, ROI, Investments on
money market etc.
Service delivery should
of the elements that
be considered first
we start talking about

MALAWI BANKER

be one
should
before
Return

By Harry Mhone
on Investment and other
financials, in the sense that you
cannot make money when your
customers are seizing to buy
your products/service because
of poor service.
One needs to have proper
strategic plan that will lead
to excellent service delivery
which will end up with high
customer retention. If priorities
are reversed whereby you
concentrate much on excellent
revenues without considering
first service delivery, then
for sure you will have high
customer churn and poor
revenue.
Currently
most
of
the
insurance companies have
recruited marketers in order
to fill the gaps of marketing
the
companies’
services,
promoting
new
products,
promoting brand image and
events management BUT most
of these companies have failed
to link service delivery plan to
marketing plans, as such the
companies have failed to grow
in the sense that there is a gap in

Almost 90% of the products, in
all the insurance companies are
homogenous. Customer will
see no difference if they are to
seize buying their covers from
one company and start buying
from other company, reason
being that there is no product
differentiation (although the
only difference will be ability
settle claims).
Most of the companies have lost
major clients to the competition
due to this factor, in the sense
that; now customers have high
bargaining power due to the
fact that the product offer is
homogenous and therefore
the pricing should somehow
be equal (without considering
other
factors)
with
the
competition or lower than what
the competition is offering.
The solution to this challenge is
to come up with new products
or adding incentives to the
existing product lines whereby
it will add value to the clients. If
you can delight your clients by
giving them an added incentive
to the product lines, for sure,
clients will not judge you on
the basis of pricing but they will
look at the incentive that you
are providing.
>>Turn to page 36
PREMIUM RATES:
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Cut throat competition is on the
rise in the industry due to the
fact that most companies are
offering homogenous products
and there is nothing to compete
apart from pricing element.
I am sure you have seen the
audited accounts in news
papers whereby you will note
that most of the companies
are not achieving excellent
turnovers, mostly because of
the nature of business that
we are in but mostly is to do

with the compromised rates
which are being offered in
order to win the business. If
companies are to concentrate
on product differentiation and
excellent service delivery
without compromising on the
rate, for sure our industry
would have been in excellent
margins when it comes to
underwriting profits.
The above mentioned three
factors (service delivery,

product
composition
and
premium rates) have to be
dealt with accordingly if the
company is to retain and build
its customer base...and this
has to be done hand in hand
with marketing department.
In my next article, I will explain
how internal marketing can add
value in order to have the three
crucial elements mentioned
above to be adopted by from
messenger to Chief Executive
Officer

STANSFIELD MOTORS LTD

S

tansfield Motors Limited
is
a
family-owned
company, professionally
managed and operating out
of group owned premises
situated in Blantyre, Lilongwe
and Mzuzu. We are the home
of Leading Brands and we are
the appointed distributors for
Mercedes-Benz
(passenger
and commercial vehicles),
Mitsubishi,
GWM,
FUSO
and for Yamaha products
throughout Malawi. We are
also distributors for Michelin
tyres. Our slogan is Moving
You Moves Us! With this motto
in mind we stock and supply
a full range of vehicles and
products. The Stansfield Group
has been in operation for over
75 years and has established a
comprehensive representation
across Malawi.

We have a mobile field service/
roadside assistance van. This
vehicle is a fully equipped mobile
service van with adequate tools
and equipment to deal with most
minor roadside contingencies for
passenger vehicles and also to
assist Heavy Goods Vehicles.

advancement goals for our
staff. There is full support of
all our Principals who regularly
send personnel to Malawi for
Staff and Customer training
sessions. Similarly our staff
are sent abroad for specialised
training.

SERVICE PLANS

MECHATRONICS TRAINING
PROGRAM

We offer Service Plans where a
customer knows in advance how
much they will spend on servicing
their vehicle for a certain period
and this guarantees customer’s
peace of mind.
MICHELIN TYRES

HOME OF LEADING BRANDS

WORKSHOPS

Our workshops are fully
equipped with the special tooling
necessary for the vehicles we
market. We are continually
updating
our
technical
diagnostic equipment for all our
franchises - Mercedes-Benz,
Mitsubishi, GWM and Yamaha.
MOBILE FIELD SERVICE VAN

Customers can buy and fit tyres
at any of our workshops.
PARTS STOCKING

A comprehensive parts back
up is maintained. Fast moving
spares stock are maintained
on a weekly basis with prompt
delivery of non-stocked spare
parts.
TRAINING

We are committed to training
and
developing
career
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An initiative between Daimler
Germany, GTZ Germany and
Stansfield Motors saw the start
of an automotive mechatronics’
two year training program
and the establishment of our
training centre in Blantyre. The
centre is the only one in the
region and is equipped with the
latest equipment to facilitate
this kind of advanced training.
Technicians are taught a
combination of mechanical and
electronic systems.
YAMAHA RIDING
ACADEMY(YRA)
Stansfield Motors in conjunction
with Yamaha Motors Company
of Japan conduct Safe Riding
Courses which cover good
riding skills combined with
knowledge on servicing and
maintenance skills for motor
cycle riders.The riding courses,
conducted by a qualified
Yamaha Riding Instructor,
Stansfield Motors is the only
dealer in Malawi carrying out
such a unique programme for
its customers
WEBSITE
www.stansfieldmotors.com
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CREATING WELL-PAYING JOBS FOR YOUTH VITAL
TO BOOSTING AFRICAN ECONOMIC GROWTH

work for young people.
“As working populations age in
other parts of the world, young
Africans could find their labour
and skills increasingly in high
demand internationally if their
governments pursue policies
that improve education and
job training for their youth,” the
report stated.

By: Leandi Kolver

W

ith as many as
11-million
young
Africans expected to
join the labour market every
year for the next decade,
creating millions of productive,
well-paying jobs would be vital
to boost economic growth,
significantly cut poverty and
create shared prosperity in
Africa, the World Bank said in
its ‘Youth Employment in subSaharan Africa.

employment challenge, for the
millions of young people who
are just surviving in the hidden
‘informal’ sector will [also] need
greater access to land, skills
training and credit to thrive.
“This will be a game-changer
for
small
farmers
and
entrepreneurs who will prosper
as African economies grow
in close cooperation with the
private sector,” World Bank VP
for Africa Makhtar Diop said.

The report noted that close
to 80% of the subcontinent’s
workforce
would
continue
to work on small farms and
in household businesses in
the near future and, while
the modern wage sector was
growing fast in some countries,
it could not create enough jobs
to meet the youth employment
challenge now preoccupying
governments in every corner of
the continent.
“Attracting investment into
large enterprises that create
wage-related jobs in the
mainstream ‘formal’ economy
is critical, but it is only part of
the solution to Africa’s youth

He added that making highquality science and technology
education more accessible
to young people and shaping
higher education courses to
fit the skills needed by the
modern jobs market was
increasingly a high priority for
many African countries, with
new development partners –
such as China, India and Brazil
– actively working with the
World Bank to develop these
skills among Africa’s youth.
The report further noted that
the manufacturing, services
and agricultural sectors were
traditionally
labour-intensive
and could generate productive
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It further noted that research
showed young people who
received cash grants from the
Northern Uganda Social Action
Fund to pay for their vocational
training and assets needed to
start a business later earned
41% more than others who did
not receive this support.
Meanwhile, in Liberia, a
programme that offered a
combination
of
technical,
behavioral skills and business
skills to adolescent girls and
young women was highly
effective in increasing their
levels of employment and
income.
The business and professionalbehavioral
skills
training
allowed them to raise their
monthly incomes by an average
of $75 – a 115% increase, the
World Bank said.
“Governments can approach
the
youth
employment
challenge in two important
ways – by helping to improve
the business environment to
spark more private investment,
as well as by investing more in
young people’s education and
other skills to create brighter
life prospects for them,” World
Bank lead economist and
co-author of the report Deon
Filmer said
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BRINGING UP CHILDREN
Reviewed by Dr Stuart Crisp, consultant paediatrician 157

A

child’s greatest need is
quality time with their
parents. Raising
a child is the hardest, most
responsible and satisfying task
a human being can face. It’s
also the job for which people
receive the least formal training.
Each person’s knowledge of
how to bring up a child usually
comes from their surroundings
and their own upbringing. This
may result in patterns from the
parent’s own social experiences
being repeated and passed on
to their children.
Parents are role models
Parents are the most influential
role models children are likely
to have. Parents who pay
compliments and show respect,
kindness, honesty, friendliness,
hospitality and generosity to
their children will encourage
them to behave in the same

MALAWI BANKER

way.
Parents should express their
unconditional love for their
children, as well as provide
them with the continued
support they need to become
self-assured and happy.
It’s also important that parents
set reasonable expectations
for their children and tell them
in plain words what they expect
from them.
Why is discipline necessary?
Parents-to-be
Before having a child, it’s a
good idea for both partners
to understand each other’s
attitudes to parenting.
You can do this by talking
about the issues raised in this
article, talking to your friends
and surfing the many parenting
websites.
Discipline is crucial when
bringing up a child. All children

need and want reasonable
boundaries. Through discipline
your child learns that some kinds
of behaviour are acceptable
and others are not. Setting
boundaries
for
children’s
behaviour helps them to learn
how to behave in society.

Discipline is difficult to deal
with because it demands
consistency. Being a parent is
a 24-hour job. The rules have
to apply every day.
Inconsistency and lack of
discipline create confused and
rootless children – who will test
their parents constantly to find
out what the world is all about.
This is why parents, who put in
the effort every day to provide
consistent boundaries to their
children, will (eventually!) end
up with better behaved kids.
Spending enough time with
your children
A child’s greatest need is quality
time with their parents.
Finding time to spend together
as a family can be difficult. In
many households, parents
have to go to work, which limits
the time they have to spend
with their children. In addition,
children are involved in school
and other activities.
Try to arrange a time each day,
such as during breakfast or
dinner, when the entire family
can be together. Fixed routines
are important for children.
It’s also a good idea for
everyone to get together and
talk. Mealtimes provide a
perfect opportunity to chat
>> Turm to page 42
about the events of the day.
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Everybody should take part
in the conversation: parents
should pay attention and
show interest in whatever their
children say.
Make it a family rule that
everyone eats together and
stays at the table, at least
until everyone has finished
eating. This encourages them
not to rush their food – but
more importantly it gives an
opportunity for conversation.
Children like to have special
days reserved for special
activities.
For
example,
Thursday afternoon at the
library with Dad, or Friday night
swimming with Mum. Such
rituals and routines build strong
families.
Encourage your children to take
part in planning activities. It’s
good for a family to do a variety
of fun things together, such as
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playing games and going to the
movies or concerts.
What will good communication
teach children?
Offering explanations will help
children work matters out for
themselves. Take time to point
out how things are connected,
for example, in terms of cause
and effect.
Parents, who think out loud
with their children, will see
them develop a similar train
of thought. They will learn
to talk and think in a more
sophisticated way.
If parents express emotions
and feelings, their children will
learn it’s okay to do the same.
When your children want to talk
or ask questions, encourage
them. If you’re dismissive, or
always say you’re too busy,
they may express frustration
and stop wanting to share their

thoughts and feelings.
If the family has a problem that
concerns your child, involve
them in the discussion. Try to
find possible solutions together
with him or her.
When discussing options, also
talk about consequences. The
possible outcome will influence
your final decision. Be open
to the child’s suggestions.
Let them take part in the
negotiations and the decision.
A child who experiences this
kind of communication will
become confident and learn the
rules of good communication
Read
more:
http://www.
n e t d o c t o r. c o . u k / h e a l t h _
advice/facts/upbringing.
htm#ixzz2wWkiwyLA
Follow us: @NetDoctor on
Twitter | NetDoctorUK on
Facebook
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GLOBAL WARMING BASICS

W

percent and winter seasons
have shortened in some areas
of the Cascade Range in
Oregon and Washington.
Of course, the impacts of global
warming are not limited to the
United States. In 2003, extreme
heat waves caused more than
20,000 deaths in Europe and
more than 1,500 deaths in
India. And in what scientists
regard as an alarming sign of
events to come, the area of
the Arctic’s perennial polar ice
cap is declining at the rate of 9
percent per decade.

hat it is, how it’s caused,
and what needs to be
done to stop:

WHAT CAUSES
WARMING?

GLOBAL

ACarbon dioxide and other air
pollution that is collecting in the
atmosphere like a thickening
blanket, trapping the sun’s heat
and causing the planet to warm
up. Coal-burning power plants
are the largest U.S. source of
carbon dioxide pollution -- they
produce 2.5 billion tons every
year. Automobiles, the second
largest source, create nearly
1.5 billion tons of CO2 annually.
Here’s
the
good
news:
technologies exist today to
make cars that run cleaner
and burn less gas, modernize
power plants and generate
electricity from nonpolluting
sources, and cut our electricity
use through energy efficiency.
The challenge is to be sure
these solutions are put to use.
IS THE EARTH REALLY
GETTING HOTTER?
Yes.

Although
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local

temperatures
fluctuate
naturally, over the past 50
years the average global
temperature has increased
at the fastest rate in recorded
history. And experts think the
trend is accelerating: the 10
hottest years on record have all
occurred since 1990. Scientists
say that unless we curb global
warming emissions, average
U.S. temperatures could be 3
to 9 degrees higher by the end
of the century.
ARE WARMER
TEMPERATURES CAUSING
BAD THINGS TO HAPPEN?
Global warming is already
causing damage in many parts
of the United States. In 2002,
Colorado, Arizona and Oregon
endured their worst wildfire
seasons ever. The same year,
drought created severe dust
storms in Montana, Colorado
and Kansas, and floods
caused hundreds of millions
of dollars in damage in Texas,
Montana and North Dakota.
Since the early 1950s, snow
accumulation has declined 60

IS
GLOBAL
WARMING
MAKING
HURRICANES
WORSE?
Global warming doesn’t create
hurricanes, but it does make
them stronger and more
dangerous. Because the ocean
is getting warmer, tropical
storms can pick up more energy
and become more powerful. So
global warming could turn, say,
a category 3 storm into a much
more dangerous category 4
storm. In fact, scientists have
found that the destructive
potential of hurricanes has
greatly increased along with
ocean temperature over the
past 35 years.
IS THERE REALLY CAUSE
FOR SERIOUS CONCERN?
Yes. Global warming is a
complex phenomenon, and
its full-scale impacts are hard
to predict far in advance. But
each year scientists learn more
about how global warming is
affecting the planet,
>> Turn to page 44
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and many agree that certain
consequences are likely to
occur if current trends continue.
Among these:
• Melting
glaciers,
early
snowmelt
and
severe
droughts will cause more
dramatic water shortages in
the American West.
• Rising sea levels will lead to
coastal flooding on the
Eastern seaboard, in Florida,
and in other areas, such as
the Gulf of Mexico.
• Warmer
sea
surface
temperatures will fuel more
intense hurricanes in the
southeastern Atlantic and
Gulf coasts.
• Forests, farms and cities will
face troublesome new pests
and more mosquito-borne
diseases.
• Disruption of habitats such
as coral reefs and alpine
meadows could drive many
plant and animal species to
extinction.
WHAT COUNTRY IS THE
LARGEST
SOURCE
OF
GLOBAL
WARMING
POLLUTION?
The United States. Though
Americans make up just
4 percent of the world’s
population, we produce 25
percent of the carbon dioxide
pollution
from
fossil-fuel
burning -- by far the largest
share of any country. In fact,
the United States emits more
carbon dioxide than China,
India and Japan, combined.
Clearly America ought to take
a leadership role in solving the
problem. And as the world’s top
developer of new technologies,
we are well positioned to do so
we already have the know-how.
HOW CAN WE CUT GLOBAL
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WARMING POLLUTION?
It’s simple: By reducing pollution
from vehicles and power
plants. Right away, we should
put existing technologies for
building cleaner cars and more
modern electricity generators
into widespread use. We
can increase our reliance on
renewable energy sources such
as wind, sun and geothermal.
And we can manufacture
more efficient appliances and
conserve energy.
WHY
AREN’T
THESE
TECHNOLOGIES
MORE
COMMONPLACE NOW?
Because, while the technologies
exist, the corporate and political
will to put them into widespread
use does not. Many companies
in the automobile and energy
industries put pressure on the
White House and Congress
to halt or delay new laws or
regulations -- or even to stop
enforcing existing rules -- that
would drive such changes. From
requiring catalytic converters
to improving gas mileage,
car companies have fought
even the smallest measure to
protect public health and the
environment. If progress is to
be made, the American people
will have to demand it.
DO WE NEED NEW LAWS
REQUIRING INDUSTRY TO
CUT EMISSIONS OF GLOBAL
WARMING POLLUTION?
Yes.
Voluntary
reduction
programs have failed to stop
the growth of emissions. Even
leaders of major corporations,
including companies such as
DuPont, Alcoa and General
Electric, agree that it’s time
for the federal government

to create strong laws to cut
global
warming
pollution.
Public and political support
for solutions has never been
stronger. Congress is now
considering fresh proposals
to cap emissions of carbon
dioxide and other heat-trapping
pollutants
from
America’s
largest sources -- power
plants, industrial facilities and
transportation fuels.
Stricter efficiency requirements
for electric appliances will
also help reduce pollution.
One example is the 30
percent tighter standard now
in place for home central air
conditioners and heat pumps,
a Clinton-era achievement that
will prevent the emission of 51
million metric tons of carbon
-- the equivalent of taking 34
million cars off the road for one
year. The new rule survived a
Bush administration effort to
weaken it when, in January
2004, a federal court sided
with an NRDC-led coalition and
reversed the administration’s
rollback.
IS IT POSSIBLE TO CUT
POWER PLANT POLLUTION
AND STILL HAVE ENOUGH
ELECTRICITY?
Yes. First, we must use more
efficient
appliances
and
equipment in our homes and
offices to reduce our electricity
needs. We can also phase out
the decades-old, coal-burning
power plants that generate
most of our electricity and
replace them with cleaner
plants. And we can increase
our use of renewable energy
sources such as wind and sun.
Some states are moving in this
direction:
>> Turn to page 46
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California has required its
largest utilities to get 20
percent of their electricity from
renewable sources by 2017,
and New York has pledged to
compel power companies to
provide 25 percent of the state’s
electricity from renewable
sources by 2013.
HOW CAN WE CUT CAR
POLLUTION?
Cost-effective technologies to
reduce global warming pollution
from cars and light trucks of
all sizes are available now.
There is no reason to wait and
hope that hydrogen fuel cell
vehicles will solve the problem
in the future. Hybrid gaselectric engines can cut global
warming pollution by one-third
or more today; hybrid sedans,
SUVs and trucks from several
automakers are already on the
market.
But automakers should be doing
a lot more: They’ve used a legal
loophole to make SUVs far less

MALAWI BANKER

fuel efficient than they could be;
the popularity of these vehicles
has generated a 20 percent
increase in transportationrelated carbon dioxide pollution
since the early 1990s. Closing
this loophole and requiring
SUVs, minivans and pick-up
trucks to be as efficient as cars
would cut 120 million tons of
carbon dioxide pollution a year
by 2010. If automakers used
the technology they have right
now to raise fuel economy
standards for new cars and
light trucks to a combined 40
m.p.g., carbon dioxide pollution
would eventually drop by more
than 650 million tons per year
as these vehicles replaced
older models.
WHAT CAN I DO TO HELP
FIGHT GLOBAL WARMING?
A:
There are many simple steps
you can take right now to cut
global warming pollution. Make
conserving energy a part of your

daily routine. Each time you
choose a compact fluorescent
light bulb over an incandescent
bulb, for example, you’ll lower
your energy bill and keep
nearly 700 pounds of carbon
dioxide out of the air over the
bulb’s lifetime. By opting for a
refrigerator with the Energy
Star label -- indicating it uses
at least 15 percent less energy
than the federal requirement
-- over a less energy-efficient
model, you can reduce carbon
dioxide pollution by nearly a ton
in total.
HOW CAN I ARGUE WITH
A
GLOBAL
WARMING
SKEPTIC?
A:
First, determine whether
you’re talking to a skeptic, or
a denier. A genuine skeptic
is someone who can be
convinced by evidence, and
the scientific evidence for
human-caused global warming
is overwhelming
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FIFA PROMISES SURPRISE DOPING
TESTS BEFORE WORLD CUP
FIFA is expected to conduct
surprise doping tests of all
potential World Cup players at
least once beginning in March,
setting up biological passports
to
determine
possible
irregularities in blood and urine
samples.
FIFA chief medical officer Jiri
Dvorak said Saturday all teams
and players should be tested
unannounced between March
1 and the World Cup opener in
June.
In a news conference, he also
said FIFA’s medical staff will
decide before games whether
drinking breaks will be used
during the World Cup in Brazil.
He said soccer’s governing
body is not overly concerned
with the heat during matches
in the jungle city of Manaus,
which will host matches of
England, Italy, Portugal and the
United States.
Dvorak said surprise visits will
be made to get samples from
an “entire squad” after March
1, which is when teams have
to tell FIFA where they will be
training and playing friendlies
ahead of the World Cup.
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“We will test all teams and
all players between the first
of March and the kick off,
unannounced, at least once,”
Dvorak said.
Many World Cup teams will be
playing warm-ups on March
5, which already falls within
the window FIFA can begin its
tests.
“From now on every player
competing in the FIFA World
Cup Brazil could be tested at
least once, at any time, in any
part of the world,” he said.
FIFA has used the biological
passports
during
recent
Club World Cups and the
Confederations
Cup
last
year in Brazil. It will be the
first World Cup where FIFA
uses the system, which helps
detect illegal substances from
changes in a player’s blood
profile. FIFA will also be using
a urine profiling technique to
detect steroids.
Dvorak reiterated that the
samples from the World Cup will
have to be flown to a laboratory
in Switzerland because the
Brazilian lab expected to be
used during the tournament lost

its accreditation from WADA.
Despite some team complaints
about the weather conditions
expected in the northern
jungle city of Manaus, Dvorak
downplayed
the
problem,
noting that during the Beijing
Olympics temperatures were
significantly higher and the
health condition of participants
was not jeopardized.
“We don’t think the conditions
in Brazil will be as difficult as
people are saying,” he said.
“We can introduce extra water
breaks and provide players with
cold towels where necessary,
but that’s a medical decision
that will be judged on a case
by case basis, before each
game, by our team of health
professionals.”
Drinking breaks were allowed
in the final in Beijing, however,
and Dvorak said referees and
FIFA’s medical staff will be able
to do the same in Brazil when
deemed necessary. The same
will be allowed in the other 11
host cities..Follow Tales Azzoni
at http://twitter.com/tazzoni
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Homour
t may be Valentine’s Day,
but is he or she worth it?
(Infographic)

It’s Valentines day and
Goldman Sachs is talking
about bringing back the
love into banking.
Lloyd Blankfein, the
notorious CEO who talks
about banks doing God’s
Work whilst his staff call
customers
muppets
and the media call them
the Vampire Squid, is
quoted in an interview
with Japan’s Nikkei
newspaper as saying:
It’s going to be a long
time before most people
in the world are in love
with bankers, but that
is not going to stop us
from working hard to be
a better institution.
Yep, it’s going to be a
long, long, very long time.
Maybe a generation.
Maybe more.

B

ut nevertheless,
you may not love
your bank but you
you
should beware who
love.
er,
Love is full of dang
nge
the biggest challe
cial
of which is the finan
er.
stability of your partn
hen
Strangely enough, w
you
you clock the one,
ink
probably purely th
ther
yeah, yeah, yeah ra
uch
than I wonder how m
gh
they’re worth? althou
do
I’m told some people
think the latter.
maybe
Nevertheless,
the
you should think
latter.
ma,
According to Lu
edit
a provider of cr
this
cards who sent me
oice
infographic, your ch
ine
of partner can determ
cial
your long-term finan
future.

Y

ou might not be
able to get a
mortgage or loan
if your partner is dodgy
and, from the divorce
perspective, you need to
be aware that they might
take half or more of your
wealth.
Now of course, we don’t
think of those things
on this day of love, but
just to provide a word
of small caution, take a
look at this (doubleclick
to enlarge):

