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Humour

A

young banker decided to get his
first tailor made suit. So he went
to the finest tailor in town and got
measured for a suit. A week later
he went in for his first fitting. He put on the
suit and he looked stunning, he felt that in
this suit he can do business.

A

lady was newly appointed as
a clerk in a bank. The manager of that branch was fond of
literature and books. He asked
the clerk, “Do you know William Shakespeare?” The clerk replied, “No. In which
branch is he working?”

As he was preening himself in front of the
mirror he reached down to put his hands in
the pockets and to his surprise he noticed
that there were no pockets. He mentioned
this to the tailor who asked him, “Didn’t you
tell me you were a banker?”

After that the manager only asks her
about cheques and drafts.

The young man answered, “Yes, I did.”
To this the tailor said, “Who ever heard of
a banker with his hands in his own pockets?”
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T

W

hy are banks
similar to
trees?
Because they
have several branc hes.

I

f you owe the bank $100, that’s your
problem. If you owe the bank $100
million, that’s the bank’s problem.
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EDITOR’S DESK

W

e feel greatly honoured that you our
reader has again decided to join us in this
9th edition of the Malawi Banker.
This edition is fully packed with wide
range of articles. From the theme ‘Financial Inclusion, the way to go’ we give you
more details about the launch of the financial inclusion campaign.
FMB has engaged a new Chief Executive Officer, Mr Dheeraj Dikshit and he
tell us more about the plans he has for
the bank then we meet one of Malawi’s
influential lady banker, Etness Chanza
who works with Standard Bank.
We have some analytical pieces on the
local economy and since we also value
your health and personal well being
there are tips on how to keep away from
heart attacks and Building a healthy
family in a busy environment which we
know is timely in this era.
On a lighter note, we also have in here
some jokes which will bring to light the
other side of life and how others see it.
We are grateful to those who spared
their highly valued time to provide us
with feedback which also included con-

structive criticism for our last edition.
This time again, we appeal for more
feedback from our readers contacts
we have provided on the second page
of this magazine.
All in all enjoy your reading!

MUUSO KAUNDA
Editor
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>>From page 44
avenue where they benefit from fitness and ex

This single principle indicates certain exercises are of
greater benefit to the golfer than others.

ercise programmes have given many more people a
chance to master the game much faster and really
get to enjoy it.

Generally speaking, the exercises should focus on
developing your body to the positions, movements,
and physical requirements of the golf swing.

It is not surprising that most managers often spend
the weekends either at Mulanje, Thyolo, Blantyre,
Lilongwe, Limbe, Nchalo and Gymkhana golf clubs
among others.

For instance, we are fully aware the golf swing requires you to make a full shoulder turn. A portion of
the ability to make a full shoulder turn is contingent
upon the golfer’s flexibility (regardless of if (you are
a junior) golfer or not).

Assuming that a golfer would want to skip golf fitness
and exercise they would find
themselves faced with one
major problem. Increasingly
they would find themselves
frustrated and would be
faced with a situation where
it would seem that the standard of their game is dropping.
There are few things that are
as infuriating and frustrating as seeing your opponent
effortlessly run rings around
you on the course just because
they have taken golf fitness
and exercise seriously and
you have not.
In all likelihood the golfer
who is determined to do without golf fitness and exercises,
just like in the old days, would
increasingly find themselves
in a position where they enjoy
their game less and less.

Most companies that
sponsor golf tournaments have donated
huge sums of money
towards the maintenance of the greens
at different golf clubs.
This is one of the kind
acts that sports club
managers have been
short of words in
thanking the sponsors

First and foremost golf fitness exercises can be of
great benefit to the junior golfer provided a
few principles are adhered to in the development of
such a golf fitness program.
We are obviously aware certain exercises are beneficial to the golfer and others are not.
Keep in mind regardless if you are a junior, professional, or senior the exercises within your golf fitness
program should centre upon developing the body
around the golf swing.

If you are lacking flexibility the ability to make a full
shoulder turn, the golf swing
will be compromised, and
compensations may set into
your golf swing.
That being said, a portion of
your golf fitness exercises,
specifically your golf flexibility exercises will focus on developing a full and effortless
shoulder turn.
The junior golfer is really no
different than golfers of a
different age when it comes
to the basic principles of a
golf fitness programme.
The goal of the golf fitness
programme is the same, and
the physical components of
the body to be developed
are the same.

The goal of the golf fitness
program is to develop your body around the golf
swing in order to create a more powerful, consistent,
and accurate golf swing.
The difference for the junior golfer comes down to
what are the best exercises within each of these categories. Typically the junior golfer is not as physically developed as an adult thus changing the exercise
prescriptions that are best for them.
On a lighter note, golf has also provided the top and
middle class managers a chance to interact, share
ideas and find solutions
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PRESIDENT’s
Message

W

elcome aboard in this 9th edition of
the Malawi Banker Magazine and
would like to extend my New Year
best wishes to all our readers and
stakeholders in the financial industry.
The theme carefully chosen for this edition is ‘Financial
Inclusion, the way to go’.
Financial Inclusion or inclusive financing is the delivery
of financial services at affordable costs to sections of
disadvantaged and low income segments of society.
Banks recognize that a more inclusive financial system
is critical to the development of the country’s economy.
In this regard, innovations have been implemented by
various banks in an effort to expand the financial services to the unbanked population.
The number of branches and products that have been
rolled out are encouraging. These are the products innovated specifically for the people that are financially
excluded.

of electricity.
However, I should stress that banks will not retire until
many people are on board. Some banks have mobile
vans to cater for areas where there are potential customers; security personnel are deployed to make sure
that the money for the people is safe.

Despite these developments, however, we know that
there is a significant proportion of the country’s population that still continue to face severe constraints in accessing financial services. That is why banks are tirelessly working towards reducing the unbanked gap.

We are putting more effort in the exercise because we
believe that today’s financial inclusion participants are
tomorrow’s manufacturers, buyers, traders and consumers in the economy. We do not want our customers to
walk long distances to withdraw or deposit their money.
I am glad to say that given all required and favourable resources, financial inclusion is a challenge that
can be achieved and managed.

To show its commitment Bankers Association of Malawi
set up a special Taskforce just to look at the modalities
of embracing the unbanked. the project was launched
at Ndirande Health Centre grounds on December 14,
2011.

The other good and welcome news is that of national
switch project that is being undertaken in Malawi. This
means that you do not have to be a customer of a particular bank for you to withdraw money as long as you
have an ATM card.

As an Association, we believe that individual banks
achievements in terms of branch network and product
innovations are manifold and that the task for financial
inclusion is challenging.

This project will help many customers who used to travel
to withdraw money because they were not customers of
a local bank. In other words nation switch project will
also embrace the concept of financial inclusion.

Challenging in a sense that it requires a joint effort of
various stakeholders for the rural masses to be reached
out such as government in terms of road infrastructure
and security; Reserve Bank of Malawi in terms of favourable regulations; Malawi Revenue Authority in
terms of tax reforms; telecommunications and supply

I thank you for taking your time to read this edition.

John Biziwick

President
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Teeing-off beyond the
sport to development

T

BY CHIPATSO PHIRI
he modern game of golf has changed dramatically and it is still dynamic over the years
it has existed in the country.

This is despite the fact that golf is still very much
the leisure sport that has given pleasure to thousands
over the years even with the golf fitness and exercise
programmes.
Off the golf course, the sport has been an epitome
of comfort following various activities that have left
an indelible mark across the society.
This is because golf has been the major sport to be
involved in corporate social responsibility (CSR) activities and many companies would like to be associated with the sport that puts the society’s development agenda.
Most companies that sponsor golf tournaments have
donated huge sums of money towards the maintenance of the greens at different golf clubs. This is
one of the kind acts that sports club managers have
been short of words in thanking the sponsors.
Let alone some golfers have also been contributing in
cash or kind to the communities and this has helped
raise the profile of the sport across the country.

getting it done: Local golfer ready to tee-off

In this context many commercial banks have also
made it a point

handicap.

to sponsor golf tourneys every month and some quarterly so that players have an opportunity to improve

>>Turn to page 46

For the individual players the tournament provide an
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A new broom at FMB

T

he Malawi Banker had a chat with the new
FMB Chief Executive Officer Dheeraj Dikshit.
Excerpts:

Congratulations for your recent appointment as FMB Chief Executive Officer, will
you tell us more about yourself?

It’s a privilege to be CEO of FMB and it has been
a wonderful experience coming to Malawi. I am a
career banker and was previously with HSBC for the
past 18 years across varied functions such treasury,
corporate & institutional banking and retail.

How are you acclimatizing to your
new post at FMB?
This is my first experience in Africa and a good part
of my first few months has been on understanding the
operations of the Bank as well as the local and regional market. It’s been an interesting and exciting
few months.

corporate bank to a holistic bank catering to a wide
range of customers in the corporate and retail segment. A crucial element of this strategy was promoting financial inclusion in Malawi and with our current
distribution and product suite; I believe the Bank has
made considerable strides in this direction.
When you grow as rapidly as FMB has, there is always room for consolidation and streamlining of operations. Our first objective is therefore to refine our
processes, making them more efficient and customer
centric.
Secondly, we need to optimize on the investment
made in the retail business over the past three years
in terms of infrastructure, technology and people.
Thirdly, we will continue to focus on launching new
products and services for the benefit of our customers,
both in the corporate and retail segments.

>>Turn to page 6

What new strategies do you intend to
implement to grow FMB?
FMB has grown remarkably in the last three years
and has successfully repositioned itself from being a

Dikshit: FMB stands out

MALAWI BANKER 					Vol.
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>>From page 5
What is your vision for FMB?
My vision in terms of size is to make FMB amongst the
top three but beyond size, we would like to be the
preferred service provider in the banking sector in
Malawi.
Our vision for the medium term is to continue promoting financial inclusion, bringing a larger part of the
Malawi population into the banking fold and focus on
good, efficient products/services that making banking
convenient and accessible to our customers.

Any challenges that you foresee so far and
how do you intend to overcome them?
Banking whether in Malawi or any part of the world
is closely intertwined with the domestic and international economic environment. Whenever there are
economic challenges, the banking sector obviously
gets impacted. In that respect, I think 2012 is going
to be a challenging year and we will need to remain
vigilant to the developments in the economy. However,
it’s also a year where we need to draw a balance
between managing short term challenges and at the
same time continuing to focus on investing in products,
people and infrastructure so as to build the bank for
the longer term.

Through the Malawi Banker magazine,
what message would you want to relay to
FMB’s existing and potential customers?
The message to both our existing and potential customers is that FMB is a bank which is there for them,
putting their financial needs and convenience first. At
FMB, our customers come first and it is our continuous
endeavor to ensure they are serviced promptly and
efficiently.

Will you kindly tell us FMB’s uniqueness
from other commercial banks?
Banking is a regulated industry, not only in Malawi but
also rest of the world. Products and services therefore
need to adhere to the regulatory framework. Moreover, banking is also a service industry where product
replication is easy.

central point: FMB Head Office in Blantyre
Hence, products by themselves do not contribute to
success in the long term. However, what makes the difference is its delivery. One can have great products,
but if the organization is not capable of delivering it
to customers efficiently, it’s of little use. In my view this
is where FMB stands out; our service delivery is very
good and this has been the hallmark of FMB, obviously it’s an area that we want to continue to improve
upon.

Can you outline some of the FMB unique
products currently on the market?
One unique product which has found a lot of favor
with our customers is the “Fast Account”. This product was launched in early 2010 with the intention of
promoting financial inclusion. In essence it is a savings
account but available “off the shelf” wherein the customer gets an ATM card immediately and can therefore start using the account within a few minutes of it
being opened. This is an exemplary case of FMB’s innovation and endeavor to making banking easy and
accessible to customers.

>>Turn to page 7
					Volume
9, First Quarter 2012			MALAWI BANKER
6

MALAWI BANKER 					 9, First
Volume
9, 2012			MALAWI
First Quarter 2012			 BANKER
					Volume
Quarter
43

>>From Page 41

to keep the flame alive, here are examples.

If one cooks, the other washes the dishes. In our marriage, the husband does just as much of the housework as the wife and if she is busy, he does more and
vice versa.

Complimenting each other is a way of life for us and
keeps the other person feeling special. These are
simple things that any married couple can do.

The other person doesn’t just sit around when the
other is working. If the wife is cooking, the husband
makes sure he is in the kitchen telling her jokes and
reading the news to her or just keeping her company.

For instance, you might have two or more cars in your
household but why not drive to work together if your
programmes match on that day?

We discuss how we want to spend money on the
household and when to make large ticket items. We
tell each other exactly what money we have earned
and there is never any jealousy.

Don’t do this just because there’s a fuel crisis but
because you genuinely want to spend a little more
time together. Open the car door for your wife – a
woman likes to feel that ‘her knight’ is always out to
protect her, being treated well doesn’t mean you’re
not being true to gender equality.

Doing anything else can lead to debt problems and
once you go down that road, you can be sure that
other problems such as increased quarrels will crop
up in your marriage. We always do the unexpected

We feel more in love now than we did at the start of
our relationship. As long as we keep treating each
other so well, we trust and pray that things will remain so

OBITUARY
OBITUARY
OBITUARY

The Bankers Association of Malawi conveys its deepest sympathy and
condolences to FDH Financial Holdings and Standard Bank Malawi
for the untimely losses of their senior executives.

The late Joel Chilenga joined Standard Bank on September 13, 2004
was the Head of Human Resources.
He died on February 5, 2012 and
was buried in Nthalire, Chitipa on
February 7, 2012.

The late Wisdom Chitedze was the
Head of Internal Audit at Standard
Bank. He joined the bank on March,
21 2011 and died on November
27, 2011. He was buried at the HHI
Cemetery in Blantyre on December
2, 2011.

FDH Financial Holdings lost Laureen
Magombo who joined the company
as a Human Resources Officer and
rose to the rank of manager. She
passed away during morning hours
of February 11 2012 at Mwaiwathu
Hospital and was buried on February 13, 2012 in Zomba.

OBITUARY
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executive management: ( From left) Alex Chigwale, Sylvia Nankwenya, Dheeraj Dikshit, Fred Chipembere,
Agness Jazza, Thomas Kadantot, Lucas Kondowe and Jacob Paul

>>From page 6
Our mobile banking services are probably among
the best in the industry offering a wide range of services. Through your mobile phone you can virtually
pay all your utility bills (electricity, water, DStv, airtime top-ups etc).

How will you ensure that FMB employees
work towards your vision and goals for
the betterment of the organization?
For any organization to move forward it is important
to share your vision with the team and get their buy
in. This is something that we have done in FMB. We
have shared the vision; the way forward for FMB;
how do we want to engage our customers; areas that
the bank should focus on and areas which need to be
streamlined and made more efficient.
We did the exercise of communicating the vision to
employees quite successfully in the last quarter of the
Year 2011. I can confidently say 2012 would be devoted to execution but obviously keeping an eye for
the future and building for the long term as well.

How do you spend your free time outside
banking?
I have a wife and am blessed with two lovely daughters aged fourteen and eleven.
I am an avid reader on a diverse range of subjects
such as economics, finance, political history, biographies etc. I am particularly keen on the subject of investment strategies and that’s a personal hobby. I do
a lot of research in my free time on companies and
develop potential strategies in terms of investments in
those companies.
I love running and that is my personal passion. I play
squash but regretfully have not been very disciplined
in the recent past.

In conclusion what will you say?
I look forward to working in Malawi, it’s a lovely
country. I had the opportunity of visiting some parts
of the country and the beauty is quite remarkable.
Once more, thank you very much for giving me time
to speak to your magazine

MALAWI BANKER 					 9, First
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Building a healthy family
in a busy environment

D

r Harry and Heather Woodward are both
based in the United Kingdom and recently
Malawi Banker crew met them in Malawi
to share more light on how they manage
their family and keep their love burning despite being busy people. Below is what they shared with us:
“He’s a doctor, I’m an investment banker. We spend
most of our time in the UK and a few weeks per
year in Malawi. Workers are much more expensive
in England so we do most things ourselves. This means
there is a greater chance of conflict. When something
goes wrong we can only blame each other, there’s no
antchito to take the blame,” said Heather.
We do almost everything together. Some people
might say we do too much together but as far as
we are concerned, first and foremost, we are best
friends. We enjoy the same jokes and we like to
learn each other’s hobbies.
Marrying your best friend is crucial to a successful
marriage. If family pressure forces you to marry
earlier than planned, you may make the mistake of
marrying someone who is less than a best friend.

Mutual respect
Mutual respect is a far-reaching concept. It is in the
way you talk, look at and treat each other. If you
have a strong sense of respect for one another, others see you as a solid unit and they will think twice
before they approach either of you with the intent to
divide you using rumours or ‘miseche’.
Everyone gets angry, it is natural but we as a couple
have put in place a rule that if one of us is angry,
we should not raise our voice and there should be
no discussion until we’ve both calmed down. People
say rude things that they don’t mean when they are
angry so it’s not a good time for a discussion.
A second rule is that we don’t go to bed annoyed
with each other! Come what may, we have to make

exemplary: Dr Harry and Heather Woodward
up before we go to sleep. It might sound funny that
we have made these rules but we have, and it works.

Our mutual desire to make each other’s
life easier
There is no space for competition in a marriage. We
see each other as a team and any success is attributable to both of us.
Traditionally, people have roles set in their heads
about what a wife is expected to do versus a husband. We approached our relationship without such
expectations, we set our own roles and standards.

>>From Page 42
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>>From page 38
But what exactly necessitated the refurbishments?
“What we do is when you come to Sunbird and you
are checking out, we ask you for your views on your
Sunbird experience. We compile all our guest comments and views, prepare an action plan and implement short and long term solutions. Through this process our guests told us that the product that they were
enjoying at that time was not what they expected of
Sunbird and they asked us to improve a few things.
“We look at the needs of our customers and aim at
providing what they are looking for. One example is
when we received complaints that the country had limited international conference venues, and we did all
that was possible to build the Lakeshore International
Conference Centre. The same with the other improvements that have been done in the Sunbird establishments, it all comes from our guests. Our guests are our
agenda.”
Gardner says the Sunbird will always sustain its promise to customers which is guaranteed value for money.
“What we are saying is that you as our customer will
be entitled to access the best quality service in hospitality at a very competitive price. To ensure this, we
have even completely changed our billing system.
“Sunbird would like to serve those people who have
for long complained that hotels are not for local people and opted for mushrooming lodges where security guarantees are not at the best and the service is
not inviting.”
As such, Sunbird Group Sales Manager, Daniel Tam-

bala says Sunbird decided to be considerate to the
needs of their local clientelle after realising that a lot
of Malawians desire to stay at a Hotel for much less.
“If one is visiting Sunbird Mzuzu for example, and you
are on a shoe string budget, we would will welcome
you with our Best available rates which allows individuals to pay the lowest and affordable rates. Our
Hotel Managers are also very much willing to listen to
your proposals. In simple terms, we will strive to offer
you our best at your budget.
“In order to fully enjoy the benefits of the best available rate system, one is required to make advance
booking by website, email, telephonically or just a
walk to the reception of any of our Hotels. The best
available rate system will always generously reward
guests who book in advance than those who make
panic bookings, it is a new introduction in the hospitality industry and we would like our customers to enjoy
world class systems.”
Talking about the recently opened world class lounge
and restaurant named Pablo and Picasso’s respectively at Sunbird Mount Soche, Tambala says patrons
are the best judge of this new experience.
“The place has appetising local, oriental and international cuisines, splendid menus and a beautiful ambience at very affordable prices. You come into probably the most beautiful restaurant in the country with
a French / Spanish touch and you expect the bill to
be nothing like rock bottom, but amazingly you walk
out with your wallet just as full as it came. We have
just introduced express 3 course business lunches during weekdays and a clever family lunch (carvery) on
Sundays to allow an excellent experience for both
executives and families.”

great standards: One of the Sunbird Group restaurants.
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Financial Inclusion;
The way to go

D

ecember 15, 2011 is a day that will go down
in Bankers Association of Malawi (Bam) history as local commercial banks came together to launch a financial inclusion campaign at
Ndirande Community Health grounds.
People turned up in great numbers to witness the occasion which was graced by the Deputy Minister of
Finance Honourable Cornelius Mwalwanda.
There were several notable figures among them, The
Governor of Reserve Bank of Malawi Dr Perks Ligoya,
Deputy Governor of the Reserve Bank of Malawi,
Mary Nkosi, the areas MP Honourable Eunice Makangala, Chiefs from Blantyre district, the Post Master
General, Andrews Kumbatira, and chief executive officers of banks and Malswitch.
The Malawi Banker engaged Chairperson of the Financial Inclusion Taskforce Effie Malange (EM) to shed
more light about the new drive.
MB: Congratulations for this colourful ceremony, can
you please detail to us why the pomp?

new direction: Some of the activities at the launch
•To have at least one banking institution represented
within every 20km radius in every economically active
and densely populated locality in Malawi.
•To develop an optimal and transparent 		
pricing strategy to ensure affordable financially inclusive products and services.
•To provide solutions that would eliminate major barriers to banking in Malawi

EM: Thank you very much. Today the pomp is about
a historical monument that the commercial banks have
casted in Malawi as the beginning of the journey of
bringing banks to the people that have been financially excluded for all these years. As you can see all
the banks are represented here. This is because the
Financial Inclusion Task Force has membership from the
various banks. The taskforce was mandated by the Reserve Bank of Malawi and Chief Executive Officers of
commercial banks to develop a strategic framework
which will govern the approach by banks to develop
banking solutions for the currently unbanked but bankable population of Malawi. Today we are launching
the Memorandum of understanding in which the banks
have contracted on a 5 year journey to achieve the
following:

MB:In simple terms what is financial inclusion all about?

•To increase the banking population from 19% of the
total bankable population to 40% across all banking
institutions in Malawi.

Some keep money in livestock. What happens if

EM: Basically financial inclusion is about banking the
unbanked. This means we are bringing financial solutions that meet the needs of the unbanked, at the right
price and within their community.
MB: Why must all banks be present in the rural areas
and townships?
EM: Banks must be present in rural areas and townships
because the people that reside there have financial
needs that banks can meet. For example, the Finscope
study has articulately stated that some Malawians dig
holes in their homes to keep their money. What happens if someone sees one doing this?

>>Turn to page 10
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spreardheads: Mwalwanda (with a ribbon) launches financial inclusion with Ligoya (right) BAM President John
Biziwick, Standard Bank MD Charles Mudiwa (left) and the MP for the area

>>From page 9

their goat contracts a disease and dies? Some borrow
money from informal traders-Katapila at very high
interests almost double what commercial banks offer.
This shows that banks need to be accessible for the
rural and township individuals to provide secure, affordable and reliable financial solutions.
MB: What benefit and to who will this project be?
EM: to the customer, financial market access is important for the low income to support savings, build up
and accumulate assets. The low income need safe havens for their savings that they can use to build assets, smoothen their consumption and protect them from
periodic shocks. To the nation; Finscope demand-side
study survey states that 55 percent of Malawians are
financially excluded—meaning that they neither use
formal financial institutions nor informal mechanisms.
Now, how can we as a country push forward the poverty reduction agenda with more than half of the country’s population left out to fend for themselves in the
financial intermediation wilderness? Financial inclusion
remains a critical instrument for increasing agricultural
productivity and production; promoting entrepreneurship, creating jobs and boosting household incomes. It
also goes without saying that financial inclusion is an
important vehicle for reaching the Malawi Growth and
Development Strategy (MGDS) goals and the Millennium Development Goals (MGDs).
Banks will also benefit in a way that they will have
more customers, and initiatives on financial literacy will

ensure that banks have well informed customers.
MB: How does someone qualify for such an exercise
and for how long will somebody be in such category.
EM: According to the RBM regulations, one has to be
18 years old and older to access banking services. The
individual also has to have an income and an identity.
In the absence of a national ID and the in availability
of formal IDs such as passports and driving license
for this segment, we are at the moment lobbying RBM
to formally allow us to use alternatives such as letters
from the DC/TA or religious leaders.
MB: Still on new accounts, banks require utility bills,
plot number when one wants to open an account yet
the majority of people in Malawi do not own plots and
they share water and electricity with the landlords, as
banks how are you going to address this concern?
EM
: These requirements are required by RBM as
our regulators; hence as banks, we just ensure compliance to the set regulation on KYC and the Anti Money
laundering regulations. Like the dispensation we are
seeking regarding identity, we are also lobbying the
central bank to allow us to use letters from T/As to
confirm individual’s permanent residence in non formal
settlements.
MB: How has Bankers Association positioned itself on
financial literacy in terms of credit worthiness?
EM: BAM is like our mother, it will coordinate

>>Turn to page 12
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our guests are our
pride: Sunbird

B

uoyed by recent refurbishments of its establishments across the country, Sunbird Hotels
say it is guaranteed to give all its clients a
complete new experience.

Last year, Sunbird finished refurbishments to Mount
Soche, Capital Hotel, Ku Chawe, Mzuzu Hotel and constructed a new state-of-the-art International Lakeshore
Conference Centre at Nkopola in Mangochi.
The Hotel Chain CEO, Mr Roger Gardner says the
multi-million kwacha facelift will ensure that customers
experience world-class service at prices that they can
afford.
“If you look at the refurbishments that have been done
over the year, our facilities have massively changed
to world class standard. We are now happy to offer
our guests a feel of a new room altogether. Sunbird
Mount Soche, Sunbird Capital, Lakeshore International
Conference Centre are completely new experiences to
our discerning guests,” he explains.
Gardner said the facelift will also ensure that Sunbird
Hotel establishments would get a second go at the hotel grading system.

was done right in the middle of the refurbishments, but
after the refurbishment process, our guests are disputing the current status because at Sunbird Mount Soche
or Sunbird Capital, they are experiencing a product
that is modern, up-to-date, world class and one that
you can compare to any five star hotel in the world
today,” he says and adds that there have been kind
compliments from customers who have sampled the
new Sunbird experience.
“Recently some Chinese nationals who visited the country under the Ministry of Tourism complimented that if
Sunbird Capital was not a Five Star, then the grading
system in Malawi is very tough. But in actual sense, the
grading system is not tough, just that it was done when
we were in the middle of the refurbishing exercise,
statements like these give an honest guest perspective
to where Sunbird standards have reached.”
According to Gardner, the star grading team is revisiting the Sunbird establishments.
“Right now they have finalized with Sunbird Nkopola,
they went to Sunbird Mzuzu and they are about to review Sunbird Mount Soche and then there is also Sunbird Capital waiting in the wings,” Gardner said.

“We had a first go at the hotel grading process which

>>Turn to page 40

splendid scenery: Sunbird Mount Soche’s
view from the swimming pool side
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all the initiatives the commercial banks wish to execute
under this initiative. Please note that we will also roll
out a financial literacy program to ensure that our
customers and potential customers are well informed
about what banks do; the services and products available for them. We will also educate them on their rights
as customers versus the obligation of the banks e.t.c our
financial literacy program will educate our customers
on various topic including credit worthiness, KYC, ATM
Usage, Customer rights, savings and many others.
MB: Does financial inclusion mean loans to all as long
as they have an account with a particular bank?
EM
: Musso, if you meet someone on the streets
today and you get to have a good chat, would you
lend them money if they asked for some? Obviously,
you would want to develop a relationship with them
first, know their habits, and their character. If you know
them well enough, you would then feel more comfortable to lend them. Basically, banks don’t own money
per se. lending customers borrow what other customers
have deposited into their accounts. Banks have a responsibility to ensure that depositors have their money
available when they wish to withdraw; hence customers
who would like to borrow should understand that they
need to pay back their loans, because the bank has
an obligation to the depositor as well. Hence financial
inclusion does not equal to loans for everyone.
MB: Others are concerned that it is easy to open an
account but very difficult to withdraw your own money,
how are you addressing this?
EM: Banks have been innovative enough to ensure that
their customer’s money is not only available in cash, but
also electronically. Hence customers have various options. They can decide to walk into any branch countrywide to withdraw their money. If it is after the banking hours, they can still withdraw money 24/7 from an
ATM; they can buy airtime pay their bills 24/7 through
our ATMs and through internet banking as well, and
can even pay for their groceries through POS. With
these options is it really difficult for customers to withdraw their money?
MB: Of all the places in Malawi why did you choose to
launch the project in Ndirande?
EM: the choice of Ndirande was not by an accident
of fate, nor was this launching venue arrived at as a
matter of desperation or lack of resources. We are

talking of financial inclusion here, embracing the unbanked. What it means is reaching out to these people.
So it was wise for us to go to the locations and meet
our target other than holding the launch in a hotel. We
wanted to show the people our seriousness and tell
them that we are banks because of our customers be it
corporate clients or ordinary citizens and that we want
them to come on board.
MB: How would people differentiate a normal product
from that of a financial inclusion?
EM: for the purpose of this project banks have designed products for the low end. You have heard banks
saying that you can open an account without book balance, you will get a free ATM card e.t.c. This is done to
attract those people that are unbanked but are bankable. We believe that as clients transact and their
monies grow, they will graduate to upper levels of accounts.
MB: What is your next step after the launch?
EM:We have already developed our action plan on
the next steps. Our priority at the moment is to roll out
our financial literacy program. Finscope Study cited financial illiteracy as one major reason for unbanked
status; hence the taskforce has identified Financial literacy as a priority to ensure the success of financial
inclusion efforts. This will ensure take-up of the ‘product’ through extensive and innovative market and educational initiatives as well as by positioning commercial
banks as an appropriate and trustworthy service provider amongst the currently unserved. Thus Taskforce’s
next step is to roll out medium term vernacular financial
literacy initiatives supporting RBM and Government’s
long term Financial literacy programs.
MB: Anything you may wish for the financially excluded
people to know?
This is just the beginning of good things to come on the
issue of financial inclusion
To government: we need government’s support in reducing the entry barriers to financial inclusion. Government should reconsider the revision of the current directive to apply VAT on financial services because this
will increase the price of financial services… further
enlarging the entry barriers
To RBM: We need RBM’s support in reinventing parameters for low cost channels e.g no bullet proof materials, no A/Cs, nor marble floors. We also request for
dispensation on KYC for the low end
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The credit report becomes customer’s collateral as
lenders develop faith to lend more based on how well
a customer has repaid others in the past. In more and
more cases around the world collateral is being done
away with as loan providers rely on credit information
and credit profiles to conduct unsecured business lending decisions.
It is important to keep loan repayment up to date as
loan providers will want to offer their customers more
credit if the customers keep loan repayments up to
date by paying them punctually and consistently.
This might entitle the customer to get better offers from
more loan providers in the future.
On the other hand, if a customer does not keep repayment up to date, loan providers will be less likely
to help a customer in this regard and may demand
higher interest rates, or may even decline customer’s
application.

customer have recently been turned down for credit
by another one.
For borrowers, paying loans on time is generally the
single most important contributor to a good credit report. Being late on any repayment, for any length of
time is a possible indication of future nonpayment of
debt and is almost always viewed negatively by loan
providers.
Ultimately, this affects a credit profile. A co-signed
account will appear on both your credit history and
the other person’s. All loan accounts that appear on
customer’s credit report will impact a borrower’s credit
standing negatively or positively.
Belonging to a group can affect credit worthine a
member of the group will appear in the credit reference bureau with links to all the group members.
If one or more members in the group fail to pay and in
doing so the group performs badly, then that information will appear on credit profile for all.

Some jargons in this include data sharing which is the
ability to share the same data resource with multiple
users, like loan providers in the country.

In much the same way, if the group performs well,
credit profile for all members in other accounts will
display this positive information.

Customer’s credit information never goes into a consumer credit reference bureau database without his/
her knowledge.

Having several loans that are repaid well may improve the loan providers’ overall opinion of your risk
profile

Consumer credit information consists of objective facts
associated with consumer loans and credit arrangements, such as contract details and repayment history.

The credit reference bureau report is built upon information provided by participating institutions. In most
countries, there is rarely a problem due to information
mistakenly placed by the credit reference bureau and
we will believe this will be the same case with Malawi.

This information helps loan providers jugde the ability
of concumers to repay loans and pay for purchases.
The CRB will not know why you have been turned down
for credit because that is a lender’s decision. Only the
loan provider with which a customer has made the application can tell why an application was declined.
The decision to grant credit is based on the institution’s
credit granting policy and differs from institution to
institution. The credit profile forms provided by the
CRB are part of the credt granting process but it is not
the sole reference.
The CRB does not recommend granting or refusal to
extend credit facilities to a borrower, policies may differ, therefore, it is not given that a customer will be
turned down for credit by another loan provider if the

There could be many different concerns related to a
credit bureau report like defaults that may have been
listed against a customer due to non payment of debt.
If this happens in error, a customer has to request CRB
either to correct the report for the data item requested or to prove thair data sources to you.
If the customer’s dispute is found to be correct and the
CRB had incorrect information, then all loan providers
who previously received this incorrect information shall
be notified.
If a customer’s claim is unfounded then he may be
required to pay for the costs of the investigation incurred by the institution and the CRB

					Volume 9, First Quarter 2012			MALAWI BANKER
37

					Volume 9, First Quarter 2012			MALAWI BANKER

money earning arena: Trading centre activities at Bvumbwe

Standard Bank gears
up for the unbanked

I

t is a Saturday afternoon at Bvumbwe market, the
sun is baking mama Jenala Bwanali, a vegetable
seller at the market. She fights the scorching sun
and sells her wares to powerful businessmen, politicians, bankers; economists name it from nearby Blantyre, the commercial hub of Malawi – which is 20 kilometers away from Bvumbwe.
These well to do customers run away from sky rocketing prices of commodities in Blantyre and drive in their
4X4s and Mercs to get cheaper sweet potatoes, tomatoes local chickens at Bvumbwe.
As the sun goes down and twilight arrives, the sky darkens the paraffin lamps of all of the houses in Bvumbwe
glimmer and twinkle, Mama Jenala clears her mat
made of used sacks, with K7,000 in her hands – it was
a bad day. On good day, she makes over K12,000.

The affluent who went to Bvumbwe to dump the money
don’t care whether mama Jenala will be robbed of her
money on her way home; or use it for usury or indeed
worry where she will keep the money. With sales averaging K7,000 a day mama Jenala makes K210,000
a month, tax free.
Mama Jenala’ story is similar to that of other one bil-

lion people globally who are excluded from enjoying
financial services and in Malawi they are 7.7 million,
according to statistics from Finscope.
According to the World Bank, Africa alone has 230
million unbanked households. This is scary for a continent aspiring to meet Millennium Development Goals
(MDGSs).
“I think we can do more than this as Banks to bridge
the gap between the banked and the unbanked,”
says Standard Bank Director for Personal and Business
Banking (PBB), Paul Omara.
According to Omara, the unbanked are those who do
not utilize banking services and have limited banking
needs. The unbanked are not the poorest of the poor.
Conversely, they unquestionably include those whom
banks need to service but cannot do so profitably in
the existing banking environment for now, Omara says.
As in the story of mama Jenala, her business has a
monthly turnover of K210,000 which is a good distance compared with some salaries of graduates

>>Turn to page 15
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Unravelling more on
Malawi’s own Credit
Reference Bureau

T

he Credit Reference Bureau Act 2009 defines a
credit reference bureau (CRB) as a legal entity
established as a company that allows financial
institutions to exchange information on their clients’ repayment history and debt profiles and which
compiles a database that collects, stores, consolidates
and processes information related to persons, companies and enterprises.
Put simply, a CRB gathers information about how borrowers use credit. This information is then used by loan
providers to decide whether or not to grant credit to
borrowers in future. In short, a CRB helps borrowers
to be responsible in using credit and lenders to avoid
high credit risk.
Credit Reference Bureau collect and assemble personal and financial information on individuals and businesses. This way, a loan provider can minimise their risk
and have confidence when offering customers credit.
Without the credit report, the loan provider would
be less likely to grant a customer credit, or they may
charge higher interest rates as they need to cover a
higher risk of non-performing loans.
Without CRB, the loan provider spends hours, maybe
days telephoning for references and making credit
checks on how well their loan applicants are repaying
other accounts before a loan was granted.
Credit reference bureaus help put an end to this time
consuming execise of confirming someone’s good or
bad credit record by collecting all of the information
on a large database – enabling lenders to make risk
decisions within a short time.
Credit reference bureaus are also vital as they allow
for timely access to credit, allow customers and commercial entities to buy now and pay later they help
participating institutions to assess the credit risk so that
they are able to extend loans and assist credit grantors

exclude non-performing clients from the process while
giving individuals access to credit without them having
to save the full amount before they can buy.
For borrowers, it will become easier as those with a
good loan record may not always be required to provide big securities like land titles to get a loan.
Loan providers will know more about borrowers and
may offer lower interest rates or larger loans.
Getting loans will be quicker due to timely access of
loan records Loan providers will not need so many
documents every time borrowers request a loan
Borrowers will be guided on getting loans that they
are able to repay the price of loans will come down as
loan providers compete for the good borrowers.
Borrowers can build up good reputational collateral
and use it to obtain better terms from lenders.
Credit reference bureaus assist Participating Institutions (PI) in the evaluation of credit risk, which enhances
the soundness of Pls and efficient allocation of resources.
Institutions will have easy access to the credit histories
of their customers from a credible source. Good credit
reports enhance the development of a credit culture
for borrowers to repay their loans, opportunity for Malawians to have better access to credit to be able to invest, educate their children and live more decent lives.
By maintaining a healthy credit record, and maintaining timely repayment, the credit reference bureau is
able to develop a positive profile or a history of how a
customer manage credit – this is known as reputational
collateral.

>>Turn to page 37
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in cities who are banked. This is food for thought.
“As banks, we need to recognize the earning potential in the rural areas too - not instantly but worth
the investment, Banks must begin to think it is a good
cause to bank the unbanked and reduce the gap
eventually,” Omara says.
He reveals that Standard Bank has put on the market
Ndalama Zatela mobile vans replete with ATMs and
ever smiling staff to attend to the needs of the unbanked in various rural points in Malawi, where there
is no brick and mortar representation.
He says the Standard Bank mobile banking offering
is convenient, fast, simple, and secure.
“Our customers, formerly unbanked, access the bank
for savings, loans and many other products, which
would not have been the case if they did not have
bank accounts,” Omara points out.
In many cases, the unbanked lack steady and substantial income leading to a fear of insufficient funds for
an account; lack of formal employment that precludes
a financial history; poor financial literacy and psychological factors such as mistrust of financial institutions.
“We are also slowly winning the battle against these
highlighted misconceptions. Today mama Jenala has
accessed a loan from Standard Bank and she is slowly
graduating from micro seller at the market to an SME.
“She is going to import a heavy duty juice maker and
the SME division within our Business Banking section is
providing advisory services for branding the products
and usage of accounting system. This is how Standard
Bank is moving SMEs forward whilst bridging the gap
between the banked and the unbanked,” says Omara
with a sigh of relief.
The man steering Standard Bank’s personal and business banking says the unbanked population is not outside the banking sector by choice.
Omara says it is quite evident that their predicament
is that banks do not offer products tailor made to
their needs.
Standard Bank as a brand that believes in moving its
customers forward says it will not be part of financial institutions that exclude some sections of society
because of their inability to understand the requirements of the customers.

“It is as a result of this that Standard Bank started
the Mchikumbe account; this is an account specifically
for farmers in both urban and peri-urban areas. This
is a tailor made product for farmers with K200 as
book balance. In addition, this account does not attract any transaction fees but farmers access loans,
ATMs, among others. This is an affordable offering,”
Omara, whose bank chairs the steering committee on
financial inclusion among banks in Malawi, says.
Distant to the obvious requirements of savings, loans,
transactions and investments, the unbanked need flexibility in savings and repayment schedules owing to
lack of steady income; simplicity and speed in processing and in Standard Bank they have a partner.
Omara, a seasoned Banker with multi-market experience, in sharing his passion with The Banker, says
branchless banking and e-banking platforms are
closer to his heart.
“We are positioning our electronic banking platforms
as another way to reach to the unbanked populations in Malawi. You know when I move around the
townships, villages in Malawi, I realize that in every 5
people I meet, 4 have a cell phone,” he says.
“This is the direction Malawi should take, and Standard Bank is inviting all players to partner with us
in servicing the unbanked, we have already got the
commitment and vision for this section of the population,” he challenges.
In neighbouring South Africa, where Banking is advanced, only 40 percent of adults have bank accounts.
“However, South Africa has physically taken branches to the unbanked particularly as prefabricated
units. In remote areas, machines have been installed
in shops where customers print out a slip and present
it to the shopkeeper, who provides the cash. Some
rural branches and ATMs rely on solar energy and
satellite phone.
In Malawi, when we saw the need in Nchalo, we
opened a prefabricated unit as a service centre and
it’s working well”
Omara’s parting shot: “Figures concerned in meeting
the requirements of the unbanked may seem frightening, but in truth they represent a 7.7 million ready
market for banks in Malawi.”
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Invest in Unit Trusts

W

ith changing economic situation
around the globe, we cannot afford
to be doing the same things and expect to be achieving different results.
This notion has not escaped how we do investments.
Niccolo Machiavelli said that “Whosoever desires constant success must change his conduct with the times.”

At Old Mutual Unit Trusts, we believe that in order to
financially survive into the future, investments should
be diversified, flexible, liquid, transparent and convenient.
We have designed some 15 quick questions which
should challenge your view on your investment and
possibly allow you to make better investment choices
into the future. Maybe change is long overdue for you
and your investment habits. Please take time to experience this life changing moment with us.
Diversified: Does your investment consist of shares,
fixed interest investments, cash deposits, bonds and
other securities all in one?
Does your investment allow you to select a combination of funds that would suit your risk appetite?
By making that investment, do you become part of a
larger group of investors sharing common investment
goals, effectively multiplying a hundred fold the investment opportunities at your disposal?

Does your investment manager offer the information
without you asking?
Is the information freely available to you?
Does your investment manager quote your returns gross
or net of tax and fees?
Does your investment manager publish the returns on a
daily basis?
Convenient: Does your investment allow you not to
be tied to any specific period of investment but still get
premium returns?
Does your investment allow that standing orders can
be cancelled, increased, decreased at your instruction?

Flexible: Can you at will add a top up or withdraw
part or your full investment without charges or any administrative blocks?

Does your investment allow you to change your asset
allocation anytime as your circumstances change?

Does your rate of return allow for adjustments to reflect market performance?

If you have more Yes then you must already be in Unit
Trusts.

Liquid: Despite of the diversification and superior
returns, are you able to buy and sell your investment
within 24 hours?

If you have more no and don’t know, then you probably should contact us. We will be more than glad to
help you sustain your financial greatness.

Does your investment allow you to decide when you
want to sell, with the money due to you being made
available in the very short term?

When all the economic turmoil settles “It will not be the
strongest of the species that will survive, nor the most
intelligent, but the ones most responsive to change.” Charles Darwin

Transparent: Do you know the actual fees you are
paying on your investment?

Tel: +265 111 820 677 | E-mail: mwunittrusts@oldmutual.co.mw | www.oldmutualmalawi.com

					Volume 9, First Quarter 2012			MALAWI BANKER
33

>>From page 30
by improving the technical infrastructure for payment services and making the processing of payments more efficient.
Public trust in the financial sector will be increased by
strengthening the legal and regulatory framework
for financial consumer protection and developing
a large-scale consumer awareness and financial
literacy program. Weak consumer protection and
financial literacy are further obstacles to financial
services.
“Overall, the project will help to enhance the sector’s
stability and efficiency, improve consumer protection
and financial literacy and increase affordability and
access for the poor,” said Samuel Munzele Maimbo,

the World Bank’s FSTAP Manager.
He added that the recent global financial crisis has
underscored the importance of fostering a process
of sustainable financial development which encourages appropriate levels of growth and create jobs.
The project has been developed in close collaboration with DFID and Usaid who are with the government to develop a financial sector that allocates
capital to its most productive use, provides reliable
and inexpensive payment services, makes available
remunerative and safe deposit facilities and offers
entrepreneurs access to a suitable range of sources
for short and long term funds.
The project will be implemented by the Ministry of
Finance and the Reserve Bank of Malawi. The fiveYear project is scheduled to close in August 2016

Source: web.worldbank.org
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FDH Bank spreads
further its horizons

N

ot too long ago the FDH Bank Brand was
born in the heart of Blantyre. This was in
June 2008 and in February 2009 opened
its first Branch in Umoyo House.

Three years down the line, the bank has spread its
presence throughout the nation with two branches and
an agency in both the Southern and Central Regions
including another two branches in the North bringing
the total number of outlets to eight by December 31,
2011.
A new member of FDH Bank was opened in the Northern district of Karonga to increase the bank’s branch
network on December 19, 2011 and to serve better
its customers.
FDH Financial Holdings Marketing Manager Violet
Mangani said the new branch was an early Christmas
gift to the people of Karonga. She said the decision to
extend the bank’s presence in Karonga was in response
to both the present and potential customer needs.
“We have had overwhelming feedback from our customers who have relations or businesses running in
Karonga. The district, being a transit town, we have
customers traveling to Tanzania and beyond on business who will greatly benefit from the new branch. “In
the past our customers in the Northern Region were limited to make transactions at FDH Bank’s Mzuzu Branch
and this was a challenge.
She said the bank is focused on expanding its delivery
channels as it has made significant advances in plans
to deploy world class delivery channels for our banking solutions.
“Riding on the recent T-24 system upgrade we will
soon be introducing Internet banking services. This will
allow our corporate and high end customers to transact without limitation to time or location.
“For our low end customers we will soon launch our
mobile banking solutions which take banking services

now in karonga: The new FMB branch in the North
to the doorstep of our Malawian customers” said Mangani.
FDH Bank says it will continue to extend its physical
presence through branch network expansion and soon
it will be present in the Eastern Region district of Mangochi with Zomba Branch as the next on the bank’s
expansion agenda.
The bank stresses that it has taken a bold step to aggressively grow delivery channels in its effort to complement the Reserve Bank of Malawi’s Financial Inclusion initiative.
In its product offering, FDH Bank has introduced savings products that are specifically designed for the majority low income earners with a minimum balance of
K200 kwacha and complementary ATM card
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Exit 2011, unveiling the
year 2012 what lies ahead
BY LIMBANI CHAKHOMA,
Indebank, Limbe

A

description of the year 2011 in terms of
Malawi’s economic status would be incomplete if one word is not included, ‘ailing’.

The aforementioned year goes down into the annals
of history as a packed 12 months marred with a chain
of economic hurdles; forex scarcity refused to loosen
its grip on the economy igniting a chain of economic
ailments such as fuel crisis.
Consequently the private sector,
in this case manufacturing and
transporting business became
paralyzed as imported raw materials were a scarce resource,
transportation of raw materials
and distribution of finished products for marketing was a problem. Production scaled down in
many companies thereby lowering profit margins.

tomers resorted to withdrawing money from commercial banks in order to purchase forex on the black
market where it was readily available.
Devaluation of the Kwacha by 10 percent failed to do
any magic as the prices on the black market remained
more competitive as compared to those offered by
commercial banks.

The introduction of the system of routing forex from
tobacco sales through the Reserve Bank of Malawi
killed the banks forex business further as also complained by Bankers Association of
Malawi (Bam) president John BizA successful bank in wick in The Daily Times of 25 No2012 will be the one vember 2011.

which will uphold the
spirit of innovativeness and creativity
especially in terms of
bringing updated and
user friendly information technology based
solutions to its
customers

Inflation rate kept rising attracting public fury and negatively
affecting public spending, in
short, the magnitude of the economic woes of the previous year
needs no emphasis and not even
to a lay man .Almost everybody as well as every sector felt its pinch. Being a banker I was also following
this nightmare through a banker’s eye.

How were banks affected?
One major challenge to the industry in 2011 was
Forex scarcity. The banks’ duty of financing international trade was therefore greatly affected. In worst
scenarios, some banks even lost valued customers either to other banks or to the black market, because
they were failing to provide this scarce resource.
Actually black market business boomed as some cus-

As if that is not enough, a drop in
aggregate supply and a drop in
profits by companies implied a fall
in cash deposits banks receive.
The vaults that were once bursting
with cash became hungry for ‘bricks’
and ‘bundles’ such that one would
pray hard for customers to cash in
small limits lest it would be embarrassing to turn them away due to
‘insufficient funds’.

Local lending and financing was
also affected. Although some banks
introduced mobile banking facilities to rural areas as
one way of increasing customer base and also unearth some unbanked cash-to improve liquidity, fuel
crisis hampered the realization of the set objectives.
Banking business in 2012, which way to
take?
An outline of causes and effects of the 2011 economic
turbulence can take a whole book to write. But when
all is said and done one responsibility stands out

>>Turn to page 19
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finance street: Victoria Avenue in Blantyre is base for many bankers

World Bank moves to
grow Malawi local
financial sector

T

he World Bank Board of Directors in January
2012 approved a US$28.2 Million credit for
the Financial Sector Technical Assistance Project (FSTAP) to help increase access to finance
for about three and half million Malawian adults
who are currently unbanked, but bankable.
Although Malawi has made significant progress in
strengthening financial sector regulation and supervision, the formal financial sector is still small, concentrated and serves only 26 percent of the adult
population.
Informal financial service providers serve about 19
percent of the adult population. At present 55 percent of the adult population are financially excluded
altogether.
“The government investment in financial literacy
and financial infrastructure through this project will
greatly reduce Malawi’s financially excluded popu-

lation. For example, the project targets to increase
the percentage of adult women who are formally
banked from 17 percent to 40 percent by 2016,”
said Sandra Bloemenkamp, the World Bank’s Country Manager for Malawi. She said improved access
to financial services by the larger population, especially rural areas, is one of the critical benchmarks
for Malawi’s economic competitiveness and prosperity.
The project has five components. One component will
strengthen the capacity of the Ministry of Finance
and Reserve Bank of Malawi (RBM) to improve the
legislation, regulation and supervision frameworks
for banking, capital markets, microfinance, and pensions.
Other components of the project will help to make
financial services more affordable for the poor

>>From page 32
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for every sector (banks inclusive), and that is to help
bringing sanity to our economy for the benefit of that
particular sector and the nation at large.
As it is repeatedly said that every country’s level of
development is determined by how better its financial
sector is, as banks, we should view the year 2012 as
the most ideal period to initiate this economic recovery
and success.
This definitely calls for sound and careful strategies
and formulae. In his essay entitled “the winning Formula, shifting the balance of power” Patrick Uka, the
country director for Ecobank tips banks on how to attain business success in the industry.
I find his advice sound and worthy consideration by
all players in the industry. He unveils three critical attributes of a successful bank in 2012. The subsequent
paragraphs do not only expound on these attributes
but also attempt to provide a pool of ideas with relevant examples (where necessary) on which players in
the industry can cast their nets to fish one or two ideas
as deemed relevant to them.
Firstly, a successful bank in the year 2012 will be the
one which formulates and follows a sound strategic
plan built on the foundation of three ‘rights’ namely
right positioning, right focus and right timing.
What is happening with Lilongwe city right now is a
perfect example. With the headquarters of almost every institution transferring to the city, there is a resultant
boom in trade and business not only in the actual towns
but also in residential locations.
A prudent bank would therefore consider taking its
business to these locations to bank the cash being created there rather than sticking to the towns.
As security levels grow thinner with every rate of business growth in the economy, people need convenience
when it comes to banking facilities. As one customer
stated, time has come for banks to start following people rather than people following banks.
Even more with our cities experiencing noticeable growth
of infrastructure in terms of shops and shopping malls,
banks should strive to make their services such ATMs and
Point of Sale devices, available in such places.

Banks that dominate in serving such places are likely to
win hearts of many people and will definitely see a
boost in terms of their customer base.
Right focus on the other hand is about priorities and
concentration .i.e. where to devote more energy and
focus in terms of market segments.
It is possible to pursue all segments but it is hard to
be the best in all, otherwise you may end up being ‘a
jack of all trades, master of none’.
With the corporate sector experiencing the hardest
pangs of economic turbulence, many banks are now
consolidating on the SME business.
The surging competition for customers in the urban
centers coupled with the persistent calls by the RBM
has also seen a number of banks pushing into rural
areas.
Even right in middle of these developments, right focus as well as sound business risk assessment is of paramount importance like which SMEs or rural customers
to concentrate on?
Is it milk farmers in Thyolo or Mulanje who have
formed bulk groups supplying milk daily to Dairibord
Malawi or cotton farmers who have received a 1.6
billion kwacha’s boost from the government to see
their sector grow?
As the world is changing at a very fast rate, so are
the customer needs and expectations. Persistent rather than Haphazard investment in business research
and development is therefore a necessity.
Secondly, a successful bank in 2012 will be the one
that builds and maintains a good customer centricity
program in order to maximize the business potential
of a priotised market segment.
With twelve commercial banks now on the market,
customers have a wide choice such that a slight dent
in the customer service image may result into our
banking halls turning empty.
Lastly, a successful bank in 2012 will be the one which
will uphold the spirit of innovativeness and creativity especially in terms of bringing updated and user
friendly information technology based solutions to its
customers
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Health
corner

By Tiffany Priester, MD, Cardiologist
Blantyre Adventist Hospital

B

Risky Business

usiness is risky. Everyone knows that some businesses turn a profit, while others go bankrupt.

When you invest you cannot be certain which
businesses will flourish while others struggle, but the
good thing is that one can always assess the risks involved.
Formulas can help us determine the risk of an event,
whether for an investment or for your own health assessment. What are your personal risks? For example,
do you know your own risk of a heart attack in the next
10 years?
There are several risk calculators that can be used to
estimate your personal risk of having a heart attack. In
this case, you can check your 10-year risk of having a
heart attack online at http://hp2010.nhlbihin.net/atpiii/calculator.asp. You will need to know your cholesterol results and blood pressure to use this calculator.
But it has to be noted that none of the formulas are
perfect. In addition to using one of the formulas, your
risk will also be higher if you have a family history
of heart attacks, especially if the person who had the
heart attack was under the age of 50 years old at the
time, diabetes or a high stress lifestyle.
Risk for heart disease is also a little higher in those with
HIV infection and those who take certain anti-retroviral
medications.
Many people in business also fall in the category known
as “Type-A” personality, which actually has been shown

to increase your risk of having a heart attack.
Living with a lot of stress can also increase your risk of
having a heart attack. Type-A personality is generally
defined as ambitious, competitive, impatient, statusdriven, aggressive, time conscious and controlling.
However, the risk for having a heart attack comes
from much more than personality. Genetics and personal habits also play a major role. Thus, a person can
change or modify their own risk of having a heart attack. Knowing your own risk for heart attack is only the
first step. Once you know your risk, you should find out
how to reduce your risk to as low as possible!
So, what things can you do to reduce your risk of having a heart attack?
(1) If you smoke, quit smoking now or seek medical help
(2) If you have any chronic medical condition such
has high blood pressure, diabetes (high blood sugar),
or high cholesterol you should take your medications
regularly and check your numbers every 3-6 months.
(3) Exercise regularly.
(4) Eat healthy foods.
(5) Reduce the stress in your life.
(6) Maintain a healthy weight.
(7) Get adequate sleep.
Unfortunately, taking these tests does not change your
RISK of having a heart attack, the risk comes from inside your body. However, knowing your risk and acting
to reduce it to as low as possible (with the steps outlined above) can mean you live longer!

For more information visit us on our website www.BlantyreAdventistHospital.org or
email: info@blantyreadvertisthospital.org for consultation. Phone + 2651823293
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access to a bank is very limited or even non-existence.
Africans often cannot go to the bank, so the bank must
reach out to them.
SMS is an excellent medium for achieving this, being
virtually as ubiquitous as mobile phones themselves.
According to Mobi Thinking, over 6.2 Trillion text messages were sent in 2010 compared with 10.9 billion
mobile apps down loaded (IDC).
Unlike apps, SMS is available to all types of mobile
subscribers, regardless of whether they have a smart
phone or are on prepaid or postpaid contracts.
SMS-enabled mobile banking uses existing mobile
communications infrastructure which already reaches
the unbanked, removing the need for a bank to invest
in an application or infrastructure such as ATMs.
A further limiting factor of apps-based mobile banking services is the lack of standardisation across mobile platforms. Currently if a bank wishes to offer an
app-based mobile money service in order to maximise
reach, they need to tailor their offerings to ensure compatibility with IOS, Android and Blackberry platforms.
SMS does not present this same challenge, its availabil-

ity is across even the most basic devices that banks
and their partners can engineer one solution to cover
their entire mobile phone owning customer base.

Realising the opportunity
The critical question around mobile banking centers
on who controls the relationship with the customer, is it
the bank, the solution provider, the handset manufacturer or the operator? The traditional model requires
banks to hand over at least some control of the customer relationship to a partner.
Unsurprisingly banks are somehow reluctant to do this
preferring instead to retain complete control of the
customer relationship.
Banks can overcome this issue by outsourcing this complexity to messaging specialists. Instead of having
multiple relationships with multiple operators, they
have just one relationship to manage with a partner
that can immediately provide connections to all of
their customers in one go.
While the rise of apps-based approaches to mobile
is welcomed, with its ubiquity and simplicity, SMS will
continue to play a crucial role in the country’s banking
landscape for some time to come.
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SMS improves
Banking in Africa

D

BY KAROL NITA

espite the ubiquity of the mobile platform in
today’s connected world, banking is an area
which has traditionally lagged behind most
markets.

There are signs that this is changing on a global scale,
the recent forecast shows that the number of mobile
banking users worldwide will grow from 55 million in
2009 to 894 million in 2015.
Africa has traditionally led the way in mobile banking.
Due to a largely dispersed population and a limited
retail bank presence, the majority of the people are
“unbanked” (i.e. without a bank account).
Mobile is the platform with the highest reach of the African population and can provide the infrastructure for
transactions and payments across the region.
Statistics from wireless intelligence recently indicated
that the African continent actually surpassed western
Europe during the last quarter of 2010 in terms of mobile connections (547.5 million connections for the former compared to 523.6 million for the latter).
Bearing in mind this high mobile penetration and the
role of the mobile thus far in the continent’s wider banking industry; it is perhaps unsurprising that Juniper Research has predicted mobile banking will grow into a
US$22 billion Industry across Africa by 2015.
The rise of smart phones and apps in more developed
markets, the advent of smart phones and the growth of
apps stores means that mobile banking is increasingly
being touted as a convenient form of online banking.
Banks are using mobile as an additional communication channel to reach the consumer and popular banking apps are increasingly becoming linked to Customer
Relationship Management (CRM’s) to provide services
on the go. While those developments are undoubtedly

connected: The cellphone has also revolutionised
banking
positive, it is important to remember that mobile banking apps are only accessible to people who own smart
phones or who have bank accounts.
The appeal of SMS
Traditional banking remains out of reach for most Africans due to factors such as cost, logistics and a lack of
financial literacy.
Bank accounts are often expensive to maintain and
most Africans live in rural or semi-urban areas where

>>Turn to page 29
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an achiever: Chaza with other Standard Bank achievers

>>From Page 26
Q. The banking industry still has few
women holding senior positions why is
this so?
My view is that the corporate world is full of men who
mostly occupy the upper part of the corporate ladder
where corporate decisions are made. There is still the
common belief amongst men in the upper corporate
ladder that men are better than women.
As a result of this belief a woman in the corporate
world (the banking industry inclusive) must work twice
as much compared to a male counterpart with the
same qualifications and at the same level to be promote to a higher position.
I must however say that there seems to be a wave of
change in most of the organizations including banks
since women are now recognised as capable of rising
through the corporate ladder to hold senior positions.
I cannot wait to see when the ratio of men to women
holding senior positions would come to at least close
to 1:1.

Q. How possible is it for ladies to take up
banking as a career?

I would encourage young women graduates to take
up banking as a career as it offers vast opportunities.
Within the banking sector, one can choose to do purely
banking or be a specialist in one of the specialised
areas.
Furthermore, the banking industry gives one an opportunity to choose the type of environment with which you
are comfortable working in.
However, for one to achieve her aspirations of becoming a banker, one requires set goals that she would
want to achieve in her career. Then with focus, hard
work and determination one would easily become a
banker and above all seek God’s guidance in whatever you do.

Q. How do you manage both your working
life and personal demands?
I am married to Costly, and a mother of two lovely kids
Daphne (15) and Sean (6). It is hard to balance working life and personal/family demands, but with time
one finds solutions to the challenge.
But it works well when you have an understanding and
supportive spouse then managing the two becomes
relatively easy. I thank God I am blessed with such an
understanding husband.
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Meet

Etness Chanza

a woman of
influence in the
banking fraternity,

Q

. Will you tell us more about your educational back ground?

I did my Junior Secondary and senior
secondary school at Our Lady of wisdom and Mary
Mount Secondary schools respectively before my selection to Kamuzu College of Nursing in 1989 where
I only spent a year. Then I decided to apply for admission to study law at Chancellor College and luckily, I was admitted to study law in 1990.
Mind you this was in history the first time for law faculty at Chancellor College to admit a nursing school
student to study law. In 1994 I came out of the college with a Bachelor of Laws (Honours) degree.
Am also an associate of the Chartered Institute of
Secretaries and Administrators having qualified as a
chartered secretary in 2007.

Q. In your own understanding who is a
banker?
I look at a banker from two fronts, firstly the mere
fact that one works in a bank people will generally
tend to look at you first and foremost as a banker
before they delve into what you actually do in the
bank.
Another angle is when one looks at various people
who work in the bank, one will find that there are
actually different professionals working in different
areas of the bank such as Information Technology,
Human resources, Finance, Legal, Retail and Corporate Banking.

Q. When exactly did you join the banking

CHAZA: Banking industry gives one opportunity

career and how have you developed in the
industry?
In June 1996 I moved to Standard Bank of Malawi
Limited (then known as Commercial Bank of Malawi
Limited) where I joined as a Legal Officer in the Bank’s
Legal Department. I worked in the Legal Department
from 1996 to 2002 rising through the ladder from
Legal Officer to Assistant Manager Legal.
In 2001, there were a number of changes that took
place in the bank. One of such changes was the need
to set up a credit administration unit in the Credit Department, (later known as credit support unit).
I worked in this unit from 2002 to 2006 when I was
promoted to the position of Legal Counsel/Company
Secretary and Head of Compliance. This is the posi
tion I hold to date.
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