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editor’s Message

nce again, welcome
to this edition of the
Malawi Banker magazine. It is our belief
as usual that just like in the previous editions, this time again
we have also put together a
menu of informative, educating
and entertaining articles, all for
your reading pleasure.
The Malawi Banker editorial team would also like to appreciate the kind gesture of all
contributors for their time and
effort. We know that it is not always easy to put one’s thoughts,
knowledge and experiences in a
written form to share with colleagues on a public forum like
The Malawi Banker magazine.
We encourage all our contributors to continue sharing and
for those who are yet to gather enough courage, to give it a
shot. Maybe we need to highlight here that the editorial team
is open to discussion for those
who would like some advice
on how they can organise their
thoughts for publication in this
highly revered magazine.
As already indicated that we
have an appetising menu of
your reading pleasure, we need
to highlight some of the articles
in this magazine. Suffice to say
that we have the usual features
like woman banker, health column, and many other articles
to do with banking or related to
banking.
We are lucky this time around
that we are able to have inspirational articles that will help
those in the banking sectors at
all levels to learn one or two tips
for their professional growth.
These have come through inter-
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We also have a few articles on
new innovations by way of products and services offered by different players in the banking
and financial sectors. This too
is very important as it opens up
the readers’ eyes to new developments on the market.
Starting from this edition, we
have also added religion as part
of our menu. However, this will
be alternating with sports. We
recognise that religion is about
faith and beliefs, as such it can
be controversial and sensitive.
However, we can assure our
readers that our approach is
neither to assert one religion,
despise the other nor open up
room for debate on any religious
issues.

views with the Chief Executive
Officer of the Malawi Savings
Bank Mr Ian Bonongwe and our
woman banker, Grace Mphepo,
who is Ecobank Malawi’s Country Head for Operations and
Technology. Apart from helping
those in the banking industry
with some insightful experiences, the two interviews are
equally helpful to the general
readership of the Malawi Banker magazine and for this reason,
we urge you to share the magazine with relatives and friends.
With government shifting focus
from privatisation to private public partnerships, one of our contributors has found it imperative
to share with our readers some
insights on the role of banks in
these business ventures, especially in as far as achieving success in the area is concerned.
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With these and many more articles, we believe you will enjoy
reading the Malawi Banker magazine. We also welcome feedback on how we can improve the
magazine. It is our wish to get
as much feedback as possible so
that whatever we carry has input from you.
Enjoy your reading.

MUUSO KAUNDA
Editor
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PRESIDENT’s Message
of Malawi is satisfied with the
progress the industry is making
on bolstering risk management
systems and improving Management Information Systems, generally. We are also making significant progress in the National
Switch project.

warm welcome to this
edition of the Malawi
Banker Magazine.

The first quarter of the year 2013
was pretty much a continuation of
the economic situation we closed
2012 with. We saw Treasury Bill
rates going beyond 40% per annum, and commercial bank base
rates averaging 40% per annum
at a time when the Reserve Bank
of Malawi (RBM) bank rate was
maintained at 25%. Questions
were asked on why the banks
had raised their base rates when
the bank rate had not moved.
Given the high Treasury Bill and
inflation rates, the reason was
very simple – in the light of the
prevailing economic situation, it
just did not make sense for banks
to base their lending rates on the
RBM bank rate.
It has been encouraging to note
the recent positive developments
in the economy – the Malawi
Kwacha has been firming up, the
March 2013 inflation rate was
lower than the February rate, and
there have been marked improvements in the liquidity position on
the market on account of a combination of decreasing Treasury
Bill rates and increases in Treasury Bill rejection rates. We all
look forward to seeing continuing
improvements in the economic
fundamentals for greater industrial productivity, and growth in
the economy.
All Banks have now reported their 2012 financial results.
Whilst some Banks did exceedingly well, other results were
clearly adversely affected by the
challenging economic situation
that prevailed in the country
throughout 2012. However, it was
encouraging to note that near-
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ly all the banks remained profitable, as it should be. It was very
interesting to follow the debate
on bank profitability in the press,
where the focus was on the absolute billions that were quoted.
From where we sit, we believe
a more balanced debate is one
that takes into consideration the
returns that the profits represent
on Total Assets and Equity and
other important ratios – in other
words, profitability must be put
into perspective. Our banks must
continue to be profitable if they
are going to be able to properly
manage risk and make the necessary investments in infrastructure and technology to keep pace
with the rapid developments
in many areas, both locally and
globally. It is also healthy banks
that will retain the confidence of
depositors, shareholders and other counter-parties in the country
and internationally.
Preparations for the implementation of Basel II effective 1st January 2014 are on-going, and indications are that the Reserve Bank

There are issues that keep coming up – very long queues in
banking halls especially at month
ends; and banks not communicating enough with customers
(especially on bank charges)
for customers to make informed
decisions. These are legitimate
concerns and as an industry we
know there is a lot we need to do
to correct the highlighted short
comings. However, I must state
that customers have a right to demand as much information from
their banks as possible. Customers should never feel compelled
to accept offers for products and
services from banks if they do not
understand the terms on which
the offers are made. At the same
time, there have been significant
strides in the provision of alternatives to customers – there are
now more point of sale and auto-teller machines in the market, and almost every bank now
has internet banking offerings.
I would like to urge customers
to check what their banks are
offering that could help reduce
the time it takes for them to access some of the bank products
and services. At the same time,
banks are encouraged to be more
innovative and offer convenient
and appropriate banking services
and products to customers in the
most efficient and effective manner possible.
Please enjoy reading this edition

William Chatsala
President
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Bonongwe’s
nd
2 term at msb
First of all, let me congratulate
you for being appointed tothe
position of Chief Executive Officer for Malawi Savings Bank
(MSB).But maybe our readers
would be interested to know
you as a person.

T

hank you for the congratulatory
message
and the honour to be
featured in your lead
magazine. I was born in a family of eight some 58 years ago.
My father was a primary school
teacher but after retirement, he
became a pastor, serving in the
Zambezi Evangelical Church.
I did my secondary education
at Zomba Catholic Secondary
School and obtained a Bachelors of Arts (Economics) degree
at Chancellor College of the University of Malawi. I also hold a
Masters degree in Development
Economics which I obtained at
Williams College in Massachusetts (USA).
Professionally, I have grown and
matured in a banking environment, having started my professional working life with the
Reserve Bank of Malawi (RBM)
after graduating from Chancellor
College.Being at MSB now is like
a second coming, for I worked
for the institution in a similar capacity between 1999 and end of
March 2007 where upon I was
offered a position of Executive
Director at the African Development Bank, through the Malawi
Government. I returned from the
African Development Bank in
July 2010 and got a posting to the
Office of the President and Cabinet (OPC) where I was serving
as Advisor on Economic Affairs
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BONONGWE: Wants MSB to grow further
until April 2012 when it pleased
the Malawi Government, once
again, to post me back to MSB.
A long history indeed! Now that
you are at MSB for the second
time, would you be free to share
your vision for the bank?
Certainly, as you may recall MSB
has had its humble beginnings
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as it transitioned from the then
Post Office Savings Bank. This is
a part of history of the institution
that should always not be forgotten. Its formative years had
been very challenging particularly in the setting up of systems
and implementation of strategies to turn the institution into

>>Turn to page 6
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uNDERSTANDING WAREHOUSE RECEIPT SYSTEM
different policies on how a warehouse receipt can be discounted.
Title holder will not receive a full
amount on the commodities at
the warehouse but a discounted value as banks will also want
to protect themselves in case of
non repayment or against any
price movements on the commodities market that can result
into a loss. Some banks can discount the commodities at 50%
which means the holder can only
be granted a 50% facility of the
commodities in the
warehouse.

party (the bank) advances loan
funds, according to SGS Group,
an inspection, verification, testing and certification company.
A tripartite collateral management agreements (CMAs) involving a bank, the borrower
and the collateral manager (i.e.
the inspection company acting
as warehouse operator) for the
primary purpose of allowing the
depositors to secure bank credit is set up. The physical commodities in collateral manager’s

Advantages of warehouse receipt system
1.Warehouse receipt system
opens access to attractive markets. There is transparency in
how prices are determined.
2. Access to credit facilities is
easy as banks has some comfort
in the pledged commodities as
this can be a way out in case of
default
3. Reduces post harvest losses

Commodities kept under warehouse
receipt system are always supposed
to be fully insured to protect all the
interested parties in the transaction.

Banks can also issue a guarantee
to their corporate
clients in favor of
the title holder on
the commodities at
the warehouse in
cases where there is a forward
contract between the corporate
client and the title holder like a
farmer as long as the commodity
meets all the agreed terms. The
banks will assess their corporate
client ability to make good of the
value on due date and in return
a guarantee will be issued to the
title holder that the final beneficiary of the commodities will be
able to pay for the commodities
on the agreed date once all terms
and conditions in the contract
are fulfilled. The title holder can
then in return borrow using the
same guarantee from the banks
or other lenders but this will normally be at a discounted value.
Role of the collateral manager in
this financing instrument
A collateral management agreement is a legal arrangement in
which one party (the borrower)
agrees to transfer goods to another party (the custodian) as a
financial guarantee before a third

42

custody can only be released
upon instructions by the parties
to release them in accordance
with the terms of the agreement.
The collateral management arrangement provides confidence
to the banks to finance warehouse receipts title holders. One
of the major drawbacks of the
WRS is the exclusion of smallscale farmers or traders as there
are restrictions on the minimum
amount of commodities that can
be deposited at the warehouse
as it is expensive for small-scale
farmers or traders to rent the entire warehouse.
Cases where warehouse receipt
system has been used in Malawi
Warehouse receipt system has
been used in one way or the other in the following industries in
Malawi:
1.Tobacco industry
2.Maize, beans, groundnuts,
soya, sugar e.t.c
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4. Quality of the
commodities is improved as you have
to meet certain
standards
before
depositing
your
commodities

5. Removes position
takers between the
farmer and the end market
6. Evolve the farmer from price
taker to price setter
7. Depositors can choose whether to sell or store
In conclusion, warehouse receipt system will create an efficient and transparent marketing
system for agricultural commodities, thereby reducing transaction costs and risks, and linking
farmers to markets and at the
same time evolving farmers from
price-takers to price-setters. The
title holders will also have easy
access to banking credit facilities because they can use the
warehouse receipt as collateral
on the facility granted. New financial instruments that are not
currently available on the market
like guarantee to the title holder
of the warehouse receipt can be
created and be traded on the financial market

MALAWI BANKER

Bonongwe Back at MSB
>>From page 5
a fully-fledged commercial bank.
My vision has been to turn the
institution into a “go-to” bank.
This was the basis of the Transformation Strategy that had
been worked out in 2005. Obviously, for this to become a reality it will take the co-ordination
and co-operation of a number of
stakeholders, more importantly
the management team at MSB
that would make things happen.
I am happy to observe that the
Bank has made some gains since
the last time I worked for the
institution. The Bank is a brand
name with a strong foot-print
in the market place. It has advanced in the use of technology
as it now has a more robust core
banking software operating system, but also its own electronic
funds transfer switch, both of
which provide a launching pad
for a diverse range of electronic
banking products and services.
These are positive developments
that can be leveraged upon on
the road to becoming a “go-to”
bank. But, I am also seeing the
need to invest more in improving
the work environment, systems
and procedures, as well as training of staff so that they are able
to apply themselves on the job
in a more professional manner,
paying attention to the ethics of
the profession. As a start, staff
members are thus encouraged to
take courses with the Institute of
Bankers in Malawi. To become a
“go-to” bank, we will be stepping up investment in customer
care and service delivery.
As you were growing up as a
young man, what were your career ambitions?
It was quite very interesting actually (laughs). My ambition was
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BONONGWE: Wanted to be a pilot
to become an air pilot and had
actually interviewed for the job
at Air Malawi soon after writing my Form 4 examinations. As
I was waiting for the interview
results, then came the selection
to Chancellor College. So I would
say I became an economist by
default, but rest assured, I have
no regrets. As it turned out, my
professional journey has been rewarding and I can only be grateful to God, the Almighty who
predestined it to happen as it has
been.
Obviously for you to come this
far it has not always been easy.
What are some of the professional challenges that you have faced
in your career as a banker?
One of the biggest challenges I
have faced is on getting any job
done with highest levels of excellence andavoiding being mediocre. To get the job done, one
unavoidably depends on other
people and I often find myself
getting misunderstood in pushing for results. For me, it is also

not just about results but as well
as ensuring that such results are
attained within a culture of transparency and self-accountability.
I have also found that dealing
with politicians can be both a
challenge and a learning experience. In such situations it has
greatly helped to allow the professional side take an upper hand
as one seeks to be understood.
So what has been your secret in
overcoming challenges like the
ones you have just outlined?
There are, in fact, no secrets,
so I can comfortably share with
you. There are indeed things that
have helped me to get along.
First and foremost is the fear of
God which brings fruits of honesty, transparency and love for thy
neighbour. It is also important
to always remain genuine about
one’s self and avoid taking shortcuts in life. From time to time, I
remind myself of the saying that

>>Turn to page 8
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Head Office: MSB’s home in Blantyre

msb thinking big–Bonongwe
>>From page 6
“the competent know who they
are, but the incompetent pretend to be who they are not”.So
I avoid being mediocre. Most of
this was learnt from my late father who was my mentor and role
model; may his soul continue to
restin eternal peace.
Since this is your second time
at MSB as CEO, do you have
any new plans that you have
brought to the bank?
Apart from any new plans, it
should also be recognized that
the on-going issues remain, on
which more needs to be done on
this road to becoming a “go-to”
bank. Thus, issues about product
diversification (particularly card
based products), quality of service delivery and customer care
will continue occupying the centre-stage so as to preserve the
MSB brand that has become entrenched in the market place.
Therefore, in going forward,I am
seeing the need to seriously re-
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view the sustainability of MSB’s
business model, particularly from
the point of view of diversifying
its share-ownership structure.
As you know, MSB is currently
owned 100 percent by the Malawi Government, and looking at
the future where banking is going and the need for compliance
on capital adequacy ratios, particularly under Basel II protocol,
it would be timely for the Malawi
Government to consider diluting
its share-ownership while inviting new investment partners
into the Bank. This could provide
an opportunity for the Bank to
further leverage on technology
and capital resources thereby
fast-tracking the process of becoming truly a “go-to” bank.
Looking at the challenges that
you have articulated and how
you have been sailing through
them, do you have any professional advice to people in similar positions or generally to people in high positions?
These positions, I would say, are
about competence; thus one sim-
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ply needs to demonstrate competence and avoid mediocrity; do
not pretend to be what you are
not. I would further add that each
and every profession has its own
code of conduct and ethical standards; so don’t throw to the wind
the ethical standards of your profession, especially that these are
the pillars around which the profession is built. Ignoring ethical
values of your profession would
be a recipe for failureon your career.
How unique is MSB and how is
your footprint spread across the
country?
I would say that the uniqueness
of MSB could be found in three
aspects. One is the history as I
have already alluded to; the path
that this institution has taken
from its humble beginnings to
where it is, notwithstanding the
unique “storms” along the way.
I think the future for the institution can only look better as it
has come a long way and a good

>>Turn to page 7
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>>From page39
plexity for calculating credit risk.
Arranged in accordance with
their increasing levels of complexity, these are: Standardised
Approach; Foundation Internal
Rating-Based Approach; and Advanced Internal Rating-Based
Approach. According to RBM, all
banks will be required to implement the Standardised Approach
of measuring credit risk and calculating the capital charge before migrating to the advanced
approaches. As will be seen in
the next article, the RBM’s Credit
Risk Guidelines will prove to be
vital as they will give guidance
on the applicability of Basel II
Pillar 1 and enable the requirements of Basel II Pillar 1 to be
adapted for easy implementation
in the Malawi banking sector.
The adoption of the Standardised
Approach as the mandatory minimum benchmark for all banks
in Malawi is a deliberate move
by RBM. The move is deliberate as it will give Malawi banks
an opportunity to enhance their
risk management structures before adopting the advanced approaches since the advanced approaches tend to be complex and
require comprehensive data and
systems. Some banks, as NBM
has already done by procuring
the Misys’ Global System, will be
ahead of the minimum standard.
Notwithstanding the above,
RBM acknowledges that there is
still a challenge to be faced by
the banks in implementing the
Standardised Approach since
Malawi does not yet have a credit rating system. In the absence
of a credit rating system, risk
weights allocated to unrated entities, as stipulated in the Basel
II Accord, will apply.
The relevance of Basel II to PPP
as a financing development catalyst

40

It is common knowledge that
Government is spearheading the
promotion of PPP as a mechanism
for accelerating infrastructure
development and public services
delivery with the aim of attaining economic growth leading to
economic development. Government, largely with the assistance
from the World Bank, has set up a
legal, regulatory and institutional framework conducive to PPP.
This is evident in the Malawi
Growth and Development Strategy II, the Economic Recovery
Plan, the Malawi Government
Policy Framework on PPP, the
PPP Act and the rebranding of
the Privatisation Commission to
the PPP Commission.
Effective implementation and
application of the requirements
of Basel II will help banks to operate efficiently and thereby increase their financial soundness.
Banks which will adopt best
risk management practices will
be rewarded with lower capital
requirements. In addition, enhanced risk management practices will improve banks’ ability
to offer new products to customers and allow for better risk-adjusted pricing. This is relevant
to PPP financing since banks
which end up with lower capital
requirements due to compliance
with the Basel II requirements
end up with additional funds on
their balance sheets for offer for
new products. One such product
could be PPP financing and this
could be a very important catalyst for the PPP agenda in Malawi as lower capital requirements
and risk-adjusted pricing would
free more funds within the banking sector which could be made
available for financing PPP projects.
The relevance of Basel II as PPP
financing risk management tool

sel II and its requirements can
be seen as equally important
for managing risk for PPP projects since, by their nature, PPP
projects are heavily geared and
require substantial long-term
finance. Basel II becomes relevant because of its important
role in risk management. This is
so because the greater the risk
to which a bank is exposed, the
greater the amount of capital the
bank needs to hold to safeguard
its solvency and overall economic stability. Unlike under Basel I
where capital charge is the same
whether a bank is chasing complex business strategies or pursuing simple strategies, under
Basel II banks will be required
to increase their capital requirements in line with their changing
business strategies and risk profiles.
This Basel II requirement is not
a drawback at all to funds accumulation and provisions by the
banks, but is merely an effective
way of risk management. Where
a local bank would be required
by the provisions of Basel II and
the Credit Risk Guidelines to increase its capital base due to
a potential riskier venture, the
mere fact that the local bank is
Basel II compliant should make it
easier for the local bank to attract
partners or cheaper funds on the
international market to venture
into a syndication arrangement.
The requirements of Basel II in
the banks’ risk management programmes should therefore be
seen as a positive thing which
will enable banks to manage
risk, move into leverage lending
and thereby be able to finance
PPP projects effectively and prudently
*Elton Jangale is a Partner at
Bernhard & Harris, PPP
& Financial

From a different perspective, Ba-
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Bonongwe outlines msb vision
>>From page 7
foundation has been laid.The
second aspect would be in terms
of its client base; we are not really for the top end of the market,
thus the high net worth individuals, but we focus on the low-tomiddle income wageearners and
entrepreneurs.
For the footprint, itwould be in
terms of the MSB brand and the
network of branches and agencies which are located throughout the country. We are present
at each and every District Centre
and currently the business units
comprise nine branchesand 38
agencies across the country.
When all is said and done, how
do you want people to remember you?
What a difficult question! Suffice to say that people will have
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a right to remember me in whatever manner would be deemed
appropriate but I must say that
having come this far, I am persuaded to think that life is about
sharing,making choices and living in peace with your next door
neighbour. I also believe that life
is about making sacrifices and
these sacrifices do not have to be
made anyhow but made to make
a better tomorrow. I once read a
story of a graveyard where at its
entrance a placard hadthe words;
“when you go home, tell the people that for their future, we sacrificed our today”.So, I do regard
myself as a person who remains
trustful to God and endeavours
going about doing good.So I
cannot say anything specific in
answering your question, but I
thought it is really about one’s
deeds, actionsand service to humankind that one gets remembered by.

Do you do any kind of exercise
or sports activities?
Yes, I like playing golf and jogging. Outside these, I enjoy
watching competitive soccer
both on the local and international scene.
Before we close, do you have
anything you would want to
share with our readers?
Really it’s just to thank you for
granting me the opportunity to
say something about myself and
Malawi Savings Bank. I must say
that in moving the institution forward, it is not a one man’s show
but team work. I have found a
good team at MSB which is prepared to join hands in growing
the business of the Bank.Above
all, it is to remain thankful to God
for all that has happened in my
life. Thank you
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MEET Grace Mphepo

Ecobank Head of
Operations
What has been your academic
journey in life?

I

did my primary school education i.e. Grade 1 to 7
at Jacaranda Primary and
Nkhwazi Primary Schools
in Lusaka, Zambia. Thereafter, I
was selected to St Mary’s Secondary School for my secondary
education. While waiting for my
school leaver results, I briefly
worked for a bank called BCCI
before enrolling at Zambia Insurance Business College Trust
to pursue a course in Financial
Administration, an accounting
programme in which I graduated
in 1992. In 2004, I was privileged
to be nominated under a Swedish development programme to
study for Risk Management at
an Advanced International Diploma certificate level. I still feel
the need to continue with my academic journey and will shortly
embark on a Masters programme
that leans towards banking, God
willing.

wi Limited. During the takeover
and integration period, I briefly
doubled as Blantyre Branch Manager and Head of Operations.
Not long after, I was appointed
Country Head for Operations and
Technology, a position I hold to
date.
In my professional career I also
had opportunities to participate
in various trainings such as Operational Risk Management, In-

ternal Audit Principles and Practices and Bank Internal Audit and
Senior Managers Operations Programme.
In your current position, what
are your major roles?
My major role and responsibility is to ensure efficiency of the

>>Turn page 10

And your professional life?
My professional career started in
1995 at KPMG Peat Marwick Malawi where I worked as an Audit
Assistant until 1998. After KPMG,
I joined Investment Development Bank Limited (Indebank) as
Group Internal Audit Assistant
up to 2000. I then joined Loita
Investment Bank as its Internal
Auditor and after four years, I
was promoted to be Head of Operations. In 2008, Ecobank Transnational Limited bought a large
holding in Loita Bank and the
name changed to Ecobank Mala-
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Considering Basel II
in the context of PPP
This is the first of the three articles that will consider Basel II in
the context of Public-Private Partnerships (PPP). This article will
look at Basel II in general terms
in the context of PPP. The second
article, which will appear in the
next issue of the Malawi Banker,
will take “a closer look at credit risk guidelines” soon to be issued out by the Reserve Bank of
Malawi (RBM). The third article,
which will appear in the second
next issue of the Malawi Banker,
will look at “legal risk under Basel II and the role of counsel”.
Malawi banks to move to Basel
II
As part of RBM’s regulatory role,
all banks in Malawi are currently required to comply with the
requirements of Basel I Accord,
which was promulgated by the
Basel Committee on Banking Supervision (BCBS) in 1988 as an accord for determining the amount
of capital which banks should
hold and thereby regulating capital adequacy as a risk management mechanism for banks. Basel I was superseded by Basel II
Accord in 2004 (and Basel II was
subsequently superseded by the
Basel III Accord in 2010).
Although Basel II was promulgated some eight years ago and
was superseded by Basel III
some two years ago, Basel II will
only be made mandatory to the
banking sector in Malawi effective from January 1, 2014. There
is nothing controversial about
the different times of implementing the different Basel Accords in the world since different
countries (even just within the
Sub-Saharan African region) are
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By Elton Jangale
at different levels of financial and
economic development.
The banking sector in Malawi
has for the past few years been
busy with the reform process to
facilitate the move from Basel I to
Basel II. Both RBM and the local
banks have made or are making
major and very expensive reforms to ensure compliance by
the due date. For instance, National Bank of Malawi (NBM) has
implemented a new risk management system, Misys’ Global,
as a way of ensuring compliance
with the requirements of Basel
II. It is expected that all banks
in Malawi will meet the January
2014 deadline.
A synopsis of Basel II and its
three pillars
Basel II prescribes the best international standards or practices
for risk management by prescribing a measurement of and setting
a minimum standard for capital

adequacy of banks. Basel II consists of three pillars which cover:
(1) the measurement of capital;
(2) supervisory review processes; and (2) market discipline and
disclosure. Pillar 1 deals with
maintenance of regulatory capital calculated for three major
components of risk that a bank
faces: credit risk, operational risk
and market risk. According to
RBM, these are major risks which
exist inherently in all banking institutions in Malawi. Once Basel
II becomes applicable in Malawi, all banks will be required to
quantify credit risk, operational
and market risks and set aside
appropriate capital charges for
the risks. RBM is yet to issue out
guidelines on how banks can implement the requirements under
Pillar 1 of Basel II. This article
will use credit risk under Pillar 1
to show how effective credit risk
management is important to the
financing of PPP projects. Operational risk and market risk will
not be discussed further. The
second article will give a critical
review of the Credit Risk Guidelines. The third article will use
legal risk under Pillar 2 to show
how effective legal risk management is important to financing of
PPP projects. Pillar 3 will not be
discussed further.
Credit risk under Pillar 1 of Basel II
Unlike Basel I which measures
credit risk based on a simple risk
weighting method, Basel II offers much broader and more advanced approaches. Under Basel
II, Pillar 1 gives three different
ways of varying levels of com-

>>Turn page 40
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Sungani
Mkandawire
CDH Investment Bank (CDHIB)

W

arehouse receipt
system (WRS) is a
system whereby
warehouse operator’s issues receipts as evidence
that specified commodities of
stated quality and quantity have
been deposited at a particular
location by a named depositor
into a secure storage. The warehouse operator holds the stored
commodity by way of safe custody, implying he is legally liable to make good any value lost
through theft or damage by fire
and other unforeseen catastrophes like flooding, earthquakes
but has no title or beneficial interest in it. In case of liquidation
or repossession of assets, the
warehouse operator’s creditors
will not be able to seek recourse
to the commodities stored since
legal title remains with the depositor or bona fide holder of the
receipt. The only claim will be
warehouse operator’s charges
covering storage costs. The receipts are transferable, allowing transfer to a new holder like
a lender in the case where the
stored commodity is pledged as
security for a loan, guarantee issued or to a trade counter party
which entitles the holder to take
delivery of the commodity upon
presentation of the warehouse
receipt at the warehouse. The depositor may be a producer, farmers group, trader, exporter, individuals or any corporate entity.
Currently Malawi has two commodities exchange initiatives,
namely Agriculture Commodity
Exchange (ACE) for Africa and
Auction Holdings Commodity
Exchange. ACE has warehouses
in Balaka, Dowa and Lilongwe.
Features of the warehouse re-
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crops: Can now be used as bank collateral

Warehouse
Receipt System

(WRS) in Malawi and the roles Banks in
Malawi can play in this system
ceipt:

•Name of depositor
•Commodity type
•Location of warehouse
•Quality and quantity
•Date of delivery
•Storage and charges
Insurance in warehouse receipt
system
Commodities kept under warehouse receipt system are always
supposed to be fully insured to
protect all the interested parties
in the transaction. Insurance is
done by the warehouse operator who will reimburse the title
holder of the commodities after
insurance claims in case of fire,
theft and other catastrophes.
The final amount paid will be
after deducting operators costs
including amount paid for the insurance.
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How a warehouse receipt can
be used as financing instrument by banks and other financial institutions
When backed by a suitable legal
framework, warehouse receipts
can be used as secure collateral
for inventory for financing. A title
holder of the Warehouse receipt
like farmers, traders can raise finance through them by borrowing from the banks or other lenders using the receipt at hand.
Normally the banks will verify
with the warehouse operators
who normally act as collateral
manager on the type of commodity, value, quality and quantity,
location of warehouse and final
amount to be paid to the receipt
holder after deducting all the
charges. Different banks have

>>From page 35
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Mphepo’s Career path shared
>>From Page 9
bank’s technological platforms
and applications as well as avail
efficient customer service delivery to all stakeholders. It means
Ecobank banking products and
services across Malawi must be
easily and readily available to all
stakeholders. The goal is for the
customer to have a memorable
experience at every point of interaction with the bank.
Growing up as a young girl,
what were your career ambitions?
I initially wanted to be an Accountant to follow in the footsteps
of my father. However, along the
way I found myself working in a
bank and my interest grew and I
found my true calling.

As a woman, what are some of
the challenges you have faced
in your professional life?
The biggest challenge has been
to prove oneself that you can deliver and be as effective as the
next man; being overlooked due
to gender. You know that when
you are a woman, a lot of excuses
are made for you that you cannot
attain certain levels of responsibilities. I believe every human being or person must be judged by
the merits they have or possess.
What professional advice would
you give to all women in very
high positions like yours?
Be yourself, work hard and follow

your dreams. Never get discouraged when you get side-stepped
or ignored as your career and responsibilities grow. As long as
you know you’re worth, success
is not far away. Always enjoy
what you’re doing.
Any advice to the young girl out
there who is currently in school
trying to curve a future for herself.
Nothing is impossible as long as
you are determined and focused.
Don’t work hard to please others
but do it because you are building yourself to achieve great
things in life.
How do you relax after a day’s
or a week’s hard work at the office?
Go home. I normally take my
shoes off, throw myself on the
couch and try and forget all the
work related stress. At times, I
call on my girlfriends or family
and have dinner or drinks.
If you were to visit one of our
readers, what food should they
prepare for you and why?
Rice with stewed goat meat and
fresh beans with either a lettuce
or avocado salad. These are my
favourite foods and they make
me forget about all the worries of
the world.
When all is said and done, how
do you want people to remember you?

Mphepo: Treats challanges as projects
MALAWI BANKER

That I contributed in my own
way in the growth of Ecobank in
Malawi and that my contribution
impacted on the lives of ordinary
Malawians in being able to access banking services and products that will make meaningful
changes in their wellbeing
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Topper Limited:
Going green

T

oppers Limited is an authorised distributor of
CRI pumps in Malawi.
of CRI pumps, with five
decades of engineering expertise in pump industry and keeping with its innovative spirit, has
now introduced solar pumping
systems considering the need
of water in remote areas with no
power distribution and understanding the importance of using
green energy.
Increasing demand of electricity,
the high price of oil and the growing concerns for our environment
are some of several factors that
are forcing us to enhance the
uses of alternative energy sources. Among a variety of renewable
energy sources, solar energy is a
sustainable alternative option
that can be utilized in various
ways and can be used for many
applications.
A revolution is taking place in
how water is being pumped in
remote locations beyond the
reach of electric power lines. Solar-electric, or photovoltaic, power has proven to be an ideal way

solar: The Way to go
to lift water for drinking, sanitation, stock tanks, and irrigation.
Photovoltaic pumps have been
on the market since 1980 and are
in use all over the world.
Pumping water with the sun’s
energy is both cost-effective and
reliable.
CRI solar pumps are developed
with different materials of constructions, both screw and cen-

trifugal type. The pumps are
available with different heads
and flow range to meet customer
requirements.
Lower capacity pumps of these
systems are supplied with oil
filled permanent magnet, brushless DC motors and higher capacity pumps are supplied with
water filled rewindable AC motors. High quality polycrystalline
solar panel ensures optimum efficiency of the system

solar: Solar panels that can help in irrigation
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hOW TO LIVE FORE EVER?
>>From page 34
It is for this reason that the text
John 3:16 rescues humanity from
the dilemma: “For God so loved
the world that he gave his only
begotten Son that whosoever believeth in him should not perish
but have an everlasting or life.”
The catch is, “whosoever, meaning everyone.”
Truth that redeems
To discover Jesus is to really discover eternal life. Jesus declared:
“I am the way, the truth and the
life. No one comes to the Father
except through me”--John 14:6.
Jesus is the source of eternal life.
To know him is to receive eternal
life. God is a seeking God. Before we ever turned to Him, he
was looking for us. He wants to
save us more than we want to be
saved. “For the Son of Man came
to seek and save that which was
lost” (Luke 19:10) as was Zaccheus’ case in the text.
Evidently, God created Adam
and Eve perfect (Gen. 1:31)
and through their own deliber-

ate choice, they sinned against
God (Gen.3:1-6). Consequently, Sin separated them from
God (Isa.59:1, 2) and through it,
death passed upon the human
race (Rom.3:23). This is why the
wages of sin is death (Rom.6:23)
but the gift of God is life eternal (Rom.6:23). This we receive
through faith (Eph.2:8). Therefore, receiving Jesus Christ, is receiving Eternal life (1Jn.5:11, 12).

through its ups and downs without giving the Bible a chance to
make the difference in our life
that it has made in the lives of
millions others. We are children
of a wise and gracious heavenly
father. He invites us to bring our
perplexities to him. “Cast all your
anxiety on him because he cares
for you (1Pe.5:7).”

Truth that saves

Some unknown writer had this
to say: “Nature forms us, sin deforms us, school informs us and
only Christ transforms us.” When
God says “I knew you before you
were born,” He comes to humankind out of the future. He then
picks up the broken pieces of our
past and gives us a very meaningful presence. In other words,
we can live forever if we allow
God to take control of our lives.
Hence, our sigh of relief: “For God
so loved the world that he gave
his only begotten Son that whosoever believeth in him should
not perish but have everlasting
life (John 3:16).”
Amen

We too can be saved and live
eternally. When Jesus forgave
the thief’s sin on the cross that
day, he was emphatically declaring that he desires to forgive our
sins too. When Christ healed the
poor lame man who had suffered
from palsy for 38 years and made
him whole and healthy again, he
was speaking to us as well. He
can heal our broken hearts. He
can bring strength back into our
lives. He can break the chains
which bind us. He can deliver us
from destructive habits which
are ruining our lives. Life is too
fragile and uncertain to struggle

A sigh of relief

Advertising rates
for Malawi Banker
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Sponsored front cover
			276,000.00
Outside back cover	 				248,400.00
Inside front cover	 				207,000.00
Inside back cover	
				207,000.00
Inside double page spread
			207,000.00
Inside full page
			
110,400.00
Half Page
				
62,100.00
Quarter Page 					 40,250.00
Smalls							 23,000.00

Rates do not include 16.5% Surtax
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WHO SHOULD WE
RETRENCH?
By Fred King
Nkhwanzi

F

or those serving on
boards and indeed the
Chief Executive and
some of his most trusted
colleagues, this is indeed a very
tough and emotional question.
Tough in the sense that those that
will be laid off have been part of
the organization for quite some
time, a number of years. Numerous relationships have been created and these employees have
almost become family members.
Ejecting some would seem like
proclaiming “thanks fellas, we
don’t require your contributions
any longer. Beat it…” Might
even be construed as suggesting
“there ain’t much on the plate for
all of us fellas …have to let go of a
few to enable others to survive or
else we all shall perish…”

librium has now been reached,
and that’s it. But imagine if this
were to happen to those that
thought they had established
themselves in the organization;
those that thought they were
synonymous with the organization i.e. if you see them, you have
seen the organization.
Things don’t just happen overnight. There are usually warning
signs of what tomorrow might
look like from the perspectives of
the industry, the competition, the
technology etc...To jettison some
employees appears to suggest
that management is either insensitive or has been unable to read
the writings on the wall.
There exists a management philosophy that has been widely
taken on board. This is the emphasis placed on the concept
and practice of transformational
leadership. It is said that trans-

formational leadership is the set
of abilities that allow leaders to
recognize the need for change,
to create a vision to guide that
change, and to execute that
change effectively.
Retrenchment should be seen as
part of organizational change.
This change and its processes is what separate the winner
from the losers. They say there
are those that initiate change i.e.
that make things happen; those
who watch things as they are
happening; and there are those
that wonder what has happened.
When a decision to retrench is
made, the world out there looks
at the organization and tries to
figure out of the three options
above, which one applies most
appropriately to the organization.
The board too makes its own as-

>>Turn to page 16

Sounds pretty ungrateful and
weird, doesn’t it?
Besides this emotional aspect
there are also other aspects that
have to be taken into the equation. Let’s try to understand the
meaning of retrenchment. In its
simplest form it means making
the worker redundant. This also
means to declare that the workers’ services are no longer needed. The justification that pops
out of the skull is an attempt to
cut costs as though these human
costs suddenly appeared from
planet Mars!
Wow! That’s really something.
It is perhaps understandable for
an organization to announce to
temporary workers that the equi-

14

workers: Fighting for their rights
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To Live Forever!
By Pastor James White Maunjili

introduction
Is life pressing you down? Do you
need some answers? Have you
ever asked yourself questions
like: if I achieve my personal life
goals, what will I really have? Or
is there something more to life
than merely making a living? Is
life worth living? And if so, how
can one, possibly, live forever?
Issues like these need answers.
When we were children, we
turned instinctively to our mom
or dad for understanding and
security (at least some of us had
that privilege). Now that we are
older, we tend to think we’re supposed to stand on our own. But
our questions are harder and our
trials even more deeply felt. If
we needed answers and comfort
when we were young, we need
them more now as adults. When
the end of the tunnel seems dark
and dreary and even the very life
which some seem to enjoy, is becoming more unbearable, especially with these hard economic
hardships which spare no-one
on planet earth, the Bible unveils
concrete answers.
Truth unveiled
Life can be hard at times: Loss of
employment; the death of someone close; abuse in the family;
failing health; divorce. Sooner or
later tragedy of some kind knocks
at every door. We all share at
least one thing in common and
that is “we all have difficult experiences.” There are dark chapters in every life that is on planet
earth. Can one live forever with
all these misgivings?

MALAWI BANKER

The Holy Bible is God’s word
to humanity. Through its pages
the author of life addresses every need humanity encounters
today. Millions of people today
and ages in the past, have found
the Bible to be a rich source of
wisdom, strength, power and
peace. Its answers to life’s
troubling questions and trying
circumstances are always positive and restoring. Its guidance
has always been practical and
sensitive over the ages. It is the
only tool which even most governments use in carrying out
oaths as well as swearing their
presidents into public office of
leadership.

is for a moment.” And above the
door in the centre, standing out arrogantly in bold relief, is inscribed:
“That alone which endures is eternal, as all, indeed, is vanity according to Ecclesiastes12:8.”

The Bible explains the origin
and destiny of humanity. It
also tells of the beginning and
ending of sin and suffering.
It opens the secrets of good
physical, mental and emotional health. Most importantly, the
Bible introduces its reader to
God as a person of infinite love
and compassion. So truly and
deeply does He love us that he
gave his only begotten son Jesus Christ to die for our sins so
that we might have eternal life,
hence our article’s heading, “to
live forever,” really?

This is certainly true also with our
lives. Each passing year brings us
closer to the grave. And, in fact,
some of us who are half a century old and above, happy birthday
is no longer good news at all. It is
always a perpetual reminder that
one day we will be put in a straight
wooden box as cargo with no value. It won’t even attract custom if
it’s in transit from some country.

Truth that hurts
One of Milan, Italy’s magnificent cathedrals has three
thought-provoking sentences
engraved in stone, one above
each of its three entrances.
Above the door on the left are
these words: “All that pleases is
for a moment.” Above the door
on the right is: “All that annoys

In the human heart is a deep longing for the eternal, for something
that will endure the ravages of
time. Think about it for a moment.
Most things we possess are extremely temporary. In a few years
time that new Toyota Fortuner is
ready for the scrap heap. Those designer clothes are stained, frayed,
worn and out of fashion. That new
home in the suburbs reveals its
age 25 years later.

It also goes without saying that
our bodies are so fragile and so
susceptible to disease. Our very
own youthful vitality surrenders
all too soon to frailty of old age. As
such, deep within every human
heart, questions lurk which demand answers. Is this life all there
is? If there is eternal life beyond
the grave, how can I experience
it? What must I do to live forever?
How can I receive this “eternal
life?”

>>Turn to page 35
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Considerations during retrenchments
>>From page 16
sessment of the executive team
and it’s CEO.
Before the decision is made to
retrench, other questions pop in.
questions like:

idence exists to the contrary,
there is every reason to continue
keeping on the payroll those employees that might be considered
to be mediocre performers. Rationale is, as long as there is a contribution of some sort from them,
they should be kept on board. It is
that contribution that enables the
organization to remain afloat. Besides, it is normally the case that
the mediocre performers are more
loyal to the organization than the
so called high fliers. Why would
you want to severe ties with the

over a period of time, without reacting like mad men just because
the windmill seems to suggest
that some other organization is
about to retrench its staff!
Have we considered the cost at
the end of the day? Is it really
justifiable to the organization?
And, on what basis were the so
called mediocre employees taken
on board? When did they become
mediocre? Who is to blame?

Normally newly recruited employees do not bring in any value to the organization other than
the potential to do so in the future. Employees are akin to the
organization’s long term assets.
As assets are acquired, organizations usually endeavour to
determine their expected useful
lives for purposes of meaningful
write-downs or annual depreciations. Normally an employee’s
book value would be written off
upon retirement. As this seems
to suggest, it is a long term investment indeed that is renewed
periodically through training,
workshops, reskilling aspects of
various types etc...

The countless 5 year or 10 year
strategic plans that these executives formulate and revise
each year are designed to set the
stage for amicable responses to
what the future might bring. The
rationale is quite obvious – to obviate any need for unnecessary
confrontations with the future
that might culminate into such
unpalatable quandaries.

Why are we found in this situation? Couldn’t we have prevented
it? Is it retrenchment we should
be considering or something
else? Have we been reduced to
reacting to events now rather
than initiating moves which have
been followed by the
rest of the players in
there
the industry?...

When organizations spend on
countless seminars and retreats
at the lakeside and
on top of some mounain’t much on the plate
tains each year, what
for all of us fellas …have to let is it that the so called
These questions seem
go of a few to enable others to bwanyenyes converge
to deliberate on? As we
to point fingers at the
survive
or
else
we
all
shall
perish…”
all understand it, every
CEO and his team.
medium to long term
planning and indeed any
It is perhaps pertitype of planning is subnent to mention that
loyalists and long serving
ject
to
revisions
in light of inforwith the state of the art, HRM employees just because the
mation
emanating
from the envipractices that most of our banks external environment seems to
ronmental analysis.
appear to have embraced, it is suggest need for some change?

“

hardly likely that positions can
just be created for the sake of it,
without any commensurate contribution or value addition to the
organization. Every position is
meant to contribute something
to the overall value adding basket. Short of that, then serious
questions should be asked at the
HRM dept. and the various heads
of departments.
When indications from the external environment appear to suggest the need for consolidation,
management’s task is made reasonably simple. It is a matter of
putting the appropriate strategy
or strategies in place.
Recruiting can be put on hold.
This is irrespective of gaps created by exits of various types.
Retraining, retooling and the like
would require more focus than
was the case before. Unless ev-

16

How much has the organization
invested in these employees over
the years? Have we fully obtained
value for our investment? The
sunk cost needs to be realized
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The notion of retrenching rings
home one ugly tune: management has failed.
Just like no employee ever accepts that he has failed, so too
not a single member of the executive management would ever
wish to entertain the idea that
the team, of which he is a member, has failed.
Who then should we retrench?
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INTERNAL MARKETING
ONE OF THE KEY TO
ORGANISATION SUCCESS
executive management. In other ways, junior members of staff
that are customer interface, are
in a better position to give relevant information that will give
a realistic goal for the company
than the executives who are sitting in the back office. Junior
members of staff know what is
good for the customer, they have
first hand information from the
customer i.e. customer suggestions or complaints.

M

ost of the companies have failed to
attain their strategic goals because
the executives have failed to
market the ideas to the junior
members of staff (internal customers).
Most of the companies have always been taking a top down approach; where by directives are
issued from above without giving
junior members of staff a chance
to express their views. This type
of approach mainly has a negative impact to the organization
in the way that members of staff
are most likely to deliberately frustrate the goals set by the
executive management thereby
affecting company’s image and
performance in the long run.
Modern business leaders have
taken a bottom up approach
whereby junior members of staff
have been involved in crafting
company’s goals and strategies
in order to attain the goals set by
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ly used vehicle with a new vehicle price.

The initiave was done without
informing or involving the sales
people and to make it worse the
whole sales team (Sales Executives and the Sales Managers)
saw the advert in the news paper without actually knowing
what will exactly be happening
in the whole process. The initiave was deliberately frustrated
just because the sales team felt
If the organization is to succeed that the initiative was not properly communicated
then internal marand therefore they
keting has to play
a role in order for
If the organization did not own the
every member of
is to succeed then idea. The point that
the
organization internal marketing I am trying to put
across is that ideas
to buy the idea
has to play a role
have to be marketand be involved in
in order for every
ed in order for them
achieving the commember
of
the
orgato be successful.
panies’ goal. Each
and every idea that nization to buy the
top management idea and be involved Internal marketing
is not a duty or reconsiders to implein achieving the
sponsibility of marment, it has to be
companies’ goal.
keting department
marketed internalalone, in fact interly before it is implemented, failure to this might nal marketing is a responsibililead to bad consequences for the ty of each and every member of
company for example; compa- staff whether in finance or operanies will not be able to attain the tions department.
goals that have been set.
Each line manager in respective
One of the reputable automobile department has to take a leadercompanies came up with an ini- ship role in carrying out internal
tiative whereby it introduced a marketing duties. It is through
trade- in service whereby a cus- internal marketing whereby a
tomer with a fairly used vehicle company will be able to succeed
was able to trade in his or her ve- with all its current strategies and
hicle with a new vehicle by top- goals
Feedback;
ping up the difference between
at mhonehar@gamil.com
the current market value of a fair-
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As Africa’s New
Wealth Grows, Poverty
Must Come Down

W

ASHINGTON, April
15, 2013— Africa’s
booming economic
growth fuelled by
a rigorous focus on government
and citizen accountability will
boost poverty reduction and promote shared prosperity, according to the World Bank’s latest
Africa’s Pulse, the twice-yearly
analysis of the economic trends
and latest data on the continent.
“The broad picture emerging
from the data is that Africa’s
economies have been expanding
robustly and that poverty is coming down,” says Shanta Devarajan, the World Bank’s Chief Economist for Africa, and lead author
of Africa’s Pulse.
The analysis shows that about 25
percent of the countries in Africa,
notably, Sierra Leone, Niger, Cote
d’Ivoire, Liberia, Ethiopia, Burkina Faso, and Rwanda, grew at 7
percent or higher, putting them
in league with the fastest growing countries in the world.
Throughout Sub-Saharan Africa, the report found, economic
growth remained strong at an
estimated 4.7 percent. Excluding South Africa, the region’s
largest economy, the remaining
economies grew at a powerful
5.8 percent—higher than the developing country average of 4.9
percent.
Although the analysis details
steady and strong economic
growth, it also shows that different countries are pursuing different development models, with
different degrees of success. A
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look at Rwanda’s agricultural programs shows that its maize and
cereal output has increased between 2006 and 2011 (Mason et
al., 2011; World Bank, 2013b) partially through the Rwanda Crop
Intensification Program. Under
this program subsistence farmers, who traditionally grow an array of crops on very small fields,
pooled their land, specialized in
one crop, and were provided low
cost fertilizer. This program has
“has been the workhorse of the
new agricultural strategy of the
government of Rwanda,” according to Africa’s pulse.
The program’s success is seen
partially in the economic expansion in Rwanda of 5 percent per
capita GDP, which resulted in a
1.3 percentage point yearly fall
in the country’s national poverty
rate. A similar drop in the poverty rate in Ethiopia resulted from
economic expansion there as
well, the Bank’s Devarajan says.
Throughout Sub-Saharan African recent trends point to progress in the fight against income
poverty. Between 1996 and 2010,
the share of people living on less
than $1.25-day in Sub-Saharan
Africa has declined from an estimated 58 percent to 48.5 percent,
according to provisional data in
the report.
Like the continent’s steady economic expansion, progress on the
millennium development goals
varies among countries. The report notes that the progress made
over the past ten years, when
growth picked up, has been impressive. In fact, the region is on

a trajectory to achieve the targets
soon after 2015, as long as strong
economic growth and a commitment to reforms remains.
Success on MDGs can be seen
in the improvement in maternal
mortality throughout the region.
For example, the maternal mortality ratio in the region was 850
deaths per 100,000 live births in
1990, compared to the ratio of 400
deaths per 100,000 throughout the
rest of the developing countries.
In 2010, the value of this indicator
was 500 deaths per 100,000 live
births in Sub-Saharan Africa.
The under-5 mortality rate in
Sub-Saharan Africa has declined
substantially as well, from 178
deaths per 1,000 live births in
1990 to 109 deaths per 1,000 live
births in 2011.
Challenges remain
While the new assessment finds
that Africa continues to grow faster than the global average, much
remains to be done to raise the
quality of life for the many who
live in extreme poverty. Makhtar
Diop, the World Bank’s Vice President for Africa, notes that there is
an enormous opportunity for energy and agricultural producing
through the continent.
“Without more electricity and
higher agricultural productivity, Africa’s development future
cannot prosper,” Diop says. “The
good news is that governments
in Africa are intent on changing
this.”
–The World Bank
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lic relations companies in major
and emerging markets, to help
the ministry in placing advertisements in print, electronic and
television networks. The whole
idea is to ensure that the country has good international publicity so as to lure more foreign
tourists and rake in more foreign
currency. However, the minister
confessed that the implementation of the plan requires a lot of
money.
Again all economic factors being
equal, this poses another opportunity for banks to finance such
projects. In view of the same,
many tourism sites and accommodation facilities will automatically need finances to upgrade
or improve their infrastructure
and services so they attain internationally recommended standards. This too needs financing.
How about in the agricultural
sector which indisputably forms
the back bone of our economy?
We have been singing the song
of “agricultural diversification”
from heavy reliance on the “green
gold”. Recently, we have learnt
through the media that countries
such as India have pledged to
provide markets for crops such as
soya and pigeon peas. How about
the birth of Auction Holdings
Limited’s Commodity Exchange
(AHCX),a company developed
with an aim of providing an organized and efficient commodity
marketing platform for producers and traders of agricultural
commodities other than tobacco.
Who is supposed to finance such
projects? Obviously, not our debt
riddled government. Of course
the role of Financial Institutions
and that’s to finance agricultural
production and actual commodity trading, was one of the issues
highlighted during the launch
of AHCX at crossroads hotels in
Lilongwe on 30th April, 2012. Almost a year has now passed, the
question is, what can we point at
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as our contribution ever since the
initiative was launched? (let’s do
self assessment).
Are we doing enough in our
role as capital financiers?
On several occasions including during the BAM dinner and
dance of 2012, the central bank
governor criticized banks’ insistence to lending out money
to our heavily indebted government instead of lending out to
their cooperate and SME customers, thereby influencing economic growth. Yes, in normal circumstances that’s what is supposed
to happen, but I guess we all
know or at least understand the
reason why banks are a bit stingy when it comes to giving out
loans. It has been said times
without number that the Malawian market for loanable funds
is risky.
Actually it has become riskier
than ever before with the current
economic hardships. You may
wish to know that the loan default rate has increased by over
37% since October 2012; from 7.8
percent to 10.7 percent as at January 2013(this is expected to rise
again in the first quarter of 2013).
No wonder we have been experiencing a rise in foreclosures and
disposition of property pledged
as security in this period (see
The Nation newspaper of 9th
April, 2013). This has been the
case due to the continuous rise in
lending rates making it hard for
borrowers to service their loans.
Then there is the issue of liquidity squeeze that has rocked the
financial industry forcing some
banks to suspend loans. Most
banks are surviving on borrowing from the Central Bank on daily basis. We do not expect such
banks to finance businesses, do
we? With the current situation,
we can therefore say most banks
are surviving on bank charges
and minimum balances for in-

vesting, making it hard to generate money for lending to needy
investors. Even more, the little
cash that was remaining in their
vaults is being withdrawn by
depositors and invested in Government Treasury bills, which
are currently offering attractive
yields as compared to deposit
rates in banks. How about embarking on deposit mobilization
campaigns? Some may ask. But
before we answer this question,
we should question ourselves; do
the majority of the workers (who
are the potential savers) have
anything to save given the ever
rising inflation we are facing on
daily basis? Let’s not talk about
savings from businesses because
as already observed, they are in
need of capital injection. Some
have even closed down and laid
off their workers.
Now let’s come back to our question, are we doing enough in our
role as suppliers of capital? Am
sure what has been highlighted
in the two paragraphs above provide the answer. Actually do we
have enough (funds) to supply
the firms with the capital they
are hungry for? Do the current
economic conditions assure us
of recovering the loans once they
are issued? Of course a bomfor
the economic development of
a country like ours is possible
with availability of cheap money
and credit lines so the borrowers
(particularly business firms) can
easily access finances. But can
we afford to reduce our lending
rates and continue to survive
with healthy balance sheets? Or
do we need a rescue plan as was
the case with the Federal Reserve
and the American banks in the
recent economic meltdown? And
how are we going deal with the
looming inflation assuming the
central bank decides to increase
money supply into the system
through the rescue plan? Let’s
keep digesting these questions
as we continue to seek appropriate pills to our sick economy
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ables users of that information to
make an accurate assessment of
a bank’s financial condition and
performance, business activities,
risk profile and risk management
practices. To achieve transparency, a bank must provide timely,
accurate, relevant and sufficient
disclosures of qualitative and
quantitative information that enables users to make proper assessment of the institution’s activities and risk profile. It is also
crucial that the information disclosed is based on sound measurement principles and that the
principles are properly applied.
Generally, market discipline is
defined as free market forces
which ultimately limit the risks
taken in a financial institution’s
investment and lending practices. Thus, achieving market discipline largely depends upon market participants’ ability to make
decisions and take measures that
promote financial stability based
on information disclosed. Again,
the information disclosed must
be timely, accurate, relevant and
sufficient. Apparently, financial
literacy among the public play a
big role in achieving market discipline.
Recommended
Disclosures

Frequency

of

Normally, disclosures are supposed to be made semiannually
unless the information is qualitative and stable (for instance,
definitions or risk management
objectives) where it would be
appropriate to report it annually.
However, it is recommended to
disclose quantitative and volatile
information (for example, capital
adequacy figures) quarterly. This
the approach adopted in the RBM
Market Disclosures Guidelines.
Importance of Market Disclosures

30

Having discussed the general
framework of market disclosures,
let us now look at the ways of
how they can advance market
transparency and discipline and
promote safety and soundness of
the banking sector.
A bank which is perceived to be
well-managed is able to attain
better terms and conditions in
transactions with informed and
rationally behaving market counterparties. On the other hand, a
well informed and rationally-behaving market will require a
higher price or return from funds
invested in, or placed with a
bank that is perceived as having
more risk. Other than price, market participants may also modify
transaction terms. For instance,
they may reduce the volume or
narrow the range of business undertaken with banks that have
increased their risk profile; and
some may increase collateral requirements for these banks. Such
kind of decisions by market participants can provide a strong
incentive for bank management
to improve risk management
practices and internal controls.
In the end, disclosures can help
prevent the occurrence of problems in banks. This is how market discipline based on adequate
public disclosure can be an effective complement to supervisory efforts to encourage banks
to maintain sound risk management systems and practices. The
bottom line is that the market
would reward banks that manage risk effectively and penalise
those whose risk management
standards are poor.
Public disclosures may reduce
disruptions in the market, and
therefore promote financial stability. However, this depends on
how regular or frequent the disclosures are made. Pillar III requires banks to make disclosures
regularly. This is because if market disclosures are made on a
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regular basis, market disruptions
are likely to be lower unlike when
the flow of information is irregular, with sudden release of good
or negative information. If disclosures are ongoing, the mechanisms of market discipline can
work earlier and more effectively.
Timely public disclosures can reduce the severity of market disturbances because market participants are informed on a more
ongoing basis and therefore not
as likely to overreact to information about current conditions.
In times of stress, market disruptions may increase because of
systemic effects. Public disclosures can minimize the spread
of systemic effects by informing
the market to distinguish those
banks that are in danger from
those that are not. Banks that are
likely to hide or delay disclosure
of problems are prone to be more
exposed to market overreactions
than banks that are timely transparent.
By informing a wider a set of
shareholders, disclosures can
strengthen the control of shareholders over the bank’s management. As disclosures would
make the corporate governance
process more transparent, this
would allow shareholders to participate effectively in the governance of the bank.
Last but not least, adequate public disclosures facilitate a more
efficient allocation of capital between banks since it helps the
market to accurately assess and
compare the risk and return prospects of individual banks

Mkonda Nhlema is a Bank
Examiner in Bank Supervision
Department of the Reserve Bank
of Malawi.
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SMOKING IS A HABIT, BUT
A FORGOTTEN ENEMY

M

any of us have got
different habits and
hobbies. Some people have a tendency
of taking a glass or two of water
early in the morning, others skip
on a rope or do press ups before
taking a shower. However there
are other strong or burning feelings like thirst which is overcome
by drinking water, hunger by eating, fatigue or tiredness by rest
or sleeping. Yet there is another
desire to inhale an artificial gas
or smoke which is overcome by
smoking cigarette.
Cigarette smoke contains about
4,000 different chemicals which
can damage the cells and systems of the human body. Of these
chemical over 80 are known to
cause cancer, which includes
tar, arsenic, benzene, cadmium,
formaldehyde, nicotine (a highly
addictive chemical which hooks
a smoker into their habit) and
hundreds of other poisons such
as cyanide, carbon monoxide and
ammonia. Every time a smoker inhales, these chemicals are
drawn into the body where they
interfere with cell function and
cause problems ranging from cell
death to genetic changes which
lead to cancer.
According to WHO (World Health
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Organisation), there are believed
to be 1.1 billion smokers in the
world, 800 million of them in developing countries. Smoking is
responsible for approximately
five million deaths worldwide
every year. By 2020, the WHO expects the worldwide death toll to
reach 10 million.
Smoking either directly or second
hand has harmful effects to nearly
every organ of the body, causing
many diseases and affecting the
health of the smokers. Some of
the harmful effects include cancer, respiratory and heart diseases, vascular problems and some
pregnancy related complications.
Cigarette smoking increases
the risk for many types of cancer, including cancers of the lip,
oral cavity, pharynx, oesophagus, pancreas, larynx (voice
box), lung, uterine cervix, urinary
bladder, and kidney. The risk of
dying from lung cancer is more
than 22 times higher among men
who smoke cigarettes and about
12 times higher among women
who smoke cigarettes compared
with never smokers. Tar (one
of toxic chemicals in cigarette
smoke) coats your lungs like soot
in a chimney and causes cancer.
A 20-a-day smoker breathes in

up to a full cup (210 g) of tar in
a year. Changing to low-tar cigarettes does not help because
smokers usually take deeper
puffs and hold the smoke in for
longer, dragging the tar deeper
into their lungs.
Respiratory diseases as a result
of smoking include chronic bronchitis and emphysema which
are collectively called chronic
obstructive pulmonary disease
(COPD). Carbon monoxide (toxic
gas in cigarette smoke) robs your
muscles, brain and body tissue of
oxygen, making your whole body
and especially your heart work
harder. Over time, your airways
swell up and let less air into your
lungs. This then result in chronic
mucus hypersecretion, resulting
in chronic cough and phlegm production (Chronic bronchitis) and
abnormal dilation of the distal
airspaces along with destruction
of alveolar walls (emphysema).
People with these conditions
eventually suffer lung and heart
failure.
Smoking causes coronary heart
disease, the leading cause of
death in the United States and
most developed countries. Cig-
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The health risks of smoking
>>From page 35
arette smokers are 2–4 times
more likely to develop coronary
heart disease than nonsmokers.
Cigarette smoking contributes
to narrowing of arteries (atherosclerosis) resulting in narrowing
or blockage of coronary arteries
starving the heart muscle of vital
nutrients and oxygen, resulting
in a heart attack. Smoking also
increases the risk of having a
stroke, because of damage to the
heart and arteries to the brain.
Smokers are more than 10 times
as likely as nonsmokers to develop peripheral vascular disease
(narrowing of blood vessels to
the legs causing pain especial-

20

ly on walking or running due to
poor oxygen supply to leg muscles).
Research has shown that smoking during pregnancy causes
health problems for both mothers
and babies, such as premature
births, low birth weight, stillbirths and other pregnancy related complications.
Smoking is also a contributory
factor for the development of cancers of the stomach and the liver.
Children exposed to secondhand
smoke are at an increased risk for
sudden infant death syndrome
(SIDS), acute respiratory infec-
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tions, ear problems, and more
severe asthma.
One in two lifetime smokers will
die from their habit. Half of these
deaths will occur in middle age.
Quitting smoking has immediate
as well as long-term benefits for
you and your loved ones.
Smoking tobacco is dangerous
to our body and those around us.
Quitting smoking will prevent us
from potentially harmful conditions such as lung cancer, heart
attacks and stoke. A health you
begins with you stop smoke for
it is hazardous to your health
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Bank’s place
in erp PART 2
By Limbani Chakhoma, Indebank

A

Feedback: lchakhoma@indebank.com

lmost a year has now
elapsed since the inception of the Economic Recovery Plan
(ERP), an economic blue print
aimed at resuscitating the country’s nose diving economy. The
question of whether it has borne
any success and to what level, I
leave to the dear reader to judge.
A few open secretes are worthy sharing though. First, the
kwacha continues to struggle
against its major trading currencies. As am writing this article,
it is trading at average of MWK
419 against the dollar as compared to MWK167 against the
dollar before it got devalued in
May, 2012. The commencement
of the much anticipated Tobacco sales blinked some hope with
earnings amounting $ 6.8million
(2.7 billion kwacha) during the
first two weeks as compared
to $2.1million during the same
period in 2012. However, the
monthly import cover is pegged
at $188 million, an indication
that by far the forex earnings are
not enough. The Lending rates
continue to skyrocket, hovering above 45%. Hence it is even
tougher for businesses to access
loans from banks. Year on year
inflation averaged 37.9 percent
as at February 2013, thus eroding
the purchasing power of the consumer further. It therefore goes
without mention that we are still
engulfed in an economic mist,
although the gospel of hope for
a better future is persistently being preached by the incumbent
government. I guess we should
adopt the biblical principle of living by faith and not by sight.
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Banks and the Priority Sectors
of the ERP
The much touted ERP has Energy, Tourism, Mining, Agriculture,
Transport Infrastructure and Information and Communication
Technology (ICT) as its priority
sectors. Targets have been set
most of which are to be achieved
in the medium term. The debate on the feasibility of achieving these targets in the set time
frame can cover another pile of
chapters, therefore let’s not delve
into it right now.
Let me start by reiterating that
the banking industry is the heart
of the economic development
of any country. On top of being
guarantors of deposits as many
of us know them, banks are also
or should I say are supposed to
be the suppliers of capital. This
latter duty is even more crucial
in this period when many industries would want to recapitalize operations. In times such
as these, banks are needed to
provide short, medium and long
term finances to firms that are on
the verge of sinking as well as injecting capital to the breathe life
into new economic projects that
might accelerate the recovery
plan.
Talking of the priority sectors of
the ERP, you might have observed
through the media that there are
a number of promising projects
that are set to roll out (and some
are already in progress). Just to
cite a few, the ministry of energy
and mining is said to have en-

gaged four foreign firms (China
Gezhouba Group Company, Intra
Energy Company of Australia,
Sukam Power Company and Aspire Power Company) to invest
in the energy sector. The whole
intention is to fight Power problems which the country has been
facing from time immemorial. Although turned controversial in
the recent times, am sure most of
us are also aware of the Uranium
mining project in Karonga, explorations of Niobium in Kanyika
Mzimba and explorations of rare
earth at Chambe basin in Mulanje mountain and Songwe Hills in
Phalombe, just to mention a few .
All economic factors being equal,
the above projects create lucrative business opportunities to
banks.
ßHow? Apart from mining/energy expertise, these firm do not
only need complementary skills
on banking issues, but also a holistic financing as well as financial advisory solutions. Among
other services, these firms will
need working capital facilities,
bridging finance, acquisition finance, inventory financing, commodity price risk management
solutions, Foreign exchange and
interest rate hedging.
That’s not all. In March this year,
the tourism sector through the
Minister of tourism announced a
move to venture into robust marketing for Malawi as a number
one tourist destination. Among
other things, the ministry of tourism is planning to engage pub-
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Market
Disclosures
Advancing Banks’
Transparency &
Market Discipline

A

s Malawian banks
are preparing for Basel II implementation
in 2014, one question
keeps on getting on my nerves.
Do banks really appreciate the
importance of Basel II? For sure,
a large number of market participants in the industry view Basel
II as a mere compliance standard
imposed on the banks by the regulator, the Reserve Bank of Malawi (RBM). But optimism confides
in me that banks will take it as
a tool which will enhance their
risk management standards. I
know RBM has worked tirelessly trying to show banks how Basel II can improve the standard
of banking business activities
in the country. While there are
several benefits of implementing
Basel II, this article attempts to
highlight the importance of Pillar
III of the Basel II Accord. The article also highlights the general
framework of market disclosures
as required under Pillar III.
The Basel II implementation process in Malawi started way back,
some five or more years ago.
However, I may not go wrong
to assert that much importance
has been placed on the implementation of Pillar I (minimum
capital requirements) and Pillar
II (supervisory review process).
Alas, we forget that after implementing everything under Pillar
I and Pillar II, a bank will need
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By Mkonda NHLEMA
a mechanism which can assess
and reward it accordingly on the
work done under the first two Pillars. This mechanism is the third
Pillar, market disclosures.
Pillar III is about disclosure and
demonstrating to the public
at large that the analysis supporting the first two Pillars is
dependable. It requires banks
to provide key and verifiable information relevant to their capital adequacy. In broad terms,
the public or market disclosures
would cover the bank’s financial
condition and position (including
capital, solvency and liquidity);
risk management strategies and
practices; risk exposures (including credit risk, market risk,
liquidity risk, operational risk, legal risk and other risks); accounting policies; and basic business,
management and corporate governance information. However, in
disclosing information, banks are
required to obey two important
principles. These are materiality
and confidentiality.
Materiality demands that the
bank should consider disclosing
all the required material information. Information is material
if its omission or misstatement
could change or influence the
judgment or decision of a user
relying on that information to
take, among other things, economic or investment decision. In
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terms of confidentiality, disclosure is restricted in order to allow institutions to maintain their
competitive advantage. Disclosure is also restricted if the item
to be disclosed is considered to
be proprietary or confidential in
nature and would seriously prejudice the position of the bank if
disclosed.
Market Transparency and Discipline
Market disclosures reinforce the
efforts of regulators, who aim
at encouraging safe and sound
banking practices, by rewarding banks that manage risk effectively and penalising those
with inept or imprudent risk
management standards. This is
achieved because eventually,
the well informed and rationally
behaving public will choose to
transact with banks with good
risk management practices and
avoid those with relaxed risk
management standards. The
preceding statement recognises
that achieving safe and sound
banking practices using market
disclosures as a tool would be a
mere fallacy unless the public is
well informed and rational.
Market transparency is defined
as public disclosure of reliable
and timely information that en-

>>Turn to page 30
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The birth of the
national switch
business rules and service levels.

William Kaunda
Project Coordinator

T

he journey has begun.
The payments systems
industry will no longer
be the same.

The initiative is expected to widen
the scope of ATM network sharing and customers of all banks
and other financial institutions
are expected to benefit by this
initiative. Upon full implementation of the project and achieving
interconnection, customers will
be able to access their cash on
any ATM and also transact at any
point-of-sale device irrespective
of their parent bank. Whereas
only those banks that are members of Visa are able to share their
network at the moment, the widened customer access with both

The Bankers Association of Malawi (BAM) is in the process of setting-up a switch, which will facilitate connectivity between the
banks’ switches and their ATMs,
and inter-bank settlement payment gateway for authentication
and routing the payment details
of various e-commerce transactions and low value transactions
on an online real time basis. This
initiative is being done under the guidance of RBM
and the World Bank.
Customers

will be able to
access their cash on any
ATM and also transact at
any point-of-sale device

The switch is intended
to interconnect all banks,
other financial institutions,
retailers, and processor
in the country. It will also
be interconnected to the
regional switches (SADC and
COMESA). All banks under BAM
agreed, in principle, to collaborate on the initiative of setting
up the National Switch Project.
A multi-skilled team was assembled which is coordinating the
various activities of the project.
This collaboration is important
because it forms the basis for
teamwork in order to realise a
shared goal--setting up a platform for interbank switching.
This means that the RBM, BAM,
the World Bank and the vendor to
be selected are to share knowledge and contribute talents towards the greater good for Malawi by having a common set of
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Visa branded cards and proprietary cards will greatly improve
access to ATM and POS service.
This initiative will also facilitate
inter-operability among banks,
build an efficient financial and
trading platform, and will ensure
easy banking, a move that could
potentially attract the unbanked
population to start using the
banking system.
Once it becomes possible for
bank customers to use ATMs
and POS devices of other banks,
it will no longer be necessary for
each bank to site so many ATMs/
POS devices to achieve convenience that customers often look

for when choosing a banking
service. Additionally, when it becomes possible to use the ATM
cards to shop, banks can use
Point of Sale devices to create
branchless banking outlets and
avoid the huge cost of operating
a bank branch or an offsite ATM.
As it is now, save for a few banks
that are members of Visa, ATM
and debit/credit card holders can
only use their cards on ATMs of
parent banks, designated ATMs
and POS devices. Consumers
of the product have complained
about the inability to use their
cards on any ATM, irrespective of
the bank. The introduction of the
national switch is expected
to remedy the situation and
provide the convenience of
nationwide access as well as
provide greater control over
transactions for card holders,
retail merchants and corporate users.
The national switch will also
provide a switching platform for
internet banking, remittances
and mobile money transactions
thereby becoming a key enabler
for e-wallet and bank account interactions. The switch will, therefore, drive unparalleled satisfaction by connecting customers
to their finances in the most intuitive, innovative and seamless
approach. With the latest security features, both customers and
financial service providers will
have the peace of mind that their
customers data, transactions and
reputation are protected.
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Electricity payment
through the banks

E

–Promoting the service
Electricity customers

SCOM generates, transmits, distributes and
sells electricity. Annual sales for 2011/12
were in the region of K35 billion
(USD113 million)..The demand
for electricity in the country is
said to be growing at more than
10 percent. ESCOM has around
250,000 customers comprising of
domestic, commercial and industrial (maximum demand). Industrial customers account for about
1 percent of customer base but
about 45% of sales. The customer base expected to grow at more
than 12% per annum for the next
four years.
Revenue collection mechanisms
ESCOM has postpaid and prepaid electricity revenue collection systems. The postpaid revenue collection system requires
customers to visit the designated
ESCOM outlet to pay. ESCOM’s
plan is that customers must have
electricity pay points within
75km. Most banks offer electricity
pay points to ESCOM customers.
These bank services save customers’ time and reduce congestion at ESCOM customer service
centers. Customers pay bills over
the counter, at ATMs and through
mobile phone.
Some banks are offering prepayment electricity sales services
over the counter, ATM and bank
mobile services.
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ESCOM has around 40 service
centres for bill collection and
about 15 computerised vending
equipment throughout the country. These are not adequate. ESCOM has agreement with nine
banks to collect electricity payment from its customers and
some will join soon. The potential pay points that the banks
present to ESCOM exceed 400
physical outlets.
Impact of the partnership
All small power users are now
being connected in prepayment
even in rural areas. All meters in
Malawi will be prepaid within
the next four years. Most banks
are offering bill payment system
and that is strategic. Few more
banks are to provide the service
soon. The bank mobile phone
service provides electricity payment anytime and anywhere.
Payment through internet is
already available through the
banks as well.
There has been huge increase in
the number of customers paying
through the banks over the past
two years. However, very few
ESCOM customers pay through
the banks. A survey by ESCOM
revealed that revenue collection
through the banks is less than
0.45 percent of total sales. ESCOM plans to have 20 percent
of its collections through banks
from small power users in the
next four years. To move the cus-

tomers, the banks and ESCOM
must provide updated bill enquiry at the bank as most bill paying
customers would like to check
their bills before paying.
In some cases, customers have
used postpaid account numbers
to try prepayment system. Their
money has ended in suspense account resulting in a lot of queries.
Banks have been advised to have
a system that rejects wrong account/meter numbers if they do
not tally with the ESCOM database. Most banks have complied.
ESCOM survey on bank performance
A recent survey by ESCOM on
banks offering payment services
showed that a mixed bag: it was
possible for some branches of a
bank that has an agreement with
ESCOM being unaware of the
service and not offering it while
others did not assist ESCOM customers with much satisfaction.
However, ESCOM is working
hard to address these and other challenges like promoting the
services in conjunction with the
banks.
Again, ESCOM customers should
expect more banks to join this
partnership so that more customers are able to benefit. It is ESCOM’s wish to make electricity
more of a product that one can
buy on the market and one that
is available 24 hours and everywhere. Escom Marketing Departnment
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BAM IN ADVANCED NATIONAL SWITCH STAGE
>>From page 21
Meanwhile, there has been significant progress in the rollout of
the national switch project. The
project commenced early this
year and is expected to be rolled
out by the end of 2013. A number
of milestones have been accomplished with the current status
being that the project has progressed to a stage where implementation of the switch solution
is about to start. At the current

pace, all banks will be required
to ready themselves and interconnect to the national switch in
the last quarter of 2013. Once interconnection has been achieved
and rolled out, the next phase will
be to bring into the switch independent operators often known
as third party processors (TPP),
microfinance institutions, mobile
money operators, and interconnect to regional switches and
international payment gateways
such as Visa and MasterCard.

The journey has begun. The
payments systems industry will
no longer be the same. Charles
Darwin once said: “In the long
history of humankind (and animal-kind, too) those who learned
to collaborate and improvise
most effectively have prevailed”.
This is true to all in the banking
and payments industry. The call
is, therefore, to put our hands together and drive the success of
the national switch

shot in the arm: Mkungula (L) receiving the books from Nkosi

T

he Reserve bank of Malawi in December 2012
donated a variety of
books worth K2 million
to the Institute of Bankers (IOB)
at a function held at RBM Blantyre Branch.
The donation was handed over
by then RBM deputy governor
Mary Nkosi, who said the donation was part of the Reserve
Bank’s corporate social responsibility.
“You are all aware of the economic challenges that face our
nation, however, within its limited resources; I am pleased to inform you that this year the Bank
approved a donation of books to
the Institute of Bankers worth K2
million,” she said.
Mrs Nkosi said RBM recognizes
the importance of contributing to
the welfare of communities and
the society in which it operates
hence the donation to the Institute of Bankers.
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RBM dona
K2m books
Institute
Bankers (
She assured the Institute of
Bankers of RBM’s continued
support in the form of education
awards to eligible and identified
institutions in support of sustainable projects.
“The Institute of Bankers, though
in its infancy, has recorded tremendous success in capacity
building for the banking industry and I have noted that you
have a wide range of programs
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that cater for all sectors of the
banking industry. This affirms
your mission of promoting standard of professional competency and level of skills in banking
and the financial services sector
in the country” said Mrs Nkosi,
adding that this was the reason
the Reserve Bank of Malawi decided to make a contribution.
She said RBM believes that being

>>Turn to page 25
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>>From page 24
a carrier of knowledge, books and
learning materials are a ladder of
progress to human capacity.
“The donated 60 books cover a
wide range of subjects pertaining to economics, accounting,
banking and finance which we
believe will go a long way in enhancing the knowledge of learners through the Institute of Bankers. The books being presented
here today were selected and
sourced by the Institute itself.
To date, 50 percent of the order
has been delivered,” she added,
saying the Reserve Bank of Malawi would support all efforts that
contribute towards the thriving
of the local banking industry.
Receiving the donation, Executive Director for Bankers Association of Malawi Mrs Lyness Nkun-

ates
s to
of
(IOB)

gula said the Institute of Bankers,
established in 2007 to ease the
demand of well qualified recruits
in banks, has registered a substantial increase in student’s
population as well as the number
of subjects at each level.
Nkungula said this has in turn
increased demand for resources
hence their appreciation to RBM
for the book donation.
“We started with certificate level and now we have diploma and
advanced diploma levels and in
total there are 41 subjects. Students at diploma and advanced
diploma levels are supposed to
take elective and specialist subjects which demand a lot of reference materials. Our students
are spread all over Malawi from
Chitipa to Nsanje.
“As student’s population grows,
we are facing a number of challenges and one of them being
the shortage of library books.
The module that we produce at
the institute needs to be supplemented by reference books for
the students to satisfy the
requirements of the examiners. The library that we
have is very small to meet
the demands of the students and that is why
we are very thankful for
the gesture the Reserve
of Malawi has shown,”
said Mrs Nkungula.

donation came at the right time
when students were scrambling
for few available resources.
“I believe other organizations
and member banks will emulate the good gesture you have
shown to us. You know, when
you come from a rich family, the
assumption is that you have everything you need in life. At one
point our proposal to a certain
organization was turned down
because of our affiliation to the
banks. If we have this type of
thinking, then the Institute will
be malnourished. We are in need
of resources such as computers,
books, chairs even money to
bind modules as it is expensive
to print books these days’” she
said, adding that the donated
books will be well looked after
so that they last long and serve
its purpose

Nkungula: Overwhelmed
by student numbers

She said the book

“

The donated 60 books cover
a wide range of subjects
pertaining to economics,
accounting,
banking
and finance which we believe
will go a long way in enhancing the knowledge of learners through the Institute of
Bankers.
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