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1.0 Supply-side assessment: 

Rationale and approach
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01

Loan officers have limited knowledge about 

WMSE’s unique needs. Their inability to match 

solutions hinders the development of loan pricing 

models that match the client’s risk profile. 

02

This segment seems less attractive due to its 

members’ higher risk profile. It pertains to their 

lack of collateral and the FSPs’ inability to 

develop innovative solutions, such as alternative 

collateral and financial literacy exercises. 

03

The transaction costs are high, given the small size of 

most WMSEs. The credit needs are diverse, high in 

complexity, and low in scale.
04

The intentional targeting of the WMSE segment is absent. 

Attempts to tailor products and services to suit WMSEs’ needs 

are lacking because they do not understand the business value 

these customers generate. 

05

Common narrative 

The Kenyan supply-side landscape review reveals varied 

targeting of WMSEs across use cases: borrow, save, invest, 

protect, spend, send, and receive. For example, KCB and 

Equity Bank cater to this segment because they find a viable 

business case, as seen from their product offerings. 

However, other FSPs are yet to seize this opportunity.

Moreover, formal FSPs need to develop financial products 

that compete with informal channels better and serve a 

greater share of female traders. The product design phase 

of FSPs should consider repayment structures, credit sizes, 

and tenors to align them to the WMSEs’ needs.

Such FSPs should invest in more innovative solutions that 

align better with the needs and preferences of female 

traders and are more attractive than the present offerings.

The informality of business structures for WMSEs 

presents a data challenge for FSPs. Most FSPs 

have not evolved their lending methodologies to 

provide alternative ways of credit scoring. 

Source: IFC women-owned businesses; Women’s World Banking Report, 2016; MSC analysis 

Kenya’s supply-side assessment: Constraints 
WMSMEs have been locked out of the financial system for a long time because they were deemed risky. Formal 

financial service providers (FSPs) need to develop financial products that can compete with informal channels and 

serve a significant share of female traders.

http://microsave.net/files/pdf/Improving_Access_to_Finance_for_Women_owned_Businesses_in_India_IFC.pdf
https://www.womensworldbanking.org/wp-content/uploads/2020/11/MSME_Report_2020.pdf


4 All rights reserved. This document is proprietary and confidential.

The business case of DFS for WMSEs 
DFS has the potential to unlock financial services for the underserved. It can help financial service providers reach 

their clients more efficiently and effectively and provide them with greater control of their finances. 

Revenues and cross-sale opportunities 

Additional revenues from the new transaction fees, 

commissions, and government social support programs 

Cross-sale of products and other financial services 

leads to improved revenue, for example, insurance, 

forex, government bonds, and treasury bills

New customers

Low enrolment costs of new customers 

through a single-entry point lead to 

improved market share

Efficiency 

Acquisition of new deposits at a low cost implies

a low cost of funding

Improved liquidity management through 

predictable cashflows from transactions

Cost savings due to fewer branches and employees

Product diversification

Development of financial and credit 

profiles and histories to improve risk 

management and inform new product 

development initiatives, for example, 

micro-housing
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Differentiation from competition

An integrated DFS infrastructure 

incorporates banking and other day-

to-day activities, such as shopping, 

learning, and networking

Market linkages for other ecosystem 

players

DFS can help address specific chronic 

challenges in the value chain, 

especially those that need financial 

services, for example, the agri value 

chain

Source: MSC analysis 
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FSPs need support to incorporate DFS infrastructure
FSPs need support to reach and interact with their customers efficiently. They also need support to use their client 

data for more efficient credit management and product design and to build more flexible core systems that support 

adaptability.

Regulatory support 

Review digital service tax charges downward to make DFS more 

affordable and to create a cashless economy

Market research and product development

Share insights on customization and align customer needs, 

demands, and preferences to solutions

Risk-sharing partnerships 

Enable credit guarantees to cushion FSPs from risks that arise 

from digital lending, for example, credit risk

Digital literacy programs

Introduce training and capacity building to increase DFS usage 

among women 
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Other key success factors

Technology: Apply an 

“easy-to-use” 

technology that supports 

the day-to-day activities 

in a person’s lifecycle, 

for example, shopping

Government support: 

Champion formal 

linkages and 

digitization, for 

example, SHGs in India

Trust: Run campaigns 

that promote awareness 

of safe DFS usage

Source: MSC analysis 
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What is the need for supply-side assessment?

Limited access and usage of financial services 

are both demand- and supply-side issues. 

Financial institutions are yet to realize WMSEs’ 

potential as a segment. Therefore, they should 

understand their internal constraints, cpacities, 

opportunities, and gaps. 

This understanding should enable financial 

institutions to appreciate WMSEs as a segment 

and motivate them to recognize the business 

case better to pave the way for a successful 

action research program. 

Financial institutions also need to build an 

institutional commitment to WMSE finance. The 

buy-in will happen through executive 

sponsorship, strategic intent, organizational 

alignment, and operational capabilities. 

MSC will use institutional diagnostic tools to 

conduct the supply-side assessment to 

understand barriers and identify opportunities 

for providers to service and support WMSEs. 

Factors related to the ecosystem play an 

important role in the access and usage of DFS. 

Critical factors considered for the action 

research program include the existence, 

effectiveness, and gender-sensitiveness of:

Support programs, such as business 

development services by NGOs and private 

players;

Credit rating agencies; 

Risk-share facilities; 

Government support programs, such as 

subsidies, training, and access to finance.
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What did we intend to achieve from the supply-side assessment?
The assessment intended to uncover insights to co-create relevant digital solutions for WMSEs anchored on use cases.

Invest

Investments that enable low-

and moderate-income 

segments to  participate in tax-

advantaged retirement, equity, 

government securities, and 

mutual funds, for example, 

treasury mobile direct

Digital financial 

services use 

cases

Protect

Build and distribute relevant 

insurance solutions, build 

awareness, and expand 

service points and outreach, 

for example, digital social 

savings and insurance

Save

Digital savings and deposits to 

include building savings 

awareness and culture and 

provide access to savings 

solutions and convenience, for 

example, digital micro-savings

Send or receive

Digital payments that are 

accessible at affordable 

cost and provide last-mile 

accessibility and a choice of 

access points, for example, 

P2P, domestic and 

international remittance

Spend

Use cases where users can 

spend digital money to pay 

for goods and services, for 

example, merchant, utility, 

and bill payments

Borrow

Digital credit to ride on 

credit infrastructure, built 

on credit risk assessment, 

digital delivery, and 

effective risk management

Gain insights into the 

constraints and barriers 

financial service providers 

encounter when they attempt 

to expand, especially when 

they offer financial services to 

MSEs and WMSEs

Serve to inform financial 

service providers to design 

products and services pilot in 

response to WMSEs’ needs

Share insights and lessons with 

other financial inclusion 

stakeholders (public and 

private) on key findings and 

opportunities related to the 

financial inclusion of WMSEs

3

2

1
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2.0 Access to financial 

services for MSMEs in Kenya
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Kenya has a vibrant and dynamic financial sector with several types 
of players, yet the credit gap for MSME finance is quite significant

The formal financial sector in Kenya 

comprises a large banking sector, a 

relatively well-developed securities market, 

many insurance companies and retirement 

benefit programs, microfinance banks 

(MFBs), and deposit-taking savings and 

credit cooperatives (DT-SACCOs).

Prudentially-regulated institutions in Kenya

Type of institution Regulatory 

authority

Number of 

institutions

Share of total assets to 

GDP (nominal)

Gross loans and 

advances (KES bn.)

FY19 FY20 FY19 FY20

Commercial banks CBK 39* 49.6% 52.8% 2,775 3,006

MFBs CBK 14 0.8% 0.7% 51 49

DTSs SASRA 175 5.7% 6.1% 420 474

MNOs CBK, CCK 3 - - - -

USD 19 billion

Credit gap

MSME (Kenya)

Source: African Business: 

Closing Africa’s MSME 

finance gap 

Gender gap

Mobile ownership and 

internet usage

5%

34%

Source: CBK Annual Supervision Report, 2020; SACCO Annual Supervision Report, 2020; GSMA Connected Women-The Mobile Gender Gap Report 2020
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Mobile money transactions by volume and value

Number of Transactions (millions) Value of Transactions (Ksh. Billion)

Mobile

ownership

Internet 

usage

91%

86%

49%

32%

Growth: Active mobile money agents (2007 – 2020)

https://african.business/2018/10/economy/closing-africas-msme-finance-gap/#:~:text=Kenya's%20MSME%20finance%20gap%20is,the%20largest%20in%20East%20Africa.
https://www.gsma.com/mobilefordevelopment/wp-content/uploads/2020/05/GSMA-The-Mobile-Gender-Gap-Report-2020.pdf
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MSMEs in Kenya receive 95% of loans from commercial banks and 
mortgage finance companies

MSME loan 

portfolio

Commercial 

banks

Microfinance 

banks

21%

As of December 2020, the 

proportion of MSME loans to 

the total banking sector’s 

loan portfolio stood at 

20.9%—an increase of 9% from 

19.2% in December 2017.

95%

As of December 2020, the value 

of MSME loans by commercial 

banks and mortgage finance 

companies amounted to KES 605 

billion (USD 5.5 billion)—95% of 

the total MSME loan portfolio.

5%

Microfinance banks 

held KES 33.3 billion 

(USD 300 million) or 

5% of the total MSME 

portfolio.

41.76

220.9

342.35

6.1 13.83 13.33

Micro Small Medium

Commercial Microfinance

Distribution of MSMEs across financial sector, value, and volume Portfolio quality

Year 

ending 

December

Non-

performing 

loans (volume, 

#)

Non-performing 

loans of MSMEs 

(value, KES 

billion)

Total value of 

the MSME loan 

portfolio 

(KES billion)

MSME NPLs 

over the total 

NPLs (%)

2020 204,802 99.0 

(USD 890 million)

638.3 (USD 55 

billion)

14.6

2017 101,424 56.4 413.9 13.6

The pandemic led to a sharp rise in loan defaults by Kenyan MSMEs, which is a 

credit-risk negative for banks. 22.4% of MSME loan accounts were classified as 

NPLs valued at KES 99 billion (USD 890 million). The NPL rate increased due 

to the adverse effect of COVID-19. This accounted for 3.2 % of the overall 

banking sector loan book.

The GoK established a KES 3 billion (USD 27.2 million) fund. The CGS is 

expected to support MSMEs’ working capital, acquisition of assets, and 

recovery from the COVID-19 pandemic’s impacts.

Source: MSME FinAccess Business Survey Report, 2020; Central Bank of Kenya, Annual Supervision Report, 2020

Micro 
Enterprises 

83%

Small 
Enterprises 

12%

Medium 
Enterprises 

5%

Distribution of banking sector MSME loan 

accounts as of December 2020

Distribution of the MSME lending portfolio 

by value (KES bn.) as of December 2020

https://www.centralbank.go.ke/uploads/banking_sector_annual_reports/468154612_2020%20Annual%20Report.pdf
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MSMEs in Kenya contribute significantly to the deposit base of the 
financial sector
MSMEs account for 15% of the deposits held by commercial and microfinance banks

As of 31 December 2020, microfinance banks held KES 25.7 

billion (USD 23.6 million) in deposits from the MSME sector, 

while commercial banks held KES 577.6 billion (USD 5.2 billion).

Value of MSME deposits held by commercial 

and microfinance banks 

72.5 million 

The total number of deposit 

accounts, in both commercial 

and microfinance banks, as of 

31 December 2020.

15%Commercial and microfinance 

banks generated KES 66.8 

billion in overall interest and 

non-interest-based income—

11.3% of the banking sector’s 

total income.

KES 4.1 trillion 
(USD 37.2 billion)

The total value of deposits in 

Kenya’s banking sector

Source: MSME FinAccess Business Survey Report, 2020; Central Bank of Kenya, Annual Supervision Report, 2020

https://www.centralbank.go.ke/uploads/banking_sector_reports/1275966539_2020%20Survey%20Report%20on%20MSME%20Access%20to%20Bank%20Credit%20-%20Final%20-%2015%2007%2021.pdf
https://www.centralbank.go.ke/uploads/banking_sector_annual_reports/468154612_2020%20Annual%20Report.pdf
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Kenyan MSMEs undergo several lifecycle stages and require 
product evolution and sophistication
The need to meet customers’ expectations has redefined how financial service providers innovate products and 

services

Start up Run and manage Growth Rebirth or decline

Help us start off my business

Help us start basic banking 

services

Help us run and manage my  business

Help make it easy for customers to 

pay us

Help us improve our admin efficiency

Help us manage our cash flow’s 

restriction on our growth

Help us expand our product and 

sales capacity

Help us expand our markets

Help us protect our business

Help us transform our business

Help us sell, restructure, or save 

our business

Mentorship and coaching

Digital financial services

Transactional account and 

cash management solutions

Enterprise learning centers

Working capital financing

Payroll

Asset finance

Merchant services

Trade finance

Forex

Cash-flow-based lending

PoS or MPoS

Leases

PoS or MPoS

Commercial property finance

Business loans

Trade finance

Advisory

Investment management

Short-term financing

Advisory and coaching services

Mergers and acquisitions

Restructure facilities

Protection insurance

Transactional banking Asset finance

Preferential rates on advisory 

services with select partners

Retail outlets POS 

Forex or hedging solutions

Trade finance solutions

Investment solutions

Cash management solutions

Investment banking

Comprehensive bancassurance 

solutions

Business 

lifecycle stage

Products or 

value-add for 

enterprises

Revenue lines 

for financial 

institutions

Source: MSC analysis 

https://www.centralbank.go.ke/uploads/banking_sector_reports/1275966539_2020%20Survey%20Report%20on%20MSME%20Access%20to%20Bank%20Credit%20-%20Final%20-%2015%2007%2021.pdf
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5.0 Annexes
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Annex 1: Access to financial 

services for MSMEs in Kenya 
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Financial sector ecosystem for MSMEs in Kenya (1)
An established and robust ecosystem for MSME finance helps MSMEs resolve a key challenge, that is, access to 

finance. The major credit suppliers to MSMEs in Kenya are commercial banks, microfinance banks, FinTechs, 

SACCOs, development finance institutions, and credit institutions. We need to understand these players, as they are 

critical for MSME finance’s overall success in Kenya.

Supporting 

policies

Government 

affirmative 

action 

programs

Private 

sector 

support

Regulatory 

and policy 

advocacy 

bodies

Financing 

products and 

guarantee 

schemes

Infrastructure 

for MSME 

finance

MSME 

finance 

ecosystem

Regulated institutions: 

Commercial banks, microfinance banks, SACCOs, MNOs, and FinTechs

Non-regulated institutions: 

Chamas or savings groups, microfinance institutions (MFIs), women-focused microfinance 

initiatives, and credit institutions

MSME credit guarantee scheme (the national treasury signed an agreement with seven 

commercial banks) - maximum loan of KES 5 million (USD 50,000) with a tenure of 36 

months 

Secured and unsecured loan products and products designed for industry-specific loans

Non-financial services, such as business development services

The Central Bank of Kenya supervises commercial and microfinance banks, governed by the 

Microfinance Act 2006. SASRA supervises deposit-taking and credit cooperatives. 

The Association of Microfinance Institutions (AMFI) and Micro and Small Enterprises Authority 

(MSEA) are the key regulatory and policy advocacy bodies that champion the causes of 

microfinance institutions and enterprises, respectively.

Source: MSC analysis 
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Financial sector ecosystem for MSMEs in Kenya (2)
These different factors of the MSME finance ecosystem are interconnected and must work in tandem for the sector’s 

overall success.

Kenya MSEA Policy 2019 intends to provide an integrated enabling business environment for the 

growth and development of productive MSEs that make significant socioeconomic contributions to the 

economy.

The Kenya Investment Policy 2019 seeks to enhance MSEs’ value addition and competitiveness and 

integrate them into the global value chain.

The National Trade Policy 2017 seeks to renew the development of MSEs through a supportive 

regulatory framework, preferential market access, supportive financing, and an innovative ecosystem. 

The Women Enterprise Fund from the Government of Kenya provides accessible and 

affordable credit to support women-led startups or expand businesses for wealth and 

employment creation, or both. Examples of such facilities are group loans, LPO 

financing, and bid bond financing.

The Uwezo Fund is a flagship program for Vision 2030. It intends to enable women, 

youth, and persons with disabilities to access finances to promote their businesses and 

enterprises at the constituency level. 

The Youth Enterprise Development Fund seeks to provide accessible and affordable 

financial and business development support services to create employment 

opportunities for young people. 

In 2017, Safaricom PLC signed the GSMA Connected Women Commitment to increase the 

proportion of women in their mobile money and mobile internet customer base. 

Safaricom launched a program, “Maisha ni Digital” (Swahili for “Life is Digital”), in partnership 

with Google, to provide a high-quality entry-level smartphone, Neon Kicka 4, at a subsidized price 

of around USD 35.

Source: Kenya MSE Policy, 2020; Youth Enterprise Development Fund; GSMA Interview with Safaricom’s Director of Consumer Business

Supporting 

policies

Government 

affirmative 

action 

programs

Private 

sector 

support

Regulatory 

and policy 

advocacy 

bodies

Financing 

products and 

guarantee 

schemes

Infrastructure 

for MSME 

finance

MSME 

finance 

ecosystem

https://www.gsma.com/mobilefordevelopment/blog/accelerating-digital-inclusion-for-women-in-kenya/
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Organizations that support MSMEs’ growth in Kenya 

Organizations that support MSMEs

Business networks, 

advocacy, and policy 

advice

Kenya National Chamber of 

Commerce & Industry (KNCCI) 

Kenya Industrial 

Estates (KIE)

Kenya Investment 

Authority

Micro and Small Enterprises 

Authority (MSEA)

Donor agencies, such as 

WB, BMGF, MCF, AfDB

01 02 03 04 05

Facilities integration of 

public and private 

sectors for the 

promotion and 

development of MSEs

Grant funding, technical 

support, and training

Affordable industrial 

credit (loans), business 

advisory services, and 

industrial workshops

Issue of investment 

certificates, advice on 

investments, and 

information on 

investment opportunities
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Government support to MSME development through ministries 

MSMEs contribute approximately 40% 

to the country’s GDP. The 

Government of Kenya (GoK) enables 

MSMEs to thrive. The sector needs a 

host of incentives to enable them to 

survive, given the numerous 

constraints that affect its growth. 

40%
Contribution of MSMEs to Kenya’s 

gross domestic product (GDP)

Sector Government programs for MSMEs (in KES)

Manufacturing The specific government programs for MSMEs in the manufacturing sector are:

KES 1.4 billion (USD 12.7 million) for Kenya Industry and Entrepreneurship;

KES 715 million (USD 6.5 million) for Kenya Youth Empowerment and Opportunities Project;

KES 800 million (USD 7.2 million) for the development of MSMEs.

Agriculture The specific government programs for MSMEs in the agriculture sector are:

KES 3.6 billion (USD 32.7 million), ENABLE Youth Program funded by GoK and African 

Development Bank Group (AfDB);

KES 1.5 billion (USD 3.6 million) to help flower and horticultural businesses access international 

markets;

KES 500 million (USD 4.5 million) to advance agricultural loans through the Agricultural Finance 

Corporation.

Successful
62%

Highly 
successful

31%

Not successful
5% Neutral

2%

Source: Beneficiary survey 2018

Source: Analysis by SME Support Centre Limited

Impact

Women and youth can now access financing through various 

government programs, such as the Uwezo Fund, without any interest. 

WMSEs can access markets for their products through government 

tenders due to the government’s initiative to give women and youth 

a third of the tenders.

Business incubation, coaching, and networking services also help 

MSEs run successfully during their early life until they can sustain 

themselves.

Incubation services’ success ratios in helping MSEs perform efficiently

https://kam.co.ke/the-focus-on-smes-is-a-welcome-intervention/
about:blank
https://sme-supportcentre.com/kenya-budget-2020-the-opportunities-for-msmes-and-the-case-for-aggregation-and-micro-franchising/
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Support to Kenyan MSMEs by international development partners 

International 

Finance 

Corporation 

(IFC)

IFC’s priorities in Kenya:

Support and grow micro, small, and medium-sized businesses through enhanced trade and competitiveness in the country to attract 

domestic and foreign investment; boost access to financial services, and improve corporate governance practices;

Increase private sector investment with a focus on business in tourism, trade, infrastructure, and agribusiness to help them expand locally 

and regionally;

Build the country’s resilience through improvements in access to climate finance, renewable energy, disaster risk insurance, and resilient 

housing. 

This partnership with Kenya has led to some significant achievements in the past. Some of these are:

In 2017, IFC’s global financial clients provided nearly USD 365 billion in SME loans. About 25% of the projects sought to lend to women 

entrepreneurs; 

IFC’s work with Co-op Bank complements the bank’s ongoing efforts to support key areas of the Kenyan economy: agribusiness, 

manufacturing, information and communications technology, and affordable housing;

IFC SME Solutions Centers are a key component of the IFC’s support to small and medium-sized enterprises (SMEs) in Africa. These centers 

promote SMEs’ access to finance alongside specific capacity-building services. In Kenya, the SME Solutions Centers have significantly 

impacted smaller businesses’ growth and helped nurture a spirit of entrepreneurship.

World Bank 

Group

As of March 2022, the total World Bank lending at the project level in Kenya for FY2013-FY2022 is as follows:

Original principal value of IBRD loans = USD 500 million 

Original principal value of IDA credits = USD 10,031.50 million

Key projects in Kenya: 

Kenya Industry and Entrepreneurship Project (KIEP): The Kenya Industry and Entrepreneurship Project (KIEP) is expected to benefit some 

33,050 individuals and 2,393 firms. It will support the ambitious development targets outlined in Kenya’s Big Four development agenda and 

Vision 2030 that require significant growth in private sector jobs and overall productivity. 

Supporting Access to Finance and Enterprise Recovery (SAFER): SAFER, financed by the International Development Association (IDA), will 

address market failures in access to finance by MSMEs that the COVID-19 pandemic negatively impacted. These also include youth and 

women-owned enterprises. 

Source: IFC, World Bank 

https://www.ifc.org/wps/wcm/connect/news_ext_content/ifc_external_corporate_site/news+and+events/news/impact-stories/nurturing-small-businesses-for-big-impact
http://www.kiep.go.ke/2018/06/15/kenya-world-bank-approves-50-million-to-boost-kenyas-small-and-medium-enterprises/
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Support to Kenyan MSMEs by other stakeholders

Arifu

Arifu taps into the potential of mobile phones and helps the world’s least-served people access the information they need at their 

fingertips. Arifu is a personalized learning company that offers farmers agronomic devices and financial skills training through mobile 

phones. It, thus, gives them access to much-needed information. 

Arifu’s content on the open marketplace ranges from financial education, agricultural practices, business education, and dynamic 

information. Dynamic information includes weather advisory services and much more. 

As of December 2020, AGRIFIN, Arifu’s partner for the past six years, published a report to highlight the impact of learning content’s 

delivery in financial literacy, dairy farming, poultry farming, cotton farming, and irrigation. 

The report highlighted how Arifu brings a unique service to underserved farmers. Eight out of 10 farmers said that they could not find an 

alternative. Farmers give Arifu an excellent net promoter score (NPS) of 65. This reflects strong loyalty and satisfaction. They value access 

to farming and livestock management information and that SMS is free. 

The impact was estimated as follows:

• 18% spoke about the increased ability to pay for food 

• 15% spoke about making investments to manage livestock 

• 24% spoke about the improved ability to pay for education 

Creditinfo

The Central Bank of Kenya (CBK) granted Creditinfo CRB Kenya Limited a license to offer credit information-sharing services in Kenya. 

Creditinfo Credit Reference Bureau (CRB) Kenya Limited becomes the third credit reference bureau to be licensed in Kenya after Credit 

Reference Bureau Africa Limited and Metropol Credit Reference Bureau Limited, which were licensed in February 2010 and April 2011, 

respectively. 

Credit-information sharing mechanism benefits borrowers, lenders, and the economy. It reduces information asymmetry between lenders 

and prospective borrowers, which empowers lenders to assess and determine credit requests. 

Creditinfo recognizes the importance of SME risk assessment worldwide. It has rolled out an SME scorecard to overcome this challenge. 

The unique modeling approach CreditInfo developed significantly reduces and often eliminates the human effort needed to assess 

customers’ risk profiles based on credit data. 

It is delivered in a software platform that unifies, streamlines, automates, and centralizes the risk evaluation process. Creditinfo’s SME 

scorecard is considerably stronger at business failure predictions than existing traditional models.

Source: AGRIFIN; Creditinfo Kenya 

https://growthpad.co.ke/downloads/60dB-Arifu_2.pdf
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Annex 2: Comparative 

analysis
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The supply-side landscape review of financial service providers in 
Kenya reveals a varied targeting of WMSEs (1)

T
ie

r 
1
 

b
a
n
k
s

Absa offers various financial services specifically for women. It has a bundled account called “She 

Business Account,” which combines transaction, credit, insurance, mentorship, and access to 

market information.

KCB offers various loans that target micro and small enterprises, such as boosting business, 

restocking, and retail-specific loans;

It also has accounts and loan options for saving groups (chamas). KCB is advanced in its digital 

service provision and integrated with M-PESA for transactions and quick digital loans.

Co-operative Bank has a current account offering for saving groups (chamas) and an investment 

loan product for asset acquisition that provides up to 100% financing for 72 months;

The bank offers term loans and overdrafts to MSMEs. It also has a specific loan product for women 

called Msamaria Women’s Loan;

The loans target women in business from as low as KES 5,000 (USD 50).

Equity Bank pioneered a credit product, the Fanikisha Loan, which targeted women entrepreneurs 

in the informal sector. The bank recently launched MSME guarantees for WMSEs in East Africa;

It has the EazzyChama Group product that facilitates the digitization of group account activities. 

It also has a savings group (chama) investment loan product that provides credit and advisory 

services to registered groups.

Stanbic Bank created a platform, DADA, that exclusively targets women or saving groups (chamas) 

for financial and non-financial services. The platform has savings accounts, credit, and medical, 

life, or business insurance products. The DADA platform offers networking, information on 

wellness with health screening, and general support on financial information.
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Source: Various company websites
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The supply-side landscape review of financial service providers in 
Kenya reveals a varied targeting of WMSEs (2)

Family Bank has the typical range of products as with most tier 1 banks;

It has a savings group (chama) account, different savings products, and personal account offerings, 

which cater to both formal and informal groups;

One of Family Bank’s common DFS products is the Pesa Pap digital banking app that gives users 

instant loans.
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It offers a range of products and services for enterprises, individuals, and chamas;

For individuals, it has a charge-free transactional account for sole traders or individuals in 

business. It also has a microfinance individual loan;

Its savings group (chama) proposition includes a biashara loan, savings, and an investment 

offering. 

T
ie

r 
2
 

b
a
n
k
s



24 All rights reserved. This document is proprietary and confidential.

The supply-side landscape review of financial service providers in 
Kenya reveals a varied targeting of WMSEs (3)

M
F
Is

ASA International provides small loans to women-owned enterprises by lending to individuals through client 

groups. The members of the group screen clients and encourage timely repayment. ASA offers business, 

school fees, and motorcycle credit.

Established as a specialized finance institution for women. KWFT mostly offers savings and credit products;

It offers business loans to MSMEs, while it offers an account to saving groups (chamas) with at least three 

members. The bank has a subsidiary that offers microbusiness insurance products.

Faulu offers all financial services. This includes micro-insurance and personal and business accounts;

Its credit offerings are common with women-owned MSEs as it has microloans, general business loans, 

savings group (chama) loans, and short-term emergency loans available through instant digital 

disbursement.

SMEP targets small enterprises’ financing but is not necessarily a women-targeted MFI. It lends to 

individuals or savings groups (chamas) that have MSEs;

It has a bundled transaction and savings account for women, called “Queen Hadassah,” although it lacks 

special features different from the men’s account;

SMEP has a savings group (chama) account for transactional purposes and a separate one for group savings.

Rafiki MFB has a wide range of products and services for personal and business banking. It has a savings 

group (chama) account that is charge-free and comes with free training and bookkeeping software;

Rafiki’s credit options provide small and micro business owners with flexible working capital loans in terms 

of collateral and repayment periods. One unique product is its SACCO account (current and reserve deposit) 

for cooperatives and farmer groups.
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The supply-side landscape review of financial service providers in 
Kenya reveals a varied targeting of WMSEs (3)
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Zanifu uses technology to enable manufacturers, distributors, and retailers to unlock efficiency when they 

buy and distribute goods. It offers a unified platform that enables cashless payment, order tracking and 

fulfillment, and sales performance visibility.  

Tala is an emerging markets digital lender that offers collateral-free loans to consumers and small business 

owners between USD 10 to USD 500;

The company uses users’ phone data and their activity (the frequency and timeliness of phone bill 

payments) to create credit scores that determine the amount of credit a user can receive.

Finserve offers a suite of self-service financial services through Eazzy Banking App, which enables 

customers (commonly with low income) to perform more than 60 functionalities; 

Its digital credit offerings are common with women-owned MSEs, as microloans are available through 

instant digital disbursement.

Developed by Barclays Bank of Kenya, Craft Silicon, and Safaricom, the Timiza app provides people with 

fast unsecured loans;

Users can also use Timiza to pay bills, buy mobile minutes, deposit and save money, and get insurance 

coverage.

M-PESA Kenya is an electronic mobile money service that allows customers to store, send, and receive 

money on their mobile phones;

Customers can transfer cash and shop for products and services with an M-PESA account. They can also 

withdraw cash through an agent, typically in a corner shop, or transfer it to others from their phone. M-

PESA allows unbanked people to pay for goods and services and receive them through a mobile phone.

FSP summaryTransactions Borrowings Insurance

Products offered

Savings

Offers product Does not offer product

Source: Various company websites



26 All rights reserved. This document is proprietary and confidential.

Financial service providers have realized that ventures into risky 
markets become easier through customer-centric products (1) 

Supplier 

guarantees

Pezesha partners with 

suppliers to provide lending to 

their customers. The suppliers 

effectively act as guarantors to 

their customers.

This supplier credit financing 

has seen strong uptake by 

female traders, although it 

does not explicitly target 

women.

Group 

guarantees

ASA MFI provides small loans to 

women-owned enterprises. It 

lends to individuals through 

client groups.

KCB offers up to 10 times group 

savings alongside other benefits, 

such as free financial and 

investment advisory, to help 

women make informed choices 

for their investment group.

Pamoja Banking

Access to financial literacy and 

entrepreneurship training;

Supports customer business 

restocking.

01

Tujiunge Chama

Account

This account is designed for formal 

and informal women’s groups with 

at least three members who would 

want their savings to grow and be 

safe at the same time.

02

Chama

Account

The group’s members screen 

clients, guarantee credit, and 

encourage timely repayment.

04
Embedded 

lending

A digital lending infrastructure 

and marketplace to connect 

enterprises with working 

capital. 

05
Tuugane Current 

Account

Zero monthly fees; round-the-clock 

banking; biashara club membership; 

capacity building.

03

Source: Various company websites
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Financial service providers have realized that ventures into risky 
markets become easier through customer-centric products (2) 

Dada

DADA advances credit 

without collateral as long 

as clients can provide cash 

flow statements to prove 

creditworthiness.

01

She business 

account

The product provides 

customers access to 

unsecured LPO financing 

worth KES 12 million and 

invoice discounting of up 

to KES 50 million.

It offers a digital credit 

card with M-PESA transfer 

capability and up to 50 

days’ interest-free credit.

02

Msamaria women’s 

loan

Msamaria Women’s Loan financially 

empowers women who seek working 

and investment capital.

03
The She Business Account provides 

tailor-made, value-added features 

and benefits to help women-owned 

enterprises grow.

She business 

account04

Female-centric 

platforms

Unsecured and 

secured lending

DADA is an inclusive 

platform for women 

that provides 

financial and non-

financial services for 

startups and growing 

enterprises.

05 Dada

Source: Various company websites

Stanbic’s DADA platform exclusively 

targets women or chamas with financial 

and non-financial services (education and 

information, networking, wellness, and 

rewards).

The Absa She Business Account is 

designed to provide business banking 

solutions to women. These solutions give 

them access to affordable financing, 

local and international markets, business-

based information, and coaching and 

mentrship to grow their business.

Stanbic’s DADA digital platform loan 

offers up to KES 3 million (USD 

27,273) unsecured.

Absa extends unsecured loans of up 

to KES 10 million (USD 90,090) with 

a repayment period of up to six 

years. A self-employed credit card 

with a limit of up to KES 500,000 

(USD 4,545).

Co-op Bank offers secured loans of 

up to KES 10 million (USD 90,090); 

the maximum tenor is 36 months.
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Sectors we work in

Providing impact-oriented business consulting services

Multi-faceted expertise

Advisory that helps you succeed in a rapidly evolving market

Data Insight
Marketing and

communication

Design thinking 

and innovation

Organizational

transformation

Policy and

strategy

Products and

channels

Research and

analytics

Training
Government and

regulations and policy

Digital technology

and channels

Catalytic 

finance

Banking, financial 

services, and 

insurance (BFSI)

Water, sanitation, 

and hygiene

(WASH)

Government

and regulators

Micro, small, 

and medium

enterprise (MSME)

Social

payments 

and refugees

Gender
Education 

and skills

Digital and 

FinTech
Agriculture

Climate change 

and sustainability
Youth

Health and 

nutrition

https://www.microsave.net/expertise/data-insights/
http://www.microsave.net/expertise/communication-and-marketing/
http://www.microsave.net/expertise/communication-and-marketing/
http://www.microsave.net/expertise/design-thinking-and-innovation/
http://www.microsave.net/expertise/organizational-transformation/
http://www.microsave.net/expertise/organizational-transformation/
http://www.microsave.net/expertise/policy-and-strategy/
http://www.microsave.net/expertise/products-and-channels/
http://www.microsave.net/expertise/research-and-analytics/
http://www.microsave.net/expertise/research-and-analytics/
http://www.microsave.net/expertise/training/
http://www.microsave.net/expertise/government-regulations-and-policy/
http://www.microsave.net/expertise/government-regulations-and-policy/
http://www.microsave.net/expertise/digital-technology-and-channels/
http://www.microsave.net/expertise/digital-technology-and-channels/
https://www.microsave.net/expertise/catalytic-finance/
http://www.microsave.net/sectors/bfsi/
http://www.microsave.net/sectors/wash/
http://www.microsave.net/sectors/governments-and-regulators/
http://www.microsave.net/sectors/msme/
http://www.microsave.net/sectors/msme/
http://www.microsave.net/sectors/social-payments-and-refugees/
https://www.microsave.net/sectors/gender/
http://www.microsave.net/sectors/education-and-skills/
http://www.microsave.net/sectors/digital-fintech/
http://www.microsave.net/sectors/agriculture/
https://www.microsave.net/sectors/climate-change/
https://www.microsave.net/sectors/youth/
https://www.microsave.net/sectors/health-nutrition/
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Our impact so far

International financial, social 

and economic inclusion 

consulting firm with 25+

years of experience

>200 staff in 10 

offices around the 

world

Projects in ~68 

developing countries

MSC is recognized as the world’s local expert in economic, social and 
financial inclusion

Some of our partners and clients

Developed

>275 FI products
and channels now used by

>55 million people

>550

clients

Trained >10,500
leading FI specialists globally

Implemented

>875 DFS projects

Assisted development of digital

G2P services used by 

>875 million people

>1,300

publications
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