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EXECUTIVE SUMMARY 

The failure of formal finance (Banks and Microfinance Institutions) to condider the needs of 
the poorest and most vulnerable people has put forward a social phenomenon of yesteryear, 
whose potentials were ignored, that of savings of the groups. VSLAs consist of groups of 
women and/or men who meet periodically (usually weekly) to contribute to a community 
savings fund and make decisions regarding the functioning of the "caisses" and the financing 
of the activities of members. 

The purpose of this report is to make an inventory of these associations in the Democratic 
Republic of Congo, with a view to proposing ways for greater participation of these 
associations in financial inclusion, thanks to the links between them and financial institutions. 
formal. 
To achieve this, we identified some humanitarian and development organizations working 
with VSLAs in order to obtain some databases of SGs. We then tried to get in touch with 
leading members of the different groups, to obtain two types of information through a 
questionnaire including closed and open questions. The first information related to the socio-
demographic profile of VSLA members. The second captured the characteristics of the 
groups, and their relations both with the public authorities and with the formal financial 
institutions. Some in-depth interviews were also held with the managers, marketing director, 
or new products development managers of banks and microfinance institutions in Bukavu 
and Goma.  

The following key results are derived from the analysis of survey data: 

- There are more women than men in VSLAs (63% vs. 37% of our sample); and be they 
men or women, most are married (66% against 34%). 

- Overall, the level of education is low: On out of 383 respondents, 315 have either nil, or 
primary or secondary levels. They represent 82% of the sample. 

- There are almost as many VSLA members with a secondary activity (49.3%) as those 
without (50.4%). This is normal since most of our sample have already had (small) trade 
(45%) or in agriculture (23%) as a primary activity. All other activities share the remaining 
proportion. 

- Despite a large dispersion in IGA earnings, the weekly average is 101370 FC (or 63.4 USD); 
and at least 50% of our sample has an average profit of 23 USD (37000 FC). This average 
profit is higher in North-Kivu where 50% of the members earn around 62,720 FC (39USD). 
Men earn slightly more than women (Median=28 USD vs 22 USD for women); but in all 
cases, it appears that IGAs strengthen household income and economically empower 
women. 

- The bulk of IGA income is used in household consumption, and contributions in savings 
groups and trade. 

- Regarding VSLAs, they are relatively young (around 2 years old), mainly created (initiated) 
by NGOs (be they national or international) (291 out of 383); and their structure includes a 
president, a vice-president, a treasurer, and a cashier. We did not find any VSLA conducting 
audits, but we think that the Managing Committee plays this role. The average group size is 
28 people, with an average weekly contribution around 3500 FC, variable according to sex 
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(3462.5 for women, against 4667 for men) and according to the provinces (5506 FC for 
North-Kivu, far in front of the other provinces). 94% of groups make weekly contributions. 

- The money contributed is essentially kept in a metal box, at one of the members' in 
general; but sometimes entrusted to pastors/priests, healthcare centers, etc.; thus 
illustrating lack of trust in formal financial institutions. 

- Other contributions are made to fund a solidarity fund, to intervene for a member who has 
a bereavement, a disease problem, or others. Our results suggest that there probably is a 
demand for microinsurance for death and for health care that relevant institutions may want 
to provide. 

- The loans are in average of 6.58 USD (approximately 26 USD monthly) weekly. The main 
repayment method is either principal and interest per week; or principal after a month, but 
interests every week. 

- For most groups, the amount of credit is 3 times the amount of savings (63% of cases) or 
2 times the amount of savings (26% of cases). In all cases, these credits are useful for the 
poor and excluded categories because they are collateral-free (79% of cases) or guaranteed 
by members' savings (20% of cases), which creates less stress for the borrower, and bear 
higher repayment rate. 

- Although the rate is relatively high (10%), these credits are the only ones available for this 
target, making it clearly a real tool for financial inclusion and fight against poverty. 

- The most important challenges are members' dropout or departure (death, relocation, 
flight), taxes and administrative harassments, the lack of financial institutions in the 
community, but especially the rigidity of the laws compared to VSLA. 

- Very few VSLA members have a bank account or MFI (7%), but a relatively higher 
proportion uses mobile money (18%), with a growing trend. 

- Finally, paradoxically opposed perceptions: In the one hand, lack of confidence, VSLAs are 

reluctant to keep their contributions in banks, exposing themselves to huge risk of loss, but 

also to loss of opportunities in terms of products they can benefit from banks and 

microfinance institutions. On the other hand, banks and MFIs, driven by the importance of 

funds channeled by VSLAs, are ready and enthusiastic to develop customized products for 

SGs. Some institutions have already deployed the necessary infrastructure to foster these 

links, and have experience working with VSLAs in other countries such as Uganda, Kenya, 

Tanzania and Rwanda.  

- It is therefore necessary to put all the actors around a table (VSL Leaders, 

Initiators/Facilitators, Public Authorities, Financial Institutions and Mobile Operators) to 

quickly develop a model of links that can lead financial institutions to develop products 

adapted to VSLAs and their members, while benefiting themselves from this new market. 


