
 

 

 

SAVINGS GROUPS IN THE  

DEMOCRATIC REPUBLIC OF CONGO: 

CARTOGRAPHY AND PERSPECTIVE FOR LINKS WITH FORMAL 
FINANCIAL INSTITUTIONS 

 

 

 

 

  

 

 

 

 

 

 

Realised for ÉLAN RDC by: 

 

Prof Deogratias BUGANDWA MUNGU AKONKWA 

Managing Director of Bureau d'Etudes et Recherches Multi-Expertises  

BERMEX 

https://www.bermex.net 



 ÉLAN RDC -SG-Report - BERMEX - https://bermex.net Page 2 

TABLE OF CONTENTS 

Sommaire 
TABLE OF CONTENTS ............................................................................................................................... 2 

0. INTRODUCTION ............................................................................................................................... 3 

1. METHODOLOGY AND SAMPLING STRATEGY ............................................................................... 6 

I. A BRIEF REVIEW OF SAVINGS GROUPS IN SUBSAHARAN AFRICA .......................................... 8 

I.1 SKIMMING LITERATURE ABOUT SGs ...................................................................................... 8 

I.1.1 The Mata MasuDubara approach: a brief history ........................................................... 8 

I.1.2 VSLA Methodology ............................................................................................................... 9 

I.2 VSLA IN THE DRC ..................................................................................................................... 13 

II. PORTRAYING SAVINGS GROUPS IN THE DEMOCRATIC REPUBLIC OF CONGO .................................. 15 

II.1 WHO IS IN THE SG? ............................................................................................................... 15 

II.2 SGs: CHARACTERISTICS, MANAGEMENT and OPERATIONS ........................................... 24 

II.2.1 Groups profile ................................................................................................................... 24 

II.2.2 Governance and Management of groups ..................................................................... 28 

II.2.3 SGs Operations ................................................................................................................. 31 

III. TOWARDS FORMAL LINKAGES: BANKS, MFIs and MOBILE OPERATORS ......................................... 46 

III.1 BEST PRACTICES FROM OTHER AFRICAN COUNTRIES .................................................. 46 

III.2 LESSONS FOR THE DEMOCRATIC REPUBLIC OF CONGO ............................................... 47 

III.2.1 Formal institutions are long away from SG ................................................................ 47 

III.2.2 Relations with Formal institutions ................................................................................ 48 

III.3.3 SG members expectations ............................................................................................. 55 

III.2.4 Relations between SG and Mobile money operators ................................................. 56 

III.4 SAVINGS GROUPS IN BANKS' GLASSES ............................................................................. 64 

III.4.1 Introduction ..................................................................................................................... 64 

III.4.2 Banks and VSLAs: How do banks see the relationship? ........................................... 64 

III.4.3 Tracks towards a model of links with the formal institutions: ................................. 67 

III.4.4. Some recommendations for a better financial inclusion of SGs ............................. 69 

CONCLUSION AND RECOMMANDATIONS ....................................................................................... 71 

 



 ÉLAN RDC -SG-Report - BERMEX - https://bermex.net Page 3 

LIST OF TABLES 

Table Titles of tables Page 

Table 1 Sampling units by province 8 

Table 2 Sex and Marital status 16 

Table 3 Sample distribution by Study level 17 

Table 4 Existence of Secondary activity * Type second activity 20 

Table 5 Amount Income Generating Activity Weekly sales Weekly expenses 
Weekprofit * Respondent's sex 

21 

Table 6 Amount Revenue Generating Activity Weekly sales Weekly 
expenses Weekprofit * Provinces 

21 

Table 7 Respondents' sex and Use of Income Generating Activities 24 

Table 8 Type of Initiator by Province 26 

Table 9 Age of Group by type of initiator 27 

Table 10 Age of Group by Province 27 

Table 11 Number of members by sex 28 

Table 12 Number of members by Province 28 

Table 13 Beginning and end of cycles 29 

Table 14 Structure of SG committees 30 

Table 15 Type of support provided to groups 31 

Table 16 Required credentials possessed by groups 32 

Table 17 Amounts of contributions by province 33 

Table 18 Amounts of contributions by sex 33 

Table 19 How savings are secured 34 

Table 20 Contribution cycles 35 

Table 21 Other contributions 36 

Table 22 Contributions for unforeseen events 37 

Table 23  Amounts for unforeseen events 38 

Table 24 Loans amounts 38 

Table 25 Interest rate 41 

Table 26 Loans maturity 41 

Table 27 Collaterals  42 

Table 28 Members' dropout and reasons 45 

Table 29 Are taxes paid?  46 

Table 30 Amount of taxes 46 



 ÉLAN RDC -SG-Report - BERMEX - https://bermex.net Page 4 

Table 31 Institutions in the respondents' neighbourhood  48 

Table 32 Relations with financial institutions by province 50 

Table 33 Provinces * Relations with 51 

Table 34 Reasons of not having relations with formal financial institutions 53 

Table 35 Bank account for the group * Type of initiator 55 

Table 36 Reasons for refusing credits to SG members 56 

Table 37  Comparing proportions of members who asked formal loans to 
those who received them 

57 

Table 38 What do SG members expect from formal institutions 57 

Table 39 Does the group have a Mobile money account * Type of initiator 58 

Table 40 Does the group have a Mobile money account 59 

Table 41 Proportion of members with formal accounts Proportion of 
members using Mobile money * Respondent's sex 

61 

Table 42 Proportion of members with formal accounts Proportion of 
members using Mobile money * Study level 

61 

Table 43 Proportion of members with formal accounts Proportion of 
members using Mobile money * Type of initiator 

63 

Table 44 Proportions of members with formal accounts/Mobile money  64 



 ÉLAN RDC -SG-Report - BERMEX - https://bermex.net Page 5 

0. INTRODUCTION 

Microfinance has proven its strengths in the fight against poverty, especially in 

developing and emerging countries. However, it has not solved the problem of 

access to formal financial services, since until now, less than 10% of Congolese have 

access to a bank account. A major limitation of microfinanceis the mismatch between 

the range of financial services offered and the specific financing needs of the very 

poor (the poorest of the poor, in the words of Ledgerwood, 1999). These statistics 

would mislead us, signalling that (very) poor people neither save, nor borrow.The 

reality is that these people have created informal mechanisms that replace formal 

savings and loans. These are other forms of microfinance, more community based, 

that are being experienced at lower levels in many developing countries. The 

community microfinance model focusing on small village savings, called the Village 

Savings and Loan Association (AVEC in French, VSLA in English), is one of the 

innovative solutions proposed to provide financial services adapted to very poor and 

vulnerable populations which were still excluded even from microfinance institutions. 

VSLAs are constituted by groups of women and/or men who meet periodically 

(usually on a weekly basis) to contribute to a community savings fund and make 

decisions on the functioning of the "caisses" and the financing of the activities of the 

members. In the Democratic Republic of Congo, like in other sub-Saharan African 

countries, these associations exist, either self-organized, or created and structured 

by NGOs working in the Development and poverty alleviation field. Except some 

scattered reports from these NGOs, there is no extensive and structured report about 

the functioning of these small organizations; and more importantly, we found no 

report adopting a proactive scope that would try to link these informal structures to 

formal financial sector. Yet, it is clear that the formal financial sector has much to 

offer to the AVEC, but they also have much to gain in terms of retail banking.  

Through this study, ÉLAN tries to fill this gap by bringing new light to the knowledge 

of VSLAs in the Democratic Republic of the Congo, by:  

➢  Listing and analysing the organization of "Associations of Volunteers for 

Savings and Credit"; usually identified as Village Savings and Loans 

Associations;  
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➢ Understanding the savers' motivations to engage in these associations; 

 

➢ And propose a way towards building/adapting linkage model, that can 

facilitate the financial inclusion of VSLAs in the traditional financial sector 

including banks, microfinance institutions, and Mobile phone operators. 

 

In doing this, we will be defining the extent of financial practices of local 

communities in the Democratic Republic of Congo, by: 

 

✓ Producing a mapping of savings groups in the targeted 

regions/territories; 

✓ Analysing informal practices of communities for savings and credit; 

✓ Developing a guide for linking savings groups with formal financial 

institutions (Linkage toolkit): Banks, MFIs, as well as mobile phones 

operators as they offer mobile money services. This last objective will 

help formal institutions to seize the opportunity offered by this new 

market, while allowing them to benefit secured savings and more 

adapted loans.  

1. METHODOLOGY AND SAMPLING STRATEGY  

This report aims at grasping the reality of SG all over the DRC. However, it was 

impossible to have access to data from the whole country, being its area, costs and 

communication problems; as well as unwillingness of many SG facilitators to 

communicate with our surveyors. Hence, the report draws on a cluster sampling 

plan. From the 11 "old" Congolese Provinces, 5 have been chosen using the easy 

access as main criterion. SG members generally tend to have the same 

characteristics, and when promoted by NGOs, tend to use the same model with 

minor variations. So, for the case of DRC, although some provinces have not been 

selected, we expect the results of this report to be easily extended to the whole 

country in order to understand the studied phenomenon, that of SGs. Two types of 

units have been adopted for the analysis: Individuals (group members) and Groups. 

From each surveyed individual we collected his own characteristics, and then we 

asked some information about the group he belongs to. To be sure the respondent 
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could provide relevant information on the group, the survey targeted respondents 

having responsibilities in the groups (most often group leaders). In each selected 

province, surveyors identified NGOs working with SGs and tried to obtain lists from 

them. Then, they tried to establish contacts at least with one group member and 

obtain information from him. Using a snowball tree technique to determine other 

respondents, the ÉLAN surveyors resorted to the group supervisors to identify other 

members of different SGs.  

A total of 383 members was surveyed for the 5 selected provinces, most of them 

coming from different groups. It has been easier to collect data from the Province of 

Katanga where many NGOs have initiated savings groups and because during 

surveys, the Ebola epidemic emerged in the East of Congo (Beni, Butembo), which 

prevented surveyors to reach those parts of the country. This created a certain 

disequilibrium/mismatch between the number of units drawn from each province (on 

the 383 units, 199 came from Katanga and only 184 from the 5 remaining provinces 

as can be read in table 1 below).    

 

Table 1: Sampling units by Provinces 

 

 Effectifs Pourcentage Pourcentage 

valide 

Pourcentage 

cumulé 

Valid 

Katanga 196 51,2 51,4 51,4 

South-Kivu 37 9,7 9,7 61,2 

North-Kivu 80 20,9 21,0 82,2 

Oriental Province 42 11,0 11,0 93,2 

Kasai 26 6,8 6,8 100,0 

Total 381 99,5 100,0  

 Missing system 2 ,5   

Total 383 100,0   

 
A questionnaire has been developed and internally validated through discussions 

between ÉLAN surveyors' team and the Consultant. This tool comprised both open 

and closed questions. Opened questions provided qualitative data, part of which 

have been used to interpret quantitative data. The remaining will be used in future 

ÉLAN's projects with SGs.  
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I. A BRIEF REVIEW OF SAVINGS GROUPS IN SUBSAHARAN 

AFRICA 

In this chapter, we sum up what is known about Savings Groups. The purpose is not 

to discuss extensively the academic literature, but rather to review the key ideas of 

this phenomenon that may help understanding the two following chapters about field 

data.  

 

I.1 SKIMMING LITERATURE ABOUT SGs 

This section presents the history of village savings and credit associations, then 

provides an overview of VSLA operations and methodology, before presenting some 

empirical work conducted in some African countries.  

 

I.1.1 The Mata MasuDubara approach: a brief history  

Mata Masu Dubara means in Hausa "intelligent women" or "women on the move" 

(Hamadziripi, 2008). The VSLA approach is largely inspired by the traditional tontines 

principle, with the main objective being the development of a savings and credit 

accumulation association model. It has been an unprecedented success that has 

fostered its replication in several other African countries such as Mozambique, 

Zimbabwe, Malawi, Zanzibar, Mali, Eritrea, Rwanda, Uganda, Guinea, ... (Grant and 

Allen, 2002) and more recently in the DRC (Maniema, North-Kivu) as documented by 

CARE International's reports. 

The AVEC model is an attempt to expand financial services in rural areas with 

sufficiently simplified and easily replicable systems, and flexible enough to meet the 

financing needs of its members. 

VSLAs aim, on the one hand, at the economic, social and political empowerment of 

women and at the same time the abolition of the root causes of poverty through the 

modification of the social and cultural structures surrounding African women (law, 
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social norms and customs) and male/female power relations within households and 

in the community (Micaro and Rouleau, 2013). VSLAs are also designed as part of 

the search for an appropriate methodology for linking informal savings and credit 

structures, women's groups and microfinance structures. 

The various studies carried out on the MMD approach indicate positive results. 

Among these results is the degree of sustainability of the groups several years after 

their constitution and release, a tendency to increase the amount of savings and 

credit, women empowerment and its consequences on household wellbeing, etc. In 

many cases, the credit needs of MMDs have been higher than what their credit union 

can agree to, hence the need to experiment with linking VSLAs with formal financial 

institutions. 

Experiences show, for example, that Mutual Aid Groups (MAMs) such as savings and 

credit mutual that are built here and there play a vital role in mobilizing significant 

amounts of savings and granting a large number of loans. to their members. These 

are small rotating associations of savings and credit, several other types of savings 

and credit groups, voluntary organizations, and so on. There is growing recognition 

that by linking these various informal structures closely to the formal financial 

system, the quantity and quality of financial services to the poor can be reasonably 

increased, while reducing the problem of transaction costs. The AVEC Methodology 

therefore responds to the current concern for the financial inclusion and financial 

education of excluded populations of both banks and conventional microfinance 

institutions. Understanding how this methodology has expanded in the DRC is, for 

ÉLAN, a step in improving financial inclusion of vulnerable people and small 

entrepreneurs; which is one of ÉLAN's main objectives.  

I.1.2 VSLA Methodology 

 

One SG consist of a group of 10 to 30 persons who agree to meet up and save 

regularly. This seems to be a compromise between the establishment of a useful and 

common reserve of capital and the proper management of meetings. Joining the SG 
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is voluntary but governed by the principle of self-selection1. Members' contributions 

are pooled into two distinct funds: The credit and savings fund is the larger fund and 

pools recoverable savings and turns them into short-term loans for members. The 

social fund pools regular but unrecoverable contributions to assist members 

temporarily in need. Each group usually decide in advance the types of emergencies 

and life cycle events leading to financial compensation under this social fund (usually 

granted for wedding, childbirth, hospitalization and funerals). 

VSLAs are based on the following principles: 

The village savings and loan system is based on a basic principle: A Village Savings 

and Loan Association (VSLA) is made up of self-selected members who save their 

money in small amounts in notebooks. Membership is open to women and men, 

although originally VSLAs started with only women. Savings are collected in a credit 

fund that allows them to borrow money they repay, plus fees (IRC, 2012). The 

primary purpose of a VSLA is to provide a simple savings and credit opportunity in a 

community that does not have access to formal financial services. Associations are 

autonomous and self-managed. This principle is fundamental because the purpose of 

a VSLA is to ensure its institutional and financial independence. Facilitating 

institutions should never seek to manage the operations of a VSLA on behalf of its 

members. All transactions are carried out during meetings in the presence of all 

members of the Association to ensure transparency and accountability. To avoid any 

transaction to take place outside of meetings, a locked box is used to avoid any 

unauthorized cash transfer and any risk of changing accounts. Keys to the locks are 

kept by separate group members to avoid boxes being opened outside the scheduled 

meeting. SGs are already accepted by community leaders and local authorities, but 

are not formally registered.  

The cycle of savings and credit is limited in time. At the end of the agreed period, 

accumulated savings and fee gains are distributed among the members in proportion 

to the amount saved by each during the cycle. This is crucial for the transparency 

                                                           
1 It is worth mentioning in passing that although this self-selection method increases the group cohesion which 
is needed for the provision of group-lending to members, it has a high potential of exclusion/discrimination for 
vulnerable persons (those with disabilities, minorities, etc). It has been proven that the latter tend to be 
discriminated during the cooptation process.  
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and trust of all members. A cycle must not last for more than a year without sharing 

(IRC 2012, Hamadziripi 2008, Allen and Staehle 2007). 

Each member has his account book. This principle is essential to allow different 

savings rates and to track each member's current loans. The balance at the opening 

and closing of the solidarity fund and the credit fund are noted by the members, 

especially with the help of memorization at each meeting. 

Associations meet at regular intervals, either weekly or every two weeks, or every 

four weeks during their first cycle, as decided by the membership. For subsequent 

cycles, once VSLAs become independent, meetings may decrease in frequency. 

As for the organizational structure, it is composed of General Assembly, and a 

Management Committee with 5 members: President, Secretary, Treasurer, and 2 

counters. The Management Committee is elected at the beginning of each cycle. The 

General Assembly of each association elaborates a Regulation of Internal Order, 

which guides its activities. It fulfils two functions: 

1. Provide a framework for governance, dispute resolution, and disciplinary action. 

2. Specify the conditions applicable to the purchase of shares/savings, the credit and 

the Solidarity Fund. 

Each member of the general assembly may be assigned one or more memorandum 

rules on which he or she may be questioned during meetings. This has the effect of 

obtaining that after a few months, each member knows the rules by heart. 

The association must agree on the duration of its operating cycle and record it in its 

internal regulations. A cycle cannot be less than 9 months, nor more than one year. 

All members of the Association save by buying shares. This is the heart of the activity 

of AVEC. Regularity in savings is the key to mutual trust and success. 

Members can buy between 1 and 5 shares at each meeting. The association sets the 

value of the share at a level that allows the poorest members to reliably and 

regularly buy at least one share at each meeting. However, this value should not be 
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set so low that the number of 5 shares may not be sufficient for the savings 

objectives of the majority of members. 

At the beginning of a new cycle, and with the agreement of the members of the 

association, the value of each share may be revised upwards or downwards. On the 

other hand, if a member encounters financial difficulties, the association may 

authorize the member to suspend his purchases of shares, but only for a limited 

period (the payment of the costs related to the loan does not stop under any 

circumstances). 

Loans are disbursed every four weeks. All members of the association have the same 

right to borrow from the Credit Fund, which consists of the amount corresponding to 

the value of the purchases of the shares by these same members, and expenses that 

have not yet been loaned. The association sets the loan repayment period, which 

must never exceed six months during the first cycle and 12 weeks under no 

circumstances. The loan granted to a member cannot be greater than an amount 

equal to three times the total amount of the shares he has purchased. This rule 

ensures a fair distribution of capital and prevents a member from being overwhelmed 

by too many credits (IRC, 2012). 

Loan fees are due at 4-week intervals. They apply to the balance of the loan, each 

month until full repayment. They must be paid at maturity, regardless of whether the 

member reimburses the principal. The association sets the interest rate on the loans 

and indicates it in its settlement. Repayment of principal occurs at four-week 

intervals. The repayment term of the loan is agreed at the time the loan is disbursed, 

but the borrower can, if he wishes, prepay to avoid paying more fees. When the 

borrower refunds a portion of the balance due, the outstanding balance is treated as 

a new loan, the percentage of fees is applied to the new amount and these new fees 

are also due at the end of the following four-week period (Micaro and Rouleau, 

2013). 

As the end of the cycle is approaching, no new loans can be granted, and all 

outstanding loans are repaid. When all the cash funds of the association are 

collected, the amount is shared among the members in proportion to the number of 
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shares held. After sharing, members who do not wish to continue can leave the 

system and new members may be invited to join. 

At the end of the sharing meeting, members wishing to continue for the next cycle 

may consider paying a lump sum to help start up the Credit Fund to initiate lending 

activities with sufficient capital. If this is their decision, all members must agree to 

contribute the same amount to the first meeting of the next cycle and must pay it 

immediately. This amount is not limited to the normal five-share limit. As soon as the 

start-up shares are stamped in all the notebooks, it is possible to buy deposit shares 

according to the normal conditions which limit their number to the agreed ceiling of 

five shares per member. 

The association does not apply penalties to borrowers who repay late because this 

would aggravate the financial difficulties of the household. the embarrassment 

caused by the delay in repayment is considered as representing in itself a sufficient 

penalty. 

All associations create a solidarity fund that provides small donations for specific 

purposes such as: emergency assistance, funeral expenses, and orphan education 

costs. It is not expected to increase over time, but should be set at a level that 

covers the minimum insurance needs of members of the association. Anyone who 

needs a donation from the Solidarity Fund must make a public request to the General 

Assembly. This fund remains separate from the Credit Fund and is not included in the 

end-of-life split. 

At the end of the operating cycle, the association allocates the total value of its 

financial assets among its members (except the solidarity fund which is not shared). 

It should be noted that according to the AVEC methodology, when an association is 

mixed (men and women), at least 3 of the 5 elected positions of the Management 

Committee must be held by women. In addition, members who hold public office are 

not eligible for positions on the Committee. 

 

I.2 VSLA IN THE DRC 
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The Democratic Republic of Congo has been the scene of successive conflicts since 

the 1990s. In this fragile context, the savings groups approach has gained popularity 

among international actors operating in the country, especially among international 

NGOs seeking to move away from humanitarian assistance toward development 

programs aiming sustainability. In addition, poor communication infrastructures, and 

a generalized mistrust of conventional microfinance institutions (MFIs) - some 

leading MFIs having gone bankrupt in recent years - render the decentralized 

approach which characterizes savings groups models particularly attractive. Start 

Center (2017) recognizes that informal financial services are the primary model for 

the savings and loans in the Democratic Republic of Congo.  

In this country, CARE have launched the Tuungane programme (VSLA, financial 

education and gender awareness) in the Kivu (Maniema, North Kivu, South Kivu) as a 

women empowerment tool in 2010 to 2014.  Particularly in Maniema where an 

evaluation study (Challenges Consulting-CARE DRC, 2014) was conducted in 2014, 

and by any measure, the VSLA initiative appeared to be an outstanding success. But 

compared to the expansion of CARE promoted savings groups, DRC is still far behind 

other countries such as Rwanda, in terms of members of groups (about 12000 

members against more than 245000 in Rwanda).  

Most SG programmes are implemented by NGOs. By the end of 2014, ten 

international NGOs were promoting savings groups in the sole province of South-Kivu 

(CARE, ALERT, ADI-KIVU, GALE, CELCE, CARITAS, ASOP, GRADEM, CADI, PIFEVA). 

To these NGOs, one can add some banks and microfinance institutions which are 

growingly considering SG as an interesting niche/prospect to foster their market 

shares as will be seen later.  

Different development actors are involved in the promotion of SG and facilitate the 

adoption of the model consisting in a set of standardized rules.  
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II. PORTRAYING SAVINGS GROUPS IN THE DEMOCRATIC REPUBLIC OF 

CONGO 

II.1 WHO IS IN THE SG? 

It is important, before describing groups, to know who constitutes them. This section tries to 

provide a portray of individuals composing groups in the different territories sampled. These 

individuals are characterized by such sociodemographic features as sex, age, marital status, 

...  

Table 2: Sex and Marital status  

 Marital status Total 

Single Married Free 

union 

Divorced Widow 

Sex 

Men 

Frequency 14 121 2 1 2 140 

% among sex 10,0% 86,4% 1,4% 0,7% 1,4% 100,0% 

% among Marital 

status 
23,3% 48,2% 9,5% 10,0% 5,0% 36,6% 

% of total 3,7% 31,7% 0,5% 0,3% 0,5% 36,6% 

Women 

Frequency 46 130 19 9 38 242 

% amongSex 19,0% 53,7% 7,9% 3,7% 15,7% 100,0% 

% among Marital 

status 
76,7% 51,8% 90,5% 90,0% 95,0% 63,4% 

% of total 12,0% 34,0% 5,0% 2,4% 9,9% 63,4% 

Total 

Frequency 60 251 21 10 40 382 

% amongSex 15,7% 65,7% 5,5% 2,6% 10,5% 100,0% 

% among Marital 

status 
100,0% 100,0% 100,0% 100,0% 100,0% 100,0% 

% of total 15,7% 65,7% 5,5% 2,6% 10,5% 100,0% 

 

On the 383 respondents, 242 (63.4%) are women while 140 only are men (36.6%). 

This is normal since, as literature has shown, like microfinance itself (see the 

Grameen model), the SG methodology began with women. These constitute one 

vulnerable and excluded group from financial services as well as from other 

socioeconomics issues. Hence, it is normal that (1) women felt, themselves, the need 

to socialize and organize in order to face exclusion and (2) they are targeted by most 

development programmes and actors because their empowerment has proven to 

have higher impact on household poverty alleviation.  
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More than 70% of the SG members are married or living in free union. This would 

imply that they have responsibilities for their households.  
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Table 3 Sample distribution by Study level 
 

Education level Frequency Valid percent Activity Frequency Valid percent 

No level 10 2,6 Farmer 89 23,3 

Primary school 89 23,3 
Employee 

public sector 

28 
7,3 

Secondary school 216 56,5 
Employeepriv

atesector 

18 
4,7 

Professional 

certificate 
21 5,5 

Businessman

/woman 

171 
44,8 

Highereducation 46 12,0 Artisan 12 3,1 

   
Sexprofessio

nal 

20 
5,2 

   Others 44 11,5 

Missing system 1 
 Missing 

system 
1  

Total 383 100 Total 383 100 

 

Table 3 gives the distribution by study level. It appears that most of our respondents 

have a secondary level. Knowing that SG develops more in rural areas and suburbs 

where access to higher education is very limited, it is understandable that our 

respondents appear to have a low education level (80% have either primary or a 

secondary level). The same result was found in a market study realized for SMICO in 

three Congolese towns (Uvira, Bukavu and Goma), where 78% of the respondents 

had secondary level or less.  

 

Those respondents, as seen in the same table, are more in small entrepreneurship 

and farming (the two sectors represent 68% of the sample). The literature on small 

entrepreneurship describes entrepreneurs by necessity as those who are doing 

business, not by their vocation, but because they are missing another job, or their 

incomes are not enough to afford life expenses for their households. Like most of 

income generating activities (IGA), SGs appear as a kind of activity for social 

resilience which help to face unforeseen shocks.  

The graph below shows that these activities are prevailing even as main activity in 

the different provinces. These sectors are characterized by the fact that banks and 

MFIs have not developed adapted products for them. This calls for a collaboration 
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between all stakeholders to develop such solutions as group lending and value chain 

management and funding for agriculture.  
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Table 4: Existence of Secondary activity * Type second activity 

 

 Type second activity Total 

 Agricult. Public Emp.  Private Emp. Business Artisan Other NGO support. RAS 

Existence of 

Secondaryactivity 

Yes 

Frequency 0 49 9 20 81 9 5 16 0 189 

% among Existence of 

Secondary activity 
0,0% 25,9% 4,8% 10,6% 42,9% 4,8% 2,6% 8,5% 0,0% 100,0% 

% among Type second activity 0,0% 96,1% 100,0% 100,0% 98,8% 100,0% 100,0% 94,1% 0,0% 49,3% 

% of total 0,0% 12,8% 2,3% 5,2% 21,1% 2,3% 1,3% 4,2% 0,0% 49,3% 

No 

Frequency 82 2 0 0 1 0 0 1 107 193 

% among Existence of 

Secondaryactivity 
42,5% 1,0% 0,0% 0,0% 0,5% 0,0% 0,0% 0,5% 55,4% 100,0% 

% among Type second activity 
100,0

% 
3,9% 0,0% 0,0% 1,2% 0,0% 0,0% 5,9% 99,1% 50,4% 

% of total 21,4% 0,5% 0,0% 0,0% 0,3% 0,0% 0,0% 0,3% 27,9% 50,4% 

RAS 

Frequency 0 0 0 0 0 0 0 0 1 1 

% among Existence of 

Secondaryactivity 
0,0% 0,0% 0,0% 0,0% 0,0% 0,0% 0,0% 0,0% 100,0% 100,0% 

% among Type second activity 0,0% 0,0% 0,0% 0,0% 0,0% 0,0% 0,0% 0,0% 0,9% 0,3% 

% of total 0,0% 0,0% 0,0% 0,0% 0,0% 0,0% 0,0% 0,0% 0,3% 0,3% 

Total 

Frequency 82 51 9 20 82 9 5 17 108 383 

% among Existence of 

Secondary activity 
21,4% 13,3% 2,3% 5,2% 21,4% 2,3% 1,3% 4,4% 28,2% 100,0% 

% among Type second activity 
100,0

% 
100,0% 100,0% 100,0% 100,0% 100,0% 100,0% 100,0% 100,0% 100,0% 

% of total 21,4% 13,3% 2,3% 5,2% 21,4% 2,3% 1,3% 4,4% 28,2% 100,0% 
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Table 5: Amount Income Generating Activity Weekly sales Weekly expenses 

Weekprofit * Respondent's sex 

Respondent'ssex Amount IGA Weekly sales Weekly 

expenses 

Weekprofit 

Men 

Mean 500669,014 212682,82 130493,600 82189,2244 

N 71 131 131 131 

S.Dev 513822,8916 235721,038 140329,9933 118908,97067 

Mediane 342000,000 147000,00 87000,000 44100,0000 

Sum 35547500,0 27861450 17094661,6 10766788,40 

Women 

Mean 332450,331 283991,39 172064,508 111926,8790 

N 151 238 238 238 

S.Dev 262583,2360 962933,560 586214,0091 382764,25214 

Mediane 300000,000 126500,00 73750,000 35000,0000 

Sum 50200000,0 67589950 40951352,8 26638597,20 

Total 

Mean 386250,000 258675,88 157306,272 101369,6087 

N 222 369 369 369 

S.Dev 369603,1709 786104,078 478193,9214 315519,50948 

Mediane 300000,000 135000,00 76000,000 37000,0000 

Sum 85747500,0 95451400 58046014,4 37405385,60 

 
 

Table 6: Amount Revenue Generating Activity Weekly sales Weekly expenses Weekprofit * 

Provinces 

Provinces Amount IGA Weekly sales Weekly 

expenses 

Weekprofit 

Katanga 

Moyenne 383966,837 181510,20 109279,082 72231,1224 

N 196 196 196 196 

Ecart-type 385232,3643 134723,034 85714,1237 96967,38654 

Médiane 300000,000 154000,00 89500,000 37750,0000 

Somme 75257500,0 35576000 21418700,0 14157300,00 

South-Kivu 

Moyenne  134351,35 81685,622 52665,7297 

N  37 37 37 

Ecart-type  165192,895 100437,2802 64755,61485 

Médiane  70000,00 42560,000 27440,0000 

Somme  4971000 3022368,0 1948632,00 

North-Kivu 

Moyenne  626544,00 380938,752 245605,2480 

N  75 75 75 

Ecart-type  1680849,775 1021956,6630 658893,11166 

Médiane  160000,00 97280,000 62720,0000 

Somme  46990800 28570406,4 18420393,60 

Oriental Province Moyenne  92348,48 56147,879 36200,6061 
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Table 6: Amount Revenue Generating Activity Weekly sales Weekly expenses Weekprofit * 

Provinces 

Provinces Amount IGA Weekly sales Weekly 

expenses 

Weekprofit 

N  33 33 33 

Ecart-type  69834,261 42459,2306 27375,03024 

Médiane  80000,00 48640,000 31360,0000 

Somme  3047500 1852880,0 1194620,00 

Kasai 

Moyenne 403461,538 180619,23 118396,154 62223,0769 

N 26 26 26 26 

Ecart-type 222938,4185 159975,701 88720,1194 140912,02165 

Médiane 335000,000 141500,00 110250,000 19750,0000 

Somme 10490000,0 4696100 3078300,0 1617800,00 

Total 

Moyenne 386250,000 259622,34 157881,892 101740,4512 

N 222 367 367 367 

Ecart-type 369603,1709 788139,601 479432,1773 316338,57299 

Médiane 300000,000 137300,00 77000,000 37000,0000 

Somme 85747500,0 95281400 57942654,4 37338745,60 

 
 
Table 5 and 6 present the importance of activities conducted by members of SGs. 

These are analysed by gender and by province. It appears that men invest about 

500669 CDF (+/- 313 USD) in activities that yield about 82189 CDF (51 USD) a 

week. As dispersions are very high for these values, interpreting the median would 

provide a more relevant information. Medians suggest that at least 50% of men 

invest about 342000 CDF (214 USD) and gain 44100 CDF (28 USD) a week. So, 

they have an average monthly revenue of 28 USD x 4 = 116 dollars or more. As for 

women, most of them (at least 50% of them) invest about 300000 CDF (187.5 

USD) to have a weekly profit of 35000 CDF (21.88 USD). The least these statistics 

suggest is that SGs effectively provide and sustain households' income and 

especially economic empowerment of participating women; which would attract 

financial institutions. 

 

A total profit of 37405385.60 CDF is realized by our small sample, and available to 

be invested after consumption. This represents 23378 USD a week for the whole 

sample. So, for a month, and if the whole population of groups could be considered, 
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SGs are able to release a minimum of 100000 USD for the economy, 

which is really a substantial amount.  

Due to lack of information for South and North-Kivu, we have not been able to 

interpret the distribution of the amount by province as depicted in the 

aforementioned table for comparison.  

 

The gain from the income generating activities is more generally used for 

consumption, savings, and reinvesting in commerce (renewing the stocks for 

futures sales). This is true both for men and women and is rather an intuitive result. 

This allows for instance to understand of mechanism through which people living 

with less than 100 dollars a month afford expenses for their children's education, 

foods, healthcare, and others. As mentioned above, SGs can be considered in 

the perspective of resilient activities allowing Congolese people to survive 

the economic crises. 
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Table 7:  Respondent's sex * Use of IGA Surplus 

 

 Use of RGA Surplus Total 

 Family 

consumption 

Individualsaving Buyinggoods Consumption, 

savings and 

commerce 

All 

expensesincluding 

commerce 

Consumption 

and savings 

Savings 

and 

commerce 

Respondent'ssex 

Men 

Frequency 70 26 14 2 13 1 14 1 141 

% among 

Respondent'ssex 
49,6% 18,4% 9,9% 1,4% 9,2% 0,7% 9,9% 0,7% 100,0% 

among Use of 

IGA Surplus 
43,5% 44,8% 26,9% 50,0% 29,5% 100,0% 23,3% 33,3% 36,8% 

% of total 18,3% 6,8% 3,7% 0,5% 3,4% 0,3% 3,7% 0,3% 36,8% 

Women 

Frequency 91 32 38 2 31 0 46 2 242 

% among 

Respondent'ssex 
37,6% 13,2% 15,7% 0,8% 12,8% 0,0% 19,0% 0,8% 100,0% 

% among Use of 

RGA Surplus 
56,5% 55,2% 73,1% 50,0% 70,5% 0,0% 76,7% 66,7% 63,2% 

% of total 23,8% 8,4% 9,9% 0,5% 8,1% 0,0% 12,0% 0,5% 63,2% 

Total 

Frequency 161 58 52 4 44 1 60 3 383 

% among 

Respondent'ssex 
42,0% 15,1% 13,6% 1,0% 11,5% 0,3% 15,7% 0,8% 100,0% 

% among Use of 

RGA Surplus 
100,0% 100,0% 100,0% 100,0% 100,0% 100,0% 100,0% 100,0% 100,0% 

% of total 42,0% 15,1% 13,6% 1,0% 11,5% 0,3% 15,7% 0,8% 100,0% 
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II.2 SGs: CHARACTERISTICS, MANAGEMENT and OPERATIONS 

This section describes the characteristics of groups in terms of their age since 

creation, their sizes, their initiator, etc. It also presents insights about how surveyed 

groups are structured and their operations managed. We particularly focused on 

comparison between provinces on these different aspects. It is concluded by a 

number of challenges facing groups.  

 

II.2.1 Groups profile 

Table 1already showed that more of our sample is drawn from the Katanga province 

(199 out of the 383), of which 177 are created/promoted by NGO. This trend is the 

same for Kasaï and the Oriental Province where also more than 90% of SGs are 

promoted by NGOs. This is certainly the reality over the country since NGOs had 

decided to move from their humanitarian scope to a more sustainable scope towards 

development and poverty alleviation.  
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Table 8: Type of initiator * Provinces 

 

 Provinces Total 

Katanga South-Kivu North-Kivu Oriental Province Kasai 

Type of initiator 

NGO and/or local associations 

Frequency 177 22 37 39 24 299 

% Among Type of initiator 59,2% 7,4% 12,4% 13,0% 8,0% 100,0% 

% Among Provinces 90,3% 59,5% 46,2% 92,9% 92,3% 78,5% 

% of total 46,5% 5,8% 9,7% 10,2% 6,3% 78,5% 

Femaleindividual 

Frequency 8 13 14 2 1 38 

% among Type of initiator 21,1% 34,2% 36,8% 5,3% 2,6% 100,0% 

% among Provinces 4,1% 35,1% 17,5% 4,8% 3,8% 10,0% 

% of total 2,1% 3,4% 3,7% 0,5% 0,3% 10,0% 

Male individual 

Frequency 11 2 23 1 1 38 

% among Type of initiator 28,9% 5,3% 60,5% 2,6% 2,6% 100,0% 

% among Provinces 5,6% 5,4% 28,8% 2,4% 3,8% 10,0% 

% of total 2,9% 0,5% 6,0% 0,3% 0,3% 10,0% 

Other 

Frequency 0 0 6 0 0 6 

% among Type of initiator 0,0% 0,0% 100,0% 0,0% 0,0% 100,0% 

% among Provinces 0,0% 0,0% 7,5% 0,0% 0,0% 1,6% 

% of total 0,0% 0,0% 1,6% 0,0% 0,0% 1,6% 

Total 

Frequency 196 37 80 42 26 381 

% among Type of initiator 51,4% 9,7% 21,0% 11,0% 6,8% 100,0% 

% among Provinces 100,0% 100,0% 100,0% 100,0% 100,0% 100,0% 

% of total 51,4% 9,7% 21,0% 11,0% 6,8% 100,0% 
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Surveyed SGs seem to be young enough. Indeed, in average, groups are 2 years old, 

with the groups promoted by NGOs being the youngest (table 9 below). This is a 

remind that although NGOs have engaged in SGs, they only came to structure and 

organize a social phenomenon which preceded them. People have always tried to 

organize into resilient structures helping them to socialize and to face economic 

pressures. As previously stated, SG can be seen as a way toward this endeavour, an 

opportunity that SG actors are seizing to bring vulnerable people to take care of 

themselves in a more effective way.  

 

Table 9: Age of the group by type of initiator 

 

Type of initiator Mean N Ecart-

type 

Mediane 

NGO and/or local 

associations 
2,80 291 1,712 2,00 

Femaleindividual 2,84 38 1,701 2,50 

Male individual 3,08 37 2,178 2,00 

Other 4,00 5 1,225 4,00 

Total 2,85 371 1,758 2,00 

 

On the 383 members representing surveyed SGs, 199 belong to SG promoted by 

NGOs, either local or international, working in the DRC. Allen and Panetta (2010) 

already showed that most SG programmes are implemented by NGOs, sometimes 

called "facilitating agencies or projects, and describing agencies that are responsible 

for creating SG either directly or through partners.  
 

 

Table 10: Age of the group by province 

 

Provinces Mean N S. Dev Minimum Maximum Mediane 

Katanga 2,56 196 1,827 0 13 2,00 

South-Kivu 1,86 35 1,240 1 5 1,00 

North-Kivu 3,72 74 1,794 1 10 4,00 

Oriental Province 3,50 38 ,952 1 5 4,00 

Kasai 3,00 26 1,386 1 6 3,00 

Total 2,86 369 1,762 0 13 2,00 

 



 ÉLAN RDC -SG-Report - BERMEX - https://bermex.net Page 27 

The oldest savings groups for our sample are in the North-Kivu (about 4 years) and 

the youngest are in South-Kivu where at least 50% of SGs are 1 year old. For the 

whole sample, the median age is 2 years, meaning that at least 50% of the sample 

are 2 years old.  

 

 

Table 11: Number of members by sex 

 

Respondent's sex Mean N S.Dev Mediane Sum 

Men 28,61 140 12,341 25,00 4005 

Women 27,28 242 5,865 25,00 6601 

Total 27,76 382 8,817 25,00 10606 

 

As seen in table 11, on the total sample, 140 were men and 242 women; and the 

average number of groups is 28. We have already discussed the reasons women may 

be more represented among groups, being the history of microfinance, and the 

origins of savings groups. Most of groups (at least 50% of our sample) have 25 

members. The VSLA methodology itself highly focuses on women both as members 

and as group leaders.  

 

 

Table 12: Number of members by province 

 

Provinces Mean N S. Deviation Minimum Maximum Mediane Sum 

Katanga 25,07 196 1,077 20 30 25,00 4913 

South-Kivu 28,43 37 5,036 15 43 30,00 1052 

North-Kivu 32,48 79 11,190 18 110 30,00 2566 

Oriental Province 32,14 42 18,672 8 65 37,00 1350 

Kasai 25,04 26 ,720 23 28 25,00 651 

Total 27,72 380 8,810 8 110 25,00 10532 

 

The 380 groups represent 10532 members, with as seen above, 28 as the average 

number of members in a group. However, groups from North-Kivu and Oriental-

Province tend to be bigger than the others, with an average number of 32. At least 

50% of them have 32 members (37 members for the Oriental Province). In general, 

the other groups are composed with 25 to 30 members, which is consistent with the 

SG methodology.  
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Table 13: Beginning and end of cycles 
 

 Frequency 

 Beginning cycle Ending cycle 

Valid 

April 42 34 

August 32 111 

December 52 88 

February 11 7 

January 43 7 

July 29 17 

June 6 8 

March 41 18 

May 5 8 

November 43 16 

October 9 8 

RAS 5 5 

September 65 56 

Total 383 383 

 
For more of our groups, the cycle begins in September and ends twelve months 

later (in August). The groups have a cycle of one year, which is consistent with the 

Savings Groups Methodology as developed by CARE. In this methodology, a cycle 

cannot be less than 9 months and not go beyond 12 months. 

 

II.2.2 Governance and Management of groups 

 

This section, presents the way SG are structured, managed and eventually 

controlled. In general, the Management Committee is made up of between 3 and 5 

people: a President, a Secretary, a Treasurer, and two Counters; which fits into the 

general model of VSLAs, as suggested by IRC (2012), Micaro and Rouleau (2013).  

Consistent with the practice and methodology of Savings groups, it appears that all 

the sampled groups are managed by 4 to five persons, including: A president, a Vice-

President, Secretary, Treasurer, and Cashier.  
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Table 14: Structure of SG committees  
 

 Frequency Percentage 

Valid 
President, Vice president, Secretary, Treasurer, 

Cashier 
383 100,0 

 

The groups we surveyed strictly follow this structure. The governance structure thus 

constituted, and taking into account gender, must play the role of control system. In 

particular, members of the managing committee must be reassured that all 

transactions (collection of weekly savings, loans to members) are made weekly in 

front of all members for greater transparency. It must be reassured that the audit 

which must take place after 9 to 12 months of creation of the group, was carried out 

to prepare the closing of the accounts (savings, credits, interest, expenses, etc.); but 

also to admit new members, and to leave others. Unfortunately, we did not 

encounter any form of control in the 383 groups surveyed.The survey tool used in 

this sample did not catch the proportion of women in the top management of SGs, 

which we would compare to what SG methodology suggest (at least 3 women in the 

committee).  

The Management Committee must be elected at the beginning of each cycle. 

According to our survey data, this varies from one association to another.  

The next table shows the type of support that groups have benefited from their 

different facilitators.  
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Table 15: Type of support provided to groups 

 

 Frequency Pourcentage 

Valid 

Accompagnement et suivi 16 4,2 

Appui moral, technique et financier 2 ,5 

Appui technique et financier 15 3,9 

AUCUN 225 58,7 

Conseil 23 6,0 

Discipline financière 1 ,3 

Encadrement 1 ,3 

Encadrement technique 7 1,8 

Financier et technique 1 ,3 

Formation et accompagnement 20 5,2 

Sémences, outils agricoles 2 ,5 

Soutien financier 2 ,5 

Suivi des épargnes 16 4,2 

Suivi et accompagnement, Gender 48 12,5 

Suivi et encadrement 1 ,3 

Suivi, sensibilisation, formation, et 

accompagnement, HIV 
3 ,8 

Total 383 100,0 

 

For an effective management, SGs need to receive support in terms of training in 

different fields (Financial education, cash management, credit risks, financial 

statement elaboration, etc.) This is even one of the principles of the methodology 

suggested by care for VSLAs.Unfortunately, it appears that 59 % of our sample have 

received no support. Only a few SGs stated to have benefited technical support (6%) 

and/or financial support (5.5%). A very negligible percentage declared to have been 

trained in other issues such as Conflict management, Gender, Gender-Based 

Violence, or awareness/protection against HIV. 
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Table 16: Required credentials possessed by groups 

 

 Effectifs Pourcentage Pourcentage 

valide 

Pourcentage 

cumulé 

Valide 

The statutes 54 14,1 14,1 14,1 

Statutes and 

Internalregulation 
36 9,4 9,4 23,5 

Statutes, I.R, and 

Authorization 
44 11,5 11,5 35,0 

Statutes and 

Authorization 
2 ,5 ,5 35,5 

Internalregulations 154 40,2 40,2 75,7 

InternalRegulation and 

authorization 
29 7,6 7,6 83,3 

Operating 

authorization 
2 ,5 ,5 83,8 

RAS 62 16,2 16,2 100,0 

Total 383 100,0 100,0  

 

SGs are supposed to have Statutes, Internal regulations, and authorizations to 

function. Most of SGs from our sample have only Internal Regulations (40.2%), 

which is normal as SGs usually receive training in how to write Internal regulations. 

Only a small proportion of SGs have all required credentials (Statutes, Internal 

Regulations, and authorization). While some financial institutions could accept to 

create accounts based on only one document (Authorization or I.R for example), the 

Minister's Decree is making thinks more difficult. Indeed, it requires SGs to obtain 

their Legal personality before opening accounts, which is very difficult financially and 

administratively, as will be discussed later. 

 
 

II.2.3 SGs Operations 

 

In this section, we discuss the way Savings are collected and managed (the different 

types of savings and their amounts), the outstanding of credits2 distributed by the 

                                                           
2Unfortunately, the survey has not been able to capture the amounts of credits distributed; which makes it 
impossible to estimate the total loans' outstanding. 
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different groups, and we discuss how groups manage to reassure reimbursements of 

credits. 

II.2.3.1 Savings 
 

Table 17: Amount of contribution * Provinces 

 

Provinces Mean N S.Dev Mediane Sum 

Katanga 2987,245 196 1552,0344 2500,000 585500,0 

South-Kivu 3662,162 37 1275,0493 4000,000 135500,0 

North-Kivu 5506,494 77 3376,0900 5000,000 424000,0 

Oriental Province 2461,905 42 1965,0548 1350,000 103400,0 

Kasaï 2692,308 26 2526,1707 2000,000 70000,0 

Total 3487,831 378 2380,8609 3000,000 1318400,0 

 
Table 17 above shows the amount of contributions collected by savings groups in the 

different provinces. Contributions vary significantly by province with North and 

South-Kivu taking the lead (respectively 5506 and 3662 CDF). The reasons for this 

difference in contributions may eventually be found in the way secondary activities 

are distributed among provinces. More members from Goma are involved in activities 

that are more profitable. 

 
 

Table 18: Amount of contribution * Respondent's sex 

 

 

Respondent'ssex Mean N S.Dev Mediane Sum 

Men 3528,261 138 2639,8404 2500,000 486900,0 

Women 3497,934 242 2256,1571 3000,000 846500,0 

Total 3508,947 380 2399,1806 3000,000 1333400,0 

 

Table 18 does not show substantial differences in contributions between men and 

women. Although men contribute more than women in average, it appears that (1) 

this difference is not statistically significant (p > 0.05), and (2) at least 50% of men 

pay 2500 CDF while the same proportion for women pay little more (3000).  
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Table 19: How savings are secured 

 

 Effectifs Pourcentage Pourcentage 

valide 

Pourcentage 

cumulé 

Valid 

Metal box 329 85,9 85,9 85,9 

By one of group 

members 
35 9,1 9,1 95,0 

Metal box kept in bank 1 ,3 ,3 95,3 

Metal box kept in 

hospitals or church 
2 ,5 ,5 95,8 

Churches or healthcare 

institutions 
4 1,0 1,0 96,9 

Other 12 3,1 3,1 100,0 

Total 383 100,0 100,0  

 
 
The amount of contribution is in average of 3509 CDF (about 2 USD) a week, varying 

slightly by type of initiator. At least 50% of SG members contribute 3000 CDF, with a 

total of 1333400 CDF collected a week for the whole sample. SG initiated by men 

tend to contribute significantly more than others (about 3 USD a week; probably 

because most male SG members have a relatively good work, allowing to release 

more for savings. These are probably SG promoted by people working in the same 

field with comparing life conditions. Besides, data on the average profit from Income 

Generated Activities showed that men earned in average more than women.  

With this information, it is easy to assess the potential of SGs in releasing savings. 

Indeed, we have used a sample of 383 SGs and we find a weekly contribution of 

3509 CDF.  

So, the weekly contribution is 3509 x 380 = 1333400 for 380 groups.  

The monthly contribution is 1333400 x 26 = 34 668 400 CDF.  

Although we did not have access to the whole database of SGs in the Democratic 

Republic of Congo, it is known that in 2012, CARE had already created itself about 
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12500 SGs in this country. We also know that many other NGOs facilitate SGs. So, it 

is realistic to assume that in 2018, the DRC may even have a minimum of 25000 

SGs; which, multiplied by 25000 or more, represent a substantial amount beyond 

near 2 million dollars a month. These are just conjectures, but may highlight the 

importance taken by this phenomenon, and justify financial institutions to be 

interested on it. 

The money collected is kept in metal boxes for most savings groups; and these metal 

boxes are kept more frequently by individual members and in lower extent, in a few 

institutions which still catch trust from Congolese people (Churches and Healthcare 

institutions). It is intriguing to see that only one respondent declared that their 

money is kept in a bank while 35 members (groups) trust a member to keep the 

savings (which is very risky). This would suggest that formal institutions have lost all 

trust from their prospects to the level that individuals and other forms of institutions 

are trusted more than financial institutions.  

Table 20: Contribution cycles 

 Frequency Percentage Valid Percentage  

Valid 

Weekly 361 94,3 95,0 

Bi-weekly 11 2,9 2,9 

Monthly 7 1,8 1,8 

Quarterly 1 ,3 ,3 

Total 380 99,2 100,0 

Missing  System 3 ,8  

Total 383 100,0  

 

These contributions are done on a weekly basis for 94% of the sample (table 20), 

while in Uganda the most stated frequency was monthly for 94% of respondents 

(Mutebi et al., 2017). As it is usual in SGs, there are different kinds of contributions 

such as Health insurance, contribution to maintain discipline in the group, 

contribution for development activities, and for solidarity. The latter is the more 

represented as stated by 71% of our sample. 
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Table 21: Other contribution 

 

 Effectifs Pourcentage Pourcentage 

valide 

Pourcentage 

cumulé 

Valide 

Healthmicroinsurance 37 9,7 9,7 9,7 

Maintain discipline in 

group 
17 4,4 4,4 14,1 

Developmentactivities 22 5,7 5,7 19,8 

Solidarity 271 70,8 70,8 90,6 

RAS 36 9,4 9,4 100,0 

Total 383 100,0 100,0  
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Table 22: Contribution for unforeseen events, by Type of events 

 Type of events Total 

 Bereavement Illnesses Weddings Bereavement and 

illnesses 

All 

threeevents 

RAS 

Contribution 

unforeseenevents 

Yes 

Frequency 0 79 66 3 10 128 1 287 

% among Contribution 

unforeseenevents 
0,0% 27,5% 23,0% 1,0% 3,5% 44,6% 0,3% 100,0% 

% among Type of events 0,0% 100,0% 100,0% 100,0% 100,0% 95,5% 3,8% 74,9% 

% of total 0,0% 20,6% 17,2% 0,8% 2,6% 33,4% 0,3% 74,9% 

No 

Frequency 65 0 0 0 0 6 25 96 

% among Contribution 

unforeseenevents 
67,7% 0,0% 0,0% 0,0% 0,0% 6,2% 26,0% 100,0% 

% among Type of events 100,0% 0,0% 0,0% 0,0% 0,0% 4,5% 96,2% 25,1% 

% of total 17,0% 0,0% 0,0% 0,0% 0,0% 1,6% 6,5% 25,1% 

Total 

Frequency 65 79 66 3 10 134 26 383 

% among Contribution 

unforeseenevents 
17,0% 20,6% 17,2% 0,8% 2,6% 35,0% 6,8% 100,0% 

% among Type of events 100,0% 100,0% 100,0% 100,0% 100,0% 100,0% 100,0% 100,0% 

% of total 17,0% 20,6% 17,2% 0,8% 2,6% 35,0% 6,8% 100,0% 
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Solidarity funds are used for unforeseen events such as bereavements (27.5%), 

illnesses (23%) or similar events. In the surveyed period, in average, 88035 CDF 

were dedicated to both illnesses and bereavement, and a total of 2821000 CDF was 

used for bereavement; with half of our sample using at least 28000 CDF. Similar 

amounts (2718700 CDF) went for illnesses with half of the sample dedicating 25000 

CDF. These statistics are probably suggesting some kinds of products that formal 

institutions may want to develop in the future, shall they need to catch the 

opportunity of SGs in their markets. These products are bereavement and health 

(micro)insurance.  

 

Table 23: Amount for unforeseenevents 

 

Type of events Mean N S. Dev Sum Mediane 

Bereavements 35708,86 79 28365,247 2821000 28000,00 

Illnesses 41826,15 65 60786,515 2718700 25000,00 

Weddings 3666,67 3 1154,701 11000 3000,00 

Mourning and illnesses 10500,00 10 4830,459 105000 12500,00 

All threeevents 3200,00 12 3744,086 38400 750,00 

RAS 1000,00 1 . 1000 1000,00 

Total 33500,59 170 43821,158 5695100 20000,00 

 

II.2.3.2 Loans 

 

Here, the purpose would be to estimate the total amount of credit outstanding 

distributed through Savings groups schemes. Unfortunately, during surveys, this 

question has been captured differently, through the way the amount of credit is 

computed. Respondents were probably not willing to provide information about their 

indebtedness. Consistent with the universal practise, most of Congolese SGs give 2 

or 3 times the amount of savings.  

Having estimated the total amount of contribution to 1333400 for our sample, and a 

weekly contribution of 3509; an estimation of weekly credit outstanding can be found 

as 1333400x3=4000200 CDF or about 2500 USD.  

This represents 3509 x 3 = 10527 CDF or 6.58 USD a week per borrower (about 26 

USD a month). Since this amount was unavailable from other sources and hence 
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constitutes the only relief for the very poor, it can be considered as a substantial 

lump sum. 
As illustrated by table 24 and the corresponding chart, the more expanded model to 

determine loans amounts, is Three times the amount of savings. This is the case for 

4 provinces out of 5. The South-Kivu rather apply the amount of savings for credits.  

 

Table 24: Loan amounts 

 

 Loan amounts Total 

The amount of 

savings 

Twice the 

amount of 

savings 

Three times 

amount of savings 

RAS 

Provinces 

Katanga 0 91 105 0 196 

South-Kivu 17 3 14 3 37 

North-Kivu 15 1 62 2 80 

Oriental 

Province 
5 4 32 1 42 

Kasai 0 0 26 0 26 

Total 37 99 239 6 381 
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Table 24 below shows the interest rates usually used for Credits funded by savings. 

The prevailing rate is 10% a month.  

There is much variability by province. For instance, In the Oriental province, some 

SGs have applied 20% (with a minimum of 10%), while 15% have been applied in 

the Katanga province (with a minimum of 1%!). The lowest average interest rate is 

applied in Katanga and the highest in the Oriental Province. Nonetheless, at least half 

of our sample apply a 10% of loans interest rate. So, we can consider that in 

general, 10% is the more frequent rate. 
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Table 25: Interest rates 

 

Interest rates 

Provinces Mean N S. Dev Minimum Maximum Mediane 

Katanga 8,7602% 196 2,79902% 1,00% 15,00% 10,0000% 

South-Kivu 10,0000% 37 0,00000% 10,00% 10,00% 10,0000% 

North-Kivu 9,7975% 79 1,03006% 4,00% 10,00% 10,0000% 

Oriental Province 10,2381% 42 1,54303% 10,00% 20,00% 10,0000% 

Kasai 10,0000% 26 0,00000% 10,00% 10,00% 10,0000% 

Total 9,3447% 380 2,21046% 1,00% 20,00% 10,0000% 

 

For most groups, capital and interest are paid monthly (40.5%), but for other 

groups, the capital is due at the end of the month, but interest must be paid on a 

weekly basis (see table 26 below). We have compared these maturities per province, 

and the result is graphically illustrated (see bar charts below). The charts highlight a 

difference between Katanga whose model is Principal monthly and weekly interests, 

and other three provinces (South-Kivu, North-Kivu and Oriental province) which 

apply monthly principal and interests (like in SACCOs). 

 

Table 26: Loans maturity 
 

 Frequency Percentage Valid Percentage  

Valid 

Weekly 16 4,2 4,2 

Monthly 155 40,5 40,5 

Capital monthly, weekly interests 138 36,0 36,0 

Quarterly 71 18,5 18,5 

RAS 3 ,8 ,8 

Total 383 100,0 100,0 
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For about 80% (304/383) of our respondents, loans are granted without requiring 

collateral; members' savings are considered as the collateral to give credits to an 

individual member or to the group (see table 27 below).  

 

Table 27: Collateral 
 

 Effectifs Pourcentage 

Valid 

Members' savings 76 19,8 

Furnitures 1 ,3 

Solidary bounds 2 ,5 

No collateral at all 304 79,4 

Total 383 100,0 

 

This reality is the same, across provinces, as evidenced by the bar chart below. The 

category "No collateral at all" is the highest for the 5 surveyed provinces; which is 
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consistent with the very reason of SGs' raison d'être: to overcome their members' 

difficulties in obtaining credits. 

 

 
 

II.2.3.3 Challenges facing Savings Groups 

 
An institution's operations consist also in dealing with different problems and 

challenges faced by the institution. In this subsection, we describe some difficulties 

they face, as depicted in table 28. The more stated problems include members' 

death, bankruptcy, or flight of some members. These events represent together 

about 66% of the sample. They can destabilize the functioning of the group for 

example making difficult to reach the necessary amount to give loans or to face 

unforeseen events previously described. They can also endanger the treasury of the 

group and destroy the only structure were trust remains present. They can also 

complicate the normal course of the cycle.  
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Taxes constitute another problem for SGs. Although only 8% of the sample pay 

them (30 groups out of 380), they can be source of administrative hassles (as they 

are frequent in the DRC). For instance, they are occasions for public officers to 

require corruption form groups. Only SG created by NGOs have declared to be 

paying taxes (all the 30 groups, as evidenced in the table 28).  

 

We will see in the last section that the Congolese legal texts also constitute major 

impediments for the functioning of SG, and especially in their way towards financial 

inclusion (this emerged from interviews with banks' top-management).  
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Table 28: Members dropout * Reasons for dropouts 

 Reasons for dropouts Total 

 Death Member has 

fled 

Member went 

bankrupt 

Intragroup 

disputes 

Illnesses, 

membermovedetc. 

Combinations of 1, 2 

and/or 3 

Members 

dropout 

Yes 

Frequency 0 47 25 34 1 9 31 147 

% among Members 

dropout 
0,0% 32,0% 17,0% 23,1% 0,7% 6,1% 21,1% 100,0% 

% among Reasons for 

dropouts 
0,0% 100,0% 100,0% 100,0% 100,0% 100,0% 100,0% 66,2% 

% of total 0,0% 21,2% 11,3% 15,3% 0,5% 4,1% 14,0% 66,2% 

No 

Frequency 75 0 0 0 0 0 0 75 

% compris dans 

Members dropout 
100,0% 0,0% 0,0% 0,0% 0,0% 0,0% 0,0% 100,0% 

% among Reasons for 

dropouts 
100,0% 0,0% 0,0% 0,0% 0,0% 0,0% 0,0% 33,8% 

% of total 33,8% 0,0% 0,0% 0,0% 0,0% 0,0% 0,0% 33,8% 

Total 

Frequency 75 47 25 34 1 9 31 222 

% among Members 

dropout 
33,8% 21,2% 11,3% 15,3% 0,5% 4,1% 14,0% 100,0% 

% among Reasons for 

dropouts 
100,0% 100,0% 100,0% 100,0% 100,0% 100,0% 100,0% 100,0% 

% of total 33,8% 21,2% 11,3% 15,3% 0,5% 4,1% 14,0% 100,0% 
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Table 29: Are taxes payed? * Type of initiator (2=8.9; p=0.03 < 0.05) 

 

 Type of initiator Total 

NGO and/or local associations Female individual Male individual Other 

Are taxes payed? 

Yes 

Frequency 30 0 0 0 30 

% among Are taxes payed? 100,0% 0,0% 0,0% 0,0% 100,0% 

% among Type of initiator 10,0% 0,0% 0,0% 0,0% 7,9% 

% du total 7,9% 0,0% 0,0% 0,0% 7,9% 

No 

Frequency 269 39 37 5 350 

% compris dans Are taxes payed? 76,9% 11,1% 10,6% 1,4% 100,0% 

% compris dans Type of initiator 90,0% 100,0% 100,0% 100,0% 92,1% 

% du total 70,8% 10,3% 9,7% 1,3% 92,1% 

Total 

Frequency 299 39 37 5 380 

% among Are taxes payed? 78,7% 10,3% 9,7% 1,3% 100,0% 

% among Type of initiator 100,0% 100,0% 100,0% 100,0% 100,0% 

% of total 78,7% 10,3% 9,7% 1,3% 100,0% 

 

 

Table 30: Amount of taxes 

 

Type of initiator Mean N S.Deviat. Mediane Sum 

NGO and/or local 

associations 
22833,33 30 5521,640 25000,00 685000 

Total 22833,33 30 5521,640 25000,00 685000 
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III. TOWARDS FORMAL LINKAGES: BANKS, MFIs and MOBILE 

OPERATORS 
 

"We are more and more interested in developing products for savings groups; both 

for our social responsibility policies, and for their forecasted profitability in the retail 

banking".  

This statement summarises the whole message from the qualitative 

research/interviews we have done with bank managers (Access Bank, Equity Bank, 

and SMICO MFI).  

However, qualitative discussions with SGs (especially in Bukavu and Goma) tend to 

give a rather different message of the kind: "I love you, neither".  

In this part, we explore the ways formal financial institutions may interact with 

informal savings groups in order to provide adapted savings, loans, and eventually 

insurance products. After a brief description of what is done in countries with similar 

socioeconomic profilesas DRCongo, we analyse information from our surveys and we 

finish wish some suggestions for effective linkages between formal institutions and 

SGs in the DRCongo.  

 

III.1 BEST PRACTICES FROM OTHER AFRICAN COUNTRIES 

This section presents experiences of how formal financial institutions interact with 

Savings Groups in other African countries. Two cases are described as the more 

inspiring: Honour to whom it is due, we begin by the CARE's experience in linking 

informal savings groups to formal financial institutions, and then, we present the way 

the Opportunity Bank of Uganda Limited has expanded the formal financial services 

to rural savings and loans groups.  

To address the challenges of securing SG funds as well as the credit they need, CARE 

has partnered with a range of companies to explore models for connecting SGs to 

formal financial services. 
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In Uganda and Kenya, Barclays, through these partnerships, offers savings accounts 

with no minimum deposit. 

In Uganda, CARE and Jubilee Insurance are partnering to offer funeral insurance 

services to group members. Recall that the data from this survey revealed a certain 

demand for this product by the groups operating in the DRC. 

In Rwanda: Vision Finance Company organizes small loans and savings adapted to 

the poor in rural areas.  

In Tanzania, a joint venture between VODACOM and Mwanga Community Bank 

offers banking products to groups via M-PESA. CARE's technical learning series states 

that out of 18 million users of mobile phones, 5 million were using M-PESA. So, 

targeting those 13 million left, Vodacom - whose core product is used by individuals - 

began to customize its technology to group accounts to meet the needs of VSLAs.  

The same service is offered in Kenya via Equity Bank and Orange.In this case, 

Orange has created a system of electronic money with 3 PIN codes to secure money 

groups and reassure that all authorized persons sign before each release funds. 

 

III.2 LESSONS FOR THE DEMOCRATIC REPUBLIC OF CONGO 

In this section, we describe the current relations between SGs and formal financial 

institutions, as well as problems surrounding these relations.  

 

III.2.1 Formal institutions are long away from SG 

 

This table 30 gives the distribution of responses as to whether formal institutions 

exist in the area where the group operates. For instance, 112 (29.2%) respondents 

said Savings and Credit Cooperatives (SACCOs) exist, while only 25 (6.5%) has 

pointed the existence of banks; and 43 (11%) points the existence of the three types 

of institutions. Most often, SGs operate in remote villages, far away from towns, or in 

suburbs. So, to the lack of trust previously discussed, the distance from home to 

formal institutions pose a serious problem for financial inclusion through SGs.  
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Table 31: Institutions present in the respondents' neighbourhood 
 

 Frequency Percentage 

Valid 

 2 ,5 

SACCOs 112 29,2 

MFIs 79 20,6 

Banks 25 6,5 

SACCOs and banks 42 11,0 

The three types of institutions 43 11,2 

None of them 49 12,8 

MFIs and Banks 31 8,1 

Total 383 100,0 

 
 

III.2.2 Relations with Formal institutions 

 

For the five provinces, very few SGs have declared to have relations with formal 

financial institutions. South-Kivu, Oriental-Province and Kasaï have zero SG having 

relations with financial institutions.  

 

This situation is depicted in table 31 and the corresponding graphic below showing 

the situation by province. In general, 91.2% of SGs do not have relations with banks 

and other formal financial institutions. The situation is worst in South-Kivu, Kasaï, 

and the Oriental-Province where 100% of SGs declared not to have relations with 

financial institutions, due to lack of trust.  
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Table 32: Relations with financial institutions by province 

 

 Relations with financial institutions Total 

Yes No 

 Provinces 

Katanga 18 178 196 

South-Kivu 0 37 37 

North-Kivu 15 63 78 

Oriental Province 0 42 42 

Kasai 0 26 26 

Total 33 346 379 
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Most of sampled institutions do not have relations with formal financial institutions.  

 

 
 

Table 33: Provinces * Relations with 

 

 Relations with Total 

Banks MFIs SACCOs No account, 

lack of trust 

Provinces 

Katanga 1 15 0 180 196 

South-Kivu 0 0 0 37 37 

North-Kivu 0 3 3 74 80 

Oriental 

Province 
0 0 0 42 42 

Kasai 0 0 0 26 26 

Total 1 18 3 359 381 

 

Only one SG (from Katanga) has relations with a bank; 15 with MFIs, while 180 SGs 

(92% of SGs from Katanga) do not trust any formal institution. Once more, a large 

majority of our sample does not have relations with any type of institutions (94%). 
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Do Savings Groups have bank accounts? From previous analysis, the answer is 

obviously "NO".  

As these informal structures are reluctant with formal financial institution, it is clear 

that most of SGs are not willing to have accounts; and this is what appear in the 

figure above.  

Only 35 SGs have bank accounts. Some provinces such as Oriental Province and 

Kasaï even have 0% of SG having a formal account. The rare SGs that have an 

account have it either in a MFI or in SACCO. 
 

The most stated reason of not having accounts in formal financial institutions is lack 

of trust in these institutions (92%) in general. All the five provinces raised the same 

reason, as seen previously. 
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Table 34: Reasons of not having relations with formal financial institutions  
 

 Frequency Percentage 

Valide 

 19 5,0 

No institution in my place 48 17 

Rather trust local authorities 77 27.4 

Banking fees 6 2 

Don't need formal institutions 101 36 

Lack of collateral, securities 32 11,4 

Lack of information 17 4,4 

RAS 83 21,7 

Total 383 (2813) 100,0 

 

 
 

Tables 30, 31, and 32provide information about whether relations exist between 

SGs and formal financial institutions; and whether existence or not of relations 

depend on type of institution considered, and on type of SG initiators. These 

statistics are interpreted in the light of qualitative information received during field 

surveys.  

                                                           
3 We have subtracted 19 and 83 from the sample, and then adjusted the percentages in the cells to eliminate 
the impact of empty cells.  
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Indeed, it appears in these tables that Savings groups do not trust banks and 

Microfinance institutions. As we previously mentioned, they prefer not to put their 

money into these institutions. Qualitative analysis revealed the extent of mistrust 

and suspicion SGs and their members have developed against formal financial 

institutions. Many reasons can explain this feeling. In the pre-conflict period, the 

Congolese socioeconomic environment was already destroyed (high unemployment 

rates, 4-digit inflation rates, extreme poverty, etc.) The so-called post-conflict 

period (which for the DRC can be located by the 2003/2006 to present) has known 

the flourishing of new financial institutions, thanks to a relative political stability 

(Bugandwa et al., 2018). This implied a resurgence of a certain financial culture 

among Congolese population and the later began to re-trust the financial 

institutions and invest money in them. Unfortunately, this did not last, and a 

number of banks and MFIs rapidly went bankrupt and fled with the population's 

savings. This probably gave deathblow to the building-site of trust which was slowly 

developing. Almost one-third of the sample state that "they do not need formal 

institution" to keep their money; they are completely deceived with these formal 

institutions. Congolese are now afraid to put their money in formal institutions 

because, in case of loss, even the Government does not promise to repay at least a 

percentage of the savings (contrary to what is done in more developed countries). 

This probably explains why even SGsneither put their money in banks nor in MFIs, 

but preferred to hoard it themselves or keep it in other "credible" institutions or 

people. Table 33 above shows that besides trusting churches and healthcare 

institutions, SG and SG members trust local authorities (20%) to secure their 

contributions. Some of them lack information about financial institution (8%). 
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Table 35: Bank account for the group * Type of initiator (2=31.94; p=.000<.05) 

 

 Type of initiator Total 

NGO and/or 

local 

associations 

Femaleindivid

ual 

Male 

individual 

Other 

Bank account for the 

group 

Yes 16 10 9 2 37 

No 283 29 28 3 343 

Total 299 39 37 5 380 

 

Does the fact of not having accounts in formal financial institutions depend on the 

type of the initiator of SGs? From statistical table 34, a Khi-2 test shows that the type 

of initiator influences the decision to have or not to have a bank account. Only 37 

groups have bank accounts, and 16 (representing 43%) of them have a bank 

account, and 27% of groups initiated by female leaders tend to have bank accounts. 

We compared also the proportion of men having bank accounts to that of women 

(table 37, cf. infra) and found that they do not significantly differ (8% and 7% 

respectively for men and women).  

These proportions vary with the study level; those members with a higher education 

level being more likely to have bank accounts than those with primary or secondary 

levels (table 38, cf. infra). 

 

Table 36: Reasons for refusing credits to SG members  

 

 Frequency Percentage 

Valide 

 41 10,7 

No institution in the area 51 13,3 

Lack of collateral 130 33,9 

RAS 161 42,0 

Total 383 100,0 

 
Not surprisingly, a large majority of our sample has never received credit from a 

formal financial institution. This is the reality of SG members and even the reason 

they organize themselves through SGs.  
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Table 37: Comparing proportions of members who asked formal loans to 

those who received them.  

 

 Proportion of members who asked 

formal loans 

Proportion of members who received 

formal loans 

Mean ,0770 ,0688 

N 222 222 

S.Dev ,23017 ,22250 

 

Table 36 shows that most of SG members who asked loans from formal institutions 

received them. The difference between these proportions are not statistically 

significant. This does not mean that SG members have access to formal financial 

products such as credits. It might mean that those who try to ask for credits know 

that they fulfil the main criteria required by banks or MFIS. It is the case of 

respondents who have wages in private sector4 and/or profitable activities. Those 

who did not ask for credits probably knew it would not work and prefer a kind of 

auto-rationing. Microfinance and entrepreneurship literature recognize that the auto-

rationing phenomenon is very high in the Micro, small and medium enterprises.  

 

III.3.3 SG members expectations 

 

                                                           
4 Although SG phenomenon prevails in villages and in shantytowns, persons in the same works are more and 
more participating in SG where they meet between colleagues belonging to same level/grade in the profession. 
In this case, participating in SGs does not mean necessarily being excluded from formal financial institutions.  
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Table 38: What do SG members expect from formal institutions 
 

 Effectifs Pourcentage5 

Valid 

 2 ,5 

Technical support 1 ,3 

Financial aid 80 36 

CREDIT 129 58,1 

Training 1 0,45 

Funds security 7 3,15 

Reduce and simplify banks' requirements  1 ,3 

Empowerment 1 ,3 

RAS 161 42,0 

Total 383 (222) 100,0 

 

Savings Groups expect financial aid and credit from banks and other Microfinance 

institutions. That is the main message they express through table 37 above. These 

two expectations representing 94% of the sample are consistent with the fact that 

the most Income Generating Activities in which most of our respondents are engaged 

are the very small business, and farming. Two conflicting (paradoxical) features 

characterize these sectors: (1) They help millions of households reinforce their 

revenues in absence of wages, (2), they are the most excluded from formal funding 

from financial institutions as they cannot present financial statements, and the 

different collaterals which are required. As stated by Allen and Panetta (2010), SG 

target groups' greatest need is to access to useful lump sums to manage households 

cashflows, while they do not have formal providers able or willing to supply entry-

level financial services. Similar result had already been found by Mutebi et al. (2017) 

for the case of Savings groups in Uganda. Most of members stated that in joining 

groups, their major expectations were to increase their household income through 

credits.  

 

III.2.4 Relations between SG and Mobile money operators 

 

                                                           
5 Percentages are computed on the total of 222, as we have not been able to interpret the "Rien à Signaler" 
answer.  
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In 2012, Africa had 650 million6 users of mobile phones; against 547,5 million in 

2010; which show a steady growth of 19%. A study from PricewaterhouseCoopers 

(2012) announced a 20% growth for the end of 2016. This surprising growth could 

not be forecasted and is higher than the growth of banked population which is 10% 

on the continent (Alain Sawadogo, 2013). This increase in the use of mobile phone 

has been the opportunity caught by SAFARICOM, a mobile phone operator when it 

launched its product M-PESA (mobile money). This technology has reached more 

than 15 million users and offers brilliant promises in fostering financial inclusion. As 

Ritchie (2007) put it: "Technologies such as mobile banking and point-of-services 

(POS) devices in rural shops can deepen the reach of financial institutions, but they 

are not yet well tested or in widespread use". With several advantages such as ease 

of use, very low costs, proximity, etc., mobile money is promising to be the future of 

financial inclusion for persons who are still excluded from formal financial system 

(Assadi et al., 2011). 

This subsection describes the relations Congolese SGs have with mobile phone 

operators, and mobile money services that are the most demanded by SG members.  

It is largely recognized that Mobile money offers exciting opportunities for financial 

inclusion of excluded persons.  

 
 

Table 39: Does the group have a Mobile money account * Type of initiator 

 

 Type of initiator Total 

NGO and/or local 

associations 

Female 

individual 

Male 

individual 

Other 

Has the group a 

Mobile money account 

Yes 43 1 0 0 44 

No 256 39 38 6 339 

Total 299 40 38 6 383 

 

On the 383 groups surveyed, only 44 have a mobile money account, which is very 

low (11,5%); 43 of these 44 groups have been initiated by NGOs and/or local 

associations. So, mobile money has not penetrated the Congolese SG model; 

                                                           
6The World Bank and the African Development Banks (2012).  
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although the proportion of members using it is higher (18%) than that of members 

using a bank account (8%). How are SGs' mobile money accounts distributed among 

Provinces? Table below gives this distribution, showing high disparities:  
 

It appears that three provinces have proportions of zero SG having mobile money 

accounts (South and North Kivu as well as Oriental Province. On the 44 SGs that 

have mobile money, 35 (79.5%) are from Katanga and the remaining 20.5% from 

Kasaï. So, although millions of Congolese use mobile phone, the use of mobile 

money by Savings groups remains very weak to contribute to financial inclusion. 

 

Table 40 : Does the group have a Mobile money account 

 

 Does the group have a Mobile money 

account 

Total 

Yes No 

Provinces  

Katanga 35 161 196 

South-Kivu 0 37 37 

North-Kivu 0 80 80 

Oriental Province 0 42 42 

Kasai 9 17 26 

Total 44 337 381 
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Clearly, among the 44 Savings Groups having Mobile money accounts, most are from 

Katanga (79.5%) and the 20.5% others are from Kasaï. So, none of the groups from 

North, South-Kivu and Oriental-Province have Mobile money accounts, which 

confirms the previous result. 
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Table 41: Proportion of members with formal accounts Proportion of members 

using Mobile money * Respondent's sex 

 

Respondent'ssex Proportion of members with 

formal accounts 

|T|=0.179<1.96 

Proportion of members using 

Mobilemoney 

|T|=2.24>1.96; p=0.026<.05 

Men 

Mean ,0822 ,1401 

N 70 139 

S.Deviat ,19395 ,22783 

Women 

Mean ,0776 ,2037 

N 151 241 

S.Deviat ,16923 ,28652 

Total 

Mean ,0790 ,1804 

N 221 380 

S.Deviat ,17700 ,26801 

 
Comparing the use of mobile money between men and women, we find that at a 5% 

confidence level, the proportion of women using mobile money significantly higher 

(20%) than the proportion of men using this technology (14%). 

 

Table 42: Proportion of members with formal accounts Proportion of members 

using Mobile money * Study level 

Study level Proportion of members with 

formal accounts 

(F=4.32; p=0.02) 

Proportion of members using 

Mobile money 

F=3.57; p=0.007) 

No level 

Mean ,0000 ,1056 

N 6 9 

S. 

Dev 
,00000 ,20438 

Primary school 

Mean ,0502 ,1522 

N 55 89 

S. 

Dev 
,12584 ,23176 

Secondary school 

Mean ,0690 ,1637 

N 118 216 

S. 

Dev 
,16433 ,25102 

Professional 

certificate 

Mean ,0800 ,3361 

N 17 21 
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Table 42: Proportion of members with formal accounts Proportion of members 

using Mobile money * Study level 

Study level Proportion of members with 

formal accounts 

(F=4.32; p=0.02) 

Proportion of members using 

Mobile money 

F=3.57; p=0.007) 

S. 

Dev 
,10583 ,38628 

Higher education 

Mean ,2079 ,2642 

N 25 44 

S. 

Dev 
,30194 ,32735 

Total 

Mean ,0790 ,1808 

N 221 379 

S. 

Dev 
,17700 ,26825 

Multiple comparisons (partial table Scheffe table) for Bank accounts by Study 

level 

 

Highereducation 

 Means differences (I-J) S.E Sig.  

No level ,20794 ,07814 ,136 

Primary school ,15776* ,04146 ,007 

Secondary school ,13890* ,03784 ,011 

Professional certificate ,12794 ,05404 ,234 

The difference is significant at 0.05  

 

Multiple comparisons (partial Scheffe table) for Mobile money by study level 

 

Professional certificate 

 Meansdifferences (I-J) S.E Sig 

No level ,23055 ,10545 ,313 

Primary school ,18395 ,06421 ,087 

Secondary school ,17247 ,06050 ,089 

Higher education ,07197 ,07020 ,902 

The difference is significant at 0.10 
 
The study level tends to influence positively the use of mobile money. Indeed, the 

proportions of members using this technology tend to increase for members with 

higher study levels. They are 10.5, 15, 16, 33 and 26 percent respectively for no 

level, primary school, secondary school, professional certificate and higher education. 

However, these differences are located only between professional certificate and 
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primary and secondary school (according to the Scheffe tests of differences) but not 

comparing to members with higher education.  

 

Table 43: Proportion of members with formal accounts Proportion of members 

using Mobile money * Type of initiator 

Type of initiator Proportion of members with 

formal accounts 

(F=1.52; p=0.22) no 

significance. 

 

Proportion of members using 

Mobile money 

(F=2.33; p=0.074) no 

significance at 5% level.  

NGO and/or local 

associations 

Mean ,0817 ,1984 

N 200 298 

S.Dev ,16898 ,27772 

Female individual 

Mean ,1244 ,1043 

N 9 40 

S.Dev ,37333 ,22171 

Male individual 

Mean ,0000 ,1372 

N 12 37 

S.Dev ,00000 ,22980 

Other 

Mean  ,0394 

N  5 

S.Dev  ,01601 

Total 

Mean ,0790 ,1804 

N 221 380 

S.Dev ,17700 ,26801 

 

The proportion of SG members using mobile money slightly varies with the type of 

SG initiator (p=0.074). SGs initiated by NGOs tend to have a higher proportion 

(20%) then all the others, and beyond the mean (18%). Although we saw that 

even NGOs do not trust financial institutions (their promoted SGs do not have 

formal accounts), they seem to encourage their partners to trust mobile money.  
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Table 44: Proportions of members with formal accounts/Mobile money  

 

 N Mean S. Dev 

Proportion of members with formal accounts 

F=21.265; p=.000 < .05 

Katanga 195 ,0598 ,13674 

South-Kivu 0 . . 

North-Kivu 0 . . 

Oriental Province 0 . . 

Kasai 26 ,2229 ,32588 

Total 221 ,0790 ,17700 

Proportion of members using Mobile money 

F=24.255; p=.000 < .05 

Katanga 196 ,2592 ,29673 

South-Kivu 36 ,0413 ,01419 

North-Kivu 78 ,0385 ,01504 

Oriental Province 42 ,0556 ,04703 

Kasai 26 ,4182 ,41387 

Total 378 ,1812 ,26848 

 

These proportions (members using mobile money and members using formal 

accounts) vary with Province. Kasaï has the highest proportion of mobile money 

users with 42%, while North and South-Kivu havevery low proportions (below the 

total mean). So, not only SGs are not banked through financial institutions, but also, 

they are not benefiting yet the opportunity offered by Mobile phone to secure 

savings and even to give and manage credits.  

 

We have scrutinized the current situation of relationships between formal financial 

institutions. It appears that in general, SGs and their members are reluctant on 

entering a relationship with banks or MFIs. They believe their money is more 

secured by themselves or churches than in banks. This what we call "I love you, 

neither". What about banks and other formal institutions? How do they perceive 

SGs? Are they willing to attract this target and develop customized products for it? 

These are the kind of questions the next section will answer to.  
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III.4 SAVINGS GROUPS IN BANKS' GLASSES 

 

III.4.1 Introduction 

 

If the microfinance sector has caught the interest of all development actors, one 

reason was their assumed ability to financially include the excluded, and hence 

reduce their poverty thank to access to finance. Yet, the "poorest of the poor" have 

not been reached, and even poverty have not been tackled enough by 

microfinance. The more MFIs grow and professionalize, the more they reject the 

poorest segments of the potential clients.  

Savings Groups eventually emerged as asecond-best solution. Today, the financial 

sector (both microfinance and banks) is becoming increasingly aware of SGs. This 

section aims at discussing the perspectives for banks and microfinance institutions, 

to develop suitable products for SGs and SG members. The discussion relies on 

interviews conducted with 2 banks (EQUITY BANK, ACCESSBANK), one Institution of 

Microfinance (SMICO, Managing Director) and one Mobile money operator (Airtel 

money) in Goma and Bukavu. The interviews were organized in a way to give 

answers to some of relevant questions suggested in Allen and Panetta (2010), 

because it is our contention that answering some of these questions may 

provideinsights to the endeavour of building a model of linkages between formal 

institutions and informal structures such as SGs.  

 

III.4.2 Banks and VSLAs: How do banks see the relationship? 

 

In general, the interviews highlight the fact that currently no bank can do without 

the development of Savings Groups. Both Access Bank, Equity Bank and SMICO 

(Society of Microfinance) consider SGs to be the niche of the future, a niche that 

must be exploited by offering tailored products in the context of retail banking. Two 

major approaches emerge: 

(1) SGs can be addressed as part of the Bank's Social Responsibility policy. In this 

approach, the bank is willing to serve the savings groups, but is studying the 
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possibilities to release funds lost to affect in the social. 

(2) We can also rightly consider that there is a new segment of a profitable market 

and deploy ways to try to seize this opportunity. The underlying assumption here is 

that the size of this niche is sufficient to cover the expenses incurred and produce a 

profit. We are here in the strategy of mass marketing. 

The first philanthropic stance, however, should be confronted with the question of 

sustainability: How long would the bank be able to release enough funds to fund 

fundamentally a growing phenomenon such as SG? 

Also, since the origins of microfinance, the grant-based model has quickly 

demonstrated its limits both in terms of sustainability and impact on beneficiaries. 

Lastly, the perception of microfinance clients as just poor persons that are to be 

saved from poverty is increasingly criticized, especially because it prevents the 

institution from improving services for these poor; therefore, a negative impact on 

the outreach. 

These two approaches were evidenced by our interviews with banks managers in 

Goma and Bukavu.  

 

For ACCESSBANK, VSLAs are clearly part of its potential targets. At Headquarters 

level (Nigeria), there is a whole program for VSLAs (called Informal Financial 

Mutuals). At the Goma Branch, Access Bank works with a total of 12 VSLAs, but the 

bank does not make it a priority yet; it does not prospect the VSLA, but when they 

express the need to open an account, the bank is ready to open the account. To 

date, the idea of developing products for VSLA is more in line with the Social 

Responsibility framework of the bank (the philanthropic approach). The idea is still 

being internally nurtured in the bank before its future implementation. Funds could 

be dedicated to developing group credits for this clientele without looking for a profit. 

However, the top management of this bank recognizes that by working with VSLAs, it 

is possible to earn more on retail than on large customers, an approach that the 

bank should strengthen in the coming days. As with EQUITY BANK (cf. infra), 

ACCESS believes that a network of banking agents should be developed to better 

reach the most remote targets. 
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It is already working with VODACOM M-PESA under the contract of money provider. 

We do not develop how this model works here, but we present the way in which 

NGOs like CARE use it to reach their distant targets through projects. For example, 

CARE wants to fund Income Generating Activities (IGAs) in Minova.  

 

To address the accessibility issue, CARE can purchase virtual VODACOM SIM cards, 

with the name of each project recipient. The SIM numbers and beneficiaries' names 

are then sent to the bank, which will credit them. Of course, this assumes that there 

are outlets that work as agents in this village (Cash-express). 

This partnership can be particularly useful if the bank wants to launch credits for 

groups or individuals belonging to clearly identified groups. It is therefore possible to 

reflect on the improvements to be made to this model in order to use it to promote 

SG access to credit, savings and microinsurance services. 

 

It appeared from the deep interview with PROCREDIT that in its new approach (since 

its merger with EQUITY BANK which has become the majority shareholder), the 

objective is really the total diversification by offering different types of products to 

different types of customers, including the poorest. Thus, to reach the most distant 

targets while minimizing costs, Equity bank has developed a large network of agents. 

Prospects (potential depositors) can deposit their savings at no cost in many shops, 

pharmacies, kiosks, etc. working as Equity bank's agents. From the SG perspective, 

this would allow group leaders or their cashiers to deposit contributions after each 

weekly meeting. 

 

EQUITY BANK does not charge opening fees, minimizes account maintenance fees, 

and requires no minimum deposit. Thus, with the products that already exist, this 

bank is presented as the institution that is preparing to effectively bank the SGs and 

the very poor in general. Below are discussed the underlying arguments for this:  

(1) CASH-EXPRESS: An extensive network in all provinces, and within provinces, in 

all neighbourhoods, with a minimum deposit of 1,000 Congolese Francs (while our 

data show that the average individual contribution is 3509, largely greater than 1000 

CDF). 
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(2) A LIKELEMBA type account. The opening of this account is made easy because it 

does not require any identity document, driver's license, or lost time to get to the 

bank. However, as soon as a limit of 200 USD is crossed, the holder has the 

obligation to identify and comply. This is not a group account yet. Members of a 

Likelemba can use it to keep the money that will be withdrawn by a member when 

his turn arrives. However, the Likelemba type account is easily adaptable to fit the 

features of SGs.  

(3) Existence of a financial education program for the unbanked. This program has 

already catered to several people including, in collaboration with ÉLAN, the coffee 

growers. 

One of its limitations is that the program is more for individuals and would require 

adaptations to apply to groups. 

 

Like the two banks, the microfinance company SMICO also recognizes that today the 

VSLAs are accumulating a lot of money and therefore constitute an interesting 

potential target for formal financial institutions. Based on a market study that was 

carried out by ALERT and which has developed a database of 54 VSLAs, SMICO take 

these VSLAs, and with a fund guaranteed by ALERT, develops group-loans for them, 

joining to the loans programme,a Financial Education (the importance of credit, 

credit risks, financial management, the need to understand financial contracts, etc.) 

The credit put in place by SMICO has the particularity that it allows the reconstitution 

of capital. Thus, if the amount of capital to be repaid periodically is 10 USD, the 

institution sets it at 11 USD, the 1 dollar is saved for the borrower so that at the end 

of the credit cycle, he can have the same capital, without having to borrow. 

 

III.4.3 Tracks towards a model of links with the formal institutions: 

 

What lessons can we learn from these three models of VSLA relationships? 

A first model that seems interesting is that based on CASH-EXPRESS. This model, 

which so far is aimed at individuals with the same poverty profile as most VSLA 

members, can easily be extended to groups by adding measures to secure group 

savings (e.g. accounts on behalf of groups, in addition to the evidence papers given 
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to applicants, send a message to another member of the Management Committee, 

etc.). 

Equity Bank's LIKELEMBA account also offers prospects for opening VSLA accounts in 

banks. This would require in-depth discussions between VSLA actors and the 

financial institution to find a more relevant model. 

Telephone operators can also play an undeniable role in the financial inclusion of 

VSLAs. It is true that those working in the DRC are not yet involved (enough) in 

relations with VSLAs. But the interview conducted with the Airtel Sales Director 

(Bukavu) shows that this track is still welcome, and that it is probably because of 

ignorance of the opportunities offered by the VSAs that this operator is not 

interested in it. 

However, although we have not found opportunity to discuss with VODACOM-DRC, it 

is worth reminding that this company has extensive experience in working with SGs, 

as was evidence in the case of Tanzania7, and a beginning collaboration with 

ACCESSBANK in the Money Provider project where Access bank acts as Super-Agent.  

 

Some pitfalls deserve to be pinpointed. They have been raised mainly by bankers, 

and are of different orders, although the most difficult is rather of a legal nature. 

(1) VSLAs are not well structured. This difficulty can quickly be overcome, especially 

when VSLAs work with development organizations that support them (CARE, ÉLAN, 

ALERT, CRS...). 

(2) In the case of resorting to the network of agents, there is the difficulty of 

supplying the points of sale because of the deterioration of the roads, but also of the 

insecurity in the rural and suburbs in which most VSLAs are developing. 

(3) Rigidity of the law in opening accounts for AVEC. In fact, these groups are 

considered non-profit organizations and must obtain all the documents necessary for 

the operation of a non-profit organization.To further complicate their inclusion, the 

Minister of Justice sent a letter to the Congolese Association of Banks on the opening 

of bank accounts by non-profit, confessional,and non-confessional associations, as 

well as institutions recognized as of public utility. 

                                                           
7 More on this can be obtained in the Learning note TANZANIA: Linking Savings Groups to Mobile Banking. 
ACCESS AFRICA, The Power of Financial Services (2011).  
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This letter requires a VSLA to have legal personality before being able to open a bank 

account.To obtain this legal personality, you must: 

 

a) Notarial statutes: Most VSLAs have only Internal Regulations. And the notarial fees 

are expensive enough (payment per page, for several copies of the Statutes).  

b) Notarized Internal Regulations: Most VSLAs have difficulty paying the fees 

necessary to notarize ROI ($ 7 per page, in multiple copies). ROI is rather a tool 

VSLAs have to realize to improve their management and the funds security.  

c) Operating authorization issued by the provincial governor. 

d) Authorization of the minister (Planning Division) 

e) Ministerial Order (of the Minister of Justice).    

 

This whole process, in addition to being too long and tedious (especially for a 

population that has not studied much), is very expensive compared to the revenues 

mobilized by VSLAs. Therefore, there is a need for real advocacy among all actors 

interested in the development of VSLAs, with the public authorities having them in 

their attributions, with a view to reducing the law, for the sake of financial inclusion. 

 

With these elements in mind, one is in a position to begin a reflection that would 

lead to build a good model for linkages between SGs and formal financial institutions.  

Below are some guidelines in that perspective:  

 

III.4.4. Some recommendations for a better financial inclusion of SGs 

 

Table below draws on the identified problems (first column) to suggest solutions 

(first column) and prerequisites for their implementation. 
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Number Identified problem Perspectives of solution Prerequisites 

1. Reluctance from Banks and 

some MFIs.  

- Develop Savings and Loans products adapted to groups * Learn the functioning of SGs, their 

peculiarities. 

* Highlight the potential of SG in 
terms of Savings, as well as of credits. 

 
* Share success stories (best 

practises) of banks which succeeded 
with SGs elsewhere. 

* Support from public policy. 

- Provide training for SGs' Capacity Building (How to elaborate financial 

statements, Audited documents, important documents they must have, how 
to improve their financial performances...) 

2.  Distance from household to 

institution 

a) Mobile money * Suggest the existing SG Database to 

Mobile phone operators. 
* Build on their experiences overseas 

* Adapt the experience in the 
Congolese context.  

* Institutions should invest in a 

network of agents.  
* Train the potential agents 

* Sensitize the beneficiaries.  

b) Bank agents (Cash-Express).  

c) Mobile collectors (Adapt the Bwakisa carte model to formal institutions). 

3.  Lack of trust from SGs and 

their members.  

- Brainstorming between formal institutions and their prospects; * Banks and MFIs' awareness of this 

lack of trust 

* Better control of the Central Bank to 
financial institutions.  

- Financial institutions should develop close relationships with prospects; 

- Improve institutions' governance to increase their clients' sense of 

ownership.  

- Government involvement to reassure reimbursement to customers in case 

of bankruptcy.  

4. Lack of awareness, Low 
financial literacy from SG 

members 

Financial education * Government involvement 
* NGOs involvement  

* Financial institutions involvement.  

5. Rigidity of the institutional 
and legal frames 

Discussion with Public decision-makers in order to easy the procedures of 
opening a bank account for Savings-Groups 

* Willingness of decision makers to 
involve in Financial inclusion of SGs.  
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CONCLUSION AND RECOMMANDATIONS 

We are at the end of this report which focused on the state of play of savings groups 

in the Democratic Republic of Congo, and the prospects for creating links between 

them and formal financial institutions. It is clear from this report that Savings groups 

have become a socio-economic phenomenon that will continue to grow and to 

include a wide and diverse population. The phenomena which is very culturally 

rooted, began to be structured by CARE in Mali and extended in numerous other 

African countries such as the Democratic Republic of Congo. Although dominated by 

women, we found that men also are interested in Savings Groups. Most of SG 

members, be they men or women, have a first employment whose income are weak 

to cover the households' expenses, so they engage in other Income Generating 

Activities, the remainder of which is eventually invested as contribution in SGs. The 

main motivation of engaging into SGs appeared, like in other countries, to find 

supplementary incomes in form of credits, savings or even "specials helps" from 

peers during hard periods.  

Groups have an average size of 28, and members contribute about 2500 CDF (+/-1.5 

USD) a week. Besides this regular contribution, other contributions might be solicited 

to face some unforeseen events such as bereavements, illnesses, and for solidarity in 

general. They are also able to benefit loans of about 6.58 USD a week (26 USD a 

month). So, our survey confirms the fact that SGs plays a role of resilience in a 

difficult socioeconomic environment.  

Although SGs appear to release significant amounts of money, their members do not 

seem to be willing to resort to banks or Microfinance institutions because they don't 

trust them. This is probably due to the problems of bankruptcy some microfinance 

institutions have undergone, and even some Congolese banks. So, great deal of work 

must be done to rebuild trust between SGs initiators, members, and formal financial 

institutions. Efforts are needed to make people aware of the danger/risks of keeping 

money in their houses without relevant protection systems, and to the opportunities 

they can have in having accounts (be they individual or groups) into formal financial 

institutions or as electronic money. This endeavour can begin with local authorities 
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(Commune, the chief of market, chief of districts, etc.) and religious leaders (priests, 

pastors,etc.) as it appeared that these persons still drive trust from their populations.  

It is clear from these data that SGs in the Democratic Republic of Congo cannot be 

successful if they are not combined with Education for Financial literacy. Besides, it 

clearly appeared that a substantial proportion of respondents declared not to be 

aware of financial institution, or do not know the importance of these. The role of 

NGOs is crucial and undeniable in this respect, for many reasons:  

- They initiated most of SGs working in the different Congolese provinces; 

- It appears that, in the one hand, the proportion of SG they initiated is still very low 

when it comes to collaborating with formal institutions (bank or MFI accounts for the 

group, collaboration with local administration, renting strongbox from banks, etc; in 

the other hand, NGOs are among the most beneficiaries of the trust that financial 

institutions have lost. So, a collaboration between NGO and formal financial 

institutions is very important.  

About linkages between formal financial institutions and VSLAs, the objective of this 

report was to suggest exploitable ways and ideas to strengthen savings groups in 

terms of security of savings and in terms of liquidity (credits), rather than replacing 

those structures that play an undeniable role in society. The challenge here is to 

match the mistrust expressed by most of SGs towards banks, and the enthusiasm of 

banks for SGs that they see as promising market niche. Shall this barrier be broken, 

there is room for fruitful collaborations that would increase financial inclusions 

through savings groups.  

Indeed, some banks operating in the DRC have experience of working with SG in 

other countries, so they can easily transpose and adapt those experiences in the 

Congolese context. Some of them have even deployed the necessary infrastructures 

to reach the needs of savings groups members and SG themselves. This is the case 

of EQUITY BANK, and ACCESS BANK (especially in Kinshasa). These two institutions 

are working with Savings Groups in other countries than DRC (Nigeria for Access 

Bank, and Kenya for Equity Bank). As for mobile phone operators, they are already 

collaborating with financial institutions and even with NGOs (CARE) to provide 
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relevant products to SGs. So, they also can easily adapt the technology they use for 

individual mobile money, to serve the peculiarities of groups. These are avenues that 

need to be deepened to drive savings groups towards formal finance. 

This report has the advantage of having identified groups (both those sampled, and 

other databases of groups, although not considered in this sample).  

➢ This can be considered the first step of the model for linking SGs and the 

formal sector.  

➢ The next step is to identify financial institutions with which collaborations can 

be launched, based on their willingness to offer customized products to 

savings groups, and their capacity to deploy adapted infrastructures for that 

end. Discussions with these institutions, but also mobile phone operators will 

help in building the linkage model that will be used.  

➢ Financial education is a very important step in this process, and should be 

orientated not only to SG members, but also to the other actors such as local 

and religious authorities who can have impact on the members of SGs.  

➢ Endingly, the adapted model can be applied, and continuously accompanied 

by financial education.  

It also appeared that the legislation about SGs hampers their ways towards financial 

inclusion, because of its rigidity and the costs incurred by it to the savings groups. It 

is important to involve the Central Bank in the discussion with political authorities so 

that they can relax the legislation to allow SGs to easily open their bank accounts in 

banks and MFIs.  

Among the limits, our survey tool did not allow to take account of gender in the 

governance of groups to assess whether groups in the DRC respect what is 

suggested in the methodology (at least 3 women out of 5 committee members for 

mixed groups). Nonetheless, if in the next step it comes to promoting or supporting 

SGs, it would be better to have this in mind that committees must include a 

substantial percentage of women.  

Also, it has not been possible to catch quantitatively the amount of credit 

outstanding, because of the way the questionnaire was formulated. There are in 
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general a number of improvements to bring to the survey tool that has been used, in 

order to collect more relevant data about all aspects of SGs. However, in its current 

state, our tool seems to have brought more and better information than many other 

previouslyused tools.  
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