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INTRODUCTION



Our objective is to develop sustainable services that increase farmer income

and productivity by 50%, with 50% outreach to women and youth.

MCAF works as an innovation partner with private sector scale partners

and such as banks, mobile network operators, agribusinesses, as well as

technology innovators and governments committed to serving

smallholders at scale.

We help our partners develop, prototype and scale bundles of digitally-

enabled financial and non-financial services supporting partnership

development between market actors that leverage their strengths

We combine MCAF team expertise with strategic subsidy to jointly

implement iterative, fail-fast engagements with partners on a cost-share

basis, sharing public learnings to drive market ecosystem growth.

Since 2012, we have completed more than 150 engagements with over 70

partners.

Currently, our work reaches more than 5 million smallholders.

Mercy Corps’ AgriFin programming (MCAF) represents USD 35 million in

innovation funding from the Mastercard Foundation, Bill and Melinda Gates

Foundation and the Swiss Development Corporation to support development,

testing and scale of digitally-enabled services to more than 3 million

smallholders by 2021.
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RELATED CASE STUDIES



Self-Help Groups (SHG) are a community-based group found in India and

other Asian countries. Members are usually women living in proximity,

all voluntarily coming together to save small sums of money, on a regular

basis. They pool their resources to become financially stable, taking loans

from their collective savings in times of emergency or financial scarcity,

important life events or to purchase assets. 

Moreover, the liability between group members allow them to develop

saving behaviours which eventually makes them creditworthy for

financial service providers. As part of a broader effort to improve

financial inclusion, banks in some regions of India have appointed “Bank

Sakhis” (a Hindi phrase for female-friend of the bank) whose role is to

make it comfortable for women in SHGs to freely reach out to her, as well

as promote and facilitate banking products to be provided to the group. 

The bank selects these Bank Sakhis on predetermined criteria such as

membership of a SHG and been involved in conducting banking and

bookkeeping activities of the group. Many credit the Bank Sakhi model

with enabling women to open bank accounts and access other important

financial services. Further, the approach is seen to have led to the

economic empowerment of the Bank Sakhis themselves as they build

their capacity to deliver (and earn money from) a wide range of banking

services.

FEMALE LOAN AGENTS: BANK SAKHIS

Source: SHG members as Bank Agents - the Bank Sakhi Model (GIZ - NABARD Rural Financial Institutions Programme, 2015)



M-Shwari is a paperless banking service offered by Safaricom and

enabled by the Commercial Bank of Africa in Kenya. Customers are able

to set up an bank account via M-PESA (Safaricom’s ubiquitous money

transfer service), without having to visit a bank or fill in any forms.

Money deposited in the account automatically earns interest (up to

6.65% p.a), though customers are also able to access higher interest rates

if they commit to saving over a fixed period of time. 

In addition, customers are able access microloans (minimum ~$1) at

anytime with a one-time 7.5% fee (interest), with the principal and

interest to be repaid anytime within one month using M-PESA.Shwari,

meaning “calm” in Kiswahili, reflects the product’s positioning as a

convenient way to access the benefits of formal banking. 

The product scaled to 18m customers in 2017, because it emulates the

way low-income Kenyans manage their money, balancing their short-

term need for liquidity with providing a return for the future. It does so

via an easy-to-use interface, accessible on feature phones, that integrates

with the M-PESA platform which customers are already familiar with.

FLEXIBLE DIGITAL PAYMENTS: M-SHWARI

Sources: Safaricom website; ‘How M-Shwari Works: The Story So Far’ (CGAP, 2015; ‘CBA Celebrates of M-Shwari as clients cross the 18m mark’ (Business Daily, 2017)



Since 2013, One Acre Fund (OAF) has served 50,000 (predominantly

women, maize) farmers in southern Tanzania. Their integrated platform,

delivered via extension officers, provides farmers with input loans (av.

$123) and distribution, crop insurance and advisory services. OAF clients

typically apply the inputs and adopt advice on one acre of their land,

achieving a net $218 income increase per farmer in 2017 (or a 148% ROI).

OAF does not lend to Farmer Organisations, preferring a group model

where members are liable for each other’s lending. In addition to

receiving an input loan the following season (likely the strongest

incentive), farmers who repay receive in-kind benefits such as calendars,

tea and invitations to ‘mandazi days’. Repayment rates were 99% in 2017

and 91% in 2018 (during the maize market price crash). 

By primarily engaging group leaders, each extension officer can manage

and provide support to up to 400 loan clients. 60% of loans are disbursed

using mobile money and 40% is disbursed in cash to group leads. Loan

clients pay 20% interest APR and, at run-rate, it’s anticipated OAF’s

model in Tanzania will be 70% sustainable excluding R&D costs, i.e. 30%

of field costs will be donor funded.

GROUP LIABILITY LOANS: ONE ACRE FUND

Source: Dalberg interview; One Acre Fund 2017 & 2018 Country Impact Reports.
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