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Project Objectives:

The primary objective of this project is to increase financial inclusion and technical capacity for women smallholder farmers, who are 

the most financially excluded group in Zambia.

OBJECTIVE | PROJECT OVERVIEW

Project Background:

Under FSDZôsWomenôsFinancial Inclusion (WIN) initiative, AFA is leading a consortium of partners to develop, test and scale a

range of bundled offerings tailored to address gaps in financial services and market access amongst womenSHFôs.

Although the primary focus is increasing financial inclusion, together with our partners, AFA will seek toñbundleòservices for women

farmers, designing and piloting both financial and non-financial products, while also including significant agricultural buyers in the

product design and farmer outreach strategies to allow for increased impact at the farmer level, as well as reduced risk at the bank

level.

The outcome of the partnersôcollective efforts will be a comprehensive end-to-end solution that accelerates financial inclusion and

the technical capacity of women SHF in Zambia. The expected impact within a 2.5 year period is 100,000 registered women

smallholders accessing and using a suite of financial and non-financial services with at least 30% active user rates (over a 90-day

period).

Research Objectives :

1. Understand the needs, challenges, and pain points of women farmers

2. Understand farmer financial behaviors, information needs, channels, and key transactions to inform potential intervention 

points

3. Explore potential MVP solution spaces through low-fidelity prototypes
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Approach & Methodology
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Approach and methodology | Our Approach 

In-context interviews:

Interviewing, observing and carefully documenting attitudes and behaviors of women farmer in 

the context of understanding their processes and how the product will be used

Participatory design sessions:

Engaging participants in a dialog around crafted DIS and DFS prototypes to help them convey 

their needs, expectations and ideas

Stakeholder interviews:

Face-to-face interviews with other stakeholders to gather key insights and gain deeper 

understanding on the behavioral models toward financial services

Intercept interviews:

Leveraging immersion in a specific context to rapidly engage with individuals and groups for quick 

supplemental insights

We used a combination of Human Centered Design (HCD) research methods to engage a range of 

participants.

OUR APPROACH
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Zambian context
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Diverse income cushioning strategies 

ñWe usually have one major season to plant and harvest 

commercial field crops. I opted into vegetable gardening so 

that I can feed my family during hunger period and make little 

cash from selling to my community .ò

- Norah, Ndofumozi Group, Singa Village

Farmers rely on one planting season for cash and their

vegetable gardens for subsistence farming during hard

months.

Rural farmers in Zambia, rely heavily on one major 

planting and harvest season to meet their familiesô 

needs throughout the year. This results in more financial 

pressure to protect their reserves, and  prevent using 

them as collateral for access to other financial services if 

the option is presented. Furthermore, the one rainy 

season means that if farmers do not plant in time, there 

will be little chance of increasing their disposable 

income.  Lack of irrigation systems, limit options for 

farmers to diversify into other crops and generate 

alternative sources of income in the non-rainy seasons. 

Women subsidise farming cash crops such as maize , 

cotton and soybeans with vegetable gardening during 

non-planting months to feed their families. Vegetables 

planted all year round include: groundnuts, rape, 

tomatoes, onions, cowpeas, chinese cabbage (peri-

urban), herbs (peri-urban) and sweet potatoes. Since 

vegetable farming is a primary activity in this period, 

fresh produce prices are low, further exacerbating the 

financial pressure to source income during this period.    
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Access to inputs in Zambia

ñThe government  fertilizer takes long to be distributed to 

us. I usually go to my agro-dealer and pay in instalments 

until I purchase the order I booked for my next planting 

season.ò

- Matilda , Vulamkoko

The lack of affordable options to buy inputs,

results in SHFs not being able to access seeds

and fertilizer during the planting season. Farmers

require innovative ways to plan for input

purchases.

Smallholder farmers use FISP subsidies for inputs, 

which arrive late in the planting cycle and hence affect 

productivity. Those who are registered cooperative 

members can access government subsidised FISP 

program inputs (~ZK 400 SHF contribution). 

However inputs are usually delivered mid-way or at 

the end of the planting season, reducing farmer yields 

and their income potential for the year.  Additionally, 

the FISP program only provides inputs for maize 

production, leaving little room for farmers to access 

inputs for other cash crops.  
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ñI have heard of Airtel Money, MTN Money and Kongola, Zoona but they are far away from 

our village and I have to go the center. Thatôs why I am not using them.ò

- Women SHF, Vulamkoko (Ndufimozi VSLA Group) 

Current barriers to financing 

product uptake 

Farmers in rural areas rarely use formal financial services such as mobile money 

citing transaction costs, poor agent access/liquidity and inflexible repayment cycles 

as major barriers.

Direct payments and OTC transactions are the primary financial transfer methods in rural 

areas; few SHFs are accessing mobile money. Rural agent networks need to be further 

developed to support DFS products. In test areas, the nearest mobile money and FSP 

outlets were over 20 km away from the village, meaning an additional transport cost (~ZK20 

to ~ZK40) to process to process OTC transactions in addition to transfer fees charged. 

Farmers were open to using mobile money services, as they would lower the real cost of 

transferring money, however agent liquidity constraints discourage farmers, who fear that 

when there is an emergency they will not able to access cash immediately.
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ñWhy buy a phone when all I do is just feed it with credit?ò

- Norah, Nsongwe (Kapande sector)

Demand barriers 

limiting DFS 

Low mobile penetration (>30%) and few use cases for 

DIS/DFS for small-holder farmers limit demand for 

products.

On the demand side, phones are viewed as a luxury item, 

with limited use cases for improving womenôs lives, hence 

ownership is unattractive since their prioritised goal is 

making their household reach a minimum living standard.

Device cost, lack of money for talk time, limited access to 

electricity to charge batteries and device sharing further 

limited womenôs use.

Young adults are more open to using basic/smartphones, 

provided options to engage with content on local 

language is available. With Zambia having ~70 

languages, and a different primary provincial languages, 

providers will need to adapt content for farmers to 

understand how to engage on digital platforms
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Supply side barriers limiting DFS

Poor network infrastructure and coverage inhibit supply of DFS/DIS products in Zambia.

On the supply-side, poor network quality and coverage in rural communities limits the ability to develop sophisticated DFS 

products requiring better connectivity.

Whilst there are many efforts to scale up network coverage (both from the public sector and MNO players), the few 

farmers who had basic phones complained about poor  network quality and coverage, limiting their desire to rely on a 

phone. 

These market factors inhibit the establishment of basic DFS services in the country, and limit most financial transactions 

to over the counter (OTC), instead of wallet based transactions.

ñI like the idea of having my money virtually, but that scares me too. What if I needed that money, and my closest agent 

is 35 km away from me? That's why I stick to having it physically with me no matter the riskò

- Beauty, Nsongwe (Kapande sector)




